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Most people when they think “Adding 
Machine,” say “BURROUGHS” | 


Because through its record of seventeen 
years of continuous and increasing suc- 
cess, the Burroughs Adding and Listing 
Machine has established itself in the 
minds of over 80,000 users, as an add- 
ing machine that does more and does 

it better than any other adding 

machine made. 


Well be glad to show you why--in your own 
office, on your own work, without cost or 


obligation. 


Pes Burroughs Adding Machine Company 


Largest Adding Machine Factory in the World. 
39 Burroughs Block, 


DETROIT, MICHIGAN, U. S. A. 
European Address, 65 High Holborn, London, W. C., England. 





HAND OR ELECTRIC 
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Age 


uestion is—where is 
O the money? Is it 
as easy to force a demand 
for any one make of ma- 
chine as it is to fill the 
demand for all makes? 


BD  pssang: agape de is 
work for a factory 


a “shop” can’t do it. 
We have a specially 
equipped full grown fac- 
tory. ‘‘Remanufacturing”’ 
is just what the word 
means. There is a dif- 
ference between that and 
‘dressing up discards.”’ 
‘“Remanufacturing ”’ is 
building a machine that 
could be sold as new at the 
full regular price. 


Sealing Ramers is the 
safest selling any 
dealer can do. There is 
no come-back for repairs 
and maintenance—there 
is no claim for a new ma- 
chine that can’t be made 
for a Ramer. One sale 
is both a recommendation 
and thebasts fora re-order. 


herever you go a- 

selling you bump 
into the many quirks of 
different requirements. 
The Ramer man is always 
prepared on any point; 
he has all makes and he 
has a price to quote that 
settles the one and only 
remaining question. 


ye mace in getting 
business is a_ back- 
ing that we give every 
dealer handling Ramers 
Our co-operation is 
worked out on lines that 
give the dealer a certain 
latitude in choosing the 
sort of assistance he most 
wants. 


Be StrRermors: it is 
profitable. Very 


pre yfitable. 


Ramer Remanufactured 





W. W. RAMER, President 
Wholesale Typewriter Company, 108-110 Duane St., New York City, 


London Office: THE SANCTUARY, Corner Little George St. 





BY 


) Dake dealer should 
read Mr. Ram- 
er’s little booklet of 
selling arguments and 
should put a copy in the 
hands of every one of his 
prospects. 


he entire English key- 
board, including nu- 
merals can be used for 
initials to paragraphs giv- 
ing logical ‘‘reasons why”’ 
the Ramer proposition is 
a good one for you—and 
we will gladly give you 
the missing ones if you 
will go so far as to ask for 
them. 





Lyre should face this 
‘Remanufactured ”’ 


proposition now. Wehave ° 


the records of our own 
business progress to prove 
that the Ramer idea is a 
sales-sweeping factor not 
alone in’ the rebuilt field 
but in the whole type- 
writer field of thecountry. 


Typewriter 


Parliament Square) Westminster. 
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THE PRINTOGRAPH 


THE DIFFERENCE BETWEEN PRICE AND COST 
EVERY ADVERTISING MAN IS A POT HUNTER. The letter machine is his gun, letters are 


his ammunition and orders are his game. A poor gun will waste ammunition; it will waste 
time, energy and opportunity. 
Therefore, the price paid for the gun is not the cost. 


Let us illustrate. Suppose you have mailed fifty thousand process letters the last 
season. It cost you $2,000.00 cash to do this, but because of poor mechanical execution 
(short lines heavier than long lines, etc.) you got no returns. Did not the machine cost 
you $2,000.00 plus the purchase price? 

The purchase price of a machine like the Printograph is only a small percentage of its 
cost. The worth of a letter machine depends entirely upon its ability to produce letters 
that will be accepted by the average business man as being typewritten. 


Printograph letters are produced by the same mechanical action and process, and 
consequently cannot be distinguished from typewriter. The Printograph is the first and 
only real invention in the art of typewriter printing. 

The Printograph idea may be illustrated upon an ordinary typewriter. Press down a 
key slowly, and it will take several pounds pressure to print a single character. Tap the 
key quickly and lightly and a two ounce blow will give a better result. 


The Printograph prints by means of impact or vibration. All other so-called multiple 
letter machines print by pressure, the same as a printing press. In fact all other multiple 
letter machines are nothing more than toy printing presses, some being patterned after the 
obsolete ‘“‘Army Press’’ with flat bed and roller, while others are miniature cylinder presses 
of comparatively flimsy construction. 


Printers buy Printographs, and over 80% of our sales are made to concerns that have 
other letter machines on hand. 


We manufacture two models of Printographs 
—the No. 5 power machine, capacity two to four 
thousand per hour, which sells for $200.00; the 
No. 4 hand machine, capacity fifteen hundred per 
hour, which sells for $125.00. Both these models 
are ready for immediate delivery. We have 
recently increased our manufacturing facilities, 
and we now have a capacity of twenty-five ma- 
chines per day. 





No. 4. PRINTOGRAPH 

The Printograph is an easy seller and a hard com- 
petitor. Our dealers tell us they have never lost a 
competitive sale. A dealer’s contract for your territory 
would be a valuable asset. 


Write us for further information and sample Printograph letters. 


U. S. PRINTOGRAPH COMPANY 


CORN EXCHANGE BUILDING 
MINNEAPOLIS, MINN., U. S. A. 





FACTORY, LA CROSSE, WIS. 
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Complete, Straight Line 
Keyboard 


A Key for Every Chaiacter 


Removable and Interchange- 
able Platens 


Reversible Tabulator Rack 
Ball Bearing Carriage 


Complete Control from 














Keyboard 
Simple Stencil Cutting Device 
Drop Forged Type Bars 
Perfect Line Lock 
~ 4 ) AY = Bichrome Ribbon 
of SITU PTCIHCr F---~ 
— Ball Bearing Type Bar 
Column Finder and Para- 
: grapher 
efficiency Decimal Tabulator 
Perfect Erasing Facilities 
Interchangeable Carriages 
Is its key-for-every-character keyboard. et 8 
One simple stroke prints any character. ge Pi ic) 
This saves time, increases speed and [Pesce Ribbon 
‘ Gear Driven Carriages 
Insures accuracy. | Ribbon Controlled from 
Keyboard 
M d | | ¢ eee and Universal 
e Spacer 
O C Perfect Dust Guard 
Visible wz Space Lever 
Carriage Retarder 
Improved Marginal Stops 


Write for information to 


The Smith Premier Typewriter Co., Inc. Escapement, Speediest 
Ever De 





Syracuse, N. Y. Branches everywhere 
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POSTAGE INSURANCE 


is what you get with a ] f 


SIMPLEX STAMP AFFIXER 


Trade Mark, Ree “THE ACME OF OFFICE APPLIANCES” 





The machine is 
guaranteed against 
mechanical defects 
for one year. 


No trouble with 
the simplex as there 
are no complicated 


parts to get out of 
order. The only 


Portable Automatic 
Stamp Affixer in the 
world. Rapidity 1s 
governed by the ac- 
tivity of the opera- 
tor. The action of 
moistening, cutting 
off and affixing 1s 
automatic. 


The world has been 
waiting for it and 
cation, stamps 1n Uncle Samhas made 
rolls of 500° to fit it possible by print- 
our stamp affixer. run size ii ing stamps in rolls. 


Protected by U.S. Patent, Oct. 27th, 1908. Others pending 
All infringers vigorously prosecuted 


This handy little 
device will take a 
roll of 500 stamps 
and affix them to 
your mail—securely 
—ten times faster 
than the old way, 
and guard your 
postage account 
while it is doing the 
work. You put a 
roll of stamps in the 
machine, depress the 
handle, and it cuts 
off a stamp and 
affixes it to the en- 
velope. 


Any postmaster will 
furnish, upon appli- 





TRADE MARK REG. U. S. PATENT OFFICE 
WEIGHT, 14 LBS. 


Pak | 
SAVES TIME (gH SAVES POSTAGE 


THE DRUMMOND-LUDLOW CO. 


116 Liberty Street New York, N. Y. 











Sole Distributors for U. S. and Dependencies 








Trade Mark Reg. 
U. 8. Pat. Of 
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g VERY new model of the Remington ae 
writer since the creation of the industry 4 
C has represented a fundamental advance in 3 





typewriter quality and typewriter service. 


The New 


WD ~=DT DD 


Models 
10 


and 


iI 


single advance which has ever been made in 

a. "he ae 
development of the writing machine. 
y Some of the New Features: 


























Column Selector Built-in Tabulator 
p Back Spacer Single Dog Escapemen bs 
i Two Color Dial Variable Line Space L 
f New Carriage New Paper Feed 
) Remington Typewriter Compan 
f (INCORPORATED) 
q New York and Everywhere 
N 
= 
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A RICH HARVEST 


Awaits Dealers who Secure Exclusive 
Territory for 


The Multi-Copy Typewriter 









We'want to get in touch with the “‘live wires” in the office specialty 

trade—to interest some ‘‘new blood’’—some candidates for top notches. 
Don’t want lazy, sleepy back numbers, but bright, willing workers 

who want to add to a growing business a specialty that ranks with the 

cash registers, the adding machines, and other “‘best sellers’’—the com- 

ing fortune builder of the next decade. 

The Multi-Copy Typewriter is the trade wonder of the year. It has 


jumped into the front rank at a bound—simply on its merits. It sells at 
only $75. Cabinet and other accessories can be purchased for $25 and 





























upward. 
BIG CITIES STILL OPEN 
Chicago Cleveland Kansas City Indianapolis Louisville 
Boston San Francisco Omaha St. Paul Atlanta 
St. Louis Los Angeles Buffalo Minneapolis Memphis 
Cincinnati Denver Detroit Milwaukee Dallas 






and many others equally desirable 


It is up to you, The Early Bird Gets the Fat Worm. 


The Multi-Copy Typewriter Company 


1349 Penn. Ave., WASHINGTON, D. C. 
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The 
Facet 


That all speed records are 
made on the Underwood 
is conclusive evidence that 
it has the fastest type bar 
action and the most perfect 
escapement movement ever 


lo 








MISS ROSE L. FRITZ, World’ Champion Typist. p u t In { Oa t ype W Yl t eT. 
STANDARD 


TYPEWRITER 
“The Machine YOu Will Eveatualiy Buy” 


is preferred by most good operators, because 
they recognize that work <an be done quicker, 
more accurately and far easier than with any 
other machine on the market. 


‘Need a Stenographer? 
Our Employment Department will furnish the operator you want at the price you want to pay, 
no matter what machine you use or whether the position is to be permanent or temporary. Our 


Free Employment Department— 


Is the largest in the world. The service is free to both employer and employee, in all of our branches. 


THE UNDERWOOD TYPEWRITER COMPANY, Ine. ANYWHERE 
_ = aa a s 
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KEEP THE BALL ROLLING FOR N 
BUFFALO’S ONLY AND FIRST 
‘OFFICE AND HOUSE FURNISHING SHOW! 


SEPT. 6-17, 1909 


“THE FACT that the attendance of dealers 
reached the high water mark at the Chicago 
show is evidence that these great Semi-Annual 
Markets are increasing in value to the trade.” 
If this is true of Chicago and New York 


WHY NOT BUFFALO, N.Y. 


Buffalo has a large and profitable field of fertile 
business land that needs only good cultivation 
that will bring a good return to the wide-awake 
business getter. TRY OUT YOUR CHANCE 
AT THE OFFICE APPLIANCE AND 

HOUSE FURNISHING SHOW. Over 
half the floor space sold. Write today 
for diagram and get good locations. 


‘\ OFFICE AND HOUSE FURNISHING 
\ EXPOSITION COMPANY 


568-570 MAIN STREET 
BUFFALO, N. Y. 
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VISIBLE TYPEWRITER 


A Business Builder for You 


Sixty-five dollars for a standard visible ty ewriter looks 
P 

too good to be true—doesn't it 7 

The Royal Standard Visible Ty ewriter is in every re- 

. P . 

spect the equal and in many respects the superior of any 

$100 machine on the market. In material, workmanship 

and mechanical correctness it has no superior. 


Simple of mechanism—simple of operation, durable and com- 
pact. For steady hich grade work, at low cost of mainte- 


nance, compare it with any machine, no matter what the price. 


If you re a dealer, you wont sidestep this opportunity. 
You know that if you can geta standard typewriter that 
you can sell for $65 you can doa bigger typewriter busi- 
ness than you ve ever done before. 


WRITE TODAY. 


ROYAL TYPEWRITER CO. 


253 Broadway, New York City 





PEATE SP 
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~ GOOD LOOKING 
GIRLS 


Do all the billing in an enterprising 
Department Store down South that 
has 9000 active accounts—they use 
the Elliott-Fisher that adds the items 
up as it writes them down. 


@ The names of these girls cannot 
be had on application, but full parti- 
culars as to how they do the billing 
as well as full information about the 
Elliott-Fisher Standard Writing 
Adding Machine which makes toil 
easier on many classes of work, and 
a list of progressive American Busi- 
ness Concerns that use the Elliott- 
Fisher is free for the asking—what 
line P 
Suppose you ask to-day? 





Elliott-Fisher Company 


92 Cedar Street Harrisburg, Pa. 
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VERBUM SAT SAPIENTI 


(Viz: A word is enough for 


A stitch in time saves a stitch in the pocket book nerve. 
How’s your stock for September Ist, your busy profit taking time ? 


Rebuilt typewriters of particular excellence for immediate resale 
: at large profits on hand in large quantities; machines in rough— 
great variety and unequalled value 


ts, and with same we now 


Former plant proving inadequate we have con- 
REBUILDING CAPACITY: verted same into an “INSPECTION DEPART- 

MENT” for our rebul 

hav 


The WORLD’S LARGEST 
“REBUILT” CAPACITY 


’ for the production of 


“General” Rebuilt Typewriters 
AT WHOLESALE ONLY > 


Come one, come all, this rock shall fly from tts firm 
base as soon as—the Sun ceases shining. 











General Typewriter Exchange 
21 Murray Street 


New York 
U.S. A. 
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How You Can Have Sy titete, 
The Greatest Business Show ~~ 
Ever Conceived a 


Right On Your Own Desk 


You know how much can be seen in a business show No goods are sold in **The Bourse 


You know how much can be learned there. You “The Bourse” is for exhibition purposes only 
i U4 


know how mportant it is to your business that you Visitors are not expected to fee the attendants 
should attend some Business Show every year. You , Everything is FREE to those who come to s 

also know what it costs to visit New York or Chicago “The Bourse.’ 

to go to a business show And now we have a plan Business men come here jrom fall parts of the world 


to bring demonstration exhibitions seeking time, labor and money sa 


the most practical Business Show ing devices for their offices 


ever conceived—direct to yourdesk Corporation buyers visit TI 


for a sum so small that, 7m com Bourse” every dav 


parison to the actual usable in Representativesof foreign hous 


formation it gives you, the price come here constantly lookin: 
you pay is a mere bagatell American ideas 


Write for FREE prospectus ot 
this Business Show. and find out 


Dealers make ‘‘The Bourse’ head 
quarters jor injormation of new lin 


how you can make use of it in your Here is the place to come firs 
business. This show both saves for all kinds of Office Equipment 
and makes money for you, and its systems and supplies—because het 
‘desk demonstrations’ —of time, you see e\ erything ot importanc: 


labor, brain-wear and money sa\ 
ing appliances, systems, machiner\ You save time. traveland trouble 
and supplies—are made _ possibl by coming first to ‘“‘The Bourse 
by connection with the Great Bus for any information you wish. You 


iness Show of the Internatione| 
Office Equipment Bourse — the 
‘Perpetual Business Show” which 


get unprejudiced opinions. 
No one has ‘‘an axe to grind 





in telling you about the exhibits 
Write and find out how you may 


mney re , 
is open all the year ‘round at the od m0 
corner of Broadway and Warren H The — “een have the use of this practical and 

the eart of cw or useful Business Show on your own 


Street in the very heart of 


busiest business section of New York City desk in definite, understandable shape—ready fo 0) 





Here Manufacturers of Office Equipment exhibit “¢ @4 @#¥ “me. 

The cost of this service is so small it will astonish 
; i _ you. You will wonder that so much service can be 
“The Bourse’ is open every business day of fendered for so little monev. 


their wares ail the year ‘round 


» year. rhs : ° 6 ° P . ; 
the } rhe simplicity of this plan is remarkable—its practical 
Admission is FREE and competent usefulness to any business is little short of marvelous 


P demonstrators show visitors about But—write us today. Use one of the coupons 
to, show how the different systems, ma- Let us tell you the whole story. It is interesting as a 
"% chinesand appliances on exhibition ae to a business man—and it means more money 
* ”, work, tellwhatall the equipment save : more money earned, less labor lost, less energy 
o, & ~ 57 @ spent, less weariness of soul and body for any hard 
% t+, % is for and how it may be used worker. Write for FREE prospectus to 
<p 4%, 
% Wy % 
% %y, ot, I ° O e . 
4 Men nternational Office Equipment Bourse 
<b >, % © 4,%, Broadway and Warren Street New York City 
> 7. . . . 
“4% Oy aa, “a Makers of Office Equipment—Use this Coupon. 
‘ ? 
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“Improvement the order of the age” 


VER twenty years ago we saw the great necessity for a superior duplicating process. 
The MIMEOGRAPH was the result. Bringing it constantly before the Business 
Public, it is today known and used practically the world over, is recognized the 
acme of perfection as a stencil process duplicating machine, and the manufac- 
turers as by far the largest in the world. This eminent position has been attained by 
giving the business public what it wanted and required, sparing no time, trouble and 
expense, but always having in mind requirements, quality and service—the best product 
of brains and money and materials. During this period the MIMEOGRAPH became an 
office printer for varied matter, has revolutionized circularizing, originated new advertising 
ideas, has become a great factor in the advertising world, has greatly advanced general 
advertising, as a sales-getter and profit-maker it has been almost human in its results, 
it stands today second to no other office device, and it has done more than its share in the 
up-lift of general business. Ever keeping up with increasing demands through advance- 
ments made in methods of a progressive business nation, we have periodically introduced 
improvements and new models to meet every demand, and that field which the 
MIMEOGRAPH itself created. 


We are now prepared to offer you a new model, with still greater improvements, which 
is in a class by itself, considerably ahead of any stencil-process duplicator made, 
removing the last contentions of the past of all machines—superior in every respect, the 
real “improvement of the age.’”” The evolution of over twenty years’ experience in the 
manufacturing of duplicating machines. We style it the 


No. 76 Rotary Mimeograph 


The only duplicator in existence that can support 


the collective claims enumerated below: 

The most valuable improvement that has been applied to duplicating 
machines in 20 years—an automatic self-inking device. 

Uses Composite Stencil Paper and Dick’s climate-proof Ink. 

Accommodates paper to 16 inches. 

Actual printing capacity 14 inches. 

Adjustable cylinder for raising or lowering copy on sheet. 

Adapted to either typewriting, handwriting, or both. 

Largest number copies from single typewritten original. - 











Increased speed. Perfect copies. 

Simplest in construction. Easiest in operation. 
Noiseless. Economy in maintenance. 
Absence of repairs. Unchallenged as the best. 


You will want to sel] it—write us. 


A. B. DICK COMPANY 


Chicago, Illinois. U. S. A. 





Branch Depot: 
15 Murray Street 3 22 2. New York 





Ink Fountain and Cradle 
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TO MANUFACTURERS: 


The Eleventh Annual Business Show 
at Madison Square Garden, September 
25th to October 2d, will approach nearer 
to my ideal exhibition of Office Appliances 
and Supplies than any show we have held. 


The variety of standard articles will be 
unusually large, while the number of new 
devices will be greater than ever. 

Every space on the main floor of the 
Big Garden will be filled; but few remain 
at this time. Already contracts have been 
made for a large number of the balcony 


spaces. 

The great advance sale of the spaces 
has enabled us to carry out our plans for 
making the exhibition a record breaker 
in every respect. 

The Hudson-Fulton Celebration will 
draw an unusual number of visitors to 
the city. The program for this event 
provides no entertainment for the even- 
ing and the Business Show will attract 
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many of the business men. Dealers near 
by and from as far as Dallas, Texas, have 
signified their intention to attend the show. 
Special care will be taken to have the 
Dealers visit every display so that each 
manufacturer will have opportunity to 
demonstrate his product. 

The Government Officials who at- 
tended last year will receive a special in- 
vitation, and it is anticipated that several 
of them will be there. 


The manufacturer who has not se- 
cured space should write or telegraph for 
diagram immediately, for an exhibit at the 
llth show certainly means more business 
for the enterprising ones. The conditions 
are propitious; stocks are low and the 
stimulated demand for goods of all kinds 
sends the buyers to the market place. 
Trade Associations of New York are plan- 
ning for more buyers this fall, than for 
several years past. 


The business show is your opportun- 
ity. Don’t fail to take advantage of it. 


A. L. FIERLEIN, Pres., 








National Business Show Co., 150 Nassau St., New York. 
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SIMPLE STRONG 
EFFECTIVE 
ORIGINAL 

RAPID RELIABLE 


No 2 Mode! Easy Feed and Cut-off 


Automatic Delivery Paper 8} in. wid 


No. 4 Mode! Automatic Feed: Aut« 


matic Delivery; Automatic Cut-off. Paper 


134 in. wide 
— 
European Continental Distributing Ager 
R. Ht PPERTSBERG, 
Klausstrasse 46, ZURICH V, Switzerland 





ROTEX PATENT LETTERCOPIER 


= 
& 


Manuf'd by Rotex Manufacturing Co., Ltd., Engineers 


Albert Works, Chatsworth Road, Maryland Poin . Stratford, Londo" E. 


NO CHEMICALS 
PURE WATER 
ANY PAPER 
ANY RIBBON 
ANY INK 

ALL CLIMATES 


First Class Dealers Wanted Everywhere! 


Please Wait Until September! 


U.S. A. Dealers, 


men 
I egTa it 1 ( a 
Rotexical, Lor 


ROTEX2 

















Full roller bearing drawers, 
cast brass hardware. 





“STANDS FOR QUALITY” 


DEALERS’ OPPORTUNITY 


\ real live dealer who wishes to handle a complete line of filing 
not be satisfied until he knows that the 


ind business systems, should 
ilvantages and features of such a line are superior or equal to any 


ike on the market rhis is very essential in meeting competitior 

We would like to call the dealers ittentio1 is to what feature 
idvantages a line should possess 

First—A line that can be carried in stock at small investment 
the same time enable you to make the greatest number of com 
Thi accomplished by our separate reducing se 

Second—aA line that has the greatest drawer capacity 

[hird—-A line in which the drawers have lip fronts with dovet 

rne ynstructior Further, each section should have 


I A line t l ist S I e and the new 
u h 1 ch the new fi ised at prest 
gh-grade desks and office irnishing 
Fift] A line that has been and is at present we idvertised 
oat 1 hos =" ] . a Dalal , . 
Sixth—A line made by practical mechanics and isiness system 
they can be of service to you in suggesting plans to sell their p 
Sevent Our line of filing devices and systems will comply with « 


requisite mentioned above, and we trust you will allow us to expl 
» successful in selling our goods We have « 


tize1 
r leat 
produ 

1 vy] . 
x uSIV€¢ 
the large cities, but may not have an agency in your 


We ell direct where we have no agency 


WAGEMAKER COMPANY, Ltd. 


Department H. 
MANUFACTURERS 


GRAND RAPIDS - - MICHIGAN 














This illustration shows 
how our sections 
go together. 
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Do 





You want 


the 


exclusive 


Selling Agency in your district for 
THE INTERSTATE STANDARD DUPLICATOR 








YE want one real livé 
W Retail Stationer or 

Typewriter Dealer 
in eat town and city to act as 
the Exclusive Local District 
Demonstrating and Selling 
Agent forthe “INTERSTATE” 
DUPLICATOR—our new $35 
Rotary Duplicating Machine. 


We offer the best duplicating 
any type, at any 
the market—at 
the lowest retail price tothecon 


LARGER TRADE 


machine of 
price, now on 


sumet a 
DISCOUNT to our agents—a 
comprehensi\ »-operative 
plan of assisting each agent 
individually the exclusive 
local district gency—and 


Terms which are as liberal as 


No other Rotary Duplicating Machin: 
INTERSTATE” at any price 


I implest of all in construction 

I 
Du te ine better and faste1 
Ne Te hand power—print 


one copy each time you turn the 


Feed uit r and more accurately 
Cost less to perate, to keep in o 


e nece iTV supplies 


detail of constructio1 


Every mechanica 


Coupon No. 1 


Don’t fail to see our exhibition 





$35.00 





“The UNDUPLICATED Duplicator” 


If you are not interested in our agency 


is simpler, cleaner and str 


and prints like a press 


It prints equally well any kind 
paper and with any size—from postal 
to legal size 

It Ste t 1 } + 

I iutomatically unt 

é 

And vet vith all these feature rf 

periority, the INTERSTATE” Dup 


r retails at $35.00. 


WN D4 
Seaimse 
on 1 KS 
INTERSTATE 
Ne Y V2; 
g O 

LETC ES 

—_—— THE 
Interstate Commercial Co. 
Executive Offices, 1265 B' way, New York 


Address Dept. 0. A. Tel. 1650 Madison Square 


























the profit possibilities of our 
proposition are big. 

Remember—we have the Ma- 
chine, the Supplies, the Prices, 
the Factory, the Organi- 
zation and the broad liberal 
1909 Selling and Advertising 
Methods with which to get the 
cream of this business and get 
it quick! 

If you’re interested—don’t 
delay. Fill out and mail us 
at once— NOW —the No. 1 
coupon below so we can re- 
serve your district. 

Attach the coupon to a 
letter telling just who you are, 
what you have done and what 
you think you can do for 


proposition, but want full details regard- 
ing the machine for your own use in your 
factory, office or store, in printing fac- 
simile typewritten letter and postal forms, 
circulars, bulletins, price lists, mailing 
lists, etc.—fill 
No. 2 


particulars. Pin 


out and mail us Coupon 
for descriptive circular and full 
it to your letterhead 
or business card and be sure to name 


your stationer or typewriter supply dealer. 


Name 


treet 


Dealer’s Name 


at the National Business Show, N. Y. City, Sept. 25 to Oct. 2, 1909. 
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I think every manufacturer and 
dealer will agree that I kept my pledge 
on the Convention number. 


Take my word for it that the Septem- 
ber Show Program number will be the 
best we ever brought out for the Business 
Show. The Show will bea record breaker 
too. Every available space will be sold. 
Moreover the attendance is sure to set a 
new high-water mark. President Fierlein 
has left no stone unturned to make it the 
biggest and best Business Show ever held. 


And the Show Program number of 
OFFICE APPLIANCES will be worthy 


of the event. 


There will be no other program. This 
magazine has the exclusive program 
privilege. 


The manufacturer who is not repre- 
sented with a good sized advertisement 
will fall short of his opportunity. 


EVAN JOHNSON. 
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Office Outfitters and Stationers F WIS 


Here is an opportunity to add to your profits. Put a line of 
Dornette Desks in your Show room and you will be surprised 
at the number of sales you will make. Thesolid construction 
and perfect finishes of our Desks make them sell themselves. 


DORNETTE DESKS 


THE LINE THAT GIVES YOU PROFITS 


i af ee 


ONE OF OUR SANITARY DESKS 


The Dornette Desks have received the 
indorsement of the Anti- Tuberculosis ' 
League in the South, as the best form of fj f 

Sanitary Desk to combat the great white ‘& 


plague == ' 7 
ee 


WE make desks exclusively. Can give you the standard Roll Top, Flat and Standing; 


also Office Tables. Our Patented Drop Cabinet Typewriter Desks have no equal. Our 
Golden Oak is our Standard finish, but we 






Sanitary Patterns have the popular square edge. 
will make “Special” finishes to order. 


THE J. DORNETTE & BRO. COMPANY 


CINCINNATI, OHIO 


GET OUR NEW CATALOG READ IT CAREFULLY 





to 
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~ \RRGEHE Sets 


The Conditions Are All In Your Favor 


when you show 


The EMERSON TYPEWRITER 


You have a machine to offer that is the highest Line-lock and convenient release 


standard of modern typewriter construction. Tee.tinles ethan masemnent 
U- met! 


You can save the buyer considerable. wks i , 
. Novel shift mechanism. 


The business man is always ready to listen to a 


“pe The lightest, fastest, strongest type-bar constru¢ 
proposition that means a saving ‘ 


tion yet introduced. 


You have no old prejudice to overcome an : ; 
' [ype is easier to clean than on any other machine 


His oot alga can have no objection to the Back-spacer key 
“merson, : 
The machine for which every dealer has been wish- 
ing, but hardly expected to see an accom- 
Visible Writing—all words visible all the time plished fact 


Standard Keyboard—S4 characters 





1 


Alignment —the construction of Uniting the best features of the 
the type-bar assures perfect best ty pewriters, together 
alignment, whether making with superior points exclusive- 
one or a dozen copies ly its own, makes the Emerson 

The Leading Standard Visible 

Typewriter of -to-day. 





Touch—the softest and lightest—the most respon- 
sive ever placed ona typewriter. 
All of the standard excellence at one-half the old- 


It has the necessary attachments for all general ' 
time price. 


purposes 





} 


Dealers are invited to investigate immediately and convince themselves that this machine will be the 
hardest competition in the typewriter field. 


THE EMERSON TYPEWRITER CO. 


General Offices—Marquette Bldg., Chicago. Factory—Momence, IIl. 
New York Office—309 Broadway, New York City. 
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“Clean grit swats despond- 


ency right ‘twixt the eyes.’ 


Beach's Magazine. 
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Fifth Annual Convention 


of Stationers and Manufacturers. 


Toledo the Scene of the Most Successful and Instructive Meeting of the 
National Association of Stationers and Manufacturers of America Ever Held. 
Lively Scenes Enacted and Much of Practical Importance and Value Accomplished, 


NEW OFFICERS AND DIRECTORS: 


President, Frank Wright Bailey, Boston, Mass. 
First vice-President, S. E. Hilles, Cincinnati, O. 
Second Vice-President, George M. Courts, Gal- 
veston, Texas. 
Auditor, Charles A. 


DIRECTORS FROM STATIONERS.—Thecdore L. C. Ger- 
ry, of Gerry & Murray, New York; William J. Kennedy, of the 
W. J. Kennedy Stationery Company, St. Louis, Mo.; William 
H. Brooks, of William F. Murphy’s Sons Company, Philadel- 
phia; Charles N. Bellman, of the Franklin Printing & Engrav- 
ing Company, Toledo, O.; Eugene H. Clarke, of E. H. Clarke 
& Bro., Memphis, Tenn.; C. S. Sperry, Brown, Tracy & Sperry 
Company, St. Paul, Minn.; W. H. Kistler, of the W. H. Kistler 
Stationery Company, Denver, Colo.; DuMonte A. Whiting, of 
the Vosburgh & Whiting Company, Buffalo, N. Y.; A. Schooley, 
of the Schooley Stationery Conpene, Kansas City, Mo., and 
Ralph S. Bauer of R. S. Bauer, Lynn, Mass. 


Third Vice-President, Charles E. Falconer, Balti- 
more, Md. 

Secretary, George E. Damon, Boston, Mass. 

Treasurer, Charles A. Lent, New York City. 


Stevens, Chicago. 


DIRECTORS FROM MANUFACTURERS.—W. C. Barden- 
heuer, of the Boorum & Pease Company, New York City; Henry 
C. Bainbridge of Charles T. Bainbridge’s Sons, Brooklyn, N. Y.; 
Charles Slemin, of the Yawman & Erbe Manufacturing Com- 
pany, Rcchester, N. Y.; William N. Pelouze, of the Pelouze 
Scale and Manufacturing Company, Chicago; W. S. Stafford, of 
S. S. Stafford, Inc., New York City; Harry C. Sharp, of the 
Esterbrook Steel Pen Manufacturing Company, Camden, N. J.; 
James Dawson, of the Sieber & Trussell Manufacturing Com- 
pany, St. Louis; Millard E. Heise, of Langfeld Brothers & Co., 
Philadelphia; Gus Meyer, of Meyer & Wenthe, Chicago; C. S. 
Ccoke, of the Cooke & Cobb Company, New York City. 


© CONVENTION the station- 

ers and manutacturers of the 

United States have ever held 
has been richer in helpful suggestions ; 
more vigorous and clear headed in ac- 
tion, or achieved results of probably 
more permanent and growing value 
to the stationery and allied trades than 
the fifth annual convention of the Na 
tional Association of Stationers and 
Manufacturers of the United States. 
Too much credit can hardly be given 
to the association’s program commit 
tee, who worked hard and with excel- 
lent judgment to arrange timely sub- 
jects and to secure a list of speakers 
who should have something to say 
and know how to say it. The set ad 
dresses of the convention and a con 
siderable number, in fact, the major 
ity of the committee reports not of an 
entirely routine character, had such 


good meat in them that they struck 
fire from the most modest members 
\s a result, the debates on the floor 
of the convention were of a high o1 


der of merit. They were at all times 
lively, nearly always instructive and 
to the point and very frequently full 
of wit and clever repartee. The writer 


has attended a good many conventions 
and meetings in various parts of the 
country during the last decade, but 
never before has had the pleasure of 
being present.at a convention where 
there wasn’t a dull or an unprofitable 
moment. 

As in Boston last year, so in Toledo 
and its environs this year, the sta- 
tioners trod upon historic ground. In 
this immediate vicinity were enacted 
some of the most stirring scenes of the 
war of 1812, and of the Indian wars 
contemporaneous with and following 
that conflict. Here were enacted 
many of the bravest deeds recorded 
of pioneer citizen soldiery, while only 
a few miles away in Lake Erie the 
immortal Perry, with Lawrence's dy 
ing words at his masthead, demolished 
the lake power of Great Britain with 
his squadrons built from the hard 
wood timber that lined the shores of 


the lake, sending to Washington that 
] 


historic message, “We have met the 
enemy and they are ours.” 

In its appreciation of the worl 
the catalogue commission and _ the 


creation of a permanent commission 
under that name to carry on the work 


so well begun, thé association demon- 
strated its wisdom and discernment. 
The question of prices is an essential 
part of the problem of profit and loss. 
Without proper knowledge of what 
retail prices ought to be, the station- 
ery trade of the country cannot pros- 
per and without prosperity well dis- 
tributed, it cannot maintain the posi- 
tion of respect and influence to which 
its importance entitles it. 

The decision to appoint a paid sec- 
retary to undertake the work of the 
organization is a step in the right di- 
rection, and will no doubt have the 
effect of increasing the membership 
and stimulating still.more general in- 
terest in the affairs of the association 
among the stationers all over the 
United States. 

The members of the Stationers’ 
Club of Toledo deserve high praise for 
the completeness of their arrange- 
ments for the comfort and entertain- 
ment of the guests. Their hospitality 
was perfect and there was not a single 
hitch to mar the pleasure of a de- 
lightful week. “The way they do 
things in Toledo” will become prover- 
bial of the way to do a thing right. 


COMPLETE DETAILED STORY OF PROCEEDINGS IN CONVENTION SECTION, SEE PAGE 93. 








Developing Efficiency in the Store. 


HE ability to get things done— 

to take up work and push it 

through to completion—is the 
most valuable ability in business be 
cause its earning power is many times 
multiplied through its capacity for di- 
recting the work of other heads and 
hands. 

The man who can handle other peo- 
ple—who can get them to do his bid- 
ding—multiplies his own earning pow- 
er by that of the other people who 
work for him. 

If you can find a man who has ex 
ecutive ability—who has the faculty 
of making other people produce—you 
will do well to appreciate and develop 
this ability, because, as it is developed, 
so will it earn for you. 

The way to develop executive abil 
ity is to entrust it with responsibility 

If much is required of a man who 
possesses executive ability, he will de 
velop ability to meet the require 
ments. 

Therefore, to produce maximum ré¢ 
sults. put a man in charge of any work 
you wish accomplished and then 
show him that you expect results. 

Such men may need instruction, but 


once you have entrusted them with 
work, do not interfere with its execu 
tion. 


Let each man alone to work out his 
own salvation. 

Do not interfere with the details of 
work 
\nd above all, do not interfere with 
his helpers 

Every time vou interfere with the 
helpers of a man you trust, you weak 
en his authority with those under him 

If such helpers get an idea that the 
decisions of their executive can be ap 
pealed from—to you—you will 
find the executive authority weakened 


his 


soon 


and your own time taken up with 
many needless, trivial and useless 
complaints 

Therefore, the best way is to refer 


all such complaints back to the man 
responsible to you for results. 


Let those under him understand 
that credit for faithful performance of 
work, or redress for wrongs, must 


come to them from the responsible ex 
ecutive who is in charge of their work 

Advise with the trusted one if vou 
wish, but—do it privately. Remember 
he is in a position of confidence, an 


this means not only trust, but that 
vour business relations with him are 
more or less confidential and should 


be kept so. 
If vou show a lack of resnect for the 
authority of any of your department 
heads, you can hardly expect employes 
to do better. 
If you respect a man 


-customer or 


No. VI. Executive Ability. 
By Geo. By Spencer. 


employe—those who work for you will 
do likewise, following your example. 

You will find that your employes 
imitate you—they imitate you in re 
specting those you respect—and they 
imitate you in a lack of respect for 
those you fail to respect. 

Very few employes will risk going 
contrary to the man from whom they 
know they receive their salaries. 

Therefore, whom you respect will be 
respected and whom you fail to re 
spect will not be respected in your 
establishment. 


+ 


When you place a man in charge of 
a department, give him to understand 
that he is responsible for its success. 

Outline the policy yourself—lay 
down the lines along which, or be 
tween which, the department must b« 
developed and then, do not interfere 
with details. 

Leave the details to be worked out 
by your department head. It is his 
business to do this. It is what you 
pay him for. , 

Don't attempt to 
vou pay another for doing. 

Leave the details of 
business entirely to that 
and its managers, and your 
be free for larger matters. 

Interfere with the details of a de 
partment and vou will find all 
vour time occupied with such matters. 
leaving none of your time for the more 
important affairs to which you should 
devote attention. 

[f you occupy yourself 
portant matters it will be to the exclu 
sion of more important ones. 

Executive ability frees itself as rap 
from the and 
worry of detail—so that its time may 
be free to plan and carry into effect 
the pe licies of the business. 


do yourself what 
department 


department 
time will 


Soon 


with unim 


idly as possible f care 


*K 


Not every executive has also initia 
tive Initiative is next to executiv: 
ability—the most important in busti- 
ness. 

Some men can start things but hav: 


not the executive ability to carry thi 
through 
To supplement the ability of 
who know how to start things 
should have other men who know how 
to carry things through. 
But—if you find a 


mec! 
you 


man who can 


both start and carry things through, 


he is “a pearl of great price.” 

Watch and guard his ability as you 
would any great treasure. 

Initiative and executive ability com- 


bined, offset many disagreeable traits 
which are difficult to get along w 

Often a man with rare ability has 
faults which are most irritating 
annoying, but it pays to overlool 
find ways to overcome—them 

[In a great business establishmer 
the Middle West, there is a man 
possesses both initiative and execut 
ability, coupled with a most irascibl 
temper. He is very difficult to o 
along with, but the General Manager 
of the concern insists that evervor 
shall make allowances for the iras 
bility of this man, because, he savs 
“his initiative is so virile that he n 
constantly be starting 
no more than a fight.” 

In his attitude toward this irasci 
temperament the General Manage1 
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something 


the business shows his keen insig 
and appreciation of the value to his 
business of initiative and executive 


ability. 
- 

Do not expect too much of any 
at the start 

Select your men carefully and thet 
give each one a chance to show 
he can do 

Few men 
in a short time because, in a 
sition, each will alwavs be called upor 
to meet conditions neither vou not 
could anticipate in the beginning 


can do themselves justic: 


new po 


Therefore, expect little at first 
then you will be surprised with the 
sults rather than disappointed wit! 


lack of results 

If any man’s plans turn out b 
encourage him to improve them rat] 
than censure him for what may be the 
fault of circumstances rather than any 
lack of ability or proper disposition 
the part of the man. 

It is said that “men 
few failures to teach them how to c 
duct themselves when they are st 
cessful.” 

You cannot help matters by abusing 


need to make 


a man who has worked hard and f 
fully without producing results 
But—you may help the 
mendously, if vou can point out s 
of the rea 


future tre 


for failure and en 


sons 


age the one who fails. to greatel 
more productive effort. 
Mistakes are very common in bus 


ness—but they are also very val 


because of the lessons they teacl 

The man who makes a mistake and 
sees intelligently the disastrous results 
it produces will not be likely to make 
similar mistakes thereafter ( 
quently his knowledge of what to 
avoid becomes a valuable asset in vour 
business 

Of course, the 
cannot be tolerated. 


continual blunderer 
Such a one is a 





and the soon 


menace to any business, 


er you get rid of him the better it will 
be for you and who are associated 
with ve 

While you are paying a lot for a 


man’s services, do not injure the value 


services to yourself, by mak 
of them 


ot those 


ine’ light 
g 
ing nt 


you do, you will soon find him think 
ing he is not appreciated, and shortly 
you will be facing a vacancy which 
may be difficult to fill 

Remember—it is much easier te 


ways and the ways of your establish 


ment, than it is to break in a new man 
to your ways, no matter how good 
new man mav be 

Changes of any kind have a tend 
ency to disorganize and reduce the re 


wards of effort. 

\ll men are—more or less—crea 
tures of habit. They become 
tomed to doing a certain thing a cer- 

and as long as this continues 
the machinery of your organization 
as if in oiled grooves. 


accus 
tain way, 


works 
\ sudden change will be sure to re 
sult in friction 
Therefore, make your changes grad 
ually—let them come naturally as a 
natter of regular growth. 
-h 


such anges will be wel 


to him, because, if 


a man who already knows your 
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comed by all concerned instead of an 
tagonized because they upset routine 
It is the steady, persistent pull 


one definite and specific direction that 
auls a load as it should be hauled 
[f you wish to haul a load of 
from one point to another, you 
o it a powerful tean 
then require them to pull 
You would not change horses every 


, ; 
ot horses and 


] 


‘ 
steady 


few minutes, let each new team give 
the load a few jerks and then change 
again 

If you did this, vour load of stone 


littl progress, and 
. 7 : ” ‘ 
not until you secured the powerful and 
team ] | 


ould make very 
would your load _ be 
hauled to its destination 
This is an illustration of 
\nd—if more business 
see and apply this principle in their 
day relations with their associ 
ates, commercial would re- 
port fewer failures, becaus« 
dependent upon the efficiency of all 
parts of an organization, rather than 
the exceptional ability of a few of its 


steady 


1 

a principie. 
i i 

— 

men couid 


ever;ry 
agencies 


Success 18 


members. 
Bear in mind the fable of 
and the tortoise.” 


“the hare 


Remember also that “the rocket 
which goes up with a rush comes 
down—a stick.” 


Mere brilliancy accomplishes no per- 


manent results, and unless such bril 


27 


liancy has coupled with it the staying 
power which outlasts trials and tribu- 
lations which occur in every life, no 
lasting success can be accomplished. 

lt is the man who keeps steadily and 
persistently at it—the man who has a 
policy and sticks to it—the man who 
selects his helpers carefully and trusts 
them—the man _ who expects results 
and doesn’t interfere with details— 
who reaches the top of “success moun- 
tain.” 

Such men constantly develop their 
executive ability. 

Most men have some degree of ex- 
ecutive abilitvy—but very few de- 
velop it. 

This is why so few men reap great 
rewards in business. 

Such rewards cannot be gained un- 
less executive ability is developed. 

Therefore, if you possess executive 
ability in the slightest degree, seek to 
enlarge it—seek to make it grow so 
that it may pay you dividends through 
the proper employment of the abilities 
of other people. 

Neglect your executive ability and it 
will be useless for you to expect more 
than very ordinary success. 

Cultivate your executive ability and 
tremendous possibilities will be 
opened to you. 

Executive ability is the most impor- 
tant of any business career. 


Scenic Setting of Seattle Exposition. 


Standing by the Cascade fountain in 
the exposition grounds and looking a 
little east of north down Rainier ave 
nue there is what at first seems like a 
frozen fog on the horizon. It is Mt. 
the highest peak in the United 
States proper—that means including 
\laska—and that great white 
which looks like nothing so much as a 
heaping dish of ice cream magnified 
billions of times is in reality a great 
snow and ice-clad volcano 14,529 feet 
in height—‘the daddy of them all” in 
the line of beauty and stateliness. 

In winter and early spring the great 
mass of the mountain is pure snow, but 
in mid-summer the green of the ice be 
gins to show through the mantle 1n ir- 
regular streaks as the snow melts and 
the eternal glaciers stick their fingers 
a fresh recognition of their su 
premacy. The great white and green 
mass which fronts Seattle is in fact the 


] 
| 


tremendous Carbon glacier, and rising 


Rainier, 


cone 


} 


out tot 


from it is the sheer ice of Willis wall 
in ice precipice 5,000 feet from bottom 
to top 

\ little to the west, but still looking 


south from the central basin of the ex 
position grounds, there another 


{ rises 
beautiful, snow-clad, conical peak. This 


is Mt. St. Helena, also discovered by 
the Van Couver expedition in 1792, and 
named after a former British ambas 
sador to Spain. It is much further dis 
tant—some twenty miles—and 
about feet less in altitude and 
therefore seems a pigmy alongside 
Rainier, yet it is one of the notable 
mountain peaks of the North American 
continent. 

Looking off to the east and a little 
to the north of the same position one 
finds the horizon barred by the rugged 
tops of the glacier peaks of the main 
range of the Cascade mountains All 
along in this direction the foothills and 
summits of the Cascades form the sky 
of about 8,000 


> ] 
iS aiSO 


SOO 


line at a general altitude 
feet, but in this particular patch the 
sky is pushed up a thousand feet or 
more by three great 

The first of these as the eye sweeps 


the horizon from the south is Filchuck, 
the second of the Sisters and the I 
White Horse. They are so close t 
eether that mountaineers usually refe 
to them under their group as the name 
of Glacier Peaks 

Still further to the north and a little 
to the east this time rises the white 
head of Mt. Baker—close up to the 


British Columbia border. “Kulshan,” 
the Siwashes call it, because in the old 
days when they drove their canoes 
about the lower reaches of the Sound 
and off the mouth of the Fraser river 
in the annual salmon fishing—wher- 
ever they might be—the hoary head of 
baker was always peering at them over 
the tops of the trees, and according to 
their lights they named this immense 
thing which was always peering at 
them “Kulshan’’—the Great White 
Watcher. 

This would seem to be enough, but 
when nature had finished with these 
snow-capped peaks there was still some 
material left, and if one cares to look 
to the west there unfolds the crowning 
glory of all Seattle’s rim of snow and 
ice and towering rocks—because to the 
west lies the glorious range of the 
Olympics. 

Mt. Olympus—the great peak after 
which the whole range is named—lies 
in the very center of the peninsula 
which separates Puget Sound from the 
Pacific ocean. It is something over 11,- 
ooo feet in height, and was first sighted 
by Captain Perez from the Pacific 
ocean side in 1774. 








Business Show Outlook Bright. 


- HE date of the next business 
show in New York City is draw- 


ing on apace and as the time for 
the opening of the exposition gets near- 
er and nearer it becomes increasingly 
evident that the 1909 show will break 
all records in point of interest and ex- 
hibits. It is now about six weeks to 
the opening date of the show—Septem- 
ber 27—and but a very few positions 
remain unreserved. The booths are 
being steadily contracted for, and any- 
one who desires to get any choice of 
location should take immediate steps 
to secure his reservation before all of 
the most desirable locations are com- 
pletely taken. The exposition hall, to 
be sure, is so arranged as to give every- 
one as nearly as possible an equal po- 
sition, and no one can make a mistake 
in securing accommodations who has 
anything to display at the business 
show, because it is one of the big ad- 
vertising opportunities of the year. 

The National Trade Show Company, 
under the energetic and _ resourceful 
management of President Fierlein, has 
become a leading factor in business 
publicity. Mr. Fierlein has left noth- 
ing undone to create public interest in 
the show, nor has he omitted any de- 
tail which will make for the success of 
the show and the satisfaction of the 
exhibitors. He has applied the same 
principles to the New York show that 
he employed at the Chicago show last 
spring—principles which won the ad- 
miration and respect of exhibitors and 
visitors alike. Mr. Fierlein is a busi- 
ness man peculiarly well qualified for 
the arduous task he has_ undertaken. 
He is a worker, steady, persistent, en- 
thusiastic, resourceful and determined. 
Every detail, every incident of the 
show, will be worked out just as near- 
ly right as is possible for human hands 
and brains to do it. 

While the show alone will present 
attractions sufficient to warrant every 
dollar the exhibitors will spend in 
showing their goods, there will be, dur- 
ing the week of the show, a day-time 


attraction in New York’ which 
will bring hundreds of thousands 
of sightseers into the city, viz., 


Celebration, 
centennial an 


Hudson - Fulton 
commemorating the 

niversary of the launching of the 
first steamboat on the Hudson river 
The features of this celebration will be 
many and interesting and the crowds 
of people who come to view it during 
the day will require to be amused and 
instructed during the evenings. Of 
these sightseers the business show ex 
pects to receive its full quota. This 


the 


will add to the satisfaction of the show 
management and of the exhibitors, in- 
creasing the advertising value of each 


Exhibition Rapidly Eating Up Avail- 
able Space—Big Show to Touch 
Highwater Mark. 


exhibit in proportion to the increase in 
attendance at the show. 
The Typewriter Contest. 

One of the annual features of the 
New York show which always at- 
tracts an enormous amount of public 
interest is the annual speed competi- 
tion, or series of speed competitions, 
among typewriter operators. These 
contests, given under the management 
of Office Appliances, will be directed 
by Prof. J. N. Kimball, who has served 
in this capacity for several years, win- 
ning the respect and admiration of 
every one for his fairness and sound 
judgment. It is a source of gratifica- 
tion to Office Appliances and to the 
various contestants that a man of such 
signal ability as Prof. Kimball has con- 
sented to serve again as Chairman of 
the Speed Contest Committee and Di- 
rector of the contests. 

Slight Change in International Type- 
writing Contest Rules. 

Students who expect to enter any of 
the speed contests will be interested in 
the following announcement: 

The management of the Internation- 
al Typewriting Contest to be held at 
Madison Square Garden, New York, 
September 28 and 30, have thought it 
wise to modify, in some respects, the 
requirements for admission into the 
Students’ Contest. 

The rules as printed require a stu- 
dent to have commenced operating the 
typewriter on or after September 1, 
1908, and to have attended in the same 
school until the date of contest and to 
have had no other instruction than 
that given in the said school. 

These requirements were found to 
be a hardship to a number of students 
wishing to enter the contest, whose 
circumstances compelled them to seek 
employment as soon as they finished 
the course of study in the schools they 
were attending. 

Again, others, also wishing to com- 
pete, have moved from one city to an- 
other during the year, and would thus 
be shut out from the contest under the 
rule which compelled their attendance 
at only one school. 

It has therefore been found desirous 
to broaden the rule as follows: 

Any student beginning to operate 
a machine on or after September 1, 
1908, and furnishing the management 
with a certificate to that effect from his 
instructor, will be allowed to enter the 
contest. 

J. N. KIMBALL, 

Chairman Speed Contest Committee. 

The above applies to those entering 


the Students’ Contest. Apart from the 
change noted in the foregoing the rules 
governing the contest will be the same 
as already announced. The contest 
will last fifteen minutes, writing from 
manuscript. The entrance fee will be 
$2 and the first and second prize win 
ners will receive honors. 

Full particulars regarding the rules 
governing all contests will be given in 
Office Appliances for September. 





BERK RESIGNS FROM BUR- 
ROUGHS. 

In the retirement of I. L. Berk as 
the Philadelphia manager of the Bur 
roughs Adding Machine Company and 
his succession by George A. Henrich, 
local manager for the Universal Add 
ing Machine Company, Philadelphia, 
has had her mid-summer dullness en- 
livened. The change is regarded as 
the most important which has taken 
place in the adding machine branch of 
the trade in many months. 

A month ago its advent was ru- 
mored. At that time it was said that 
announcement would be _ premature. 
But with August the change actually 
took place, confirming the rumors. 

Mr. Berk leaves Philadelphia to re- 
port to the home office and in expecta- 
tion of being assigned to a trip that 
will cause him to encircle the globe, 
in the course of the next two years. 
The greater portion of that time, how- 
ever, he will spend in Australia estab- 
lishing Burroughs offices in the com- 
mercial centers. 

Mr. Berk’s plans are to sail from 
Vancouver, calling at Yokohama, 
Hong Kong, Singapore and perhaps 
other ports, establishing agencies 
there, and then to proceed to Aus- 
tralia, where he will reside for more 
than a year. He contemplates return- 
ing by way of Calcutta, the Red Sea, 


the Suez Canal and the Atlantic, thus 
swinging the globe. 
Mr. Henrich was with the Bur- 


roughs people years ago. He has been 
in charge of the Universal office here 
for quite a long time, so that the new 
field will be a familiar one. Whether 
the Universal office will be continued 
or combined with the Burroughs has 
not been announced. 

C. R. Withcomb, one of the star 
men—a high average salesman—re- 
signed for some reason from the Chi- 
cago Burroughs office and has been 
transferred to the Philadelphia office. 
Manager Henrich is to be congratu 
lated upon securing Mr. Withcomb 





Many a man who does not believe in 
transmigration of souls has made a 
monkey of himself. 








Celebrates Fiftieth Anniversary. 


EADERS of Office Appliances 
noted in a recent issue of this 
journal that the Samuel C. 

Tatum Company had, on June Io, cele 

brated the fiftieth anniversary of the 

founding of the business and at the 
same time dedicated the new plant of 
the company on Colerain avenue in 

Cincinnati. Chief in interest in the 

story, however, are not the particulars 

of the celebration, but the men and 
events which made the celebration 
possible—the character of the founder 
and his the energy, the 
honesty, the steadfastness and the abil 
ity, without which there would have 
been nothing to celebrate. There is 
that in the history of this business, 
therefore, which makes it both instruc 
tive and elevating, for it was founded 
on Quaker honesty, and built up and 


successors 


The Samuel C. Tatum Company of 
Cincinnati, in Celebration of their 
Fiftieth Year In Business, 
Show Inspiring Example 
of Right Methods. 


became better and better known. Mr. 
Tatum put his character and 
into the work of his foundry. Into his 
work went the expression of his native 
culture. At the start he wrought with 
his own strong hands and he wrought 


ee 
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well. He made iron castings and they 
were good castings. Much of this 
work was on order from customers, 


but as a specialty he turned out iron 


stands for sewing machines. In 1877 
he added letter copying presses to his 
lines. 

Mr. Tatum was of striking appear 
ance, tall, almost of the Lincoln type, 


weights, twine boxes, mail boxes, dumb- 
bells, catalogue racks, also stationers’ 
glassware, wire baskets, thumb tacks, 
postal scales, paper perforators and 
paper punches operated by hand, foot, 
steam or electricity, metal specialties 
and gray iron castings. For more than 
ten years the company has been de- 
veloping their many lines of loose leaf 
devices, until these are now a very im- 
portant part of their business, com- 
prising many different styles of loose 
leaf binders and holders. 

The many additions to the business 
of the company and the rapidly grow- 
ing demand for its products, taxed the 
capacity of its former factory beyond 
the limit of production, hence the new 
Colerain avenue property was secured 
and the new plant was erected. This 
property, which fronts 266 feet on 





GENERAL VIEW OF NEW PLANT OF SAUMEL C. TATUM CO. 


maintained upon the same principles 
which guided the entire life of its 
founder. 

The late Samuel C. Tatum, founder 
of the business which bears his name, 
was born in Wilmington, Del., where 
he received his training as a machin- 
ist under J. Morton Poole, noted as a 
maker of paper mill machinery. A 
fellow apprentice was the late William 
Sellers of Philadelphia. He was the 
son of John Ward Tatum, one of the 
most respected citizens of Wilming- 
ton. Upon his marriage in 1849, Sam- 
uel C. Tatum migrated to Cincinnati. 
At this time there was but one rail- 
road which reached that city and Mr 
Tatum and his bride came over the 
mountains and then down the river by 
boat, and the place where the boat tied 
up at the dock was not far from where, 
some years later, he built the Tatum 
foundry at 412 West Water street. 
This small foundry at John and Water 
streets was built in 1859, but the busi- 
ness grew from small things to large, 
little by little, as the active head of it 


as may perhaps, be seen from the 
posthumous portrait shown, a rather 
remarkable work of one who knew and 
loved him. Although notably shrink- 
ing from every semblance of publicity, 
Mr. Tatum was prominent in almost 
every good work of his city, and in 
his later years, he combined with his 
knowledge of mechanical affairs, an 
unusual interest in art and particular- 
ly, in rare engravings. He learned 
German at an advanced age that he 
might better understand such produc- 
tions, and was a director and one of 
the building committee of the Art 
Museum of Cincinnati. He died very 
suddenly in 1887. 

About 1889 the company began the 
making of iron base inkstands; other 
stationers’ specialties were added by 
the new management, until now the 
products of the company are varied, 
embracing copying presses, copy press 
stands, copying tanks, copying baths, 
copying cloths, oiled boards, 
sheet books, binders and holders, office 
punches, ink stands, stick files, paper 
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Colerain avenue, is above flood line 
and runs through nearly 800 feet to 
Spring Grove avenue. It is almost in 
the heart of the manufacturing district 
of the west end of Cincinnati. 

The new buildings, partially illus- 
trated herewith, include a_ factory 
building of four stories and basement, 
each floor 262 feet long on the Colerain 
avenue frontage, and 55 feet wide. The 
foundry building is 105 by 300 feet 
long on Monmouth avenue. Still other 
buildings have been erected, while 
others are yet to come and eventually 
the plant will form a large quadrangle, 
affording splendid opportunities for in- 
creasing the business. 

The construction, largely of steel, 
with iron spot brick for the exterior 
walls, is of a heavy and substantial 
character, of slow burning construc- 
tion, complying with the standards de- 
manded by the New England insur- 
ance companies, and is fitted with au- 
tomatic sprinkler system throughout. 
The factory is located directly opposite 
the park of the House of Refuge, and 











VIEW FROM THE NORTHEAST 


the detached position of the buildings 
insures unusual provision for sanitary 
arrangements and ample light on all 
The main building is set back 
Space 


sides. 
from the street line, leaving a 
for grass and flowers. 


The basement of the main factory, 


OFFICE APPLIANCES 


lhe third floor is the home of the 
bindery where all manner of loose leaf 
books and other like goods receive 


their finishing touches. 


On the fourth floor is the japanning 
room, which is fully equipped for 
japanning and nickel plating work. At 








thirteen feet high throughout all its 
rooms, is devoted to the 
surplus stock, including letter presses, 
wire baskets and other goods. Above 
the basement all the rooms preserve 
a height of fourteen feet. 

The main offices of the company art 
located in the south end of the first 
floor, while the north end is devoted 
to stock, shipping and packing rooms 

The second floor is given over to 
the punch department, so called be 
cause here are made all the dies used 
in the factory and all the parts for the 
punching machines. 
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GENERAL VIEW OF OFFICE. 
one end of this floor is a large hall, 
with a skylight which is designed to 
be used as an assembly room. 

The visitor to the factory notes im 
mediately the completeness of the san- 
itary arrangements and the abundance 
of natural light, the walls, indeed be 
ing more windows than walls. The 
foundry, just back of the main factory, 
is equally well equipped and_ well 
lighted. 

The Celebration. 

(in Thursday, June 10, the company 
held open house at the new Colerain 
avenue plant. It was the golden anni 
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VIEW FROM PARK ON THE EAST 


versary of the Samuel C. Tatum bus 


ness, founded in 1859. Previous to this 
date the company had sent out many 
hundreds of handsomely engraved 

vitations to customers and friends in 
viting them to attend and to partici 
pate in the celebration. And hundreds 





of people attended. The day was set 
apart as a holiday at the Tatum plant 
and given over to games and merry 
making. Many letters and telegrams 
were received from those who could 
not come congratulating the company 
and wishing it many more years of 
growth and _ prosperity. 
were received in the main office of the 
new plant by President Samuel F 
Hilles, assisted by Vice-President \\ 
S. Mendenhall, Secretary J. T. Jemi 
son and department heads. Each guest 
arrived was presented with a 
and a 


+ 


The guests 





as he 
handsome _ badge beautifully 
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SAMUEL E. HILLES, PRESIDENT. 


yrinted booklet descriptive of the 
t 


company, the new plant and the 
history of the concern. This book 
was gotten up expressly for the 
ecasion and was a worthy souve 
nir of the event. After the pre 
liminary introductions the guests 


were taken in groups of a dozen 
9 so and shown through the entire 
lant by competent guides who ex- 
plained the different machinery and 
processes employed in turning out 
the many important products of the 
company. \fter being shown 
through the plant the visitors were 
served with luncheon arranged by 
1 prominent caterer of Cincinnati 
in the big assembly room on_ the 
top floor 
Congratulatory letters and tele 
received during the 
lay from the following companies 


orams were 


ind individuals: 


United States Plaving Card 


Company, E. C. Fuller Company, 
New York; Shelby Printing Com- 
pany, Shelby, Ohio; Swan Printing 
Company, Hunting- 
Palmer & Co., 
Ebbert & Richard- 


and Stationery 
don, W. Va.: E. ( 
New Orleans: 





W. T. HILLES, N. Y. CITY REPRESENTA 
TIVE 





W. S. MENDENHALL, VICE-PRESIDENT 





THE LATE SAMUEL C. TATUM 





R. C. MACKE, EASTERN REPRESENTATIVE 


J. T. JEMISON, SECRETARY. 


son and W. A. Stanage Co., Cin- 
cinnati; E. H. Clarke & Bro., Mem- 
phis; American Loose Leaf, Manu- 
facturing Company, Chicago; 
\merican Metal Edge Box Com- 
pany, Cincinnati; George H. Alex- 
ander & Co., Pittsburg; Dayton 
(Ohio) Printing and Novelty 
Company, Purrse Printing Com- 
pany, Chattanooga; Barnhart Type 
Company, Chicago; W. S. Ken- 
nedy, St. Louis; Charles H. Mann, 
Philadelphia; Scranton, Wetmore, 
Rochester; West, Williams Co., 
Milwaukee; Louis Jeffrey, Phila- 
delphia; Stow Printing and Manu- 
facturing Company, Roanoke ; 
Nunn & Co., Baltimore; Hobbs & 
Warren, Boston; Barlow  Bros., 
Grand Rapids; Butler & Son, Wil- 
mington, Del.; Kendrick Book & 
Stationery Co., Denver; Colonel 
W. N. Pelouze, Chicago; Kilham 
Stationery & Printing Co., Port- 
land, Ore.; Neuner Company, Los 
\ngeles; A. S. Hopkins Co., Sac- 
ramento; James A. Dorsey, Dallas; 
Reynolds Bros., Scranton; Bilk- 
man & Sartorius, Amsterdam, 
Netherlands; American Banknote 





H. A. STACY, WESTERN REPRESENTA- 
TIVE. 
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Right Top—General View of Bindery; Left Top—Japanning and Finishing Room; Right Center—Shipping Department; Left Center—Copy- 
ing Press Department; Right Bottom—Assembling Room; Left Bottom—View of Punch Department. 
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THE OFFICE FORCE. 


and Engraving Co., Chicago; Stanton 
& Wilson Co., Toronto. 

Scattered about the offices were 
many floral offerings which bore testi- 
mony to the esteem in which the com- 
pany is held by its friends. 

About 250 people attended the cele- 
bration, which was a gala day at the 


Tatum factory. There were guests 
from near and far and all united in 


enthusiastic praise of the entertain- 
ment provided by the company. Be- 
sides floral pieces the decorations in- 
cluded palms, ferns, flags, etc., taste- 
fully arranged. In the afternoon the 
guests had the pleasure of witnessing 
a lively ball game between the picked 
nines from the office and factory forces 
respectively. 
Personnel of the Company. 

The present company was incorpo- 
rated in 1891. ‘The officers are, presi- 
dent, Samuel E. Hilles, who entered 
the concern in 1878; vice-president, 
Walter S. Mendenhall, who became 
connected with the company in 1888; 
and secretary, James T. Jemison, who 
succeeded F. M. Bedell, the latter re- 
tiring on account of ill health in 1908. 
The company maintains an office in 
New York city, where Robert C-. 
Macke has charge of the eastern trade, 
with W. T. Hilles, son of the president 
of the company, as the representative 
for New York city. The company’s 
business in the south 
and west is in charge 


of H. A. Stacy. 


Samuel E.  Hilles, 
president of the com 
pany, has just been 
elected vice- president 
of the National Asso- 
ciation of Stationers 


and Manufacturers. He 


is one of those quiet 

men of average 

physique and more X 
than average ability ; 
who get a tremendous 

lot of effective work 


done without the aid of 
a brass band. He is a 
good systematizer, a 


splendid man of business. He knows 
everything about the company neces- 
sary for the head of the business to 
know. Much of his success is due to 
the extent and thoroughness of his 
knowledge of the affairs and processes 
of the company. Mr. Hilles is the sort 
of a man who seldom or never uses 
the first person singular—at least with 
regard to anything he has done that 
deserves praise. One would think to 
hear him that the success of the com- 
pany is due to any and every cause 
but the administrative ability of Hilles. 
But that such is not the fact is proved 
by his position and the respect and 
admiration in which he is held by the 
members of the company, the employes 
and the customers of the house. Mr. 
Hilles is a director of a leading bank 
in Cincinnati and is connected with a 
number of manufacturing interests. He 
is well known as a foremost citizen of 
Cincinnati and is prominently identi 
fied with the uplift movements in that 
city. 

In the twenty-one years in which 
W. S. Mendenhall, the company’s vice 
president, has been. connected with the 
concern, he has endeared himself to 
every one with whom he has come in 
contact. He is thoroughly conversant 
with the details of the business and 


is a high grade business man in every 
respect. 


Lake his superior in office 











OUTLOOK FROM OFFICE DOOR. 


he is a quiet man, but an enthusiastic 
exponent of the value of the Tatum 
products. He is an inventor of ability, 
being responsible for a number of the 
most valuable patents held by the 
Tatum Company. 

James T. Jemison, the secretary, 
while a comparatively young man, is 
a loose leaf expert of acknowledged 
ability, both from the operative and 
the manufacturing end and is one of 
the pioneers in the art of loose leaf 
manufacture in the United States. He 
is a man of very pleasing personality, 
upright, impressive and sincere. 

The company is not only wel! known 
for the kind and quality of its goods 
and its satisfactory business methods, 
but it is also well known for the char- 
acter of the men whom it selects as its 
responsible employes. One would look 
far before finding three better men 
than H. A. Stacy, W. T. Hilles and 
R. C. Macke. Stacy is big and jolly, 
quick to seize a situation and equal to 
any emergency. He has his lines at 
the ends of his fingers and can sell 
more goods than any of his salesmen. 

R. C. Macke, the eastern representa- 
tive, is one of the most alert, active 
and successful men visiting the station- 
ery trade. He has the esteem and the 
admiration of the eastern stationers 
and his wide personal acquaintance and 
knowledge of the lines make him one 

of the most valuable 
men on the Tatum staff. 

W. T. Hilles, New 
York representative, is a 
worthy son of his fath- 
er. He is a young man 
of liberal education, fine 
and upright character 
and of unusual promise. 
He has “made good” as 
the company’s _ repre- 
sentative in New York 
city. He is a man of cor- 
rect personal and busi- 
ness principles, well in- 


7 formed and accurately 


posted. He is a good 
salesman and has devel- 
oped business ability of 
a high order. 











Specialized Education in Business. 


Article 5. 
By U. G. Case. 


MBITIOUS human nature con- 

stantly progresses. Were this 

not so we would be unable to 
divide the history of the world into 
ancient, medizval and modern. What 
the coming era in the cycle of time 
will be, we can well imagine will be 
far superior to the present. A nation 
may stand still or retrograde, but na- 
tions as a whole will advance. The in- 
dividual rate of progress depends 
chiefly on civilization and education. 
Education civilizes. Commerce has 
been the great modernizer, and en- 
lightenment of the most highly civil- 
ized people has been the cause. Edu- 
cation and experience reduce time and 
distance, bringing nations into one 
homogenous whole and into close re- 
lationship, and it is business that 
makes individual nations depend upon 
the others. Without business we 
would be nomadic tribes living from 
uncultivated products of the earth— 
surely the simple life personified. Just 
as we cannot stop the growth of all 
nature, we cannot stop the progress of 
the peoples of the earth. 

Great bodies or movements, whether 
governmental, religious, sociological, 
educational or commercial, would fail 
without systematic control. When 
they become too diversified in their 
component parts, specialization must 
solve unmanageable problems. Sys- 
tematic specialization nowadays en- 
ters all phases of life from a national 
government to the home life. It has 
been the keynote of the greatest suc- 
cesses achieved in the professions and 
in the almost unlimited varied lines of 
business. Specialization in business, 
in manufacturing and selling, has be- 
come almost a fad, yet very essential 
to reach real success. In the means to 
secure a liberal general education, we 
find schools specialized into depart- 
ments and courses and instructors to 
teach certain branches. Then we find 
schools specialized to graduate stu- 
dents only in the things in which they 
make a specialty—their mission being 
part of the whole, or even but a single 
line of work. It is an age of special- 
ization. 

An Age of Experts. 

The enlightened races now progress 
too rapidly for men to become experts 
in more than one phase of education 
or business. The greatest expertness 
is the result of concentrating mind and 
all effort on the least number of kinds 
of educational and _ business lines. 
While this is true in the securing of 
knowledge, it is truer in the experi 
ence that follows. A man doing one 
thing only all day long, week in and 
week out, becomes more expert than 


by dividing the same time between a 
dozen things; he becomes more relia- 
ble and others have more confidence 
in him. A physician who makes a 
specialty of one or several diseases 
knows more of them and has more ex- 
pert experience than the doctor who 
practices on all the ills the human 
body is heir to. The surgeon who op- 
erates only on the “sky piece” is more 
expert and reliable in operations in- 
volving the head than the one who op- 
erates on all parts of the body. In 
jurisprudence, an attorney who makes 
a specialty of one branch of the law 
can give better service than the one 
who claims to know all the law and 
has a little experience in individual 
branches out of many he follows. The 
teacher who gives his life to studying 
and teaching one branch is a far bet- 
ter tutor than one who professes to 
teach everything. 

In business we find concerns spe- 
cializing more and more only on one 
or a few articles rather than following 
the department store idea. They be- 
come greater experts and the con- 
sumer secures better service. We find 
offices departmentizing more = and 
more, which only means systematizing 
and specializing to secure greater ex- 
pertness from employes; to give more 
and better service to employers; to in- 
crease efficiency and quickness and to 
reduce cost. In manufacturing we find 
the factory specialized into depart- 
ments and a man doing but one small 
part of the whole work, running but 
one piece of machinery, so that in the 
majority of cases a mechanic could not 
produce the whole article if requested 
to do so. This gives an efficiency most 
marked, and reduces the cost to the 
manufacturer. I have witnessed this 
time and time again in each of the 
phases mentioned, and any experi- 
enced man can easily supply other ex- 
amples in professions and in business. 
Without specialization the industrial 
and business world would be vears be- 
hind what it is now. It is the secret 
of America’s great business success, 
and it is rapidly revolutionizing the 
business world. The other nations 
cannot keep up with our gait without 
imitating us. 

Good Education Desirable. 

No one disputes the fact that a gen- 
eral liberal education, or a university 
education, is very desirable. It, plus 
good character, should be a means to 
an end—hoth in business and social 
life—the end being happiness and suc- 
cessful achievement. Unfortunately, 
however, but a few out of the total are 


in a position to secure such an educa 
tion. The percentage of poor people is 
too great. While the masses are im- 
proving in this direction, yet the 
greater majority will, perhaps, always 
be poorer, and some _ very much so, 
than the remaining population. While 
the education of the masses is increas 
ing, yet the common school educated 
people will always be in the majority 
The college man on entering business 
finds that his general classical educa 
tion does not put him much above the 
average common school man, and in 
fact sometimes below. He finds “busi 
ness is business” and that he has much 
to learn yet; above all he must secure 
experience. He too often, has formed 
habits and got opinions at college that 
are a barrier in business and make him 
disliked by his associates. He often, 
too, has too high a regard for himself, 
looks down on his fellow workers, and 
so has a “hard row to hoe.” 

He finds he has to specialize his ed 
ucation already secured and get some 
additional specialized education to fit 
his particular position, or future 
hopes, or for the special line of busi 
ness in which he desires to be engaged 
as a matter of choice... His knowledge 
of the classics, sciences, etc., should in 
time, as he grows in business posi 
tions, serve a good purpose in giving 
him keen perception, acute reasoning 
power, ability to do things logically, 
quickly and systematically. The re 
finement and culture such a man 
should receive at college, should also 
give him a standing among his fellow 
business men that the less cultured 
man cannot command. The education 
and culture should be of special help 
in managerial work where the hand- 
ling of men, inside and outside, is es- 
sential. Yet, at the start, perhaps, the 
college man is at a disadvantags He 
did not start young enough in busi 
ness, has not had_ sufficient hard 
knocks and is unwilling to do the 
many little hard and worrying, and 
perhaps menial, things the less educat 
ed man experiences, all of which hely 
one to attain success. Statistics show 
that the greater number of recognized 
leaders in the business world have not 
been, and are not now, university men, 
and hence such an education is not es 
sential 
Graduate of Small College Fortunate. 

For a business career, the graduate 
from a small college, if he supple 
ments his education with one or sever 
al business courses, is in a better posi 
tion to enter the business field, starts 


better and makes better progress, and 
so attains greater success, on an aver 
age, than the university man This is 





because such colleges specialize more, 


teach a less number of branches, have 
fewer students, give more individual 
instruction, take a greater interest in 


students, have fewer sports, give less 


time to college fraternities and have 
but 


to get results. 


their students 
The 


less in wealth and so- 


much less society, 
learn to work and 
parents average 
cial standing, and so the boys make 
the -most of their opportunity and 
time, knowing and feeling it is but a 
preparation for some career. One 
reads almost every day of some certain 
man having attended some_ such 
school. It is not so much now “what 
do you know?” as “what can you 
do?”—and doing is knowing plus, and 
then some. 

After all, 
perience prove 


it seems that facts and ex- 
that the common 


Jackson 


IMPLICITY, accuracy and mod- 
erate initial are the claims 
made on behalf of the Jackson 

Unit System Cost Recorder. It is stat- 

ed that by this method an employe’s 

record of incoming and outgoing, as 
well as elapsed time that he may 
spend on any number of jobs, or op- 
erations, can be recorded on a single 
card. It is the result of a great deal 
of experimenting, and the expenditure 
of considerable money, and is offered 
to the public because it has proved 
itself a great success with one of the 
largest organizations in New York 

City. 

The Jackson Unit Cost Recorder is 
a piece of mechanism contained with- 
in an oblong wooden case 22 inches in 
length by 6 inches square. In the 
front of the case is a steel slot, into 
which a properly ruled card is insert- 
ed. The slot has two lips, or pro- 
jections, for holding and guiding 
the card into its proper. position for 
registration. On the right-hand 
side, and midway of the height of 
the case, is a lever actuating a steel 
punch, which when depressed 
punches out an odd shaped hole in 
the time card corresponding to the 
printed time scale on the card, and 
in unison with the time indicated 
by the master clock, to which the 
recorder is electrically connected. 
A single master clock is capable of 
actuating one or one thousand re- 
corders. The master clock is ar- 
ranged with an electrical contact 
dividing the hour into the period 
of time predetermined as the unit 
on which the system is based—it 
may be five, ten, fifteen or more 
minutes’ duration. 


Cc st 
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school educated young man is as fo! 


tunate as anyone, if we take the liv 
ing successful business man as a cri 
terion. Such a young man may have 


great desire to secure a liberal general 
education, or a university diploma, but 


the home conditions are such that the 


pocketbook will not permit it, and so 
he has to work and by some means 
help 1 ‘ovide for himself and_ th 
neip to provide for himsel ant tne 


I 
family. It means necessity 
is the great finder and provider. He 
must do something and does not do it 
to kill time, or to simply be occupied, 
for pleasure and recreation. For 
man to start out poor is a blessing 
He is 
society O1 
of ambition,  deter- 


and that 


17) 


burdened 


disguise. not 
with wealth, 
He is full 
mination, sticktoitiveness ; 
ing and thorough, not ashamed 
afraid to do any honorable work. 


thing 


power. 


he is will 
nor 
He 


thinks of one to accomplish 


Unit System Cost 


A New Method of Cost Keeping. 


With each recorder is a card rack 
with pockets numbered to correspond 
with the number of the employes 
registering on that particular record- 
er for the reception of the daily time 


cards. Each bears an _ employe’s 
name, number and the date, and is 
ready for him when he reports each 


morning. Thirty or more employes 
can be assigned to a machine, and the 
recorder is placed so that it will be 
easily accessible to the work benches. 
In most factory departments the hour 
is divided into periods of ten minutes 
each—six to the hour. 

The insertion of the card in the slot 
and the pulling of the lever punches a 
hole on the scale on the card at the 
time, say 8 o'clock when the employe 
began work, on a certain job, the num 


ber of which is written on the card. 
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something, and he does. He goes 
through all the stages of poverty, per- 
haps, makes sacrifices innumerable, 
but he “gets there.” 

This young man has the ambition, 
courage and other characteristics that 
make him a man, and as a man he suc- 
ceeds. When he succeeds he can look 
back to former hardships smilingly 
and with satisfaction, because he has 
conquered. Meanwhile, however, he 
has recognized the value of time and 
of opportunities and so has either ed- 
ucated himself through mail courses 
and proper reading while others slept, 
or has attended evening courses, on 
such general or specialized lines as 
would benefit him in his special posi- 
tion or special line of business, and 
thus secured a specialized education. 
The kind of education that brings the 
most and does one the most good in 
general is the best education to have. 


Recorder. 


When the job is finished the card is 
again inserted, and another hole 
punched. Assuming he had been two 
hours and ten minutes on the job, the 
second punched hole shows 13 elapsed 
periods of ten minutes each. Suppos- 
ing the next job was finished and an- 
other hole punched at the 17th unit, 
by subtracting the 13 previously re- 
corded from the 17 we have four units, 
or 40 minutes. As each job is finished 
it is punched, so that the elapsed time 
is shown at once, 

These cards are collected after the 
day’s work is over, and are turned 
over to the pay roll clerk the following 
morning, who, about as rapidly as he 
can pass the cards through his hands, 
makes his pay roll records for the pre- 
vious day. The cards are then turned 
over to the cost clerks, who calculate 
the elapsed time by subtracting the 
units or periods shown by the punch- 
ing, and fill in the cost based on 
the rate of wages which have been 
previously tabulated on the ten- 
minute unit basis. The distributed 
time shown by the card must bal- 
ance with the pay roll. From the 
cards the items are posted to the 
cost sheets. 

The system is a rapid one, as 
many as 1,200 cards have been 
handled in a cost keeping depart- 
ment by three clerks at the rate of 
500 an hour. The recorders are 
low in price, so as to make it pos- 
sible to put a recorder within easy 
reach of every workman. 

The system has been devised by 
W. H. Jackson of the Metropolitan 
Life Building, New York, and is 
one which is meeting with very 
general favor. 











The Montague Mailing Machinery 


HE greatest and most useful in- 

I ventions are usually the out- 

come of long, persistent effort. 
The history of many of these inven- 
tions tells us that from small begin- 
nings, and from dim ideas, are devel- 
oped large undertakings, and machines 
that do wonderful things. To a some- 
what peculiar incident is due the cre- 
ation and development of the Mon- 
tague Mailing System, a complete line 
of automatic machines, covering every 
branch of mailing work, doing per- 
fect work which hitherto has been 
done in a very uncertain and unsatis- 
factory manner. 

Some years ago there was a prac- 
ticing Osteopath in Chattanooga, 
Tenn,. Dr. Charles Owens, who had a 
taste for invention. His invention of 
the “Chattanooga Vibrator” interested 
a patient, a man of affairs of his own 
state—Mr. Montague—and with his 
encouragement Dr. Owens decided to 
devote all his time and energy to the 
development of his inventive genius. 
On one occasion, when visiting a friend 
in Pittsburg, a publisher, his sym- 
pathies were aroused at the delays and 
vexation his friend experienced in get- 
ting his publication wrapped, ad- 
dressed and ready for the mails. He 
thought there should be some remedy 
for this, and the more he thought and 
investigated, the more he became con- 
vinced that in the wrapping and ad- 
dressing of papers for the mail there 
was room for a great and useful in- 
vention. 

In his spare time Dr. Owens began 
to tackle the problem. In 1904 he en- 
tered actively into it, and since then 
his entire time, day and night, has 
been spent in encountering and over- 





MONTAGUE ADDRESSOR. 


A Very Complete and Efficient Ad- 
dressing and Mailing System. 


coming the innumerable difficulties, 
disappointments and obstacles incident 
to a mechanical problem of such mag- 
nitude. Dr. Owens is not one to be 
daunted. His clear reasoning powers 
led him on step by step, and those 
quiet, deep gray eyes of his saw prog- 
ress, where others would have seen 
only defeat. Meantime, Mr. Montague 
provided the most capable assistance 
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THE DOCTOR’S SHINGLE. 


obtainable, and every support which 
a man of great courage and large re- 
sources could provide. 

After two years of constant labor 
and experiment, Dr. Owens evolved 
the first working machine in 1906. With 
Mr. Montague, he came with it to 
New York, for the purpose of obtain- 
ing the criticisms of publishers. 
Amongst those who saw it was John 
F. Oltrogge, superintendent of P. F. 
Collier & Son, publishers of “Collier’s 
Weekly.” At the first glance, Mr. 
Oltrogge stated it as his opinion that 
it was the only practical machine of 
the kind he had thus far seen. In fact, 
he was so impressed with its utility 
{hat Mr. Montague and Dr. Owens 
were invited to perfect the machine in 
the Collier plant. These were ideal 
conditions, and as the machine did not 
fulfill all that Dr. Owens had laid out 
for it to do, the invitation was ac- 
cepted. 

Machine Finally Perfected. 

The original intention was to adopt 
a machine to whatever style of ad- 
dress the publisher might have, but 
upon the urgent request of Mr. Ol- 
trogge and other leading New York 
publishers who inspected the machine, 
it was decided not to place the ma- 
chine on the market until a perfect ad- 
dress could be provided. Dr. Owens 
himself had by this time gone so far 
as to learn some of the great objec- 
tions to the forms of addressing then 
available, and made up his mind that 
a metal plate, made in one piece, was 
the only satisfactory form of address, 
and further, that it should be in cata- 
logue index form. This necessitated 
the building of an entirely new and 


original embossing machine, and this 
occupied many months of labor and 
experiment. After the embossing ma- 
chine was evolved, the next trouble 
was the type. In the investigations 
incident to perfecting a proper type 
he came across a new steel of intense 
hardness. Whereas ordinary steel will 
make only 2,000 impressions, this .new 
steel will make 150,000 impressions. 
The effect of using this steel was 
shown by the fact that only one die 
was broken in six months’ steady 
work. 

A perfect printing plate and a satis- 
factory machine for embossing char- 
acters upon it had been completed by 
the spring of 1908. Meantime, an im- 
proved mailing machine was also com- 
pleted, and installed at “Collier’s,” and 
the whole equipment finally accepted, 
and the system adopted, by “Collier’s,” 
on April 16, 1909, at which time “Col- 
lier’s” gave an order for five of the 
mailing machines and six of the ma- 
chines for embossing plates. 

In the operation of the mailing ma- 
chine, a serious question which arose 
was that of inking the type. Finally, 
on the suggestion of Mr. Oltrogge, it 
was decided that all of the printing in 
the Montague system should be done 
through a ribbon. Thus there would 
be no fountains or rollers to accumu- 
late dust or dirt, and require cleaning 
or refilling; no ink pads to swell or 
give trouble in damp weather; no dan- 
ger of machinery becoming flooded 
with ink, to its detriment and to the 
annoyance of the operator; no danger 
of printing becoming blurred by being 
overinked. On the contrary, the print- 





MONTAGUE TYPOGRAPH. 











ing would be always clean, always uni- 
form, and the cost per thousand im- 
pressions would be at a minimum be- 
cause no ink would be wasted. 

The next point was to evolve a filing 
system. This important feature was 
taken in hand and entirely perfected 
by one man, G. A. Chambers, of Mr. 
Oltrogge’s staff. By this plan which 
he devised one cannot spill the ad- 
dresses out of the filing case or out of 
the cabinet, and yet they are at all 
times available, and easily and readily 
adiusted to the different machines. 

Final Results Satisfactory. 

The final result of Dr. Owens’ mod- 
est beginnings has been the evolution 
and present production of a most com- 
plete line of the Montague mailing ma- 


chinery. The crux of the whole sys- 
tem lies in the address plates. These 
are of metal, with double seamed 
edges. They are 134x3% inches in 


size, and provide for an address 26 
letters wide and five lines deep. In 
fact, there is room on each plate for 
130 letters and characters. Each line 
of lettering on a plate can be blanked 
out, if desired, as many as six times, 
so that they are practically indestructi- 
ble. Changes of address can readily be 
made on the same plate, at no cost; 
errors can be corrected; name of a 
street, number of a house, altered by 
depression of a single key, which ob- 
literates any embossed character de- 
sired. These are economies which are 
noteworthy. 

The addresses are embossed on the 
metal plates by the Montague typo- 
graph. This is practically a typewriter 
with universal keyboard, run by elec- 
tricity. Any person who can run a 
typewriter can run one of these ma- 
chines, and can emboss about 100 ad- 
dresses per hour. The embossing is 
done by means of male and female dies. 
These dies, of which there are forty 
pairs, revolve continuously within a 
metallic case. The instant a character 
on the keyboard is touched the proper 
dies come together, embossing the let- 
ter clearly and sharply on the metal 
plate. The blanks on which the names 
are to be embossed are fed into the ma- 


chine automatically, and when em- 
bossed are again automatically filed in 
proper order. 

The Montague printing plate is 


made in one piece; it is complete in it- 
self; it is waterproof; it is nearly fire- 
proof; it can be written either side up, 
and can be changed and corrected re- 
peatedly, either while being written or 


afterward: it occupies a minimum 
amount of space; and in simplicity of 
construction, and in the fact that it 


will practically last forever, is the very 
embodiment of economy. 

The filing drawers are of steel, and 
will hold 228 names. They are in- 


stantly and readily attached or de- 
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tached from any of the machines, can- 
not spill, and can be filed in a special 
truck cabinet or filing case. 

The Montague addressor is a small 
office machine which prints addresses 
on anything in any position and at any 
speed desired. The printing is done 
through a ribbon, thus imitating type- 
writing. The embossed metal plates 
are fed into this machine automatically 
and refiled in their proper order after 
having been so used. It has many ad- 
vantages, and may be driven by foot or 
power. 

Another development is the Mon- 
tague proofer and wrapper cutter. 
This machine takes the wrapping paper 
from the roll, prints the address and 
return address upon it, and cuts off 
the printed wrappers at any length de- 
sired, at the rate of 6,000 per hour. 
The same address plates are used. The 
machine can be made to print the ad- 
dresses in a variety of ways, and the 
printing is all done through a ribbon. 

The mailing machine proper, or the 
Montague publication mailer, as it is 
called by the maker, can be run by two 
persons, and does all the work needed 
between the bindery and the mail bag. 
It feeds, folds, wraps, pastes, cuts off 
the wrapper, prints the address and 


return address, and delivers’ the 
wrapped papers in the mail bag. It 
will fold and wrap any publication 


from four pages up to as thick as can 
be folded, at the rate of from 3,000 to 
5,000 per hour. The same address 
plates are used. If the person in 
charge fails to keep the machine sup 
plied with addresses it automatically 
stops, so that no publication can be 
sent out without having the address 
printed on the wrapper. All the print- 
ing is done through a ribbon, and the 
operation of the machine is almost 
noiseless. 

The advent of such a galaxy of use- 
ful machinery as the Montague mail 
ing machines is certainly worthy of 
comment. They represent an outlay 
of a vast amount of money and time 
and constitute a system which may 
be wholly or partially used by thou 
sands of business firms and by every 
publisher. It is an evolution in the 
line of wrapping and addressing ma- 
chinery which is truly remarkable. The 
address of the firm is the Montague 
Mailing Machinery Co., 930 World 
Building, 
agement is at all times pleased to re- 
ceive visitors and to explain the work 
ing of its interesting machines. 


\ pessimistic merchant said: “Mar 
ried men make better clerks than single 
men; they are not in a hurry to get 
home in the evening.” 

“A fool may make money, but it 
requires a wise person to spend it.” 


New York, where the man- 
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REORGANIZATION OF THE 
STANDARD FOLDING TYPE- 
WRITER COMPANY. 





Factory to be Removed to Groton, 
N. Y. 


The interests of the Standard Fold- 
ing Typewriter have passed into other 
hands. A new company has been 
formed with a capital of $1,000,000, 
and they have acquired the entire 
plant of the Groton Carriage Com- 
pany and the carriage repository at 
Groton, N. Y. It is the intention of 
the company to manufacture what has 
heretofore been called the Standard 
Folding Typewriter. They have ac- 
quired the patents and works of the 
Rose Typewriter Company and as 
soon as the proper arrangements can 
be made the present plant will be re- 
moved to Groton. At the present 
time there is such a large demand for 
this popular little folding typewriter 
that the works in New York City have 
proved to be altogether inadequate. 
The new factory will give them a 
working floor space of 78,600 square 
feet, and this can be added to as occa- 
sion may demand. It is anticipated 
that the factory will start with a work- 
ing force of about 200, to be increased 
within the first year to about 600. 

A force of men has already been 
put to work to clean out the stock and 
machinery at present in the buildings, 
and new machinery will be set up as 
quickly as possible. It is intended to 
keep the New York factory going as 
usual, so as to supply as far as pos- 
sible the present demand for ma- 
chines, but when the Groton factory 
is in working order, the New York 
machinery and operatives will be re- 
moved to Groton. 

The Standard folding typewriter, 
which the company will manufacture, 
is already well known to our readers, 
as it has been alluded to several times 
in these columns. 

We understand the stock of the new 
company is practically all subscribed 
for, and about half of it paid in. The 
president of the company is Senator 
Ben Conger of Groton, N. Y., and the 
directors are: Hon. J. S. Fassett of 
Elmira, N. Y.; Hon. B. Conger of 
Groton, N. Y.; Judge Chas. H. Blood 
of Ilion, N. Y.; Carlton F. Brown of 
Hoosack, N..Y.; Jay Conger of Gro- 
ton, N. Y.; Ernest Woods of Syra- 
cuse, N. Y.; D. W. Van Hoesen of 
Cortland, N. Y. 

Carlton F. Brown will be treasurer 
and general manager of the company, 
and D. W. Van Hoesen will be the 
secretary. The selling end of the 
business will still be in the hands of 
J. A. Whitcomb, with offices at 309 
Broadway, New York. The company 
will hereafter be known as the Stand- 
ard Typewriter Co. 











Holland as a Field for American Goods 


Holland, or as it is more expressive- 
ly called, the Netherlands, stand like 
sentinels in the western part of the 
European continent, representing as a 
market for American office appliances 
a much larger and more important 
field than their small size and neces- 
sarily limited population would indi- 
cate. Holland is a commercial coun- 
try of great importance, carrying on 
an extensive intercontinental trade 
with the Asiatic colonies, and selling 
some of its products to the whole 
world. Sumatra tobacco is an article 
well known in America, and who has 
not partaken of or enjoyed Van Hou- 
ten’s or Blooker’s cocoa? With re- 
gard to the production of bulbs and 
flowers Holland takes first rank. The 
diamond-cutting establishments of 
Amsterdam are of world wide fame 
and Dutch porcelain and liquors are 
sold everywhere. : 

The local industries of Holland in 
the office appliance lines are very lim- 
ited. With the exception 01 -..mpor- 
tant manufactures of office furniture, 
just about commenced by the larger 
office supplies firms, and the manufac- 
ture of a few staple lines, such as inks, 
penholders, etc., Holland is entirely de- 
pendent upon foreign manufactures, 
and in this respect the United States, 
Germany and England share in about 
equal proportions. 

Amsterdam, the metropolis of the 
country, is a city of about half a mil- 
lion people, fully alive to the require- 
ments of modern business. Many gov- 
ernment offices and large business and 
banking institutions are located here, 
and here the principal firms in the of- 
fice supply trade have their headquar- 
ters. It is a very quaint city, often 
called the Venice of the North, on ac- 
count of the many canals, or Grachts, 
which traverse it in all directions. 
These waterways, which at certain 
times of the year do not exhale any too 
pleasant odors, are connected with the 
Amstel, a river emptying into the Zuy- 


der sea. They give to Amsterdam its 
characteristic appearance and at the 
same time represent the arteries 


through which the life blood of Am- 
sterdam, its commerce, throbs. The 
city possesses many prominent build- 
ings among which the railroad station, 
the Bourse, the Castle, the post office, 
the Royal theater and Art Gallery are 
deserving of special mention. The in- 
ner part of the city contains many nar- 
row lanes, in which the principal retail 
stores are located, and where side- 


walks and streets are one and pedes- 
trians walk all over, similar to the con- 
ditions of Nassau 


street, New York 


Interesting Account of a Trip to Am- 
sterdam and a Visit to Its 
Dealers. 


By Henry Goldman, Berlin, Germany. 


city, or Threadneedle street, London, 
only more pronounced. 
About All Typewriters Represented. 

Nearly all the leading makes of Am- 
erican and German typewriters are 
represented in Holland. A prominent 
position is held by the Remington 
Typewriter Co., which has its central 
otfice in Amsterdam, but also sustains 
branches at Rotterdam, The Hague, 
Groningen, Den Bosch, Utrecht, Arn- 
hem and Venlo. It also introduces all 
kinds of typewriter supplies. 

The Smith-Premier in introduced by 
the Holland Typewriter Co., with 
headquarters at The Hague. The Oli- 
ver is in the able and time-tried hands 
of F. W. Salomons, one of the best 
posted and experienced office supply 
men of the Queendom, at the same 
time excelling in other qualities and 
broad views. A considerable amount 
of information I owe to his courtesy, 
while some others presented me with 
colored knowledge, not worth having. 

A very important firm in the office 
line is Benier & Co., Amsterdam, with 
branches at Glashaven, Rotterdam, 
The Hague and Groningen. The firm 
represents the German “Ideal” type- 
writer in a very successful manner and 
has also an office furniture factory of 
its own, besides importing American 
desks, etc. It introduces the Gestet- 
ner products and supplies calculating 
and copying machines on special re- 
quest. The Underwood typewriter is 
in the pushing hands of the American 
Office Supply Company, Amsterdam. 
The central office of the Hammond is 


in Rotterdam where the J. A. Ruys 
Handelsvereeniging has the general 


agency, with branches in other cities 
of the Queendom. Heyenbrock, Has- 
elager & Co. represent the Williams 
and Secor typewriters. The Dens- 
more is offered by F. W. Heythekker, 
Amsterdam, who also introduces the 
German Kanzler machine. The Bar- 
lock Typewriter Company handles the 
Barlock and Columbia machines, which 
at one time had a very extensive sale 
in Holland. 

The Handelsburo Novo, Prop. P. C. 
Miller, has been very successful in 
the first introduction of the Monarch. 
The Yost and Jewett have representa- 
tion in Rotterdam, the former, Messrs. 
Koller & Van Os, the latter Messrs. 
Pluymert & Zoon. 

Blickman & Sartorius, Amsterdam, 
represent the Royal standard typewriter, 


for Holland and its colonies. They 
also represent H. Plisson & Co., Paris, 
for inks and typewriter supplies, H. C. 
Stephens, London, for carbon papers, 
J. Walker & Co., London, for 
leaf systems, Caw’s Pen and Ink Co., 
New York city, for fountain pens, be- 
sides manufacturing Fortuna card in- 
dexes, for which they secured the high- 
est awards at the Amsterdam Exposi- 
tion, 1907. 

The German Adler typewriter is of- 
fered by Rubens & Co., Amsterdam, 
while the representations of the Stower 
and Torpedo, both German machines, 
are not very active. 

L. Fles & Co. introduce successfully 
the Roneo duplicator, the Ducha card 
index system, Kalamazoo perpetual 
ledgers, etc., and are seeking the rep- 
resentation of good American special- 
ties. 

The representation of the English 
Moya typewriter is in the hands of Mr. 
D. I. Cardozo, Amsterdam, who is 
meeting with good success. The Eng- 
lish parent company intends to bring 
out a new typewriter called “Imperial,” 
which promises to be a good machine. 

Nearly all the typewriter dealers of 
Holland handle office furniture, card 
indexes, filing systems, duplicating ap- 
paratus supplies and some maintain 
also typewriter and shorthand schools, 
as well as employment agencies for of- 
fice help. 

The principal concerns have a suf- 
ficient amount of capital to carry on a 
successful business. American manu- 
facturers have to meet German and 
English competition, especially the for- 
mer, which with a considerable price 
difference is not easily overcome. The 
cheapest routes for American  ship- 
ments are the Rotterdam and Antwerp 
lines, shipments via English and Ger- 
man lines may be a little faster, but are 
more expensive. Considerable atten- 
tion must be paid to the subject of 
duty, which is § per cent ad valorem on 
most office specialties. If goods are 
undervalued by the American manu- 
facturer a heavy fine is levied on the 
recipient by the Dutch authorities, and 
if not accepted the goods are held until 
the fine is paid or confiscated. And 
particularly trying is the condition, 
that the cost of transportation to the 
Holland port must be added to the 
value of the goods, in order to arrive 
at the basis, on which the duty is cal- 
culated. 


le ose 





The owl secured a reputation of be- 
ing a wise bird just by looking so; 
the lion, the bravest of animals by the 
strength of his roar. Moral: It pays 
to advertise. 





Foreign News Notes. 


T appears from a report made by 
| Vice-Consul-General E. A. 

nifico, of Smyrna, Turkey, that a 
number of persons in and around 
Smyrna are organized with the object 
of swindling n merchants. In 
describing the methods practiced and 


Mag 


reio 
roreig 


furnishing names of those composing 
the organization the vice-consul-gen 
eral writes: 

‘These men belong to what is locall 
known as the “Black Band,” the men 
bers of which were released fron 
prison, where they served sentences 
for frauds on European firms. It is 


4 4 ] = PS Te .. 
estimated th least )250,000 has 


been fraudulently obtained from Euro 
pean firms by the “Black Hand” dut 
ing the past ten years. In England 
ind Germany, where most of the 
frauds were practiced, the govern 
ments published through the chambers 
of commerce names of persons form 


ing the “Black Band,” 
chants to avoid dealings with 
These warnings had a salutary effect 
companies advised 


advising mer 
them 


the steamship 


as 


their agents here to accept no goods 
from members of the “Black Band” 
when figuring as shipper, either direct 
ly or indirectly, with the result that 
these people are practically boycotted 


and- can ship no goods to Europe 
They are now practicing on American 
importers, and I have received com 
plaints from American firms swindled 
in the most shameful manner. 

The various chambers of commerce 
United States should warn im 
porters to refrain from dealings with 
the members of the band. These mem 
bers are all dealing separately in their 
own names, but their place of business 
on this side is one. Action must be 
taken at once, otherwise our American 
firms will find themselves in a wors« 
position than those of Europe. I for- 
ward the names of the members form- 
ing the “Black Band.” American firms 
who have had recent transactions with 
them should examine carefully goods 
already ordered and cease dealing with 
these parties in the future, as this con- 
sulate will eventually be unable to col 
lect any claims from them, for the 
reason that they are Ottoman subjects, 
under Turkish 


in the 


and 
courts. 
|The names of the members of the 
organization described by the vice-con- 
sul-general may be had upon applica- 
tion to the Bureau of Manufactures. | 


consequently 


American Goods in Belfast. 


The American manufacturer who 
wishes to find a market in Belfast, Ire- 
land, naturally assumes that the best 
method is to find some business man 


Information Gleaned from Consular 


and Trade Reports. 


in Belfast who will import 


' 
aqairect:- ans 


b to retail merchants Chis is’ dif 
ficult to do as a rule, save in few 
lines The retail merchants are ac- 


customed to buying their stocks in 


whether the goods are manu 


England 


factured in Great Britain, Germany, 
France, the United States, or els 
vhere. Cross-channel trafic between 
Ireland and England is very promp 


\ Belfast merchant can 
to London one morning, 
1 


small in bulk may oiten « 


wire an orde! 


; 3 1 
and 1f 1t Dé 


xpect Tt 


delivered on the quay here the 


morning. \n order by letter delays 
the delivery only one day more. Met 
chants prefer to do this rather than to 


experience the delay which is 
7 
t 


if they import direc 

reason why it is difficult 
dealers willing to im 
United States is 


neces 
sary 

\nother 
to find Belfast 


direct 


from th 


~4 
port 
} 

} 


communication. Chere are two lines 


of freighters between Belfast and the 


United States—the Head Line, to New 
Orleans and Galveston, and the Lord 
Line, to Baltimore and Newport News. 


[hese have usually fortnightly sail 
ings. All freight carried on these boats 
is taken to Liverpool or Glasgow, and 


thence must be brought back to Bel 
fast on cross-channel steamers. There 
is no objection here to American goods 
because they are American. If 
and quality are right, neither dealet 
nor customer cares’ where 
made. But the dealer prefers to buy 
them of an agent in England rather 
than deal direct with a manufacturer 
and import himself 


price 


they are 


American Goods in Naples. 
Consul C. S$. Crowninshield, of Na 
ples, suggests the following plan for 
the establishment in that city of an 
\merican goods agency: 

Many American business houses and 
exporters are desirous of placing their 
goods in foreign markets, but the ex 
pense of sending out traveling sales- 
men makes them unwilling to risk the 
cost of showing articles abroad. Send- 
ing catalogues, it is well known, is 
almost useless. These difficulties could 
be obviated by forming syndicates of 
American tradesmen dealing in vari 
ous articles. 

The city of Naples offers an excel- 
lent opportunity for the sale of Amer- 
ican goods if they are properly intro- 
duced. Ten manufacturers could easi 
ly club together and lease a storeroom 
here, where a full line of samples could 
be kept and a small stock of goods 


carried for sale. If possible the goods 


the absence of frequent direct steamer 


should be such as would make a good 
appearance when seen together in one 
showroom. The shop could be handled 
by a man and a boy. Such a shop 
would barely pay expenses the first 
year, but even if it were run at.a loss 
it would prove an excellent method 
of advertising, and the cost to each 
manufacturer would be trifling. Larger 
premises could be leased should the 
scheme be successful. 

As rents are very low in Naples 
this plan would be an inexpensive one 
to put in operation, and it would seem 
to be a good system of bringing Amer- 
ican articles to the attention of the 
Italian public. 


.American Exposition at Berlin. . 


All arrangements have been per- 
fected for holding an American ex- 
position at Berlin in the months of 
April, May and June, 1910. This ex- 
position is designed primarily as an 
exhibit of distinctively American 
products, and the management is es- 
pecially desirous that American manu- 
facturers of novelties shall take part. 
The intention is to make apparent to 
the people of Europe, and especially 
Germany, the importance and excel- 
lence of American manufactures, and 
to this end the German committee will 
advertise the exposition throughout 
the German Empire and elsewhere, and 
will co-operate with American manu- 
facturers and exporters im every way 
to popularize and exploit American 
products. Baron R. von Brandenstein 
is at the head of the German advisory 
committee, and Dr. George F. Kunz, 
of New York, is at the head of the 
American committee, the headquarters 
of the latter being at 50 Church street, 
New York, and Mr. Max Vieweger is 
in charge. It is announced that the 
price of space per square foot will be 
$4, which will include all incidental ex- 
penses. Blank applications for space 
and all information in regard to the 
exposition may be obtained from Mr. 
Vieweger. - 


An American consul in the Far East 
reports that there is a good opening 
for the sale of cash registers in his 
district, as there are practically none 
in use now. The consul states it 
would seem advisable to send an ex- 
perienced man to look over the ground, 
make the necessary arrangements for 
the sale of the articles, and instruct 
some one in regard to making repairs 
if an office is not to be opened. This 
is an opening which should be taken 
advantage of at once. Write Bureau 
of Manufactures, Washington, D. C., 
and refer to File No. 3522. 











An Unfounded Sus- 
picion. 

Not more than 25 
miles from Cincinnati 
on the other side of 
the Ohio river lie the 
green inland hills of 
Kentucky, almost 
mountainous in their 
rugged steepness. Here lives a race of 
mountaineers, hardy, independent and 
strong, with their own little peculiari- 
ties of government and conduct which 
sometimes make it rather interesting, 
not to say difficult, for the stranger in 
their midst. 

Manager Killen of the Cincinnati of- 
fice of the Oliver Typewriter Com- 
pany is himself a southerner and has 
started in with some success to Oliver- 
ize the state of Kentucky. One of his 
salesmen, a square-jawed, determined 
looking chap, he sent across the river 
to sell machines among the mountain- 
eers. It was a pleasant journey and 
along in the afternoon he came to a 
little hotel where he rested until the 
evening, when the heat of the day 
would pass and permit a comfortable 
journey by early moonlight to the 
home of the prospective customer. He 
noticed several men who scanned him 
closely, but he had had good advice 
about moonshine distilleries and _ dis- 
tillers, so he kept his views to himself, 
and as evening came on he hitched up 
his rig and started out. No sooner 
was he out of town a mile or so than 
out from behind a clump of trees 
stepped three men. “Hands up!” thev 
said, and enforced their demand with 
rifles each one of whose muzzles look- 
ed as big to the typewriter man as the 
business end of a 12-inch gun. His 
hands and his hair rose up on the _in- 
stant. 

Two of the men came forward, com- 
manded him to get out of his buggy 
and then systematically went through 
his pockets, examining all his papers, 
took his machine and opened that up, 
looked into his buggy and all through 
it, and finally put him through a series 
of interrogations until they were satis- 
fied that he was not a United States 
deputy marshal in search of illicit dis- 
tilleries. Then they let him go. 
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Several times this man was held up 
on his trips in a similar manner until 
the moonshiners had him “buffaloed”’ 
completely. He finally traveled with 
an arsenal and slept on his guns, but 
at this point Killen thought it about 
time to put on a man of somewhat less 
aggressive and determined aspect and 
to put the erstwhile Kentucky sales- 
man into a new field where he would 
be less exposed to suspicion and less 
likely to receive or confer sudden 
death. Since the change there has 
been little trouble. 





“It’s a Gay Life.” 

How’d you like to be the man in 
the field? 

“It’s a gay 
Dreamer. 

But when Danny Dreamer gets out 
in the field and tries to tame the fiery 
prospect and wrestles with the bag- 
gageman, gets up at 5 A. M. to catch 
the local that’s two hours late, tries 


life!’ says Danny 


to eat greasy pork and drink muddy 
coffee three times a day, the gay life 
seems a little frazzled around the 
edges. 

All of which is merely to lead up to 
the adventures of one H. W. Evans, 
a junior salesman of the Burroughs 
Adding Machine Company working 
out of Spokane, a city situated in the 
North of Washington, where the “call 
of the wild” is easily heard. Duty, 
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played by Salesmanager Andrews of 
the Seattle office, called to Mr. Evans, 
in a loud voice, saying “Go forth into 
the land and place some trials!” Add- 
ing, in an endeavor to encourage the 
young man, “It is a small and pleas- 
ant lake trip to Polson.” 

With the smell of the northern pines 
in his nostrils, and the zephyrs of the 
northwest playing about his forehead, 
Evans went forth with the ambition 
to do great deeds. We admit that his 
spirit hesitated as he descended to the 
vessel, for the craft was but a light 
steam launch and the crew two ir- 
responsible appearing boys, probably 
escaping from some truant officer, if 
such things exist in the land. 

The crew shoved off, the engine 
clanked, snorted and the boat made 
a rush for the middle of the stream, 
there she hesitated, started to turn 
around and return to the dock but 


changed her mind and chugged busily 
for Polson. 


Alas! it was but ambition 





unfulfilled! A few miles up the lake 
the engine wheezed, sighed and sub- 
sided. The engineer cursed, pulled 
levers, rolled around the engine pit 
and at last emptied the oil can about 
several joints. A bibulous passenger 
suggested that the engine was faint 
and gravely poured about three fingers 
of “Hunter’s” over the crank-pin, or 
the piston-rod, or some such thing. 
Possibly he diagnosed the case cor- 








rectly, for the engine grunted and then 
sent the propeller whirling rapidly. 
The “Pride of the North” made an- 
other gallant dash for Polson. Whether 
or not the contribution of the bibu- 
lous passenger was appreciated, the 
craft rested three or more times, and 
then with a wavering course plunged 
upon some rocks in about three feet of 
water, and turning on one side, peace- 
fully rested. 

Move? Not the “Pride of 
North” if she could help herself. 

Finally the dauntless Evans arose 
from his crouching posture from under 
the starboard rail crying “All you who 
love your country, follow me!” and 
plunged into the icy waves. 

With such a leader who would fal- 
ter? All the passengers armed with 
boat hooks leaped into the brine and 
attacked the dormant craft. They 
jabbed her in the ribs—and swore. 
They attacked her en masse at the 
bow—and swore some more. They 
slipped and fell full length into the 
chilly waves and rose to swear more 
luridly than before. One of the young 
admirals who composed the crew 
perched on the bow and directed op- 
erations; the other lingered with his 
erratic engine. 

At last! A mighty heave and she 
was off—off to Polson and to the fires 
of the two-dollar-a-day house. 

At the landing the passengers risked 
their lives to win the race to leave 
the boat and gain the warmest spot by 
the hotel stove. 

“It’s a gay life!” says Evans in a 
whisper, his feet on a hot brick, his 
neck bound round with a red flannel. 


the 





Grain in Paper. 


The Paper Mill Manager absent- 
mindedly tore a sheet of paper into 
ribbons and then as _ abstractedly 


placed the end of one piece between 
his lips. As the piece grew moist it 
curled up. That made the Paper Man 
both reminiscent and instructive. 
“Funny thing about paper,” said he, 
“that it has a grain as distinct as that 
of wood. Of course every practical 
paper maker knows this, but there is 


many paper salesman who never 
heard of it and not a few printers who 
get into difficulties because they have 
only a hazy notion of what the grain 


in paper is and how it is distinguished 

“The grain always runs the way the 
paper comes from the machine. In a 
laid paper it runs with the bar line. 
But if there is any doubt as to the way 
the grain runs, there is a simple test, 


Moisten two edges at right angles to 


each other. One of the two edges is 
sure to curl up. The curl will follow 
the line of the grain. 

“And what is the practical value of 
this lesson? That the printer should 


always be sure to run his paper so that 
the printing runs at right angles to 
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the grain. Of course in running from 
roll paper he cannot make a mistake. 
The paper runs on the press as it ran 
on the machine, and the printing is 
proper. But with flat papers he may 
make a mistake and print with the 
grain. The result is that if a book or 
pamphlet is thus printed it is impossi- 
ble to get the leaves to lie flat when 
the book is opened. But if the print- 
ing is at right angles to the grain—the 
paper, of course, being regular book 
paper—the book will lie flat.” 

Then the Paper Mill Manager 
looked out the window and back into 
the past and musingly continued: 

“Knowledge of this little trick of 
knowing how to tell the way the grain 
runs made me a lot of money in the 
old days. I was then traveling in the 
Pennsylvania tobacco country. One 
of the big cigar makers spoke to me of 
the trouble he had had with the paper 
he used to edge his boxes. Some of 
it would curl up tight when pasted, 
making it useless. I knew the cause 
at once. The paper had been cut by a 
man who didn’t know anything about 
the grain. 

“T told him I could produce a paper 
that would not curl. I ran off the usual 
quality and I saw that it was proper- 
ly cut. Of course it was satisfactory. 
The fame of the paper spread through 
the tobacco country, and for years I 
had at my own price the trade in a 
non-curling edging paper. It was noth- 
ing more than ordinary paper prop- 
erly cut. My little bit of practical pa- 
per making information applied to the 
consumers’ needs paid me very hand- 
somely indeed.” 


How Broadway Got the Best of Bill. 
This is a picture of Bill Filstead and 
“Little Bill,” a chip of the old 
block, is Office Appliances’ youngest 
rooter. Everybody knows big Bill—of 
Ames & Filstead, Chicago, New York 
and Denver. Bill used to live in Chi- 
cago, where he wore a flannel shirt, 
supported his trousers with a belt and 
rested his feet on his desk when not in 


family. 


action. 
About a year ago, Bill put a long- 
barrel six-shooter in his clothes and 


started for Broadway determined t 
give a good account of himself in any 
encounter. When the cleared 
away he would be found on his feet. 
For quite a while none of Bill’s 
friends heard from him. Upon inquiry, 
it was learned that he was seen in Al 
ron, Ohio, wearing what in his Chicago 
days he called a “Go to H—” 
brilliant hues. It is said that the in- 
habitants of the Buckeye City thought 
there was a reflection from the Aurora 
Borealis when he hit the town. This 
was followed by another long period of 
More inquiries were made at 


¢ lo 
smoke 


+ 


vest Ol 


quiet. 
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New York and the picture which is re- 

produced here was received. 
Broadway has got the best of Bill, 

for as sure as shootin’ he now wears a 














“BILL” FILSTEAD AND FAMILY. 


biled shirt with a stiff, dinky collar, 
and rides jn a gasoline buggy. Rumor 
has it that he has a green plush cushion 
on his swivel chair in his office. 





TRAVELERS HOLD CONVEN- 
TION, 

The National Travelers’ Association 
held a convention at Chicago July 22, 
23 and 24. The convention headquar- 
ters were at the Palmer House. Among 
the speakers were the Hon. Charles 
Nagel, Secretary of the Department of 
Commerce and Labor; Benjamin F. 
Winchell, President of the Rock Island 
Railway System; Edwin M. Skinner, 
President of the Chicago Association 
of Commerce, and Henry J. Bohn, Edi- 
tor of the Hotel World, representing 
the Hotel Association. 

The purpose of the association is to 
secure more equitable transportation 
and baggage arrangements from rail- 
ways; to improve hotel accommoda- 
tions and secure more regular and equi- 
table rates; to assist in the establish- 
ment of transfer lines, and to improve 
the condition of the traveling men gen- 
erally. 

At the convention the work of the 
association was fully discussed and the 
benefits it has accomplished in the past 
year for traveling men were comment- 
ed upon. 

The convention was successful and 
well attended and the banquet held on 
the evening of July 24 at the Auditor- 
ium Hotel, was an event of great inter- 
est, much enjoyed and appreciated by 
all who had the good fortune to be 
present. 





Flattery is a thing to be smelled of 
but not swallowed. 
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926,257. 


No. 226,947. Combined Typewriter and Music Printer, Gabriel Marie 
Subtracting Machine, Henry A. Brown of Abney, and Beverly B. Burks of Hinton, 
Pad and Stand; William M. Chamberlin, Jr., of Detroit, Mich—No. 927,107. Index; Clyde J. Bryant of Chicago, Ill—No. 928,105. Foun- 
tain Pen Attachment; Rudolf E. Bushek of Philadelphia, Pa—No. 926,257. Bill File; Albert H. Kelly of Salt Lake City, Utah—No. 926,624. 
Envelope; Julius J. Tishler, of Port Chester, N. Y.—No. 927,741. Temporary Binder; Walter S. Mendenhall of Cincinnati, O., assignor to the 


Samuel C. Tatum Co. of Cincinnati, O. 


Nicolas Lafarie of Cognac, France.—No. 926,166. Adding and 
West Virginia—No. 926,953. Memorandum Calendar 








Recent Patents 


Copies of any one of these patents can 


19,012—Typewriting Machine. William 46 obtained by sending 15 cents in stamps 

4 ne | ad Oo assi rno t ~ . a: . 

” , a » § oes ges oe to E. G. Siggers, patent lawyer, Suite 35, 
wan d Typ . et New N. U. Building, Washington, D. C., by men- 
York Y., a corporation of New Jersey. 


Hubbar 


tioning “Office Appliances.” 


( 
4 


119,02 [ypewrit Machine. 
N. Je Sy N. Y., assignor to Company, New York, N. \ 
The M [Typewriter Company, Syra f New Jersey. 
cuse, N. Y., a corporation of New York. 926,738 dding and Recor g 
124.2) Erasing Device for Typewriting Ye Witt C. Gray, Rahway 
lacl Ge K. Andrews, Webste1 926,759—File Cabinet 5 S 
G S port, Conn 
124,525—Locking Device for Drawers an: 926,/64—Ink Fountat Ine 
[rays William H. P. Feely, New York ls ers. William E. |] ps, Jacl 
N. \ tia 
124,9 ype g Machine. Georg 26,/86 casi a i i Georg 
BH. Se New Y N. Y., assignor t pet Not k, Va. NS 
Un [Typewriter Company, Jersey City Oh Fe Sienes Harry B. } E 
N. J porati New Jersey. lolly, N. J. 
3 926,827—Machine tor Ss g Enve 
924,606—Typewriting Machine. Charles : : 
er 7 " : \ rt F. Roberts, Chicag 
Gibbs and Jacob Sokolov, New York, N. ¥ 026.820] lee Meuele: Gites io 
issig! to Underwood Typewriter Com pe ood 4 , bie te Sar ee les a ee 
pany New Yor N. ¥ a corporation of — “Me morandum -aleneer £20 ~ 
> ‘ , Stand. William M. Chamberlain, Jr., Ds 
sa cnc dani t, Mich 
Re 12,970—Typewriting Machine. Un 926.9001—T.oose Leaf Binde: _— 
derw [ypewriter Company, New York, Smick, Fort Wayne, Ind 
N Y., assignee Franz X. Wagener. 926.947 Combined Typ¢ vrite ind Mus 
924,647—Loose-L« Ledger. Thomas R Printer Gabriel M. N. Lafarie, | 
Eddy, Chicago, Ill France. 
924,690—File H Erick G. Sampson, 927,020—Ticket Dating an Deliv: 
James a, B. Y issignor to Art Metal Apparatus. Edward W. B«e New \ 
Const1 n Company, Jamestown, N. Y assignor of one-half to Hal Be New \ 
corporation of New York. N. ¥ 
924,759—Adding Attachment for Typewr1 927,091—Typewriting } 
ters. Charles H. Gill, Chicago, IIl., assign E. Barney, Syracuse, N. } ssign 
f one-fourth to Roy O. Randall, Chicas Mor h Type iter pany, 
J 1e-four Raus Richey, Strong cuse. N. Y., a rp Lti01 N i 
hurs 927,107—Index Cly 
924,.885—Typewriting Machine. Alex 
ler 7 rown, Svracuse, N. Y. 927,112—Safety Envelop W. ( 
24,92 Paper |] Richard N. Pembet Braddock, P 
K: 927,177—Fountain Pen. Amos J. Sc! 
4 ( Mechanism for Type field, Janesville, Wis., assigt 
i lol S neroft and Mauritz David Heenan, Janesville, W 
( P] 1, Pa., assignors t 927 ,203—Typewriting Ma ( Cc 
hine Company, P] Yaw. New York, N. Y S r to Wy 
a n of Virginia Seamans & Benedict, Ilion, N. ‘ 
c ndis evic Emil Neumeis ration of New York 
( 27 ,30 ( 1 ] S et. 
Dupl Attachment \ N. % S ~ 
M Albert G. S Company, ! } 
p P New } 
Scrap Book A lf} 27 ,379—I V \ | 
ii N. Y. K 
( Bada he 1) 27 425—1 
. \ ( S 
2 S Irving 1 
b } hie 2 N [ 
” ' c. 
] N. J Ss 
l Company, 
\ tion of New Jet s 
{ Machine. Frank + 
\ \ N. Y., assignor t =) 
A Company, New Y : 
N rporation of New Jersey. \ ¢ 
ypewriting Machine. Edw Y 
I Ge Horton, Hartt ¢ hine ( 
Cor enors to Underwood Typewrit [ 


926,166—Adding and Subtracting Ma- 
Henry A. Brown, Abney, and Bev- 
B. Burks, Hinton, W. Va. 

926,257—Bill File. Albert H. Kelly, Salt 
Lake City, Utah. 

926,261—Perforator. Erik L. Krag, Chi- 
cago, Ill., assignor to Edward E. McMor- 
ran, Chicago, III. 

926,319—Adding and Listing Machine. 
Lucien S. Crandall, Washington, N. J., as- 
to Benjamin F. Tracy, New York, 


chine, 


ely 


signor 
N. Y. 

926,427—Writing Guide. 
Bartow, Fla. 


926,572—Line 


John H. Lacy, 


Spacing Mechanism for 
Typewriting Machines. Oscar C. Kavle, 
N. Y., assignor to Harvey A. 
Moyer and Emmit G. Latta, Syracuse, N. Y. 

926,611—Reservoir Pen. Evelyn De- La 
Rue, London, England. 

926,624—Envelope. Julius J. Tishler, Port 
Chester, N. es 

926,659—Phonograph Record 
Olga Laroussini, New Orleans, La. 

926,716—Tabulating Mechanism for Type- 
writing Machines. Benjamin M. Des Jar- 
dins, Hartford, Conn., assignor by mesne 
assignments to Union Typewriter Company, 
Jersey City, N. J., a corporation of New 
Jersey. 

927,543—Manifolding Envelope Check. 
Archibald L. Irvin, New York, N. Y. 

927,581—Tally Card. Edward D. McKen- 
na, New York, N. Y. 

927,610—Counting Machine. Fred Spence, 
Sanford, Me., assignor of one-half to Good- 
all Morsted Company, Sanford, Me., a cor- 
poration of Maine. 

927,626—Typewriting Machine. Oscar 
Woodward, New York, N. Y., assignor to 
Wyckoff, Seamans & Benedict, Ilion, N.Y., 

corporation of New York. 

927,693—Interest and Calculating Sheet. 
Walter Sparklin, Petersburg, Va. 

927,741—Temporary Binder. Walter S. 
Vendenhall, Cincinnati, Ohio, assignor to 
The Samuel C. Tatum Company, Cincin- 
nati, Ohio, a corporation of Ohio. 

927,750—Line Space Indicator for Type- 

M. Charles C. Poole, Evanston, 

[ll., assignor The Oliver Typewriter 
Ill., a corporation of 


Syracuse, 


Holder. 


vriters. 
to 
Company, Chicago, 
Illinois. 
927,754—Index Box. Benjamin L. Rob- 
New Haven, Conn., assignor of one- 
nth to Benjamin F. Roberts and one- 
enth to James A. Roberts, Thornwall, La. 
927,838 -- Variable Automatic Spacing 
[echanism for Combined Typewriting and 
iding Machines. William L. Dench, Pel- 
N. Y., assignor to Elliott-Fisher Com- 
ny, New York, N. Y., a corporation of 


y ware. 


928,001—Typewriter Ribbon Spool. Je- 
me F. O’Connor, New York, N. Y. 
928,105—Fountain Pen Attachment. Ru- 


E. Buschek, Philadelphia, Pa. 
Convertible Office Desk. James 
Dey, Syracuse, N. Y. 


928,185- 


G. 5. 
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of 
the United States upon the success of the Fifth Annual Convention 
From the viewpoint of things done, it was the best of the association’s 
annual meetings. The interest manifested in the carefully prepared papers shows 
an earnest desire on the part of the members to profit by the advantages of the 
THE occasion. 
TOLEDO The discussions which followed the reading of papers show 
CONVENTION an increasing inclination to put the suggestions into practical 
effect. 
The trade at large will derive great benefit from the Toledo meeting 


Otte 1 APPLIANCES congratulates the stationers and manufacturers 


The resolution making the Catalog Commission a permanent body is a 
matter of importance to every dealer in the country. 


CU 


The work of the Commission should have the hearty support and 
operation of every house in the business. 


But aside from the matters covered in the papers and the addresses, great 
benefit will result through the discussion of the problems attending the everyday 
conduct of business. The interchange of ideas by individuals, the explanation of 
one man to another concerning the manner in which some regular feature of 
routine business is handled and the friendly conference upon vexing problems 
which beset all dealers alike, are of the greatest possible advantage. 

Obviously, the man who brings the most to the meeting departs with the 
largest portion. - The man who is willing to give freely, naturally draws to him 
the kindred spirit, but even those who give the least, return to their homes with 
suggestions and plans which, if put into effect, result in the betterment of their 


businesses. 

The National Association, through its direct work and its inspiration for 
the forming of local bodies, has driven out of the field the last shadow of the old 
Ishmaelitish spiritw hich abounded in the stationery trade. The bringing together 
of men in the same business from near and far for business communion is whole- 
some. It presages higher ideals in the commercial life—a better way of doing 
things that in the promotion of one’s own interest also advances the common good. 


Every member of the Association has reason to feel a pride in his member- 
ship, for the National Association of Stationers and Manufacturers of United 
States is a body of representative business men. No association in any other 
branch of business represents in its membership a higher standard of culture, a better 
developed sense of appreciation of those things in life really worth while and of 
that spirit of progress which is typical of the American business man. 


sonal obligation to the Stationers’ Club of Toledo, and to the chairmen of 
committees who made the meeting such a great success. 


When Toledo was decided upon as a meeting place, there was an inclina- 
tion to think that on account of the size of the city, the local committee would be 
at a disadvantage and the meeting might not measure up favorably with those 
which preceded it and which were held in the more metropolitan centers. Had 
Toledo been as large as London nothing more could have been done for the comfort 

TOLEDO and entertainment of the visitors. Toledo, famous as a con- 
STATIONERS’ vention city, out-Toledoed Toledo. The delegates had not been 
CLUB there many hours before they began to wonder if the Toledo Sta- 
tioners’ Club had provided any time for sleep. Certainly every visitor received 
more than the fullest measure of hospitality and good cheer, and to a man, carried 
away a most pleasant recollection of the week. We congratulate the Toledo 
association upon its accomplishment. 
The city of Toledo has proved itself to be an ideal place in which to hold a 


The people are liberal, hospitable, enthusiastic and warm hearted. 
Indeed, 


eo delegate and visitor to the Toledo meeting must feel a sense of per- 


convention. 
When it comes to entertainment the last dollar goes as freely as the first. 
the stationers could hardly have selected a more fitting place in which to meet 
than the little city on the Maumee river, home of the lotus and the bull frog, an- 
cient stamping ground of old Chief Maumee and his dusky warriors. 



























Two-Minute Talks. 


With the Publishers 












N ITEM was printed in the mag- 

azine a month or so ago regard- 

ing typewriter salesmen owning 
automobiles. Since then we have re- 
ceived letters and picture  postals 
from a considerable number of the 
boys telling of the prosperity of the 
entire office appliance fraternity. It 
seems that the whole field is rolling in 
wealth and autos represent only in 
small part the evidences of success. 
There are sail boats, flying machines, 
motor cycles farms, mines, and even 
city garden plots with chicken coup 
attachments. 

Ss 5& & 

The latest word comes from far off 
Texas. Ed Foy, of Dallas, paid us a 
visit the other day and in telling of 
the prosperity down there mentioned 
a new $10,000 house he is building on 
a $5,000 lot—with an extra $5,000 
thrown in just for good measure—to 
help furnish and put on the finishing 
touches in a way that befits a success- 
ful office appliance dealer. But that 
was not all. He then surprised us by 
saying, “Do you know how I got that 
house?” Out of the money-making 
lines I secured from the advertising 
columns of OFFICE APPLIANCES. 
Yes, sir, that house came from Office 
Appliances, so you see the magazine 
has been ve ood to me.” 

ves 8 


It’s a pleasure to receive such am- 
ple testimony that one’s efforts to aid 
in the establishment of large office ap- 
pliance firms have not been in vain. If 
it’s only to know that your own good 
judgment has been backed up by an- 
other and has won out successfully. 

i} 

This incident has served to bring to 
us with renewed force the valuable 
service we have for the subscriber in 
our Information Bureau. It is really 
bigger than the name “Information 
Bureau” seems to signify. It is a buy- 
ers and sellers’ forum, a place where 
those who have different or special 
wants relating to the office appliance 
field may find out just how, where and 
by whom they may be supplied. It’s 
a bureau where the man who wants 
a machine designed for a special re- 
quirement can find a manufacturer; 
where an inventor may find capital, or 
capital a worthy specialty. It is our 
intention to make this Information 


Bureau a much more important factor 
in our organization—to set aside 
larger space for it in our offices, and 
delegate to it a certain amount of ex- 
ecutive time, a definite number of 
clerks, and a special appropriation by 
the year, simply for the free aid and 
assistance which we can give to ALL 
of our subscribers. 
Ss = & 

In the next issue of Office Appli- 
ances the Business Show Program 
number, we shall announce this de- 
partment in a new way, and tell you 
in detail of our plans to make this a 
permanent, vital factor in our in- 
creased service. It is our purpose to 
give the subscriber the benefit of our 
growing opportunities and facilities 
for serving him in a way that has hith- 
erto been impossible. 

= 

In the meantime, we shall be glad to 
receive suggestions from subscribers, 
addressed to this department, as to 
how we may improve the service. If 
you, in your regular use of Office Ap- 
pliances, have thought of some way in 
which the magazine might be im- 
proved so as to serve your own partic- 
ular needs better, address a note to 
“TWO MINUTE CHAT DEPART- 
MENT,” and we will be glad to take 
it into consideration. If it looks good, 
will incorporate it into our plans for 
the coming season. Watch this de- 
partment next month for the an- 
nouncement of our new policy with 
reference to the Information Bureau. 
It may be the means of bringing you 
into closer touch with your trade pa- 
per publishers, and give us a chance to 
aid you to increase the profits from 
your business in a way that you had 
never Greamad pean. 
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The one man in a hundred who will 
discontinue his subscription to his 
trade paper is always more or less of a 
problem to his publishers. Some in- 
teresting light was thrown upon this 
question this month in checking over 
with our present subscription list, all 
the old subscribers’ cards since the be- 
ginning of the magazine. It was found 
that with the exception of those who 
had died or gone into another line of 
business, fully 25% of those who at 
one time thought they could get 
along without their paper, have since 


come back into the fold—and the sec- 
ond time remained permanently. This 
is indeed a fine record as against gen- 
eral magazine circulation where the 
percentage of those who afterwards 
renew after being without the maga- 
zine for a year or so, is very small— 


less than 2%. In general magazine 
circulation the percentage of yearly re- 
newals is only about 4%, while in the 
case of Office Appliances it is consid- 
erably over 85%. These figures show 
in no uncertain way that the trade pa- 
per is really an essential in the field— 
that its service is a ama 
+] i~] 


But occasionally we come across the 
man who believes he can get along 
without it—and even then, as shown 
above, one out of four find that he 
must. come back to secure the news 
service which, like a good many oth- 
er things, must be missed to be appre- 
ciated. 

Ss s 

It is only necessary to point out a 
few very obvious business reasons to 
the man who thinks he wants to dis- 
continue in order to bring home to him 
with true force the real value of our 
service to him. For a trade paper, af- 
ter. all,. is .service—S-E-R-V-I-C-E 
spelled with large letters and spread 
wide over every page of reading mat- 
ter and advertising columns. “The 
Science of Business is the Science of 
Service, and he who serves best profits 
most.” That saying holds true with 
added emphasis in the office appliance 
field, and OFFICE APPLIANCES 
feels the force of its truth more keenly 
every day that it adds increasing fa- 
cilities to an already abundant serv- 
Ice. 

Ss 8 & 

It is our desire as your trade paper 
publishers not only to serve you best, 
but to serve you in a way that will 
far surpass your utmost expectations. 
We believe that you yourselves appre- 
ciate that a trade paper is a mutual 
benefit association of the most ex- 
treme type. But, let us inquire, do you 
endeavor to get all out of this service 
that we are endeavoring to put into it 


for you? 
Ss 8 & 
Do you make it your business to 
read the Retail Trade Opportunities 
Columns carefully each month? 








| The Typewriter Ubiquitous 


The picture presented below can 
hardly fail to attract the attention of 
anyone at all interested in the sale of 
typewriters. Two pictures are present- 
ed, it will be noted, upon one plate 
They were taken in Soerabaia, Java, on 
the occasion of the recent Flower Cor- 


so, which was held to celebrate the 
birth of an heir to the Dutch throne. 
Maatschappij “de Volharding” (The 


Volharding Co.), the Remington’s en- 








Interesting Javanese Photograph. 
terprising representative in Java and 
the Dutch East Indies, took a very 
prominent part in this flower festival, 
as is evident from the two pictures on 
the accompanying plate. One of these 
pictures shows the Remington Type- 
writer Flower Cart, which was a very 
prominent feature of the occasion. The 
other picture, at the left, affords visual 
evidence that the fame of “Miss Rem 


ington” has encircled the globe, and 
that this particular Miss Remington at 
tracted much attention and favorabl 
comment at the festival goes with 

saying. Her costume much ad 


mired for its cleverness, combining as 


Was 


it does the Remington Red Seal, the 

Remington keyboard, and other fami 
S - 

liar Remington features with some 


characteristic features of the Dutch 


tional dress 





THE REMINGTON IN JAVA. 





Universal Business Exposition 


Under this name a fully representa 
tive exposition will be held at Frank 
fort o. M. from April 21st to May Ist, 
1910. A number of the most promi 
nent members of the office appliance 
industry have already signified their 
intention to take part in this under- 
taking, which is sure of achieving a 
noteworthy success. Frankfort being 
a large commercial situated in 
the heart of a thriving industrial dis 
trict in the southwestern section of 
Germany, is very likely to attract a 
very numerous attendance and bring 
good returns to the exhibitors. Sev 
eral of the large manufacturers of 
typewriters and other office devices 
are located in this section, and it is 
more than likely that the manufac 


city, 


r 


2) her sections ot (7e@1 
l 


the distributors of 


turers from 
many, as well as 


\merican machines, will not miss this 
opportunity of reaching the dealers 
and consumers of office appliances in 
southwestern Germany. After all, the 
attendance of an exposition is largely 
composed of home people, those that 
come within a radius of 25 miles, and 
it is absurd to suppose that these can 
be moved in great numbers and over 
great distances. The American plan 
of holding office expositions in differ- 
ent parts of the country is therefore 
to be commended and is bound, soon- 
er or later, to be followed in the Euro 
pean countries, which have attained 
any marked development in this direc- 
tion. The idea of giving to a single 
city in an extensive country like Ger- 
many the monopoly of holding an of- 
fice exposition is so ridiculous that it 


is bound to fall of its own weight, and 


through the well-directed efforts of 
other German cities able and willing 
to “have a show of their own.” And 
among these Frankfort deserves cred 
it, being the second city of Germany 


which rises to the occasion. The ex- 

position is under the management of 

Director Modlinger, who has ably as 
5S 


sisted Director Willner at the Berlin 
exposition 


General W. A. Rublee re- 


Consul I 
ports that the volume of sales of 
Americ typewriting machines in Vi 
enna last year was about as follows 
Underwood, 1,500 to 2,000; Reming 
ton, 1,200 to 1,400; Ideal, 1,000 to 1, 
200; Oliver, 600 to 700; Yost. 600 to 
700; Hammond, 400 to 500; Fox, 300 
to 400; and smaller numbers of other 
makes 











Spirit of the Company 


VER in Detroit, where life is 
() worth living, is an office special 

ty concern that is only seventeen 
years old, yet it is known wherever 
there are offices. Its product is sold all 
over North America, in most parts of 
Europe, in Africa, Asia and in the is 
lands of the seven seas 

Yes, we all know the Burroughs 
Adding Machine Company, for its 
salesmen have called on most of us. W« 
know what it has for sale, we know 
what the machine will do, all of us 
proprietors and clerks, even the offic 
boys—the Burroughs people have edu 
ll. That’s why the Burroughs 
is sold all over the world, because the 
world is educated to know what the 
machine will do. 

The city of Detroit 
nually $1,138,000 for 
its children. There are 
registered in the public schools alone. 
A lot of money spent to educate a lot 
of children. But the Burroughs peo 


cated us 


a 
1 
l 


appropriates an 
the education of 
52,500 pupils 


ple educate the world. There are 
I,520,000,000 people in the world. The 
Burroughs organization tries to edu- 


cate only about seven-fifteenths of the 
population of the world, but what a 
great task this is! 

And the  nationalities—Americans, 
English, German, French, Russians, 
Spaniards, Italians, Swedes—all the 


people of the world. All speaking dif 
ferent languages, all having their dif 
ferent methods of doing business; 
thinking, acting, even eating different- 
ly. And one seventeen year old com- 


pany in the youngest country of the 
world is teaching all these peoples the 
value of time in their office work. 

What is back of this great work? 
What’s the organization? You can lay 
your hand on many tangible things. 
is an intangible power that 
more. It’s the spirit of the 
organization. It’s ambitious—the peo- 
ple are ambitious. You can feel it when 
you enter the door of the Burroughs 
building 


— 


counts 


coff if you will—say it’s impossible 
that you can feel this about a company, 
that makes it different. 

1 one of the office men about it 
“Who is the man responsible fo 


Sore thi 


he energy and vim of your company?” 

H plied [ don’t know. It’s 
there, but we do know who is re 
sponsible for it 

\nywhere you meet a man or woman 
conti | with tl Detroit firm you 
meet a person wl ambitious, alive 
and energetic. 

[It’s the spirit of the company that 
mak seek new worlds to conquer, 
new | ple to educate. 

TI Burroughs as it was first con 
ceived added, divided, multiplied, sub 


Teaching the World the Value of Time. 


racted on the decimal system—d 

ind cents Now it lists and adds 
moneys of all countries, bushels an 
undue hor and ae Cal 
pounds, OUTS ane minutes ree all 
inches. If the adding machine is want 


| to do any special work the problen 
is put up to the Burroughs people 
they solve it. 

here 1s a modern proverb, “Lhe 
vorld is moving so fast that peopl 


who are saying ‘it can't be done’ are in 


terrupted by some one coming along 
and doing it.” That’s the Burroughs 
slogan, over factory and office walls 
Some business houses, if they re 
ceived an inquiry from a little fellow 
about fifty miles from a railroad way 
down in New Mexico, would laugh at 


the suggestion that they sell him. But 
the Burroughs—that man is educated 


by some of the matte1 


vritten till he reaches the point wher 
he knows that he is ready to buy and 
then the salesman pops up with his ot 
der book and possibly a machine on 
the tail end of an automobiie and sells 
he little fellow way 
he desert in New Mexico. 
It doesn’t stop with that one 
lat’s just a starter. In these 
towns every man wants what the othe 
fellow has, and one Burroughs sale 
means others in the same place. 
little town in California has four 
and three of them own Burroughs. 
The Burroughs salesman 
stop at obstacles. The 


best advertisin 


l 
I 


down there act 


1 
Sait 


little 


{ Jrig 


stores 


doesn't 


loledo Blade 


had an editorial on salesmen the othet 
day. It said, “The salesman is untu- 


tored in defeat.” That’s true of the 
Burroughs men. If there is no dray to 
take the machine up to the prospect's 
office, does the salesman Say, “No use 
trying to work this burg’? No. He 
gets a cart and pulls the machine up to 
the place himself,~just like that Bur 
roughs man in Oklahoma did not long 
ago, 

So much fer this W hat 
about densely populated,. conservative 
England? A little different but just as 
hard work.. The Englishman is hard 


fi il] 


to approach in his office, but he will 


tend business 


count ry 


al 
lectures, so the But 
roughs salesman in England gives | 
tures, real earnest, thought provol 
lectures on accounting Then he 
machine The Engli 
man is interested; this is ed 

A ee. oe 


ynstrates his 


salesman put 


as 1¢ | 
his office on trial Then mes 
sale. All the Burroughs peoy : 
1 trial; the prospect will want the 
ne after that 
We can’t take up tl 
ng in all the countries, but let us 
France the home « he mos 


brilliant men the world has known. 
lhe home of great financiers, noted 
statesmen, famed men of letters. The 
people that believe in French things 
and customs, even more conservative 
than the stolid Englishmen, 

There the interest of the government 
is obtained. The French representa- 
tive obtains permission to study the 
eovernment offices, then he shows 
them wherein the Burroughs helps 
them. He is permitted, after using the 
finest diplomacy, to study the systems 
of the great banks. He learns where 
the Burroughs can be applied to their 
system and help them. He demon- 


strates. He makes his sale. Not one 
machine, but fifty. 

Years ago the African aborigine 
evolved the very simple method of 


counting with his fingers and toes. Is 
it possible that he, too, will become a 
user of the Burroughs? It certainly is. 
He is a lazy sort of a fellow, and when 
he becomes civilized so that he must do 
accounting he will gladly seek the aid 
of the mechanical accountant. The 
whites of South Africa are now users 
of the Burroughs. In these days of 
rapid civilization the day of the black 
man approaches in Africa. 

What would you say to an adding 
machine in the interior of China? 
There is one far away in the central 
part of that centuries old civilization. 
It’s far away from the places where the 
Chinaman wears the clothes of the Eu- 
ropean. This machine works, probably 
looked upon as a thing supernatural, 
far in the center of China, where the 
full regalia of the people is a silk of 
rustling richness. No, the Chinaman 
doesn’t use it himself as far as we 
know. It was a missionary, home for 
the first time in five years, who bought 
the adding machine in Louisville from 
the Burroughs sales manager in that 
city, and took it back across the Pacific 
with him. He must account to the mis- 
sionary society and he has clothes and 
food to distribute; maybe he counts his 
converts and backsliders on the ma- 
chine. Anyway he bought the machine 
to use and it works out there in the 
wilderness, opening the way for others 
to follow. " 

The Asiatic is not a stranger to the 
Burroughs. San Francisco Mongolians 
ise it by the scores and the yellow men 
n the east of America are familiar 
with it. 

The Australians, though far away, 
are closely akin to Americans in their 
vays, as witness the successes of our 
esteemed fellow citizen Tommy Burns, 
and are easily to be taught the uses of 
the mechanical accountant. That big 
island will soon be a large purchaser 
from Detroit, U.S. A. 
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And South America. Our southern 
cousins are more energetic than some 
business men of this enlightened coun- 
try think. They emulate our example, 
the seal of approval of the North Amer- 
ican goes a long way with them and 
they are becoming closer and closer 
allied to we of the north. There the 
sale of the Burroughs is being pushed. 
They have their own methods of ad- 
vertising south of the Rio Grande, as 
witness the story of the bull fight that 
the Mexican representatives of the 
Burroughs Adding Machine Company 
pulled off last month. A mammoth ad- 
vertisement reaching over thirty thou- 
sand people. 

That’s the way of the Burroughs— 
the way of the world. It’s a great ter- 
ritory—it almost defies the imagination 
of man. But imagination makes the 
great business successes. 

Twenty-five years ago William Sew- 
ard Burroughs dreamed of the mechan- 
ical accountant—now his machine is 
sold all over the world. Imagination 
sees far into the future, it plans for 
years ahead, plans for posterity. The 
imagination of the Burroughs Adding 
Machine Company sees the day when 





MR. ZADIG, REPRESENTATIVE OF THE BURROUGHS IN 


OFFICE APPLIANCES 


the Burroughs will be seen in the of- 
fices of the business men of every land. 
To such an imagination realities are 
coined from dreams, for such is the 
spirit dominating the greatest adding 
machine organization in the world. 





AN .INTERESTING .WEDDING. 
Miss Emma Loomis Stephenson, 
daughter of Mr. and Mrs. Edgar 


Kaercher Stephenson of No. 152 East 
Seventy-second street, and John Wes- 
ley Kiplinger of Kansas City, Mo., 
were married on Monday evening, Au- 
gust I, in the Church of the Transfig- 
uration, East Twenty-ninth street, by 
the Rev. Dr. Houghton. Miss Stephen- 
son was given away by her father. 
Her gown was of white satin, embroid- 
ered and trimmed in lace, the tulle veil 
was held in place with a crown of 
orange blossoms and lilies of the val- 
ley. The bride carried a shower bou- 
quet composed of bride’s roses and 
lilies of the valley. William Joseph 
Judge of New Madrid, Mo., was the 
best man. Edgar L. Stephenson, the 
bride’s brother, was usher. Immediate- 
ly after the ceremony supper was 
served at the Hotel Savoy. 


GIAN OFFICE. 





Among those present were: 

Mr. Alexander Brough, Mr .Charles 
Miller Coleman, Mr. Theodore T. Eck- 
lin, Mr. and Mrs. John A. Ruffin, Mr. 
and Mrs. John M. Bancroft, Mr. and 
Mrs. Charles O. Gardner, Mr. and Mrs. 
Edward S. Acker, Mr. and Mrs. Thom- 
as E. Hill, Mr. and Mrs. A. J. Horton, 
Mr. and Mrs. Fred Miles, Mr. and Mrs. 
George S. Armstrong, Mr. and Mrs. 
Robert H. Mehl, Mr. and Mrs. Albert 
Henderson, Mr. Charles W. Bechshoft 
of Copenhagen, Denmark, Mrs. George 
W. Woods of Pittsburg, Mr. Adolph G. 
Kupetz of Philadelphia, Miss Elizabeth 
Corrigan, Mr. and Mrs. Isaac Creamer, 
Miss Louise S. Kratochvil, Miss Gladys 
Grindrod, Miss Anna Fisk, Miss May 
Ramsey, Miss Helen Jackson and 
May Malloy. 

Mr. and Mrs. Kiplinger will travel 
through Canada and the west before 
going to Kansas City, which is to be 
their future home. Mr. Kiplinger for a 
number of years occupied an important 
position in the government service on 
the Panama canal. 

Mr. E. K. Stephenson, father of the 
bride, is manager of the Hammond 
Typewriter Company in New York 


\ m4 . 
Miss 


FRANCE AND BELGIUM.—MEMBERS OF HIS FORCE AND PHOTO OF BEL- 















REMINGTON AT ALBANY CON- | 


VENTION. 

The Remington Typewriter Com- 
pany showed an interesting exhibit of 
Remington machines equipped with 
Wahl adding and subtracting attach- 
ment at the recent convention of the 
Local Freight Agents’ Association at 
Albany, N. Y. The company showed 


no less than five machines all equipped 


with the Wahl attachment. One ma- | 
chine was arranged for writing ab- 
stracts*and pro registers of freight re- 


ceived, and also was used for way bill- 
ing. Another machine was equipped 
with a brass cylinder on which twenty- 
two copies were being made. A third 


machine was equipped for writing | 
vouchers and checks; another for 
straight correspondence and a fifth 


was used for demonstrating the many 


¥FICE TO HAVE A 
@) 5, ADDS AND SUBTRACTS 


ws PROVES IT'S OWN WORK, 
REMINGTON: WAHL, 


ers gy 


Ses 


ry 








REMINGTON teh | aM ALBANY CONVEN- 
ION. 


advantages of the Wahl adding and 
subtracting attachment, and was so ar- 
ranged that the freight agents could 
sit down quietly and examine it at 
their leisure. 

The exhibit was featured by a set 
of the series of bromide enlargements 
showing Miss Remington explaining 
the machine. These pictures appear in 
the accompanying illustration. 





MAKES TERRITORY CHANGES. 

The L. (¢ 
Company is making some readjust- 
ments in its territory arrangements, 
which will lead to what is popularly 
termed a more intensive cultivation of 
the field. In several localities the num- 
ber of counties or districts under the 


respective branch offices has been re 
duced and additional branch offices 
have been established. This will re- 


sult in more careful attention to all the 
prospects in the several fields. 

The problem of intensive salesman- 
ship is one which successful companies 
sooner or later always find it to their 
interest to work out. Americans are 
learning to cultivate the habit of thor- 
oughness so long thought to be an ex- 


clusive business “nenel of other nations. 
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AND CARBON PAPERS ARE THE MOST 
PROMINENT TO-DAY. 



























\ SELECTS “OUR LINE” 
4 BEING THE MOST 
! STANDARD ON THE 
| MARKET, THE BEST 
, “ AND MOST FAVOR- 
8 4 ABLY KNOWN AND 
Z, ADOPTED BY THE 
D) MOST PARTICULAR 
USERS. 


PROGRESSIVE & 
TO-DAY h& 


THE 
















STATIONER 
SELECTS THE MOST i 

















THE REASON YOU SHOULD 






SELECT “OUR LINE” IS BE- 







CAUSE IT CAN BE DEPENDED 
ON ALWAYS AND IS ALWAYS 









“IT TO THE MINUTE.” 








QUALITY, FINEST } 
PACKING, NICEST } 










DURA’ MULTIPLE X 
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TYPEWRITER 






TYPEWRITER} 
RIBBONS ALL ON 
SPECIAL SPOOLS | 
THAT FIT THE 

MACHINE. | 













AD. MATTER] 
MOST ATTRAC- 
TIVE. 

















SAMPLES FOR} 
DISTRIBUTION 
ALL IN UP-TO-} 
DATE PACKAGES. | 














SEND FOROUR NEW TRADE CATALOG. .AND AD. MATTER 


MITTAG & VOLGER, Inc. 


PRINCIPAL OFFICE AND FACTORY: PARK RIDGE, 


BRANCHES: NEW YORK, N. Y., 280 BROADWAY 
a" ILL., 200 MONROE ST. 
ONDON, 7 AND 8 DYERS BLDG., HOLBORN, E. C. 
AGENCIES: ALL OVER THE WORLD. 





Sole Manufacturers 
For The Trade 


N. J., VU. Ss. A. 














Touch Method for Adding 


HE Method of ‘Touch 


Robinson 


on the Dalton adding machine 


is the way in which an interest 
ing system is styled by the Adding 
Typewriter Company of Poplar Bluff, 
Mo. By the use of this system it is 
claimed that the adding machine op 
erator can increase his speed, while at 
the same time minimizing the prob 
ability of errors, for the touch method, 
once it has been thoroughly learned by 
the operator, enables him to keep his 
eyes at all times on the figures he is 
adding. Mistakes of the eye and omis 
sions in the figures to be copied are 
thus made less probable, it is said, than 
when the eye travels from the figures 
to the keyboard and back again to the 
figures. Learning the touch method 
on the adding machine is similar to 
the same thing on the typewriter. The 
system, once thoroughly learned, in- 
volves no mental effort on the part of 
the operator, the proper keys being de 
pressed by the reflex or subjective 
power of the will upon the muscles of 
the hand. Touch typewriter operators, 
expert stenographers, pianists, etc., 
employ this valuable faculty, which, 
indeed, is to a great extent a part of 
the daily life of every one and is ca 
pable of almost infinite development, 
rendering habitual and move 
ments which would otherwise require 
time and thought and greatly retard 
the progress of work. 
The manufacturers of the Dalton 
adding machine claim for it that its 


easy 





FIG. 1. FRONT VIEW. 
operations are so speedy that no oper 
ator, however fast, has ever been able 
to put down ngures tastet than the 
machine could add then The 
pany does not claim that the touch 
method is the only way for an opera 
tor to use the machine, but they state 
that whe n one has practice d this meth 
od of operation for three or four day 
he will find that additi nvolves 1 
mental effort whatever and +1, 1 
speed and accuracy are limite 


The Dalton Adding Machine Company 
Devises Interesting Method for 
Use with Dalton Adding 
Machines. 
the speed at which he can depress the 

keys. 
The Robinson Method Described. 
The three cuts herewith shown will 
afford the reader a good idea of the 
practical details of this method. Cut 
No. I is a front view of the machine, 





the lines from the fingers indicating 
the keys controlled by each finger. By 


reference to this cut the reader will 
see that the thumb of the right hand 
depresses the 1 key; the forefinger de- 
presses the 2, 3 and 4 keys; the mid- 
dle finger controls the 0 and 5 keys; 
the ring finger, the 6 and 7 keys, and 
the little finger, the 8 and 9 keys. 

It is suggested that the operator use 
the forefinger of the left hand for 
totals, repeats and eliminations; the 
thumb of the right hand, or the fore- 
finger of: that hand for corrections. But 
in no instance should the operator use 
one hand for pulling the lever and the 
other for operating the keyboard. 

Cut No. 2 shows the machine viewed 


from left to right, with tl hand 


re right 


' 
| 
41 
I 


are seen to be resting lightly on fhe 
lower row of keys. The thumb covers 
the I key ; the forefinger, the 3 key ; 
the middle finger, the 0 key; the ring 


finger, the 6 key, and the little finger, 


| | T ee * 
the & key. Note carefully that the 
+] Sit - _ } en) | ap . , 
humb rests against the total key, cov- 
7 7 
eT ) he | kev In Th nat nN é ne 
; “Ve Tate rid +} 
ey serves ice) | © (lé tn 
* . 1 .. 7 7 7 
h; leaving the handle and places 
, 
he ] +1 prope e ¢ ery 
1 ] 
TT hest results e sa { be ob 
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Taine > \ 1Ssit Ll pat l Wris MI 
ms con hal on VW th } mo rs 
. 17 
s in depressing the naughts rapidly 
2 . - 1 
" th, if removing the nmnever om the 
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It is suoeested that the o1 itor 
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Machines 


try the following numbers. 130, 1,306, 
0,013, 125, 115, 500, 1,350. 

Cut No. 3 shows the machine viewed 
from right to left with the right hand 


of the operator in position above the 


keys. [his cut shows the nearness of 
the handle to the hand, also th \Si- 
tion ot the fingers from the handle side 
of the machine. Speed and confidence 
come with practice and the operator 
should be able to use the touch method 


after a very short novitiate. 


Operators who desire to learn the 
touch method are advised to run er 
the following figures, prepared for 


practice, at least ten times each slowly, 
being careful to depress the keys cor- 
rectly. A correct total of any one of 
these lists three times in succession 
shows satisfactory progress: 


() © 2) ( 
i [IO 130 I25 
20 [30 3! > [75 
60 300 S60 35 
‘\ [2 IOS 75 
SO 125 S06 L¢ 
SI 54 123 105 





FIG. 3 VIEWED FROM RIGHT TO LEFT. 
36 540 234 ; 
3 75 342 
Ia 750 {$23 - 
| 054 324 
[Q $50 I45 

y, SOHO 7c - 
/ 4 « 
HO [79 
2 Q) IO4 = 
j QO] T¢ 
or S25 7, 
Mrs 754 
Os ty; 
. \& =(\c 
: = yc 
Qe 
OST $2 () 
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Che following list was copied from 

a trial balance by Wilber Robinson, of 

Dallas, Texas, on the Dalton adding 
machine in forty-seven seconds. 

1328 70 

48.50 


1O.50 


500.00 


.00 
298.79 
80.04 
100.00 
5632.86 
Since the above record was first 
made by Mr. Robinson, he has several 
- es exceeded it. On May 1 he adde 
he above figures by the touch method 
in 39 seconds and has since run it off 
a number of times in 37 seconds. Other 
Dalton operators have since eclipsed 
Mr. Robin son’ s original record of +7 
seconds. He a clean, bright young 
man, and is now in charge of the Add 
ing Typewriter Companys’ exhibiti 
at the A.-Y.-P. Exposition in Seattle 


Typewriter Sales and Prices in 


Austria. 
Consul Joseph I. Brittain writes 
from Prague that tl typewriters hay 
ing the largest sale in that trade center 


of Northern Austria are the Reming 


ton and the Adler ;erman). The lat 
ter Is for Stort.so and the former 
$119.77. Other American makes sell 
at y es: Underwood 
at each, $131.95; Hammon 
ol St + 7 


nent a man is satisfied wit! 


hin everybo else is dissatisfie 
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WITH BACK SPACE KEY, 


TABULATOR, TWO COLOR RIBBON, INTERCHANGE- 
ABLE CARRIAGES AND PLATENS, A TWO-SPEED 
ESCAPEMENT, CARD HOLDER AND LINE INDICA- 
TOR, AUTOMATIC RIBBON REVERSE, OSCILLATING 
RIBBON MOVEMENT, STENCIL CUTTING DEVICE, 
LINE AND MARGIN LOCKS AND RELEASES. A VIS- 
IBLE TYPEWRITER THAT IS BOTH VISIBLE AND 
DURABLE AND CONTAINS MORE USEFUL AUTO- 


MATIC FEATURES THAN 


ANY OTHER TYPE- 


WRITER BUILT : 7. Be 
WE WANT AGENTS AND DEALERS 








it PRICE wi shall sell, nor HOW we shall 


n ir m the reputation of its 
‘writers in competition 


ti sfully 
\ VIS IBLE tYPEWRITE R better than the 


FOX TYPEWRITER CO. 


mpetition. If you are in 
write for catalog anyway. 


3108-3118 FRONT STREET 
GRAND RAPIDS, MICH. 
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YOU CAN’T DOWN 
THIS ARGUMENT 


Many unprofitable typewriter supply departments have been put on 
a paying basis with 


DODGE RIBBONS AND CARBONS 


They give satisfaction and insure re-orders. 
Dealers: Remember the six points of superiority we have establish- 
ed for the DODGE goodsin these advertisements during the last 


six months— T H E Y 


Write clean and bright. 

Give copies clear and strong. 

Cannot fill type. 

Are mose economical. 

Colors cannot fade. 

Are made with the ink IN the ribbon. 

Here is a combination that every dealer wants to know more about 
It means money in your pocket if we can prove it. Write at once 
for information, mentioning these advertisements, and let us show 
you. There is no obligation on your part, but you ought to know 
more about this line. It’s up to you. Let us hear from you today. 


THE DODGE CO. 


Syracuse, N. Y., 


Manufacturers of 


INKED RIBBONS AND CARBONS 





PEP PPS 

















WHY NOT SUPPLY YOUR CUSTOMERS WITH 


The “Germless” Glass Telephone Mouthpiece 


UNIVERSAL ATTACHMENT — FITS ANY PHONE. 





Made of clear crystal GLASS to replace the black rubber mouth- 
piece in common use, which furnishes germs an ideal breeding place 

Has the enthusiastic endorsement of Doctors, Bacteriologists, 
Boards of Health and Telephone users wherever introduced, and is 
APPR‘ te BY ALL OPERATING TELEPHONE COMP A- 
NIES. The glass part c an be instantly removed for cleaning, is less 
liable to bre akage than the hs ard rubber mouthpiece, and positively 
gives better telephone trans lission. 

There is indisputable orecl of the presence of dangerous germs 
in almost every teler st tesa mouthpiece. 

This is a coed new article. All the first-class stationery and 
office supply h: in Chicago sell them. Every dealer in every 
city and town in the U S. will want tosell them when they know how 
easily they sell nd the big profit they can make. All telephone user; 
want them. Sample and terms, 25c postpaid. Write for the Agency. 


THE COMMERCIAL APPLIANCE CO. 135 Adams Street, Chicago. Ill. 
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ADVICE TO NEW _ STENOG- 
RAPHER. 





Writer in Chicago Tribune Makes 
Some Sensible Suggestions. 


BUSINESS man the other day 

passed around a little story 

about how he had advertised in 
the Sunday papers for a stenographer, 
Stating that, as the work was light, a 
beginner would do. One of the sixty- 
odd applicants who held the fort Mon- 
day morning was a young girl just out 
of business college—a girl of refined 
appearance, but exceedingly timid in 
her manner, and evidently struggling 
with the embarrassment of a first ex- 
perience in making an application. He 
asked her a few questions about her 
shorthand and typewriting, and then 
said: 

“Well, now, we haven’t enough dic- 
tation here to keep a girl busy all day, 
and you would have to attend to the 
telephone and do a few other little odd 
jobs as well. Have you ever done any 
clerical work at all?” 

She looked blank at this, but finally 
managed to get out, in a frightened 
little way: 

“No-o-o, I haven’t done any clerical 
work exactly, but I was vice president 
of our Epworth League chapter last 
year, and | always help decorate the 
church for our special services.” 

Evidently the poor child had an idea 
that they would require parish or gen- 
eral missionary labors of her in the in- 
tervals between dictation and recep- 
tion work. Mr. Business Man engaged 
her, though, “for,” said he, “she 
seemed to be a willing little thing 
enough, and could hardly be held re- 
sponsible for the sins of omission of 
her teachers. And anyway, I might 
just as well have said ‘office work’ at 
the beginning.” 

As a rule the beginning stenographer 
is given various small clerical tasks to 
perform when she is not busy getting 
out letters. Don’t make the mistake 
of slighting this part of your work, 
meanwhile cherishing a fine sense of 
injury because you have been called 
upon to do the work of a mere clerk 
when you have set out to be a bona 
fide stenographer. Many and many a 
time stenographers express themselves 
in this way. It is wrong. For you 
must understand that the stenogra- 
pher pure and simple—the stenogra- 
pher whose work is confined to the 
mere taking and transcribing of dicta- 
tion all day long, week in and week 
out—is not nearly so valuable to “the 
house” as the one who has mastered 
also the various small office details and 
can be trusted to handle some of the 
daily routine on her own responsibil- 
ity. 





Although to vou these minor details 
may appear trivial and simple, and not 
demanding special ability for their ex- 
ecution, they are, nevertheless, of ex- 
treme importance to the smooth run- 
ning of the office machinery. It is 
just as necessary that they be handled 
carefully and accurately and promptly 
day after day as it is necessary that 
the letters which go out each evening 
over the boss’ signature be models of 
good English and neat typing. And 
it is an acknowledged fact in business 
offices which have a great deal of de- 
tail work that it is harder to replace a 
thoroughly trained office clerk than it 
is to get a ctainetianl stenographer. 

Keep Your Eyes Open. 

Embrace every opportunity offered 
you to extend the scope of your du 
ties. Aim to get in touch with every 
branch of the work. If you have a 
little time lying idle on your os 
go up to one of the others and ask i 
there is not something you can do to 
help. Sometimes, it is true, you will 
not get a chance to learn something 
new, for people are often jealous of 
their special duties and averse to ac- 


cepting assistance or allowing some | 


one else to “work in” to their depart- 
ment. Not that they are always to be 
blamed for this reluctance and tenac- 
ity, either, for there is just a chance 
that the newcomer may be able to do 
the work even better and more quick- 
ly than they, and they know that “the 
survival of the fittest” is a principle of 
every day application in business. 

But keep your eyes open and learn 
all you can. That way leads to pro- 
motion. 

You can get a lot of pointers by sim- 
ply watching other people work—only 
you must be careful not to develop a 
chronic habit which will make you 
content to stop at mere watching. 

Observe how deftly and rapidly the 
experienced office clerk rips open en- 
velopes, sorts out the letters, distri- 
butes the filing, and gets the outgoing 
correspondence ready for the mail 
chute 

Her experience has taught her many 
a short cut which you will do well to 
make your own. For instance, instead 
of passing each separate envelope over 
to the sponge, as the novice will in- 
variably do, you will find that she 
picks up a dozen or more envelopes, 
stacks them with the flaps spread out, 
and by passing both hands swiftly 
down the sides arranges them mechan- 
ically about a half-inch apart—so that 
the gummed margins form a practi- 
cally unbroken line. With one rapid 
movement the sponge is passed over 
these gummed surfaces, moistening all 
twelve flaps at once. In a twinkling 
the envelopes are taken up, one by 
one, and the flaps sealed fast by the 
mere pressure of finger and thumb 
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Results Accomplished Give 


VICTOR 


The Right to Its Name. 





[It has won its place in the market by including impor- 
tant devices which afford a large saving in first cost. 

It has won the confidence of its users by meeting their 
requirements in the most satisfactory manner. 

It has forged ahead of its ranks with its new features, 
that help to turn out more work, and better work in the 
shortest space of time. 

Write for a descriptive catalogue that tells you more 
about it. 


SOME GOOD TERRITORY OPEN. 
VICTOR TYPEWRITER COMPANY 


812 and 814 Greenwich St., New York. 








THE ROTARY LINEOGRAPH 


New Model Clean Simple Expeditious 


Weight, complete. 8 lbs. Prints anything from a postal 
to a foolscap 
The Most Modern, Simple and Rapid 
Duplicating Device on the Market. 
IMPORTANT Lineograph Machines are sold without 
restricting the user to purchase or use 
ir supplies. We make the best and scientifically 
adapted materials, regardless of the great reduction in 
yur , eating prices from those which hitherto obtained, 
than the superior excellence of our goods to retain 





-_ are under t no necessity to resort to expedient other 
ronage. Send for Price Lists ar De re Bookle 


Makers of Duplicators and Supplies 


The | sia lilieeials eine: 112 Fulton St. New York, U. A. 
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The Infallible Calculators 





SOLE aGent 
52 BROADWAY HY. 


OSCAR MULLER " 
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facture, etc. 


} 
Tidewater Oil Co 


National Tube Co 


Carnegie Steel Co 


I 
T 


OSCAR MULLER, 








American Tobacco 


American Sheet & 


Frick Coal & Coke 


COMPACT — NOISELESS — RAPID 
FIGURES ALWAYS VISIBLE—CANNOT MAKE A 
MISTAKE—-ALWAY 


The UNITAS @ TIM 
Calculating Machines 


50% FASTER THAN OTHER MACHINES 


SIMPLE IN OPERATION 


'S ABSOLUTELY 


ACCURATE. 


Co 


Tinplate 


Ce 


THERE’S A REASON! 
ALL PARTS INTERCHANGEABLE! 


SOLE AGENT 
FOR THE U.S. 


Calculate— Bill Extensions, Checking of Bills, Percentages, Discour 
Dividends, Pay Rolls, Inventories, Pro-rating, Cost of Manu- 


Give—Sub-totals and Grand Totals SIMULTANEOUSLY 
Do—The work of three other machines. 
Will—Multiply and divide AT TI 


checking their own work 


USED AND ENDORSED BY 


U.S. Stee] Corporatior 


{E SAME TIME, automatic: 


Illinois Stee! Co 

Oliver Iron & Mining Co 
American Steel & Wire ( 
American Locomotive Co 
Barrett Manufacturing Cx 
Pittsburg Steel Co 
Bethlehem Steel Co 


INVESTIGATE! 


its, 


lly 


The United Steel Corporation are using over 100 of these machines. 
he American Tobacco Co. have purchased over 70 of these Calculators. 


32 Broadway, NEW YORK 
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SIMPLICITY TIE DEVICE 





WITH ASSORTED COLORS 
OF TAPES 

2 i 
80c per 100. 

18 
90c r 100 

24 
$1.00 per 100, 

36 
$1.15 per 100. 

48 
$1.25 r 100. 

60 
$1.35 per 100. 





CHEAPER THAN RUBBER BANDS 





— This device consist 








culiar shaped brass buttor 
from the center of which is 
strung around tape The tape 
is passed around the package 
to be tied in one or both dire« 
tions and then given a turr 
around the button, where 
holds with the utmest firn 
ness, Dut he s 
unfastened by a single mot 
hey last nd will 
rot 

I? right 

rrad 

Samples or st 
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UNIVERSAL PACKAGE TIE DEVICE CO., Macon, Ga., U. S. A. 











PROMINENT TYPEWRITER 
MAN DEAD. 

Readers of this publication will re- 
gret to learn of the death of William 
H. Gleazen, assistant sales manager 
and head of the school department of 
the Smith Premier Typewriter Com- 
pany. His illness was of short dura- 
tion and his death comes as a shock. 
He was at his desk at the home office 
of the company in Syracuse on Wed- 
nesday, the 14th of July, and was 
taken ill that night, pneumonia devel 
oped and on Saturday morning he was 
removed to the House of the Good 
Shepherd in Syracuse, at which place 
he died at 2 o’clock the morning of the 
28th. 

The bare announcement of his death 
cannot convey the full significance of 
the loss felt by his associates and 
those he knew in business. He had 
served the Smith Premier Company 





THE LATE W. H. GLEAZEN. 


long and faithfully, his services cover 
ing a period of fourteen years. 

He was first associated with this 
company at its Boston office in March, 
1896, covering the Worcester territory 
until October of the same year, when 
he was promoted to the managership 
of the Pittsburg office. Here he made 
a plendid record as a selling-manager 
during the period of the industrial ex- 
pansion of the city. It was his seven 
years’ service in Pittsburg which es 


tablished beyond question his Le 
to the typewriter trade. The com 
pany, recognizing this, appointed him 
in February, 1903, to the post of spe 
cial representative. Later, in Febru 
ary, 1909, having shown particular 
skill in handling the school business, 
he was placed in full charg th 
school department, and was further 
recognized by being made issistant 
sales manager. 

Mr. Gleazen was born in Berkshire, 








N. Y., and was in his fifty-first year. 
Aside from his widow, he leaves five 
children, Ruth, Annie L., William H., 
Jr., Charles Weed and George Rock 
well Gleazen, and a brother, Henry 
Gleazen of Binghamton. 

Private funeral services were held 
at the 1ouse Friday morning at 10:30 
o'clock. Burial was made in the fam- 
ily lot in Floral Park cemetery, Bing 
hamton. The bearers were selected 
from among Mr. Gleazen’s associates 
in the Smith Premier office, and as a 
mark of esteem the office was closed 
during the day, Friday. 

Members of the organization from 
many points were present at.the fu- 
neral services and letters and tele- 
«rams, evidence of the high esteem in 
which the riven was held and re- 
eret felt at his untimely death, arrived 
from all parts of the , omnes, 
eee 
THE UNDERWOOD BASEBALL 

TEAM. 

The Underwood “Grays,” a baseball 
team composed of the employes of the 
various departments of the New York 
office of the Underwood Typewriter 
Co., is well to the fore again this sea 


son. They have been organized for 
the past five years, and during that 
time have played all the strongest 


commercial house teams in Greater 
New York. They are justly proud of 
their splendid record. They have 
never been beaten by a commercial 
house team. Out of twenty games 
played last year they were defeated 
twice, but each time at the hands of 
semi-professional clubs. 

This season the Bhs. are play- 
ing in the Commercial Athletic 
League, an ——— ion composed of 
all the largest commercial houses in 
New York. They are leading the 
league with a percentage of 1,000. A 
beautiful trophy has been offered by 
the Commercial Athletic League, and 
it is needless to say the “Grays” are 
doing their level best to win it. 


THE UNDERWOOD TY PE- 
WRITER PAY STATIONS. 
The plan of dropping a dime into a 
slot and getting the use of a_ type 
writer for half an hour is proving to 


be very popular. Many people have 
learned to write on the Underwood 
by being able to have the use of a ma- 
chine so readily and inexpensively. 

The Underwood Pay Stations Co. 
is an organization duly incorporated, 
and formed especially to handle this 
business. The company has placed 
about 100 of these machines in the 
hotels in New York, and is now put 
tine the in good locations in Phila- 
delphia. In due time they hope to 


have them in all the principal cities. 
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The Simplex 


is the only 


AUTOMATIC 
ENVELOPE 
SEALER 






The envelopes are placed on 
e feed rack in bunches, then the 
machine quickly handles them one 
by one, opening the flaps, moisten- 
ing the gum, clusing them again 
and finally delivering them neatly 
stacked and all faced one way on 
the drying rack, to be removed in 
quantities by the operator or al 
lowed to run off the end into a 
mail sack. One operator does the 
whole job and the machine runs 
continuously. 
This is what we call an automatic machin 


Do you happen to know any 






Simpiex Electric on 
Special Tubing 


of these firms? ae 
Marshall Field & Co. (2) Office Appliance Co Baldwin Loco'tive Wks Calif. Fig Syrup Co. 
Montgomery Ward & Co Bank of Montreal John Wanamaker Nat. Rep. and Dem. 
Pennsylvania R. R. Co Parker Pen Co Travellers Ins. Co. Committees 
U. S. Govt. Depts., The Royal Tailors Chattanooga Brew’g Co. . P.R. R. Co. 
Washington (5) David C. Cook Pub. Co Jos. Adler & Sons Ridgway & Co. 
City of New York (6) Larkin Co Southern Machinery American Letter Co. 
General Electric Co. Nat’! Bank of Commerce The Prest-O-Lite Co. J. W. Kidd Co. 
Curtis Pub. Co Sot ut h Bend Watch Co Marshall-Wells Hdw.Co. Armand Frey & Co. 
Hapgoods, Inc Col Igat e & Co Illinois Seed Co (Berlin) 
Bell Tel. Cos. of Chicago, Phelps Pub. Co Henry Bosch & Co. Rex Co. teeny 5 
St. Louis and Denver Hartford Fire Ins. Co Nat. Life Ins. Co. Mosler, Bowen & 
Western Electric Co. F. W. Woolworth & C System Co. (Mex cico) 
Cluett, Peabody & Co.', Spiegel, May, Stern & Co Albert Dickinson Seed Post Office (Ottowa) 
R.G. Dunn & Co Iter’! Textbook Co. Company A. L. Zadig (Sweden) 
Merganthaler Linotype Cosmopolitan Magazine Cleveland Trust Co. E. J. Harrison, 
Company N. Y. Edison Co. Southern Pacific R. R. (Buenos A ) 
Success Magazine Butterick Pub. Co Company Minard, Biachon & & Co... 


And several hundred more. 


The machine that can handle their mail satisfactorily should handle yours 
or your customer’s. Let us send you one for trial. 


The Simplex Manufacturing Company 
90 West St., New York 315 Dearborn St., Chicago 


Factory: Thompsonville, Conn. 














ISIMPLY DEMONSTRATE 


The IDEAL Note Book Cover and Holder 
AND IT SELLS ITSELF 


back. Book is inserted and not removed until 

flat for dictation, adjusts to NATURAL 

as shown in cut, for transcribing and folds to 

cket. Increases speed of transcribing 25 per 

e marker free with each Holder, Best Cover 

I narket and occupies no space when not in 

5x9 and 6x9 inches. PRICE, POSTPAID, 50 CENTS 

4 MONEY MAKER FOR DEALERS. Write for trade prices. 


IDEAL SPECIALTY CO. 


70-86 W. Jackson Bivd., CHICAGO. 106 Fulton St., NEW YORK 
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Adding Machine 


Model No. 3, $85.00 
ADDS—SUBTRACTS—DIVIDES—MULTIPLIES 


CAPACITY, 999,999,999 


Has Repeat Key and Error Key—Light Action 
Short Stroke—Simple and Strong Construction 
LIGHTEST and FASTEST 
Adding Machine in the World and 
the only non-listing machine that 
does not register the wrong number 
when you strike the right key. 


WEIGHS 10 POUNDS 

















Mercantile Adding Machine Company 


NORWALK, CONN. 




























“Smirchless” 
vou-smur——Pencil Carbons 


These new features are combined in our Pencil Carbons. They 
are much sought after but are only found in our ‘‘Smirchless”’ 


Line. 








Free Samples on application, 
MADE ONLY BY 
CANADIAN FACTORY: 


Standard Supply Company 


MONTREAL, CAN. 


AMERICAN FACTORY; 


Pen-Carben Manifold Co. 


NEW BRUNSWICK, N, J. 


Originators of GENUINE PEN CARBONS 
Makers of Duplicators, Stencils and Inks. 





-§ CHAS. 


ARCHBALD, 
President 
i] 


| 
| Spiro—Mr. C. Richardson of London, 








| 


| 


THE BARLOCK TPYEWRITER 
FACTORY. 





Something About the Factory and the 
Inventor of an American Ma- 
chine Popular in Europe. 


OME years ago, and not so very 
S many at that, One Hundred and 

Fighteenth street was considered 
a long, long way uptown among the 
“goats of Harlem.” Today that street 
is a busy one full of stores and flats, 
with cars running through the streets 





| and the subway landing its crowds of 


passengers every few minutes. With- 
in half a block of Lenox avenue, sur- 
rounded on every side by dwelling 
houses in a red brick factory. With- 
in, whenever one passes, may be heard 


the whir of wheels and the noise of 
| machinery. It is the home of the 
Columbia Barlock Typewriter.—the 


typewriter made in New York. 

Not only does the Barlock bear the 
distinction of being a thorough New 
York product, but it is the invention 


| of a New York man and there is rea- 


| son 
| bar visible writer ever made. 


| ventor of 


| of the 


first type 
On en- 
tering the red brick building and turn- 
ing to the right one reaches the office 
president of the company— 
Charles Spiro. A round pleasant face 
with gray moustache and goatee and 
frank blue eyes meets the visitor. The 
hearty greeting, the happy smile, the 
gently modulated voice, all testify to a 
kindly disposition, which has shown 
itself time and time again in the in- 
terest which Mr. Spiro takes in his 
employes. It is not always that one 
finds an inventor a good business man, 
but in Mr. Spiro we have that happy 
combination, for he is not only an in- 
considerable talent and 
merit, but he has managed the factory 
so well that strikes are unknown and 
work is always plentiful. 
Something About Mr. Spiro. 
"Way back in 1878, with very little 


to believe it was the 


| capital, Charles Spiro started in the 


| typewriter business. 


He first made a 


| little hand machine called the Colum- 


| bia. 


It was a wheel machine, but of 


| course did not fulfill all Mr. Spiro’s 


| aspirations. 


| keys. 


Further experiments 
evolved a wheel machine operated by 
This, however, had its disad- 


| vantages and he thought it would be 


better to have a type bar machine. 
Experiment followed experiment, 
model after model was made until at 
length in 1882 he brought out the first 
visible writing typebar machine 
known as the Barlock. 

During these years of experiment 
there was a gentleman in England 
who was equally interested with Mr. 


the present manager and. agent for the 
Barlock typewriter in Europe, who 





contracted to take all the machines 
Mr. Spiro could manufacture. 

The Barlock was probably the first 
step toward the modern visible writ 
ing machine. But very few of the 
Barlock visibles were sold in America 
all the machines being at once sent to 
England, where they were swallowed 
up by the European trade. 

But this arrangement was satisfac 
tory to Mr. Spiro, and all connected 
with the machine. It was and is a fav 
orite machine in Europe, and stands 
high in the estimation of the public 
Meanwhile the factory was enlarged, 
and built up from profits without the 
intervention of outside capital. Mr. 
Spiro was busy with the invention of 
a single case, shift key Barlock, which, 
too, became a great favorite abroad. 
From superintendent, Mr. Spiro, by 
conscientious work and untiring zeal, 
became manager. This position he 
has held for 20 years, during which 
time great changes have taken place 
in the typewriter field. 

About three years ago Mr. Spiro 
was appointed president of the Colum- 
bia Typewriter Company, a position 
which he holds today with credit to 
himself and his company. Meanwhile 
he has not been idle. His inventive 
genius appears to be endless. He has 
invented watch machinery, telegraph 
typewriters, pencil sharpeners, the 
Spiro files and scores of other devices, 
which are in daily use and go far to- 
wards expediting the conduct of our 


everyday business. All this Mr. Spiro | 


has done in the quiet unostentatious 
manner, so characteristic of the man. 
In his case the inventor is not sub- 
ordinated to the business man, for he 
has achieved, and will continue to win 
marked and well deserved success in 
both fields. Ere long we may confi- 
dently expect another surprise from 
his hands, but of that for the present 
we must be silent. 





HAS BIG TERRITORY. 

The N. M. Hayter Company of Port- 
land, Oregon, agents for Fox type- 
writers and Meilink’s fireproof safes, 
has recently taken over the agency for 
Blickensderfer typewriters for Wash- 
ington, Oregon and Alaska. 

N. M. Hayter was manager for 
George C. Barnemann at Oakland, 
Cal., after the earthquake, and pre- 
vious to going to the Pacific Coast was 
connected with the Blickensderfer 
Manufacturing Company in a number 
of its offices. 

The N. M. Hayter Company will 
open branches in Seattle and Spokane 
as soon as advisable. 





The Merchants & Manufacturers’ 
Exchange of New York is planning to 
erect two mammoth twelve-story build- 
ings to cost $6,500, 00, with a view to 


centralization. 
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1500 @An Hour 
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TheWriterpress 





Equivalent 
toa 
Printing 
Plant 


With the Direct 
Inking Carriage 
the WRITER- 
PRESS will print 
from any kind of 
printers’ or job type, half tones, 
zinc etchings, electros, engrav- 
ings, etc. 


Print Your Own 


Price Lists 


Elevate 
Your 


Office 
Boy 








to an important 






factor in your busi- 
teaching 






by 
him to operate 


ness 

























The Writerpress 


He can learn it in an hour and be- 
come proficient in a day. The 
WRITERPRESS will turn out 


1,500 letters an hour—10,000 let- Filing Cards 


ters a day; not a cheap palpable Report Blanks Quotations 
imitation, but letters printed Time Cards Pay Roll Blanks 
through a ribbon with metal type Office Forms Stock Lists 
to match any kind of a typewriter. Factory Forms Schedules 





Salesmen’s Advance Notices 
Salesmen’s Expense Sheets 
Cartage Tickets 
Shipping Tags 
Order Blanks, etc. 


Moreover, names and addresses 
can be printed at the same time as 
the body of tne letter assuring a per- 
fect match and saving the labor of 
matching in names on typewriter. ° 
and save from one-third to one- 
half of your printing bills. 

Write for Catalog, Prices and Sam- 
ples of Work. 


The most economical and effective 
way of expanding your business is 
by consistently circularizing your 
trade. ; 








See our exhibit at the National Business Show, New York City, September 25th to 
October 2nd, Madison Square Garden, Booths 95 and 96. 


THE WRITERPRESS COMPANY 


188 Writerpress Bldg., Buffalo, N. Y. 









Safety Fountain Pen 
and Pencil Holder 
Fits any Pocket 
tts toons, 

Absorbs Ink From Leaky 


Fountain Pens 
Preserves Pencil Points 


For Sale By All Jobber 
Send 18c postage for sample, 


The Valley City Novelty Co, 
Grand Rapids, Mich 


PRATT 











Providence, R. I. 











F, PRATT MFG. CO., 117 Point St., 
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BOOTH’S 


New Grade “C” Full Roller Bearing 
Verticals Now Ready for Shipment 




















Write 


for 


Write 
for 
Dealer’s 
Prop- 











Dealer’s 
Prop- 
osition osition 
for 
Your 


City 











W rite for our new catatog of office furniture 


BOOTH MANUFACTURING COMPANY 


MUSKEGON, MICHIGAN 


The Taft-Peirce 
Manufacturing 
Company 


Woonsocket, 


R, I. 


Contract 







Figure Means 


An Assured Profit 
































MAKING A CATALOGUE 
LIBRARY. 

The Fuller Argentine Package Ex- 
press, whose New York office is in the 
Produce Exchange, desires to com 
municate with American manufactur- 
ers with a view to securing their cata 
logues and advertising matter h 
which to form a comprehensive library 
of the products of American manufac- 
turers for the use of Argentine import- 
ers and merchants. They propose to 
give their work extensive circulation in 
the Argentine Republic. 

The company is also prepared to 
handle exhibits for the “Exposicion 
Centenario de 1910,” from the time 
they are delivered in New York until 
they are mounted in their places on tf] 
grounds. 


sf 
t 


i¢ 


OLIVER DISTRIBUTING MERIT 
FLAGS. 

The Oliver Typewriter Company is 
now distributing the silk flags which 
were earned by the prize winners in 
the June contest. This statement is 
made in an announcement under dat 
of July 31. In the same circular an 
other contest is announced, the prizes 
to be awarded for the August results. 

The prizes in the new contest wil 
consist of sterling silver reproductions 
of the Oliver flag, to be used as stick 
pins or as lapel pins. These are beau- 
tiful little emblems and will be highly 
prized by all salesmen who make the 
necessary quota of sales which will en 
title them to one. 

The September number of the Oliver 
Bulletin will contain the names of th 
first traveler, the first city salesman 


and the first local agent in each divi 


1 


sion to make respective quotas in the 


new contest. 


MAURITIUS MERCHANTS WANT 
AMERICAN GOODS. 


) + 


Consul Samuel C. Reat, of Port 
Louis, has the following to say regard 
ing the possibilities of Mauritius as a 
market for American goods: 

\fter hearing several suggestions 
from a number of merchants at this 


\ 


place who are purchasers of American 


goods, the following report has been 
prepared, incorporating their ideas as 
to the best manner of enlarging Amer 
ican trade in this island. 

First, the Manufacturers’ Associa 
tion should send a repres he 
to open in Port Louis a depository of 
\ n goods of al les ns 
S » the local det S 
ill be increas 
e ability of th 
to see the needs ( S 
representative would no « for a 
have to conform to 1 English 
and French custom of collecting one- 
fourth the value of an or the 1 
mainder to be collected : Oe st bill of 

‘lading, or before goods are delivered 








There is a demand for American 
furniture, particularly bedsteads and 
chairs. (aoods for Mauritius can be 
shipped as follows: A steamer leaves 
New York monthly, via Cape Town, 
for Mauritius; a Standard Oil steam 
ship leaves New York for Mauritius 
every three months, with which ship 
ping arrangements could probably be 


made. 

(here are many merchants here who 
would prefer to buy American goods, 
but to do so they would be obliged to 


send their orders through England or 
France, having no communication with 
firms in the United States. Such trad 
ing would greatly increase the cost 
price of the goods, as warehouse, land- 
ing and loading charges are added to 
the first price, besides 10 per cent for 
commission to the foreign agents. 


RESULT OF THE UNDERWOOD 
$1,600 GOLD PRIZE CONTEST. 


1 


For the past six months all the of 
fices of the Underwood organization 
have been doing their level best to in- 
crease their sales of machines. The 
stimulus of a prize each month to the 
manager and a lump sum for the office 
gaining the largest number of points, 
to be divided among the employes, put 
every one on their mettle, and brought 
out the strong points of each individ- 
ual in the various offices to their full. 

The final results of the contest have 
just been announced by J. E. Neahr, 
general sales manager of the Under- 
wood Typewriter Company. The Al 
bany office secures first place with 924 
points. Thomas J. McMahon, the 
manager, and his excellent organiza 
tion are to be heartily congratulated 
on their splendid team work and suc- 
cess. At the end of the fifth month 
Mr. McMahon’s office ranked third, 
but he spurred his force up to greater 
exertions, sent out to each salesman 
some “corking” good letters, with the 
result that the office won $600 of the 
total amount. 

The San Francisco office under the 
management of C. J. Browne won the 
special manager’s prize of $100 for 
March and May, increasing the 
amount won by this office to $500. 
They secured 85I points. 

The third place was taken by the 
Hartford office under the management 
of C.O. Blomquist. They secured 845 
points and won in the aggregate $300. 
The fourth place was won by the St. 
Louis office, W. J. Rigg, manager, 
but this did not secure a money prize. 

The Spokane office, H. O. Harvey, 
manager, won $100, as did M. E. Rob- 
erts, manager of the Louisville office. 

The salesmen throughout the Un- 
derwood organization have been work- 
ing for the past six months like Tro- 
jans, with the result that sales have 
been exceptionally good. 
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A Marvel of Mechanics, and yet the Simplest 
of All Mechanical Calculators — 

















I ion alt Machine 


Figures Everything — Adds, Divides, Subtracts, Multiplies. 
Handles Fractions as oy as you can add 2 and 2 





ensabl ffices where h figuring is done. It is of unmatched utility, for with -it you 
can wi out every possible calculation that can be made in Addition, Subtraction, Multiplication or 
Division. Tt ncludes al! the needs of modern business, including 


Actuarial Work in Li > Insurance Companies 

Pro Rating in Railroad and Ln ress Companies. 

Cost Systems in M: anufacturing Corporations. 

Percentages, foreign exchange and interest accounts 
in Banks and Financial Institutions. 

Bill Extensions, and in fact all kinds of Simple 


and Compound calculations. 


In Use by Govemmmnents and the Greatest 
Business Institutions in the Universe 


saving its cost many times over every year, and so increasing the output of results as to literally 
accomplish the work of three days in one 
A bright office boy can accomplish more with it than 
two or three expert accountants can without it 
This is the famous calculating machine that requires but one turn of the crank for each figure in 
the multiplier or quotient. Saves four-fifth S In Time at md Labor and gives you figures at once that you 











would otherwise have to wait for inde ly. 

The Millionaire ‘is the acme of Pe rfection in material and mechanism—it is made to wear, All! 
parts are inte sd angeable Complete line of parts alw ays on hand at the New York office and quickly 
supplied in case of emergency 


Our List of Users is Our Best Advertisement. Booklet Free on Request 


W.A.Morschhauser, Sole Agent, 1 Madison Ave.. New York 




















Main Pneumatic Typewriter Carriage Return 


Relieves your skilled operator of the common labor of returning the 
carriage and spacing for the new lin 

The MAIN RETURN is represented in Chicago this month by 
Main & Son, who are equipping typewriters and Elliott-Fisher 
Machines with their Pneumatic Return and Line Spacer, for some 
of the well-known firn 

It pays so well that it does not pay to do without it. 


Send your inquiries to Office Appliances. 


THE MAIN RETURN COMPANY 
8913 Lorain Avenue Cleveland, Ohio, U. S. A. 
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DEALERS’ LIST 


OF TYPEWRITERS 


REBUILT or “IN THE ROUGH" 


We Will 





_ 


Sraspano | rrewa't® 


« mp8 AWOOO 


HOLESALE LIST 


Underwoods, 
Remingtons, 
Smith Premiers Etc. 


Large Stock enables us to make 


PROMPT SHIPMENT 
Get In Touch With Us. PRICES and SERVICE right. 


TYPEWRITER EMPORIUM 


Established 1892 92-94 LAKE STREET, CHICAGO. 


OUR SPECIAL 
L. C. Smiths, 


Olivers, 





Including 


Our 


MEILINK’S 
STEEL 
COPY 

HOLDER 






wRILINKS STEEL DE TT) 
- 


COPY HOLDER 
s \ Qot ACK 


STENOGRAPH ER, Because — 


IS POPULAR WITH THE 


1 It is nev the way. Ua led up and put The paperclip on 4 dor may also be ised asa 
into a drawer in a moment, when not needed \o0k-mark by the stenographer 

2. By means ofa ially designed paper clip it wil 4. It holds the copy at just the right angie to 
hold ANYTHING froma sheet of lega iptoa the most legibility with the least eye strait 
men randum yora full sized pook. Thus tl 5. Itis fin iin black enama! with gold line de 
1 ay be held by the back cover rations. Size 9}x7 inches. All wire parts nick 
ast leat aving t balance easy of a la d and 1¢ entire holder yacked 1 a card 

yoard box for s2lling. 


Stationers and Office Appliance Dealers 

Here is a new copy holder just being put upon the market which is b »uad to be very popular with the stenoz- 
raphers. It has eliminated all the little inconveniences which have hitherto made copy-holders an additional worry 
instead of an aid to the stenographer. In these days of touch type-writing meth 943 a copy-holder increases the 
output of the stenographer 20%, because it places her note-book in a position where she can keep her glance 
fastened on it without strain to the eyes or tiring the muscles of the back and shoulders. 

One stenographer in a building using the Meilink Copy-Holder will soon have it introduced into every 
office. You want to get in oa the ground floor and start these live holders goingin yourtowa. You will 
reap a big harvest. he profits to the dealer are big enough to make you stare. ‘ 

‘Strike while the iron is hot. The time to get in on a specialty of this kind is the very first week if pos- 
sible. Days mean dollars right now on this proposition. Write us today. 





THE MEILINK MANUFACTURING CO., TOLEDO, OHIO, U. S. a. 


































| 





ADVANTAGES OF THE ADDING 


TYPEWRITER. 
At a meeting of the National Asso- 
ciation of Shorthand Teachers and 


Writers held in Eastman’s New York 
school on June 19th, G. H. Seward of 
the Wahl adding and billing depart- 


ment of the Remington Typewriter 
Company delivered an address on 
“The Advantages of Combination of 


Adding Machine With a Typewriter.” 
In discussing the subject Mr. Sew- 
ard pointed out that the combined 
machine broadened the scope and in- 
creased the efficiency of the operator. 
The speaker traced the development 
of writing machine construction 
through the periods from the all-capi- 
tal, or single case, machine of 1874, 
pointing out the progress as decimal 
tabulators, paper control devices an 
adding attachments were devised. 
These improvements, 
made it possible to do work economic- 
ally today on typewriters for which it 
had hithertofore been necessary to 
spend much labor; that the close rela- 


he stated, 





G. H. SEWARD. 


tion which exists between tabulated 
figures and descriptive matter in many 
kinds of work demands a device which 
shall do the entire work in one opera- 
tion. It was held by the speaker that 
to the skill of the typist’s fingers has 
been added the facilitv of replacing ex- 
pensive mental training of clerks. 

The increased efficiency which has 
resulted from consolidation of adding 
and writing machines was offered as 
the cause for the popularity of the add- 


ing attachment. Three different ways 


were indicated in which this increased 
efficiency occurs: 

1. Proving work previously added 
and being copied. 

2. Initially adding while typewrit- 
ing. 

3. To prove the correct transfer of 


figures from one document to others. 

Mr. Seward is chairman of the sub- 
committee on illustrations in office- 
practice work of the association and 
takes an active interest in the educa- 
tional side of his work. 











SAINT PETER AND THE 
ADDING MACHINE. 


They are telling the story on C. J. 
Nellis, the manager of the specialty 
department for the Hall Lithographing 
Co. of Topeka, that he was out to din- 
ner recently and in some way the con- 
versation drifted to office specialties 
and adding machines (Nellis says he 
does not know who started the trou- 
ble), but he is somewhat interested in 
this subject and probably gave his 
usual oration on the subject. One of 
the ladies present with some asperity 
remarked: “Chris Nellis, when you 
die, if you ever get to the Gates of 
Heaven you will stop and try to sell 
Saint Peter a Dalton adding machine.” 
“Sure I would,” said Nellis; “I haven’t 
planned that trip yet, but that’s a good 
tip. Pete needs a machine to add up 
the elect and get it correct; to sub- 
stract the sheep from the goats; to 
multiply our blessings and divide by 
our sins to see if we average up to the 
book records. That is a good P. B., 
but I hope to be so busy that I won’t 
have time to call on him for a long 
time.” 

One of Nellis’ office associates said 
the other day that if “You cracked 
Nellis’ head open you would find in 
that cocoanut to be a Dalton adding 
machine.” Nellis says he has the Eva 
Tanguay method—‘He Don’t Care” 
what they say so long as the Dalton 
gets the business. 





AMERICAN FURNITURE IN 
WALES. 

Consul Jesse H. Johnson furnishes 
the following information concerning 
furniture and the furniture trade of 
Swansea and the opportunity which 
the market offers for American prod- 
ucts in this line: 

Among multifarious local industries 
here there are some factories that man- 
ufacture furniture. The various pieces 
are imported into Swansea and put to- 
gether here ready for the market. 

There is no country in the world 
that can manufacture furniture com- 
pleted or in parts so favorably as the 
United States, and doubtless American 
manufacturers would find this popu- 
lous district a very good market. The 
Steamship communication between 
here and the United States is very 
good, and there are many old-fashioned 
and thoroughly reliable local firms who 
would help to augment the already 
good connection of exporters of Amer- 
ican turniture. 

Because he learned the true meaning 
of the word “now,” he was soon able 
to spell it the other way around— 
W-0-n. : 





Long sentences in a short article are 
like big rooms in a small house. 
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Sell 
Carbon Paper 
That Brings Trade 


Good Carbon Paper is a trade-aid. 
It brings buyers who become regular 
customers for other office supplies. 


Carbon Paper and 
Typewriter Ribbon 


are good foundations on 
which to build new business. 
They give satisfaction. 











**The Pink 


of Perfection’’ 









We also make these other brands of paper suitable for every class of trade: 


Aurora—Maple Leaf—Clover— Diamond—Thin-OG@a™ 


Our Typewriter Ribbons are manufactured by us from the best 
grade nainsook--they come in all colors, to fit any machine. They 
are positively non-filling—have strictly indelible colors—and give 

a sharp, even letter all the time. We are the only manufacturers 

of carbon paper and ribbons that sell neither to the consumer or 


catalog houses. 
Write us today. We co-operate with the dealer. 


Miller - Bryant- Pierce Company 
Main Office and Factory: AURORA, ILL. 

















ENSDERFER 
Typewriters 

Visible 
Writing 


Light 
Action 





Interchange- 
able Type 


Back- 
Spacer 





NEW No. 8 MODEL 
Equipped with DECIMAL TABULATOR for which no charge is made 





SEND FOR CATALOG THIRTY-TWO 


The Blickensderfer Mfg. Co. 


STAMFORD, CONN. 
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THE 
MEYERCORD COMPANY 


“DECALCOMANIA PROCESS” 
KIND 





Meyercord Decalcomania 


TRANSFER 
Window Signs 


Pe f "4 
We SoG LAS 





Display Your Ad Where Your Goods Are Sold 
They Utilize Window Space FREE 
They Are Effective Night And Day 


- > 


- — 
~ GROW AS « 


They Are Plate Glass Bill Boards 
Look Like Hand Painted Signs 
They Are “Live” Ads For Years 





A Meyercord Window Sign (Reproduced 
in Miniature) Actual Size 15x18 in. 


Meyercord 
Wood Panel Sign 


ash Regi ter or Behind the Counter are certain]; 
EYE CATCHERS 
An Effective Ad in the Right Place 
WHERE YOUR GOODS ARE SOLD 
ke Hand Painted Work on Wood Panels. Finished with 
1 “Piano Polish” in various Styles to match Store Fixture 
SYS Fr" ich a 
MISSION OAK, NATURAL OAK, MAHOGANY, Etc. 


for Shipmer 


LOOSE LEAI 





Each Sign Packed in Cardboard Box Ready 


A Meyercord Panel Sign (Cash Register Mail, Express 


Style.) Actual Size 6x16 in NO BREAKAGE 


Meyercord Decalcomania 


TRANSFER 


Name Plates 


THE UP-TO-DATE METHOD FOR 


NO WORRY. 


~~ eALEER NAME PLATING 
a TYPEWRITERS AND OFFICE APPLIANCES 


Applied similar to the Decalcomania Picture 


Y 4 > = B| 
Vas of Your Childhood Days 
~~ > . , 
gol ‘'™ Attractive and Permanent. 
This shows how a Meyercord Name Plate 
is Tranaferred (Removing the Paper.) 


Made in Gold and Colors. 
Your Name Plate and Trade Mark should be on every- 


thing you make or handle 


Here’s a Live Proposition for Manufacturers and Dealers too. Wherever you have a cus- 


tomer, there you should have a MEYERCORD Sign. 
WRITE NOW FOR SAMPLES 


THE MEYERCORD COMPANY, INc. 


AMERICAN MANUFACTURERS GUARANTEED DECALCOMANIA TRANSFERS 
MAIN OFFICES: SUITE 1107-1112 CHAMBER OF COMMERCE BLDG. 
CHICAGO, ILL., U.S.A. 


ORIGINAL SKETCHES FREE 














ENTERPRISING YOUNG FIRM. 
Two Lively Hustlers Make Things 
Hum in the Office Appliances 
Field of Dayton, O. 


OT many weeks ago a represen- 
tative of Office Appliances had 


occasion to stop at Dayton, O., 


known the world over as the home of 
the National Cash Register Company. 
The city, however, has other claims to 
fame, as the Office Appliances man 


when he alighted from the 
train, for every business thoroughtare 
was gaily decorated with flags and 
bunting, grandstands were erected at 


discove red 


prominent points and everything bore 
the appearance of a festival in full 
blast. He was not long, of course, in 
discovering that the Wright brothers, 


Dayton boys, had just returned home 








DAVIS & SCHERER 


after their triumphs abroad and 
being fittingly welcomed by their fel- 
low citizens. 

Strolling up Ludlow street from the 
depot about mid forenoon, the writer’s 
attention was attracted by a new sign 
above a neat, well-located store—‘Da 
vis & Sherer.” In the store was a well- 
arranged stock of office appliances and 
two alert young men, who smilingly 

| acknowledged that they were the pro- 
prietors of the establishment. The 
three-cornered conversation that en- 
sued developed a few interesting facts 
which show how young men of the 
right character and energy 
with nothing at all and lift themselves 
into a position of prosperity and influ 


can begin 


ence 
The firm of Davis & Sherer is com- 
posed of Albert Davis and Archie 


Sherer, both of whom began their 
business life with the old firm of W. 
W. Kile & Co. of Dayton in 1903. 
Here they worked for four and one- 





ars. 


Both are of an enterpris- 
‘n of mind, and during the time 
they were employed by Kile & Co. Mr. 
Davis purchased a small printing press 
and began experimenting with it at his 
during his leisure time. It was 
ordinary hand press, but be 
long he was turning out 

work on it. His 
orders, and about 
found that the hand 


hom«¢ 
only an 
fore very 
some very excellent 
rave him 


g 
ago he 


friends 
~ \ Cad 


Ts 














STREET SCENE IN DAYTON. 


press was outgrown, so he bought a 
larger tfit and rented a small build- 
ing at rear of the house in which 
he lived Here he installed the nev 
press. He continued to add to the lis 
of his customers, until, a little less 


than three years ago the present part 


nership was formed and Messrs. Davis 


& Sherer resigned their positions ans 
rented a basement beneath their pres 
ent store on Ludlow street. Here they 
remained for about two years, work- 


ing industriously and building up theit 


trade, until, the first of last June, they 


moved up stairs into the premises at 
210 South Ludlow street. The firm 
conducts a fair sized printing depart 
ment and their work is almost exclu 
sively commercial. They also have a 
blue printing department for archi 
tects and engineers and do a good deal 
of this sort of work. They carry a 


well selected stock of office accessories 
and do a lively retail business all the 


time. 











SCENE IN DAYTON. 


Both members of the firm are na- 
tives of Ohio, but not of Dayton. Mr. 
Davis has lived in Dayton for fifteen 
years and Mr. Sherer for eleven years 
and both completed their schooling in 
the Day 


ton schools 
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| If, just as you finished reading a letter 





; | the writer of that letter walked into your office and you talked 


| your reply to him 


| 





it would be just the forcible, effective reply needed—the kind of a 
reply that would go through the mail if you dictated it into an 
Edison Business Phonograph instead of to a stenographer along 
about four o’clock in the afternoon. 





The Edison Business Phonograph 


is with you while you read your mail, ready to record your answer to each letter as you read 


it—the time when you are best able to answer, with each subject clear in your mind. 

Think of the time saved with your mail read and answered in but little more time than 
it now takes to read it and the effectiveness of your letters, dictated as all the best letters are 
dictated, right off the reel. 

Let one of our dealers demonstrate an Edison Business Phonograph in your office. No 
cost to you and no obligation. If there is no dealer in your city, write us. 


We want dealers in cities not covered. Write for further information to 


EDISON BUSINESS PHONOGRAPH CO., 205 Lakeside Ave., Orange, N.J. 





The Edison Universal Motor Runs on Any 
Electric Light Current 
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The Handiest Sections 


—— are “Cabinettes” 
|S IS Build Up and Down 
S| —or Side-ways 


























ERE is the handiest and most convenient line 








—$——$——— of sectional office furniture ever conceived. 
With B-M Quality “‘Cabinettes” a man can have 
his office system and furnishings correct from the very 
start—and he can begin as economically as he pleas- 
es and then—he can build up, down or side-ways, 
keeping all his equipment untform in appearance. 


This means that little as well as big needs of both 

big and little customers can be met to their enttre 
I satisfaction, if you carry B-M Quality ‘‘Cabinettes”’ 
—the only little sections that fit with big ones 











B-M Quality ‘‘Cabinettes ”’ stack uniformly with 
any standard sections so—they fit anywher 








This means that, with B-M Quality ‘‘Cabinettes,”’ 
you can hold trade which might go elsewhere 

It also means that B-M Quality ‘‘Cabinettes’’ 
bring new trade to y‘ uur store 








Inquiries we receive from users, as the result of 
our general advertising, are referred to our nearest 


_ agent ALIT}. 




















| 8 | 
We make a full line of B-M Quality Cabinets and 
I “Cabinettes’’—our terms are liberal—goods the 


Sts We Want Agents 
rs Who Want Profit 








Casinet> 





A few localities are not as yet covered for us. If 
you are interested, write at once to find out whether 
we need an agent in your territory 


Use the coupon to ask for our agents proposition. 

















best that experience and first-class materials can 





produce and B-M Quality “Cabinettes”’ are ‘‘an ex- 
Clusive ’’"—ihe only little sections that fit 71 with all 








big sections of standard make. ) 
Whoever gets an agency for B-M Quality ‘‘Cab- 
inettes ’’’ will control trade no competition can =~ 
touch - 
Write us to-day if you wish to handle 
B-M 





pone profit. Send the coupon now ~ Company, 
S : 108 Hovey St. 





Brown-Morse Co. Muskegon,Mich. 


Send me your catalog pro- 





108 Hovey Street 


osition to agents and terms. 





Muskegon, Mich. 4 ‘aoe 


> ADDRESS 





Cc 
ene B-M Quality ‘‘ Cabinettes.’””? Don't post- =~ 
> — 
| 
eee 











NARROW For Adding Machines 

ROLL Police Registers 
Stock Tickers, etc. 

PAPER iiss 
Galley Proof Rolls 





Time Recorders 





Ribbon Paper 

















; Special Sizes Made to Order Keyboard paper for the Monotype 
Colonial Company, Mechanic Falls, Me. 
> 














THE UNDERWOOD LABEL 
WRITER. 

One of the novelties brought out by 
the Underwood Typewriter Co. at the 
last year’s New York business show 
was the label writer. Tools and ma- 












These are all actua 
samples of work on 
the new Underwood 
Drugegist's Special 
Bill & Charge, and 
pabel Writer. 











chinery for making this device were 
delayed somewhat, but the machines 
are now ready for the market, and are 
being rapidly sent out. 

To write with a typewriter on a 


.Underwo 
Automatic 





fultiple 


7 





will write on a piece of paper as small 
postage stamp has in the past been 
thought a difficult task, but this ma- 
chine will take labels of any shape and 
size and write on them. In fact, it 





as the imprint of a single type. This 
is certainly small enough for any and 
all classes of work. 

The device can be attached to any 
Underwood machine, but No. 3-12 is 
preferred. The machine is an ideal 





Underwood 
Unit Biller 














one for a retail druggist, as it serves 
three purposes—letter writing, label 
writing and retail bill and charge 
work. 

Labels are fed into the machine, 


m4 
ne 


(1) three (3 ee Ch 
‘times daily he 


Automatic 
Tally 





written on and discharged with the 
greatest of ease and rapidity. LIllus- 
trations of the work of this machine 
on gummed labels are shown here- 
with. 





DAVES IN RAILROAD WRECK. 


J. P. Daves, the well known type- 
writer man, formerly sales manager of 
the Remington-Sholes company of 
Chicago and now traveling for the 


[ypewriter Company agency 
had a very thrilling ex- 
railroad wreck 


Monarch 


ment 


depart 


perience recently in a 
which occurred on the Great Northern 
road near Fosston, Minn. 

About midnight, while running at a 


high rate of speed, the train on which 


Mr. Daves was traveling suddenly 
struck a washout and without warning 
Mr. ase s was ans from his berth 


ympelled to crawl out of the 
into six feet of water 
The wreckage took fire and all the 
baggage and the mail coach were con- 
sumed. Mr. Daves lost everything he 


and was 
car win 


had except his on riter, which he 
fished out of the mud and water none 
the worse for its caries rough treat- 
ment. Mr. Daves escaped with a few 


scratches, and as- 
wounded from 


and 
rying 


slight bruises 


the 


sisted in car 


the wreckage. It was truly remarka- 
ble that no one was killed or even se- 
riously injured, although there were a 
large number of women and children in 
the day ches who barely escaped 
burning to death, so rapidly did the 


wreckage burn. 
To cap the climax, the railroad com- 
pany failed to furnish transportation or 


sleeping accommodations and the pas- 


sengers of og wrecked train were com- 
pelled to sit up all the following night 


in the “ate ittle depot at Fosston. 


DECISION ON TYPE LOCK 
MECHANISM. 


ion was recently rendered on 
brought by the Underwood 
Company against the 
Inspection Company and 


A de ( 
an action 
Typew rit 


Typewrit 


E. C. Stearns & Co. for alleged in- 
fringement of two patents for shift 
locks, one by a permanent shift key 


and the other by a temporary shift key. 
It was claimed that this patent had its 
what is now 


first exemplification in 
known as a temporary and permanent 
shift key. The permanent shift key 


served to shift and lock the shifting 
mechanism on touching a key, while 
the temporary shift key unlocked the 


mechanism or 1ifted it to nor- 
mal Osition 


Th. 1ecisi 


merely sl 


n handed down holds that 
there was no infringement so far as the 
Stearns typewriter is concerned, and 
the bill was dismissed with costs. It is 
stated that the case will be appealed. 


A rippl 
tears 


of laughter beats a flood of 


opportunities is con- 
Pick out the ones 
nab them. 


of 


Stantly going by. 
you c 


an use and 
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Multigraph Letters 


Go Into the 
Private Office 











PERSONALLY addre M ora 
torm letter get tne im eption and 
attention as the actually persona ette 
cause Mu ph letter ire really tvpewritte 
The Cieemcaeah Mu iph ha fviven a new 
vaiue to form liette il di is made them available 
ines where the old ‘* fac I e proces 
letters were w yrthle The iperior q tality 
Multi graph letters Iple th a m 
m¢ uy id production than is pos e with any 
ten oil ng or printing device Yet every « 
i pertect individually tvypewrittel iwina 


that the 


Gammeter ee 


(3000 to 6000 ) Criginal Copies per Hour ) 


lue to the fact 





ses typewriter type, ribbon and platen, | icing worm that can in no way be distinguished 
from regular typewriter work [he Gammeter Multigraph can be easily operated by any boy 

girl of ordinary in itelligence, t t perfect work at a// seasons of the year (no stencils to 
melt), and is just as clean and attractive as any ndard typewriter 


print all sorts of office forms, card .- 
doing this work at one-half the |“ 


For Office eee eee so be adapted to 


ted reports, et 






* The 
Mail coupon and letus send you sample / American 
\ iphed typewritten letter addressed to you “  Multigraph 
together with samples of forms printed “ Sales Company 
Gammeter Multigraph. Simply send us 1804 Case Ave. 
! the name of your firm, and the Cleveland, Ohio 

you occupy. We will also send 


Please send me sam- 

ples of forms printed 

on the Multigraph, also 

Multigraphed type 

written letter and descrip- 
tive catalogue. 


e booklet or catalogue. 
The American Multigraph 
Sales Company 
1804 Case Ave., Cleveland, 0. 


h Offices Everywhere 


pn IE Pare pe SSE 
I pean Selling 
Agents: 
PEO. 5.05.0 <5vcsencieatensabusoasnaaael 
Equipped Sana! 
for Typewriting a = t UWE ccinsnnccccssesvugenecs tus puadieadsvaceaee 
— I Write address on the margin 



















pa 
y Trademarks and Copyrights 


Send your business direct to 
Saves time and insures better service. 





Washington. 


Personal Attention Guaranteed 
25 Years’ Active Practice 


Specialty: —Typewriting and Adding Machines 


Address E. G. SIGGERS 


Suite 33, N. U. Bldg., Washington, D’ C. 


Great Variety of 
Styles Adapted to 
All of Books 


PATENTED 

MAILING CORNERS Sizes 

Best Corner Made. Send for Samples and prices 
WORCESTER, MASS. 

Cc. C. Andrews, 





Treas. 

















O Years 


OF 


Prosperity 


IN SPITE OF THE CRITICISMS OF 
A MOST EXACTING PUBLIC and 


some compet ition 


THE POPULAR 


U. S. 
BRAND 


TYPEWRITER 
RIBBONS, 
CARSON PAPERS, 
ETC. 


Our Sales are Increasing. Are Yours ? 
Let us help you by furnishing 


Your Own Special Lithographed Boxes 
(No Extra Charge) 
Write 














for our proposition 





Typewriter Ribbons on Regulation Spools 


UNDERWOOD SOLID HUB 
OLIVER (Regulation) 
SMITH-PREMIER VISIBLE (Regulation 
REMINGTON VISIBLE (Regulation) 
Automatic Reverse Attachments 


Bi-Chromes and Tri-Chromes 
In all Combinations for 


Adding Machines, Time Clock, Metal 
Dater, Multigraph, Writerpress, Printo- 
graph, Multi-Copy and all machines 
requiring ribbons. 


KKKKKKKKKKKK 
New Process Carbon Papers 
of quality 


in all weights and grades put up under 


Our Brand or Your Brand 





Dealers and Agents Wanted Everywhere 
WRITE TODAY 





U. S. Typewriter 
Ribbon Mfg. Co. 


Sansom & 8th St., Philadelphia, Pa., U.S. A. 
Cable Address, MUSTR. 
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(By Special Correspondence.) 


Albany, N. Y. 

They are still talking in Albany of the splen- 
did exhibit made by the Remington Typewriter 
Co. on the occasion of the recent convention of 
the Local Freight Agents’ Associatior This ex- 


hibit included a complete line of Remington 
Wahl machines and of Remington billing ma 
hines intended for every conceivable purpose 
ncluded in this field, and was an impressive il 


i 

lustration of the thoroughness with whic the 
Remington typewriter is now filling special 
fields. 


: . + 

J. T. Malleson, resident manager of the Rem- 
ington Typewriter Co. at Albany, N. Y., has 
just returnel from a ten days’ vacation during 
which time he visited Buffalo, Toronto, Cleve- 
land, Toledo and Detroit offices. renewing his 
acquaintances and visiting old friends along the 
line. 


: a . 

G. W. Wilcox, Troy representative of the 
Remington Typewriter Co has been hustling 
these hot days trying to keep apace with the de- 
mands upon him. Although a new man in the 
typewriter business, he gives promise of meas- 
iring up to the highest expectations. 

> > 


G. L. T. Macfarlane, who covers the nort 
western portion of New York for the Albany * 
fice of the Remington Typewriter Co., has just 
returned from a profitable trip 

Allentown, Pa. 

Mr. and Mrs. Alvin B. Robeson, of No. 25 
North Franklin street, left recently for Phila 
delphia, where they locate Mr. Robeson is the 
agent for the Underwood Typewriter Company 
and has been transferred to the Philadelphia of 
fice of the same concern. 

Atlanta, Ga. 

The Atlanta office of the Remington Typewrit 
er Company has recently leased the entire build- 
ing at 56 North Broad street, and three floors of 
this building will hereafter be devoted to the 
Remington business As a result the Atlanta 
office of the Remington Typewriter Company is 
now one of the largest and most attractive type- 
writer sales offices ever established in the South. 

Atlantic City, N. J. 

The doctors’ convention on Young's Pier and 
the Master Mechanics’ and the Car Builders’ 
convention were well attended The Smith 
Premier of Syracuse had an attractive display 
of No. 10 Visibles, and the St. Louis Typewriter 
Exchange exhibited a fine line of rebuilts which 
were all sold before the convention was over 
and many orders were filled from Chicago and 
St. Louis shipments. It seems everybody in At 
lantic City is buying a typewriter Business is 
so good here that the St. Louis Typewriter Ex- 
change have established an agency at No. 2015 
on the Boardwalk, opposite the Million Dollar 





Pier. Wm. W. Graham was appointed local rep 
resentative 
Austin, Tex. 

George S. Reid, state manager of the Smith 
Pren Sales Company, has just returned fron 
an extensive trip over the territory He went 
down t t Mexican border and also over into 
the Gulf Coast country, where he reports a fine, 
healt ndition of business Som parts of 
the state have suffered from the long drought 
but recent rains assure a good cotton cro] Mr 
Reid says s business has been good nd t 
he is looking for a better business this f than 
ever bel 

Baltimore, Md. 

71 ( intry territory of the Balt ffice 
of the R ngton Typewriter Company covered 
by C. B. Foreman, who is traveling tl r 
terests f that company, includes Frederick 
County, Md Mr. Foreman was born and raised 
n Frederick County, and enjoys the distinction 
of being the president of the irederi ( nt} 
Colony of Baltimore, an organizatior ed t 
promot fs d fellowship among oO 
that « The cordial reception Mr Fore 
man is receiving from his old friends nd the 
excelle ecess he is meeting wit vou eem 
to cont lict the old adage that i prophet is 
not without honor save in his own country and 


among kindred.’’ Mr. Foreman reports 
that the new models of the Remingtor No. 10 
ind No. 1 ire attracting much t I IT 


purchas {f writing machines 


ness out is excellent, in spit 
wea 
Bangor, Me 

During the ast six months 1 nd 
Leslie I jones of Bangor, Mé who 
Smi Pr typewriter for Easter Maine 

is PD tically doubled his business ym - 
pared with the same six months f t ear 
Mr. Jones believes that good times rely 
wit! is, that the No. 10 Smith Pret 3 a 
winne ind that a good big hustle dos e rest 

Birmingham, Ala. 

Ww. I McCrary, formerly connect t 
Dlinoi Central Railway has joined e ranks 
of the Remington typewriter sales for this 
city Mr. McCrary has already mad n excel- 
lent start I his new field 

Bombay, India. 

The Remington Typewriter Compar 
does an immense business with native princes 
and othe functionaries in this territor Among 
the mar iles of new Remington models of 
this cl ucter reported last mont! t 
His Highness the Thakore Sahib of Jar nagal 


readers will recognize in this native 
potentate no other person that the celebrated 
Ranji of world-wide cricket renown and 
American readers will be interested to kn that 
‘Ranji’ enjoys a fame in England as a *ket- 
er probably exceeding that of any hero of the 
foot ball gridiron or base ball diamond in the 
United States The purchase of a new model 
Remington by His Highness proves that cricket 
is not the only western institution that ‘‘Ranji’’ 
appreciates 


Our Eng 


Boston, Mass. 

It is the intention of the Smith Premier 
writer Company to run a successful empl 
department in its office at No. 15 Mil ! 

Mass In quite a number of cases of 
as also served as a matrimonial bureau, 
stenographers have unged 


T ype- 
yment 





Boston 
late it 
as many) if the 





ARCHIE PIKE AND STAFF AT ROYAL CON VENTION 


IN NEW ORLEANS. 
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*~ If You Gan t Come to Our Factory 
=e Let Us Send Our Factory to You 


We have prepared a booklet showing a series of pictures and giving a brief 
description of our factory. We call it “Picture Evidence” and we want to send 


it to you. 





There is a difference between the buying and selling of second-hand typewriters 
and representing an identified line of goods. The size of our factory, the com- 
pleteness of our equipment and the uniform quality of our product means 


stability to your business. 


The successful building of a retail typewriter business does not depend so much 
upon the transient buyer of a single typewriter as upon the continued patron- 


age of regular customers. 


If you sell the user of more than one typewriter a satisfactory machine it is 
important to you that you be able to duplicate that machine exactly when you 
receive the repeat order. Hence the necessity of a reliable source of supply. 


The large users of typewriters are rapidly turning to the Grady-Rebuilt idea 
because they find that they can depend upon a uniform quality, a fixed price 
and can locate the responsibility through the Grady Guarantee. 


Lack of confidence is the greatest obstacle to be overcome. A little later the 
busy season will be upon you and you will not have time to devote to the 
question of policy. Send for “Picture Evidence” and our new price list today. 








EBUILT "AS GOOD AS EVER™* i 
TVPEWRITER. yy 
UB 


COMPANY” 


80-82-84-86 North May St.,Chicago, ll. (7 





President 




















THE GRADY REBUILT BUSINESS SPREADS ALL OVER THE WORLD 
SS 














68 OFFICE APPLIANCES 


THE INCOMPARABLE 


THIS LIST WITH 








THE DALTON y, 

DID IT ve ° ° SUB TOTALS 
Time 7 Second {VY Adding Machine =." 

0 Ww, 

7 65 —- 76 50 

5 50 ; 54 50 

4 50 150 00 

65 00 


135 50 
1 50 
15 

185 75 
4 50 

35 50 
150 00 
250 00 
55 00 
550 00 


1009 


er 4 

24 50 

125 60 

225 75 
7 50 

152 50 
9 75 


te Try this on your Machine 
We chall the world ¢t oduce N 
Try this on your Machine _ ve Glen Ee WEES 6) geetese A 
I TAB that is equivalent to the 
for finding the interest on any sum 
of money for a given time. 


Example No. 2. Figure the interest on 
$123.45 for four months and three days at 4 


is the only practical 


THE DALTON machine for 
MULTIPLICATION 


Example No. 1 
Multiply 314563 by 1324 123 45 
0 123 45 
3145 63 125 45 
3145 63 1234 50 
1234 50 


53145 65 
5145 63 
51456 30 
51456 30 
5145635 00 
514565 00 
314565 00 
51456350 00 


123545 00 


HE DALTON is more firmly intrench- 
ing itself every day in the hearts of 
the financial and commercial world. Our 
most enthusiastic endorsers are our first 
purchasers and we have sold the largest 
corporations and most discriminating buy- 


AV ACAQITA ) - 2 ° 
SL04014 ers in the world. We haven't a dissatisfied 
Above product on TH : N in five purchaser. 
seconds NS 
TRY THIS ON YOUR MACHINE 


151 84 
1518 40 
15184 00 
151840 00 


TRY THIS ON YOUR MACHINE 


Section of tax-book showing crossfooting on the DALTON. 


STATE TAX COUNTY TAX ROAD TAX SCHOOL TAX TOTAL TAX 
12 47 13 41 21 50 7 66 


Bankers’ daily balance showing sheet crossfooting and subtraction. 


OLD BAL. DEPOSITS CHECKS NEW BAL. 
John H. Smith 2544 14 766 S6 E 897 60 


my v4 is without doubt the simplest, fastest, most perfect ye vk has but ten keys and no attention whatever has to 
HE DAL O practical and versatile adding and _ calculating HE DAL O be paid to the numerical order, the machine per 
machine ever invented It is in a class by itself. It performs all the work of any forming automatically this function which has heretofore devolved upon the 
of the old style eighty-one key machines with greater speed aad ease and in addi- 


tion thereto does many things that they cannot do. 


operator. 
The instantaneous success of the DALTON is due in part to its speed, visible 


THE DALTO is a modern mechanical marvel that adds, subtracts, printing, small key board, simplicity, ease of operation, etc., etc. A DALTON in 
multiplies, tabulates, figures interest and performs your office is capable of demonstrating its superiority over old style eighty-one key 
many other mathematical calculations with such facility, speed and accuracy as to machines, and winning for itself a permanent home. 
Write for further information. 


make it indispensable in any office where figures are dealt with. 
FACTORY AND MAIN OFFICE: 


ADDING TYPEWRITER COMPANY poprar’surr. MISSOURI 
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TYPEWRITER NEWS.—Continued. the machine described A great deal of atte e sidewalk in front is practically blocked, 


; ion is been attracted by ths nove vindow nany people having to step off the walk into 

their vocation and are now sweet and loving displa e streets to pass the window. 

wives. The genial shipper of the office, Walter * *¢ Se 6-6 

Kelly, took into himself a helpmate on June F. M. Hoyt, a well known typewrite! ul \Warner Peterson, who has acted as the Waco 
7th; also the amiable cashier, Miss Alice Snow, now has a city territory for the Smit Premi¢ epresentative of The Smith Premier Sales 
was married June 21st M Company in Buffalo Company, under Dallas, has been transferred 
—" ' . : ; a to the Lexington, Kentucky, territory of the 
R. E : Thomas of the Boston office of the e Smith Premier office at Buff ) ike a Smit! Premier Typewriter Company, under 
Smith Premier Typewriter Company is one of the other Smith Premier offices in the various Cincinnati, Ohio, branch office of the same com- 



























the most energetic salesmen known in this sec- ities, is at present displaying interesting and pan) Mr. Peterson reports business brisk in 
tion, althoug! e has not been in the business ittractive window decorations is new field, 
so long as some of his co-workers He is brim . 2s @ s 2&0 
full of typewriter enthusiasm, and not onl) J. H. Blodgett, formerly manag f the Cin Fr. A. Wiggins, repairman for the Louisville, 
talks typewriter, but also breathes, eats and cinnati office of the Underwood Typewriter Co Ky., Sub-Office under the Cincinna.. branch of 
sleeps in typewriter atmosphere as been transferred to Buffalo, where e will the Smith Premier Typewriter Company has 
Brisbane, Australia. manage the Buffalo office. been confined to his home at Columbus, Ohio, 
an » fron NM mart f van ls ‘ Chicago, Ill. by illness. His early recovery is expected, 
_ eoree ’ _ parts Australia indicat Walter Chasse intil recently wit! e Smitli Meictls 
amt a Remaesen Trp Magen ine Me Bo Premier office in Chicago, has severed his con J. O. Stedel, formerly proprietor of the Type- 
Antipodean continent is eaking some records - : i — BS: 
Some of the advices from Brisbane and the nection w tl that company and is now located writer Headquarters on West Fourth, has 
provinces of Queensland are especially remark if 16% Dearborn St being in business for him come associated with the Cincinnati Typewriter 
able. Two Remington salesmen in Queensland mn a a mxcnange, ah ae 
a te a ae — _— Rae = ribo fypewriter Emporium, $15,000 nufactur H. G. Myers, local manager of the Blickens- 
which would do honor to any typewriter sales and deal in typewriters; Eugene W. Shipmar derfer Typewriter Co., was married on July 
men in any part of the world. Mr. Grace. the William H. N. Shipman, M. Perey Shipman th. His bride came from Indianapolis. Her 
Remington manager it Brisbane, reports that . . e ‘ Se Miss May Bey 
salesmen and buyers alike are enthusiastic over . : cal office of the Remington Typewrite1 ae _ , . 
the new R ngton models ( not only did a smashing business last mont Che Royal Typewriter Co. had for callers re- 
t so established a new record in the sal ently, H. T. Boulden and G. E. Smith. 
Bruseels, Belgium. f Remington typewriters equipped wit the Ps 
The event he mont n this territory ha Wa Adding ind Subtracting Attachment \. E. Rattenbury an old typewriter man now 
been the ntroduction int e management of Every month the sale of Remington-Wahl ma with the Royal Typewriter Co. is convalescing 
the Remington Typewriter branch in Brussels ines is making headway and it has alread ifter an operation for appendicitis, 
of Mr! FE. Marriello, formerly the Remington become one f the leading factors in the billing * * 8 
manager in Portugal Tl event was cele field Mr. Neahr, of the Underwood Typewriter Co., 
brated by a anquet at the Hotel Metropole, Cincinnati, O. is a recent visitor . the local office 
which was ttended by M Cassatt, the Euro \ an indication of business ré i n the 
pean directo M Heritage, the former man Cincinnati territory, The Smith Premier Typ¢ Louis Block, a eet sie typewriter man at 
ager, who has been promoted to the Remington vriter Co. of Cincinnati Ohio reports an in Louisville, Ky., has acception a position with 
brancl n P ind the entire sales force of rease of more than 100% in permanent and the L. C. Smith Typewriter Co. 
the Remington branch in Belgium, Mr. Mar temporary positions filled by its employment de wa Sacto 
riello in coming to Belgium nds a thorough partment for the month of June, 1909, as com Sam’! Johnson is selling L. C. Smith Type- 
Remington rganization well organized, faith- pared with the same month in 1908 writer in West Virginia. Mr. Johnson formerly 
ful and devoted to the hous« This organiza [Typewriter and typewriter supply sales fo! was with the Elliott-Fisher Co, at St. Louis. 
tion has been recently doing a record-breaking the same office in June also show a marked ae 69 
business and under his leadership its future nerease over June, 1908 E. W. Deputy, formerly a supply man with 
success is undoubted _ = he loeal office of L. C. Smith Bros., has been 
Buffalo, N. Y. Miss Anna M. Hey, a one armed pewriter promoted to salesman in the Central Kentucky 
The new N¢ 10 Model Visible Smith Premie! operator of Cincinnati, Ohio, has been touring erritory. 
is displayed the window of the Smith Prem some of the offices of The Smith Premier Type - ee 
ier Co. office with large colored arrows pointing writer Company, giving demonstrations in the Miss M. F. Horst of the L. C, Smith Bros. 
directly to th irious features of the machine window for about three hours daily She also lypewriter Co. is enjoying a vacation in Michi- 
Attractive window cards, printed in large type, give demonstrations in the oyment dé gan 
are used t 1 ribe the features pointed out partment She has already visited the offices Cleveland, O, 
by the arrows t Cincinnati, Indianapolis, St. Louis, Nashville Che ‘leveland office of The Smith Premier 
One or two features on the machine are nd Chicago and in every case her demonstra ype ie Company reports that that office is 
lealt with at a time, and the window decora t was productive of the utmost good Nearly owing about 100% improvement over the 
tion is changed frequentl nd other points of all the time that she is working in the window previous month's business and promise of busi- 
yay! 
SSR EEE Sie 
teat 
= No More. Smeary Erasures 





Dealers everywhere are finding the OTTO- 
ROTAR Y eraser a good sel ller because it 
meets the requirements of the modern typ- 
ist—does neat, clean rapid work—avoids 
smears and blurs 


INEXPENSIVE! SIMPLE! PRACTICAL! 


The OTTO-ROTARY eraser is attached , 
to a flexible stee] shaft permitting erasures 
anywhere on the page; operates same as a 
dentist’s burrow, just a slight turn of the 


little wheel, a touch of the rubber to the 


] iCil 


paper, and the error has vanished, 





Your trade will ippreciate this device. 





Let us send you circulars and terms and 
p sample machine with you. Wewant 


epresentatives everywhere. 


OTTO TYPEWRITER WORKS, 


PRINCETON, IND. 
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{ ness even during the vacation period is 
' encouraging One salesman on the eight lay 
of the month has already scored a mont 
ness with twenty business days ahead 
* t * 


A new member of the city sales I I 
Remington Typewriter Co. is J. G. ¢ kite 
who was som time ago connected t 
Remington office in Chicago 

a. * = 


The Cleveland office of the Remingtor 





writer Co. has also engaged Guy W Ir ff as 
traveling salesman with headquarters at Ma 
field Mr Imhoff was formerly manager 
the Central Union Telephone Co. at Ashland 
> oo * 
Wm. K. DeLaney has been appointed dist t 
salesman for the Remington Typewriter Com 
and pany, headquarters at Zanesville, O M LD 
Laney is already making himself ear from 
in that territory 
> 7 » 
H. M. Wakeman, manager of the Cl ind 
territory for the Remington Typewrite Com 
- - pany, reports an increase of over 200 in new 
Decorated or Plain All Sizes machine sales for the first five months of the 
year over the same corresponding period of last 


ied Delavan, Wis. 
. . The Star-Observer has taken the ag 
Correct Prices — Prompt Delivery the Oliver typewriter. 


Denver, Col. 





The Denver Office of The Smith Premier Typ¢ 
writer Company says that business is picking 
up all over the territory. Crops and conditions 


generally good, and a big demand for the No 


DECORATED METAL MFG C0 10, A. L Armstrong has returned fror the 
Pacific Coast and accepted a position as specia 
1 ' representative with the Denver office f the 
Smith Premier Typewriter Company 
43 Murray St. NEW YORK ‘a 


- The Denver office is pleased to acknowledge a 
(Only Exclusive Makersof Ribbon Boxes and Spools. ) nih Preis tetera. 
* * = 


A. G. Hdwards has returned to the inks 
the Remington Typewriter Company ! Den 
ver. Two months ago Mr. Edwards sought his 
fortunes in other fields, but it did not take him 
long to re-enlist under the banner of the Red 
Seal. 

> . © 

The local office of the Remington Typewriteé 
Company is doing a business this summer whic! 
proves that the so-called dull season does not 
exist for the typewriter man or typewriter of 
fice which is determined to get the business 
The business of the Remington office in Denve 























is not only record-breaking for the summer 
months, but also approaches the hig wat 
————_ —m—mDo@ma€lV—¥_0D"DWDWDDmnSES——== —— — —— mark of business done in other seasons 
* * > 
Reilly Payne, formerly with the Typewriter & 
e Office Supplies Company of Colorado Springs 
| ree Yla er | has been appointed dealer for Utah, Id ind 
Montana and has moved to Salt Lake ng 
| } out at Colorado Springs 
] + * 
| A. E. Roberts, formerly of the Typewrite & 
7" of the ~ ae } Office Supplies Company at Colorad Springs 
| has opened a repair and rebuilt business | 


| 
+ 99 1] Western Typewriter Sales Co. on Welton street 
i! between Fifteenth and Sixteent! 
DESK Cc | a al 
cos a men Dean Swift, formerly purchasing ize! of 
Smith-Brooks Printing Company Denver! has 








taken charge of the office fixtures and supplies 
| (PATENTED) department and will make it a leader in Co 
| : rado He is considering taking the dealers 
| a “Hi-Lo” attachment is a space economizer. Can be attached a Se ee ee eee 
2 ° e laT KE 
| to any roll top desk without use of screws, bolts, or nails Pro  - 
. , . . “fl . — - J. T. Whitehead of the Royal 17 
vides an extra desk for bookkeeping, drawing, displaying samples, Cuaeaner ts ieee wee te Chicane Ya 
et Sets on top of desk, out of way, when notin use. Sells a ae Bs oo’ a " : oe ; 

‘ : . L secroft toyal dealer fo tal nd Id 
readily to the business man with crowded othces, or to the pro- ho (at Ogden) reports large business and is 
fessional man tor the home or private office, where a ¢ lumsy\ stand oo eg ee ee =" 

; * * « 


g de Ss né ‘sirable 
ing desk is not desirable Zobt. J. Craddock. manager of the typewrité 


We want a reliable dealer in every community to help us place it department of the Office Equipment tCompar 
: reports a large business for the Monarc!] 








before the public Detroit, Mich. 
_ 4s . = - , | The Detroit office of the Smith Premier ‘1 
a To show our confidence in the Hi-Lo” we will, for a limited time, writer Company announces the marriage 
= . , seat @ . — > ao “ERS ” £.. mM - o their Saginaw salesman, Harry W. Kinne} 
furnish to one dealer in a territory a “Hi-Lo” for demonstrating io Lan tt Gidea at Martince 2 
in show room or window. If not sold it can be returned at our on June 30th 
—- * ; —_— Duluth, Minn. 
expense Ample time will be given to try it out and it won tcost L. C. Coffin is now representing the B kens 
you apenny. There are no “‘strings’’ to this offer. We simply || derfer typewriter in, Duluth 
want to show you what the ‘‘Hi-Lo”’ is and how vou can secure George Orr, manager of the L. C. Smith & 
1] . A : s : Bros. Typewriter Co.’s Duluth branch is hand 
| profitable business you are now losing ed in his resignation to take effect in the neat 
| n> ‘ne : 99 . .4 tuture, and will enter the employ of the Toledo 
The ‘“‘Hi-Lo”’ will be demonstrated at the Business Show in Madison Computing Scale Co. as manager of their Cedat 
. aca fiadda Se 9 : ») . Fe ns aicle Rapids, iowa, branch Mr. Orr has beer! tl 
Square Garden, Sept. 24—Oct. 2d, Booth 156, main aisle tice Gide the & maar Oe seora ond 


is well fitted for his new work 
> > 


Hi L D k C 158 Nassau Street, Sia teed, Seale tap eeeecen ¥ 
I-LO es 0. NEW YORK PS 2a gy 


has covered himself with glory 
> > > 











The Remington Typewriter Co " ecent 


! 
—— = ——_————— — — —— moved into much larger and bette ‘ ers { 
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TYPEWRITER NEWS—Continued. 


106 W. First street They now occupy one of 
the large storerooms on the main floor of the 
new Commercial building 
> 7 e 

Miss M. J. Tranah, lately associated with Miss 
Barnett, has opened up a new stenographic bu 
reau in the Commercial building, with the Rem 
ington Typewriter Co 


* > > 
J. P. Daves, one of the best known type 
writer men in the west, spent several days in 
Duluth recently Mr Daves is now connected 


with the agency department of the Monare 
Typewriter Co 
Fort Wayne, Ind. 

J. R. Hunt, the district manager of the Rem 
ington Company’s local office, is doing a record 
smashing business with the new models, No. 10 
and No. 11 Mr. Hunt has recently purchased 
one of the latest model Buicks, so he expects to 
give his friends, the competitors, a merry chas« 





Mr. Hunt is a recipient of the five-year service 
badge given by the Remington Typewriter Com 
pany for long and efficient service. 

. . * 

Cc H. Davis, previously with the Smith Pre 
mier Typewriter Company of Indianapolis, is 
now stationed at Fort Wayne, Ind., looking after 
the company’s interests 


Grand Junction, Col. 

J. Cc. Vining, former superintendent of the 
Colorado Midland Railroad, but now at the head 
of a land company dealing in Grand Valley 
tracts, has sold two 20-acre fruit farms situ 
ated one and one-half mile from Grand June 


tion to C. F. Wilcox and James Anderson, of 
Woodstock, Ill., officers of the Oliver Typewrit 
ing Companys The price paid for this land was 
$450 per acre, making a total of $18,000 for the 
two tracts The land contains three-year-old 
apple and peach trees while ave already begun 
to bear handsomely 
Grand Rapids, Mich. 
Irving Franks, formerly manager of the direct 


sales department of the Fox Typewriter Com- 
pany, has been made manager of the company’s 
advertising departments He will handle the 
advertising in connection with his present work 
in the sales department Mr. Franks is an able 
man and an attractive and delightful gentleman 
with a host of friends He has had consid- 
erable experience in the advertising field and his 


selection as advertising manager of the Fox 
Company is a good move Few men could take 
the place wit better prospects of success in 


the position 
Groton, N. Y. 

Representative J. Sloat Fassett, of Elmira, 
and Senator Benn Conger. of Groton, are di- 
rectors of the Standard Typewriter Company of 
Groton, with a capital of $1,000,000, which was 
incorporated to manufacture typewriters. The ) " 
other directors are Charles H. Blood, Ithaca; ‘ = 7R FOR "OARS . 

Carleton F. Brown. Hoosick Ernest Woods, Sy- A LEADER Ft R j EARS AND A LEADER 


racuse: Jay Conger, Groton, and David W. Van he TO-DA Y AS WELL” 


os, “Se LITTLE'S CARBON PAPERS 


Harrisburg, Pa. 
George P. Deacon will represent the L. C 

Smith Bros. Typewriter Company. Mr. Deacon as a synonym for qualit re re 

is a prominent member of the Harrisburg Park : F the hk yb b Soeeenans 

Golf Club and devotes much of his spare time ‘tl 1¢ Well-KnNOWN Drands 


om Hartford, Conn — | “Cobweb” ‘Satin Finish” ‘Gold Seal” 


The baseball team of the Royal Typewriter 








Company, under the management of A. A, Mac- known the world over, wherever Typewriters are 
Kay, has been playing some great games this | used, always the same. : 


season. They recently posted a forfeit of $100 
for a game with the Hartford Rubber Works | 
team, and great local enthusiasm was worked | 
up over the match. They have lost six out of | 


LITTLE'S “SATIN FINISH” AND “GOLD SEAL” RIBBONS 
- ha Always uniform, afford the highest degree of satisfac- 
columns ot a wae hict A lB aga Bn tory service under all conditions. 

to play Their line-up s as follows Pertins A “LITTLE” AGENCY IS A BIG BUSINESS ASSET 


second base Bacon shor tstop; Cleary, third 


base: Johnson. left field: Horan. first base: Fa 
gan, catcher: Vannie, center field; Logan, right A P i J { | ‘ KE 
field Ledwitl pitcher; Milton, pitcher; A. A << 
McKay, manager ; 
a a Main Office and Factory 


Manarch works, Byracues, is spending his vaca ROCHESTER, NEW YORK, U. S. A. 














tion in ¢ Zo Mr. Reynolds was connected Branch Ofifices: 
with the C go Remington office for several NEW YORK, PHILADELPHIA, PITTSBURG, CLEVELAND, 
vears before going to Syracuse. Since living in WASHINGTON, D. C. 
the east. Mr. Revnolds is become very pros : . - 
perous. he eing the owner of a large flour mill Distributing Oftices: 
pp Rt For Chicago and the West Hi 
ROCK WELL-BARNES CO., CHICAGO. 
Houston, Tex , For London and the Continent: Wm. Hoare & Co., 28 Basinghall 

W.RM a ee ry n typewriter man Street, London, E. C. 
if Sout . paid ‘ tor i isi his } . . 
+ Fos u _— I q magne Fah me “~ — For Australia: Stott & Hoare, 426 Collins Street, Melbourne. 
pus Christ thre: ind that keeps hi e New York i spacious ground floor at 287 Broadway, 
oo ns ct Shae tear laelvia dastim aie ee Cor Resde St., t, finest and best equipped office in the 
rison | x now and he has to hustle I evote pewriter Supplies. Dealers, Typewriter 

. welcome. 

FW | ett. forme the Smith Premiet 

tv sa ’ it Houstor was recently trans 
ferred t count! territory in Northeast 
Texas rinning July ist he takes 
chargé f the city trade n Dallas, succeeding 
m mw. Le ig Mr I j has resigned 
ind will co into the lumber and real estate busi 
ness wit rother in Portland, Ore Before 





J. E. THOMAS, President 


THE PIONEERS IN THE BUSINESS 
OF REBUILDING TYPEWRITERS 
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A. K. GOODRICH, Secretary 





Mechanic’s Tools and 


Typewriter Parts 
Supplied to the Trade 


Cylinders Recovered 
All Makes 





TYPEWRITER INSPECTION CO. 
317 BROADWAY, NEW YORK. 


ESTABLISHED: ---1892. 











Check the Articles that You Use 


and drop in the mail, but be sure to check 
the articles that you use even if they are 
only leased or on trial 

Adding Machine 
Typewriter 
Phonograph 


Autographic 
Register 


Bill-Lading 
Machine 


Card Cabinet (size) 
Telephone 


Dun or Brad- 
streets Book 





Special Machines 


“As Convenient as Your Favorite Pen'’ 


My business is to locate your Adding 
Machines and Typewriters, your Tele- 
phones, Bill of Lading Machines, Auto- 
graphic Register Machines and Smal]! Card 
Index Cabinets, your Dun and Bradstreets 
Book, etc, where they will do the most 
good. Will you cut out this ‘“‘ad”’ and send 
ittome? That’sall I want, but I want 


you to do it now. HENDRICKS. 


Adjustable Table Co. "0" *"".., 





HIST YIL 
ererrs 


TRADE MARK 








> 

=J 

a4 
etic 



































Smallest, Fastest, Cheapest 
Practical and Reliable 
Computing Machine 
Carries Automatically. Resets mechanically 
Adds, Subtracts, Multiplies, Divides, Etc. 


Time-Saving! Brain-Resting! 
No Office Complete Without It 
For particulars, agencies and discounts, address 


ARITHSTYLE COMPANY 
Leipziger Str.112 Berlin, W. 8, Germany. 

















Figure your expense for distribution of your Advertising Matter last year, then figure with 


THE INTERSTATE DISTRIBUTING CO., 
THE BONDED DISTRIBUTORS, 


who will submit you figures whereby you can save money 


INTERSTATE DISTRIBUTING CO., 


227 Masonic Temple 





No restriction as to territory. 


PEORIA, ILL. 








TYPEWRITER NEWS—Continued. 
coming to Dallas, he was a city salesman for 
the Smith Premier Company at St. Louis 

Indianapolis, ind. 

The Indianapolis force of the Smit Premiel! 
Typewriter Co. gave their annual picnic or 
Saturday, June 26th, at Broad Ripple Park. The 
facilities here for bathing are fine, and 
joyed the afternoon. There were twent 
people present, with refreshments enough for 
fifty 

W. L. Sticky won the 220-yd. das} th Geo 
E. Fiscus a close second F. W. Beck 
running broad jump, the only diffi 
that Beck was so heavy he had to be dug out 


of the ground after he lit. There is no questior 
but that Mr. Stahlhut easily carried off the 
honors in fancy manipulations é bat 
chute coming down this incline 
graceful and otherwise motions I f i 
Wayne won the swimming and di g ces 

rt rewards for the various ever ‘ 
ilike, namely, an excellent suppe1 

> * - 

rhe 1 ntle of Massachusetts s« ive 
faller ! Indiana which now | j é nore 
authors » the square mile thar ! é tate 

n rhe local office ot the nel ng 

ton ‘lypewriter Co. report that tw n r the 
Indiana galaxy of authors, 1 ‘ M 
Ni oO nd Charles Major 
p ed model 10 Remingtor 


Ed. Greble a well known 
the Remington Typewriter C< I 


aistinctior of having sold the ge he ] 
Ren gton Wahl Adder in the stats eN 
equipped with three totalizers t » el 
Insural Company 

V\ \ ringler who for st 
Mval e territory for the Ren g 
pany is recently been promotes t 
mal n Indianapolis 

W r. Warren is a new didtio R 
ington sales force Mr Warre! 
im the nsurance business anda 


pupil in the typewriter eg 
Jackson, Tenn. 
John D. E. Boaz, who has su 
sented the West Tennessee ter! 
Oliver Typewriter Company for the past four 


years as been promoted and trar erred 
the Nashville territory. 

Dan B. Gooch, formerly local gt for t 
same company at Selmer, Tennessee, takes M 
Boaz's place here, 1e having rrived from 
Chicago recently, where he was te d 
for special instruction in the genera ffi 


For the present Mr. Boaz’s tami A remair 
in Jackson at their home on Highilar enug¢ 
Joplin, Mo. 


Cc. B. Whitney, who has recent! beer n 
manager of the Joplin office of the Sn 
Premier Typewriter Company, has purchased a 
home in that city and recently f 1 a short 
call on the Kansas City office or is ret 
from Iowa with his bride. He is going back t 
his office with a determination lout ~ 


former business, though that has been excellent 


Indications are that he is going to! ke a 
success as a sub-branch manage! 
Kalamazoo, Mich. 

M. V. Coverstone is a new bra ig 
for the L. C. Smith & Bros. Typew Con 
pany ere 

Kansas City, Mo 

I Kansas City office of The S Pre 
Typewriter Co. has just enjoyed a t fi 
Mr. Plowman, manager of the Or fT 
He reports that business nt 
prospects fine 

: > * 

F. S. Handley, of the local offi of the Re 
ington Typewriter Company s ect ng ¢ 
gratulations for the notable ecord whicl 


made last month in the sal 
billing typewriters 
. > . 

Mr. Wynne, formerly manage! 
can Writing Machine Company, proprietors 0o 
the Typewriter Exchange in Kansas City, has 
entered the sales organization 
City office of the Remington Typewriter Com 
pany Mr. Wynne has been assigned to a very 


important territory, and his past successes in 
the typewriter business afford ampl« ssurance 
that he will make a great record in the sale 
of the Remington typewriter 
London, England. 

Among recent sales to notable personages ré 
ported by the London office of the Remington 
Typewriter Co, is a model 10 Remington to the 
Right Honorable Winston Chur President 
f the Board of Trade The Board of Trade is 
recent made extensive purs ises of new ! lel 
Remingtons 

Los Angeles, Cal 

L. & M. Alexander & Co., Pacif Coast deal 
I for the L. C. Smith and Br typewriter! 

ort business brisk in southern C fornia and 
\rizona notwithstanding the sun er season 
nd the Elks’ convention, which was observe 
is a general holiday Among the recent notable 
sales reported were all L. C. Smith & Bros 
typewriters to the San Pedro, Los Angeles & 


ke Railway Company 
> > . 


Frank K. Harvey, formerly wit the U2 
wood t San Francisco, is now w the R ul 
it I ; Angeles Mr Harve re t bought 

> 
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a bungalow in the City of the Angels, it being 
aI his intention to settle there permanently. After 
n having been in many of the large cities through- 
1e out the country Mr. Harvey remarks, ‘‘Los An 
ss geles is good enough for me 
n Milwaukee, Wis. 
os Andreas Bothe, Wisconsin and Upper Michi 
. gan manager of the Monarch Typewriter Com 
“a pany, has ist returned from a seven weeks’ 
Z trip to Europe Mr. Bothe accompanied his 
it mother t the old family home in Germany and 
n later visited France and Belgium 
1e I found th typewriter business at a very 
h satisfact stage in Europe,’ said Mr. Bothe, 
. ind Ia pleased to say that the Monarch is 
rt meeting with excellent demands abroad. I had 
1 splendid time and more than enjoyed the 
, first vacation that 1 had had in four years’ 
. time I found everything at the Milwaukee ’ ; . 
office r xcellent shape at my return and my f ave b > } = | d f 
, office in excellent shape at my return and my | Tf you haven’t been getting the results you expected from 
‘ dort id secured an excellent business.”’ . . 
fe nn weenee cnt de cctley acuthern ang | YOUF Ribbon and Carbon Department—let us tell you about 
al \ ey ane A ,e1ey, 50 ana 
‘ central Wisconsin representatives of the Ren } . li Cae 4 d ae . 
“ ington pewriter Company, with headquarters tne qua 1t1es an prices of the 
i Mad e enjt g a vacation at Louis 


‘thomas #. Crean, ruperintenaent ot amet | ** WW OIRILD” and “TUALRDO™ 


sales of Remington Typewriter Company 



































“ ecent le the Milwaukee offices of the 
d : ; 
1] ompal fficial i . BRANDS OF : 
‘ rhe \ Remingtor fitted with Arabic 
Rec MRE et i Ah RIBBONS and CARBONS 
i Milwaukee establishment of the Remington at 
~ he | I and creating no end f 
. nterest ompanying the machine, is an oi r ‘} . . 
PREG CROWN SOS ES. SS NES ES ee [hey mean more money for you and greater satisfaction to 
P » Engelhard ha oined the sales force : 
eS f the Remington Typewrit« Company at M your customers. 
4 waukee, s eeding A. F. F. Uttecht 
D. B I Donald, f merly in charge of the 
sub-office the Remington at Lincoln, Neb 
has joines e forces of the Milwaukee bran 
~ f the Ur rwood Typewriter Company and is 
itv sale al inder James T Dee, Wisconsil 
and Uppe Michigan manager of the compan) 
"§ . we. Ce formerly city salesman with the 
oe Underwood at Milwaukee is now located at 
: Oshkosh as representative of the company. 
ys * * + 
n G. R. Curtis, formerly with the Underwood at 
; Columbus, O is now located in the upper 
peninsula of Michigan under the jurisdiction of 
™ the Milwaukee office 
in The Milwaukee branch of the Underwood s¢ 
rt ured the second prize for the month of June ir 
-_ the $1,600 gold prize medal contest which is be 
Se ing conducted by the company. James T. Dee 
ia. manage! eports that some excellent sales are 
, being rounded up despite the warm weather. 
it * + * 
si Che Molle Typewriter Company, with a capi 
stock of $50,000 has been organized at 
_ Antigo. Wis.. by residents of that city. A fa 
“! tory W be erected at either Chicago, Milwau 
, kee, Oshkosh or Madison and the new Molle 
typewrit« will be turned out. The new ma 
a chine w invented by Anton Molle, formerly of 
m Mi initow ind Two Rivers, and now a resident 
og of ant v0 \lthough the new machine weighs 
a but fifteen pounds, it is claimed that it will 
stand t wear and tear and that it has many 
idvantages over several of the other machines The 
: now on the market ‘ a 
In the eplevin action brought by the L. C . 
Smit Bre Cvypewriter Company against Chri 241 n W . 
n np se ee Center Street, NEW YORK, U.S. A. 
let ny oP hae ee ee ails THE BOCK CO., Western Agents, First National Bank Building, Chicago 
oa he les in the possession — the ge ae C. D. JOCELYN & CO., 4! So. 15th St , Philadelphia, Distributing Agents for Pennsylvania 
; Mining Company, was seized on a writ of at 
_ tachment by the gas company, the jury found CENTRAL TYPEWRITER SUPPLY CO.. Kansas City, Mo. 
ns in favor of the plaintiff typewriter company. 
- The jury held that the Germania Mining Com- 
in pany had never secured title to the machine 
- and that therefore the gas company could not 
“ gain title to it. It seems that the mining com 
le pany had paid down a check for $50 as initia 
payment on the machine, but this check was A Y | t st d_in Maps? 
later protested It is understood that the cass CARBON PAPER AND RIBBON re ou n ere e 
: will be ppealed to the circuit court. WE MANUFACTURE AND INSTALL THE MAP 
yn teh gy tn = 
AND TACK SYSTEM. A system recognized by leading 
1€ ’ , Minnoaperte, y= k t merchants as the Ideal System for keeping track of 
nt Harry M. Betts, one of the best known type- Salcs, Salesmen, Agents, Collections, Ete 
1s writer men in the Oliver organization, was seen WE MAKE MAP TACKS AND INDICATING PINS. 
e] on the streets of Minneapolis a few days last WE MAKE MAPS in wax, copper, zine, and stone. 
mont} He said he was looking for cooler WE CARRY MAPS made by all the principal map 
weath«e Not finding it here, he passed on to makers. For the Pocket, for the Wall on plain and spring 
“ Canad: = : lle d in cases. 
. _ . -. Hard Finish Carbon Machinery poliers ond in Catt oe eater ais GA Gn 
j Stenographers are in great demand, especial cloth, on three-ply veneer and pulp board for handy ref- 
- Oliver operators The Employment Bureau has 15 , . erence and the Tack System. 
placed ailable applicants in July years experience WE PUBLISH ATLASES of the United States and the 
a , < - oe . World, for the shipping room, office, home, pocket and 
| one . library. 
rhe Oliver business in Minneapolis exceeded 
s. . 
& in July, 1909, that of the corresponding mont! = Maps and Appliances for Maps Our Specialty 
. last vear by a large volume of business. JOHN WALDRON COMPANY Send for Catalogue and Wholesale Price List 
+ * * 
2 ee ean NEW BRUNSWICK, NEW JERSEY JOHN W. ILIFF & COMPANY 0 
al Oliver typewriter at Voltaire, North Dakota, is 171-173 East Randolph $ 
ht on the direct sales force of the Oliver type 
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We have large assortments of all makes 
of first class machines in the rough. 
All orders promptly filled. 


Write to-day for prices. 


TO THE TRADE ONIY 


B. D. UNDERWOOD TYPEWRITER EXCHANGE 


S22 tLe SGelie Street 








Ohiceaego, til... VU. BS. A 








EVERY GERMAN 


REPRESENTATIVE or CONSUMER 





OFFICE JOURNAL 


OF 
AUSTRIA, GERMANY and SWITZERLAND 


appearing in the German language 


BURO-REFORM 


Including Typewriter and Office Supplies Review 


IF You introduce an office specialty or novelty, 
secure a Patent or offer an article, 


which is not yet well known in the German speak- 


ing countries 
SEND U pi Catalogues and Electros, 
and we will publish an illustrated 


description 


GRATIS in the interest of our readers and 
clients. 


Kindly address the Head Office : 


BURO-REFORM, VERLAG, VIENNA, {i/-2 


(Annual Subscription only $1.50) 


Free sample copy on request. 




















NUMBERING MACHINES 
AND DATING STAMPS 
——— Of Every Description 
ACCURATE— RELIABLE— DURABLE— EFFICIENT 


TWO LEADERS 


Sold by The Stationery and Hand Stamp Dealers 
THE *“‘ATLAS”’ 
NUMBERER $3.50 
6 WHEELS 
12345 
STYLE 


AUTOMATIC 
. CONSECUTIVE ---DUPLICATING 
AND REPEAT 


DIAL SETTING 
ENGRAVED WHEEL 
SELF INKING 


NO SOFT 


METAL OR RUBBER 
IN ITS CONSTRUCTION 


THE “UTILITY” 
DATER $2.50 
AUTOMATIC 
NOV 26 1908 
STYLE 
GOOD FOR 7 YEARS 


SELF-INKING 
PRINTS CLEARLY AND LEGIBLY 


i ND RUBBER 


WM. A. FORCE & CO., Inc. 
59 Beekman St., New York and 188 Monroe St., Chicago 




















4. C. ALBRIGHT, Prop. G 
ST. LOUIS T. W. EXCHANGE 
ALBRIGHT BROS. REBUILT T. W. CO. 
Holland Bldg., St Louis 


u 








TYPEWRITERS in the rough 


PLATENS RECOVERED—50c 


$40 per 100 





FINISHED PLATEN COVERS 


50c each $35 per 100 


dead true steel mandrels fe use only 


best grade Air Cured Rubber 


repaired —Factory Rebuilt 
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writer traveling in Minnesota He x 
Some fine work 
> * ¥ 
jen Marshall, the hustling loca igel 
Frankfort Kentucky, paid the M L1polls 
branc! office a_ visit ast mont He S i 
welcome calle 
* * + 
L.. ¢ Smith, of Syracuse, N. ¥ L 
the | ( Smith Typewriter Compan passea 
throug Minneapolis about July 5 on ar ito 
mobile p through the northwest Wit Mr 
Smith were his wife and two « ire ‘ 


came from Syracuse to Minneapolis 
Duluth and are returning by wa of ¢ gZ0 
In Minneapolis Mr. Smith visited 
of his company 
Newark, N. J. 


The new Remington branch offi 


N. J opens under the most promising idi 
tions rt branch will be located ir Na 
tional State Bank Building at 80S Br d eet 
This is a splendid and commanding locat 
everyone is congratulating W H Mc Bee 

new manager of the Remington t 


is fine and attractive stor 
New Orleans, La. 


Newark n tl 


Mr \. H. Pike, local manager of the Roya 
Typewriter Co., has been doing a fine business 
during the past month, and has ex i 
usual quota of sales by over 140 

: . . 


C. H. Hunter, advertising manage 


Fisher Company who has been mal v 
at the iffices of the company throug 
Southern States, was in New Orle s t rd 


and 24th of July Sales Agent J M VMortor 
is one who appreciates Hunter's te ture and 
was very glad to have Hunter wit hin 
Hunter enjoyed the good things é t 
eat in New Orleans He will makes trip 
through Texas before returning to Ha rg 
> * > 
Sales Agent J M Morton, of E I 
Co.’s New Orleans office, has recently, dded 
his office force an office assistant, Miss Laura 
Hartly who has occupied seve t 
positions as operator on Elliott-ft 
7 > > 
The employment department of the R ng 


ton Typewriter 
filling a considerable y 
making happy both employer ind emploves 
This department of the Remuingt ( ' 
meeting with considerable 
stantly growing 


Company, 831 Gravier street, is 
number of positior 


success and 


. J 
Mr Chamberlain, one of the city salesmen 

with the Remington Company, continues to do 
a splendid business with the new models 
keeping right up during the hot summer mon 
and when fall comes in, Mr. Chamberlair 
he is going to smash all records 

* * > 


A new member of the staff of the temington 
Company is William Miller Baird 
> 2 > 


The Remington office on Gravier street has 
one of the prettiest store fronts among type 


writer offices in New Orleans It can be seer 
almost a block away from either sid ind at 
night when it is lighted is part it 
tractive 


New York, N. Y. 


The public stenographer’s sign. just issued by 
the Remington Typewriter Co., is a beauty It 
is made of hand pressed leather mounted on 
dark wood and the color scheme is yellow fo1 
the lettering and red for the sea the back 
ground being an attractive shade of green 


This sign is a more attractive one than either 
the glass or metal ones previously used and is 
certain to be very popular with public stenog 
raphers 


> . 
The home office of the Remingto vriter 
Co. in New York recently had the pleasure of 
a delightful visit from Hirschfeld, of the J 
Block Co the Remington representatives in 
Russia Mr. Hirschfeld reports a tremendous 


sale of the new Remington models 1 ind 11 in 


Russia; also a constant expansior f the Ren 
ington rganization throughout mpit 
the Czar 
2 * > 

The latest addition to the sales 
New York office of the Remingto vriter 
Company is William F. Gray He t 
vears was the general salesman f 
Hoke Manufacturing Company 

> * > 

The additions and promotions 
Honor of the Remington Typewrit« ( par 
are even more notable this mont i 

John FEF. McClain, Vice-Presider ! 
Manage! ind J. W. Bennett N ¥ 
have « ntered the 25-year group 

A Waltisbuhl, of Zurich d 
~0-Vvea rroup 

John D. Box, of Brighton, Eng 
Clark, Jt of Boston, have entered 
grour 

Ca » Bianco of Turin: 171 I 
Raleigl T H. Negro. of Dussé Alf 
Hablutz Zurich; F. W Palr I 
don: Q \ Robinson, of Pittsburs 1 A I 
Ruiz if New York, have enter t 
group 

Giacomo Levi, of Milan: Miss A. M i) ) 
Harrisburg; J. R. Hunt, of Indianap iwig 





TYPEWRITER NEWS.—Continued. 


Maison, of Munich; Lewis Gilder, of Cape Towr 


Miss Barbara Gallie. Cape Town; Frank F 
Jones, of Charlotte; J 4. Muir, of Baltimors 
and Henr Schroeder, of Chicago, have entered 
the five-1 group 
> 

A. MeGre formerly advertising manager 
the Monarch Typewriter Co has accepted 
position in same capacity with the Roya 
Typewrit« Cc 

On September 15th, t Royal Typewriter Co 


Royal League will have an outing to celebrate 


the anniversary of e League at Donnelly’s 
Grove College Point I I Lunch will be 
served at 1:30 and dinner at 7:30 In the after 
noon they w indulge in sports of all kinds 
There will be a tug of war between the general 


department ind the New 
10 and 500 yards dashes 


York City sales force; 
baseball game, wheel 


barrow races, et« 
= ia = 
W. W. Johnson, salesman of the Wall street 
territory of the Royal Typewriter Co., has 
been achieving some more records. For the 


month of June he obtained the highest per- 
centage cn increase of business and also headed 
the list for number of sales For this he was 
awarded a handsome gold ring Mr. Hess, the 
inventor of the toyval, offered a prize of a 
diamond scarf pin to the salesman who obtained 
the largest amount of sales for the month of 
July, and this also was won by Mr. Johnson 
Mr. Johnson is certainly to be congratulated on 
doing sucl phenomenal business during the 
hot months 
> > > 

Ordnance Department of the U S 
1dopted for service in the department 
a new style of field desk, suitable for carrying 
from place to place on the backs of mules 
When closed it is in the form of a box with 
handles at the sides for carrying purposes. 
jeneath the box are folding legs. One side 
drops down and discloses drawers and pigeon 
holes for papers, envelopes, etc., in fact a com- 
plete stationery outfit On the left hand side 
is a partition sufficiently large to hold a ‘‘Royal”’ 
typewriter, so that the machine is instantly 
available for all purposes. This style of cabinet 
and machine will be adopted throughout the 
Ordnance Department. 

> 


The 
Army has 


> 

Allan A. Ryan, president of the Royal Type« 
writer Co., announces that owing to pressure 
of other duties he has appointed Julius § 
Walsh, Jr., as his official representative. Mr. 
Walsh will henceforward act as Mr. Ryan’s per- 
sonal representative, and as general manager. 
The other departments of the Royal are not 
affected in the slightest degree by this appoint- 
ment, which has been designed solely to relieve 
Mr. Ryan 


+ . > 
Herscher Williams, manager for the Under- 
wood Typewriter Co., of Great Britain, with 


headquarters in London, was in New York re- 


cently While in the United States he visited 
his old home in Mobile, spent a few days in 
New York, and paid a visit of inspection to 


the factory at Hartford He reports the Under 
wood business in England as making very rapid 
strides and extremely satisfactory. 

* e 2 


John Underwood, president of the Underwood 
Typewriter Co., is in Europe and will not return 
until the itter part of September. 

> 7” > 

E. C. Eccles, of the Underwood Typewriter 
Co., is taking an automobile trip during his va 
cation 

. t > 
J Neahr sales manager of the Underwood 


Typewriter Co., is making a visit of inspection 
to tl offices of the company in the middle west. 
> * > 


W. G. Groby, head of the Billing Machine 


Department of the New York branch of the 
Remington Typewriter Co., is receiving con- 
gratulations on the splendid business his de- 
partment has done during the past month in 


the sale of Remington billing machines; also of 
machines equipped with Wahl Adding and 
Substracting Attachment The business done 
last month in the sale of Remington-Wahl ma 


chines was a record eaker 
* * 

Mark Hatch, the popular and well knowr 
salesman of the Underwood Typewriter Co., has 
just returned from his vacation and from a 
visit to s home town, Kansas City. 

. * 

It was only a short time ago that the wind 
Played such havoc with the large plate glass 
window of the Monarch Typewriter Co. that the 
huge pane was smashed It was hardly com 
pleted with its quota of gold lettering wher 
one of the workmen, taking boxes or machines 


from the basement, permitted an iron rod to 
fall against it with disastrous results. This is 
Stated to be the largest single sheet of glass on 


Broadwa ind each time it is repaired the 
cost runs into hundreds of dollars 
. * > 

Wher glances at the Elliott-Fisher store 
windoy begins wonder whether one 
en Broadway New York, or outside some gen 
eral store in the Middle West The large stor 
front crammed with sample products of ev 
description from bicveles and ladies’ corsets 
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that 


every 

dealer takes 
the agency for the Union 
carbons is 


who 
Line of ribbons and 
perfectly satisfied with our goods. 
@ Union ribbons and carbons possess every quali- 

fication necessary to give perfect satisfaction; they are 
the kind that meet the requirements of the particular customer 
and bring repeat orders. 
@ Are you satisfied with the 
qG If vou are not, just write for samples and prices of our 


UMMIT, APEX AND CYCLO 


BRANDS, PRODUCERS OF ACTUAL RESULTS, 


and you will find your ribbon and carbon trade bound forward. 
@ Most people take pride in the appearance of their correspond- 
ence. They want neat looking originals and clear cut copies. 
Show these people the merits of Union goods and they will 


line you now handle? 


want no other 

@ Write for samples and prices and information of our special 
proposition for lines imprinted with your own name. 

@ Putting it off for one day may be the loss of the agency. 


UNION RIBBON & CARBON CO. 


9th and Thompson Streets 
PHILADELPHIA, PA. 


CHICAGO OFFICE: 
324 DEARBORN STREET 


Fr ORGET 
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TYPEWRITER NEWS—Continued. from type without the intervention of a ribbon, promises success for the management 


it has almost the appearance of print Remington branch office in this city 
to fountain pens, and from flour to canoes, The * * * * ¢ & 
display represents the sample products of some That little wonder, the Junior Typewriter, is In addition to its other activities e Retr 
of the thousands of successful buyers and users enjoying a great degree of popularity The ington office in Omaha is building up some 
of the Elliott-Fisher Typewriters and Adding trouble is that the factory cannot turn out business on the Wahl Adding and Subst 
machines. The idea is a good one, and shows enough machines to meet the demand. Ar Attachment 
the adaptability and versatility of the Elliott rangements are being made to enlarge the fac a Ss 
Fisher writing and adding machine to every tory accommodations and when this is done, William L. McRaven is now represe! 
variety of trade. things will run much more smoothly, so far as B. F. Swanson Company in Omaha and 8 
> * & the sales end of the Junior are concerned City, Ia 
The Smith Premier Typewriter Co., under the * * Paris, France. 
active management of R. R. King, has installed H. J. Humphrey, manager of the L. C. Smit! The Remington typewriter organizat 
a model office on the left hand side of their fin: Bros. Typewriter Co., has just returned from Paris enjoyed a banquet on July Ist, th cca 
store on Broadway Here they have specimens his vacation He took a trip up the Sound in sion being the welcoming of S. S. Heritage, the 
in desks of every class of billing machine whic! his sloop, “‘The Gadfly,” and had a most en- new manager of the Remington ype tel 
they manufacture. They have also on exhibi joyable time The sloop is 33 feet over all Company in France. Among those present w 
tion here a complete filing system, card ledger and is as swift as she is roomy Mr. Humphrey H. H. Benedict, President of the compar 
ecard index, order file and letter file An ele has returned brown and hardened, and ready M. Cassatt, European director; F. S. I 
tric sign bears the words: “Billing Machines for the anticipated good times of the fall the Remington Advisory Board; M He ig 
and Office System Department.’ A young lad) Oklahoma City, Okla. the new manager; Mr. Haende the etil 
is always in attendance to demonstrate the W O. Synnamon, who recently has taken manager and the entire Paris ft 
different machines. Among the newest models charge of the Oklahoma office of the Smitl Great regret was expressed at the 
are the Condensed Charge systems machine Premier Typewriter Company, paid us a visit the state of Mr. Haendel’s health necessit 
and the Voucher and Check Writing machine last week and reports excellent prospects 1 temporary leave of absence fre ictive 
They have also on exhibition a machine with throughout the state He has been doing ex duties Greetings to Mr. Heritag fro. Mi 
carriage 27 inches wide for statistical work and cellent work during his short stay there, having Haendel and all of the representat ne yt 
wide forms of any kind This permanent ex placed more Smith Premiers in Oklahoma Cit) the Remington organization in Franc: 
hibit should prove a good drawing card as to proper than have been sold there before in ceedingly cordial and promise well tf 
the scope of the work that the new Smit several months He reports that his men are cess of Mr. Heritage’s management The pre 
Premier Visible Writer will accomplish. very enthusiastic over the No. 10 and their ence of Mr. Benedict at the banquet was 
>.9 “4 prospects great pleasure to all of the guests, a is W 
Especially for the foreign trad: the Yost Omaha, Neb. the first banquet of the French organization 
Typewriter Co ire bringing out a new type The local office of the Remington Typewriter the Remington Typewriter Compar Mi 
which is called the Imperial Owing to its Co. had the pleasure this month of welcoming fenedict has attended 
beautiful appearance and work it has been their new manager, Guy C. Bales, who was Paterson, N. J. 
placed on nearly all the machines sold to formerly a salesman of the Remington type The newly appointed manager 0 Smit 
royalty It is very handsome in appearance writer in Chicago. Mr. Bales has entered upon Premie! [Typewriter Co.'s office ! : it 
beautifully regular, and as it is printed direct his new duties with characteristic energy which J a urdock, is doing some ret 





Every drawer in constant use. e. 
Prevents mixing of papers and in- V & D S t B k t 
sures ACCURATE, SPEEDY Oo r | n g a S e 
FILING FOR 


VERTICAL FILES 


7 > j VERTICAL FILE ; ice 
The Only V¥&D sontinc cas Retail Price 


Practical 50c Each 
Sorter Made 
and 


The Cheapest. $5.00 per Doz. 





BiG DISCOUNT TO DEALERS 





Baskets in use for sorting end filing. and Free IMPRINT Advertising Matter. 
HOOKS ON THE HANDLE o EVERY VERTICL USER WILL BUY THEM. 
the Drawer and by a special rein- Baskets nested when not in use 





forcement maintains a perfectly MANUFACIURED BY tise Sige tts 
horizontal position, so drawer may 24 ATTACHED OR DETACHED IN- 


Rare orev VAN DUSEN & DRAKE, Sc Seeie Stei, Ditlicnosy Soames as 


ference. 
. supporting hook. 














— _~ 
STANDARD FOLDING VENT 
All the writing in SIEM Sins 








YOU CAN FOLD THIS ONE 


- A Typewriter of regular standard 
size that folds to 5x73x10 inches. 








Put it in a suitcase if you wish . 

Weighs six pounds instead of thirty. 

Costs $50 instead of $100. 

Visible Writing. 

Is a Type bar machine with Standard Key-board. 

Is as perfect in its operation and mechanical construction as any typewriter at 
any price. 

Traveling men are using it and like it—it is the only kind they do like. 


Some territory open for exclusive agents. Write now. 


STANDARD FOLDING TYPEWRITER SALES CO. 


309 Broadway, NEW YORK. 





Folded, for Carrying 
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TYPEWRITER NEWS—Continued. 


work with the visible machines He has just 
sold, among others 20 New Visible Smitlt 
Premiers to the Phillips School in Paterson. 
Philadelphia, Pa. 
The Philadelphia branch of the Smith Premier 
Typewriter Company has been entertaining E 


H. West from the home office for the past two 
or three days His criticism of the class of 
weather which he has been treated to during 





his sojourn is not the sweetest’’ thing ever 

but he acknowledges that the heated term has 

been made decidedly more bearable by the 

quantity of orders coming in during his stay ——_ 

there. The heat has evidently not affected the | 


enthusiasm of the Philadelphia branch of the 
Smith Premier Typewriter Company Splendid 
sales are reported in each department and no Oo. 
evidence of sunstroke up to the present writing 
° é * > 
S. H. Farnum, the Remington Company’s sys F 
— ee eee ee @ There can be only one explanation for 


month 
* > > 


. . 

Philadelphia's July typewriter sales record the steady growth of our business during the 
for years past has been broken in the month 

ust closed Not only were more machines sold | 
than ever before, but the employment depart ast years. 
ments of such representative concerns as the 
Underwood, the Remington, the Oliver and the 
others were taxed as never before to supply 
operators Periodically in July and August 
there is a dearth of typists available to meet 
the request which come to these offices This 
year the deficiency between demand and supply 
has bee greater than ever before and this is 
regarded as a sure sign of the big industrial 
activity which all believe will make a memo 
ably prosperous fall 





s+ * 
At the Underwood office the employment de 
partment under Miss Woodington has had to 
exercise its ingenuity to keep employers sup 
plied When Miss Woodington assumed charge 
of this department, by the way, it stood about 
No. 6 in the Underwood list Now it has third 
place, being surpassed by New York and Chi 














|| CARBON PAPERS AND 
|| TYPEWRITER RIBBONS 


have merit above all others. M. S. policy 
cago j and advanc R re baie. nts sonar 3 i 
siete on tae pusabés of peaadan Wa Ae tee toward the trade is fair. M. S. goods plus 


Remington office every applicant for a position 


who has proved competency has secured it and | M. S. policy make increased sales and in- 
creased profits for M. S. dealers. 








FRANK R. COFFIN. 


supply the additional operators required. 
* ¢ « 


Both the Remington and Underwood offices 
are busy places At the latter, for instance, the 


sale of 25'machines on one July day was effected @ Our samples and letter will show the 


and these were for the most part individual 


sales 
see reasons. Have you had them? 
The Underwood reports a gratifying measuré - 
of success with its newly introduced Pay 
i tem. When a canvass of the leading 
a hotels was made some time sincs 
to mal irrangements for the installation of the 


a e 
Underwood Pay Station but one refused. Less 
than a month afterwards this very hotel put in anl O u 1es oO 
an applicati to | the Pay Station. It te 





in application ive 
has been found that the presence of an Unde! 


ood Station has beer P aid t the hotel's . . ° - 
be 5 In Atiantic City the stations are A. L. Foster, President O. G. Ditmars, Vice-President 


sine 
I } 


tablished in almost all the hotels, the only two 

eee Dee ee tr ee ee eee 188-190 Third Ave., Brooklyn, N. Y. 
Out of 14 typew! ti ! . just purchase. by the 

Board f Educatior Harrisburg, Pa., twel 


eee & ee | John Fred H. Heldberg, European Representative 


W W Yerkes ca manager of the Smith - . 
Premier Company. spent tl e dosing days of the Zurich, Switzerland 








nont the home office at Syracuse in attend 
unk t the funeral of Field Manager . Gleason 
being t sad incident of the trip. 

. 


> . | 
What na namé Curtis C. Ice made a hot — 


veather change during the month from the Un- | 
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esn 


derwood t the Remington office as sal ! 
ind Frank R. Coffin, ef the Underwood office 
spent some ely days at the Mount Gret! 


“Factory Grade” 
Typewriter Platens 


FOR THE TRADE ONLY 


The only exclusive platen concern 


AMES & FILSTEAD 


(3 PLANTS) 





Camp National Guard of Pennsylvania 
which he in officer Mr. Coffir 
law, by the way, is an undertake 

J * 


The famou Smith Premier Globe 


at the Philadelphia office during t 

an effective background there was a 

of some 00 different forms, the produ 
ses i 


billing machine in local business hou 
convincing exhibition of the wide di 
and practical unlimited possibilities 
Smith Premier 
















* . oa 


Thomas | 


ington saies 


Boyer has joined 


* al > 
Charles E. Voorhees, formerly edito 
Hopewell, N. J., Journal, has been added 
country sales force of the Oliver 
Pittsburg, Pa. 
The Pittsburg Chapter of the Royal 
held its Summer Conclave on July litl nd 
very profitable and enjoyable time was 1 








outcome 

In the afternoon an enthusiastic meeting w 
held, at which subjects close to tl t vrit 
man were thoroughly gone over, and ea 
to his territory knowing 


332 Dearborn St. 108-110 Duane St. 1649 Champa St. 


CHICAGO NEW YORK DENVER 


goes back 








of another man’s success and jus 
dozen experienced typewriter salesmen w 
| lo in ar particular case witl W 
— z = — have had _ difficulty The ver pleas 
wound up with a dinner, at which ap 
, © toasts were proposed and respond 
If you don’t know, why not find out meeting as a whole was such @ decided 
that tl ‘ittsburg Roya eague ! 
anticipating their next meeting 
that the . ible pleasure 
> . > 
The trop! offered by Manager Blaess 
Pittsburg branch of the Royal, for the g 


amount of business over a certain q 
won by T. F. Stiffler, after a close and ex« 


DUBELLE = 





contest -— wo Kleefeld and L. B. Smit 
= second am ird respectively. 
- . ese n I I I . ery 
electric equipment W Assistant Sales armen Ge on I 
Smith visited the Pittsburg Royal offic 
| q e make ty for all distributing good feeling and enthusiasm ¢ 
where The Pittsburg branch or 


for typewriting machines is » the STANDARD 
‘ and most of the. other 


“The greatest time and laber-saving | TYPEWRITERS 
device applied to typewriters since | now on the market. 


thing against Mr. Smith—and that 
does not come often enough 
+ > + 


Cc. A. DeMars, Royal dealer at Wheeling 
Va., was a visitor at the Pittsburg office 
cently and reports an excellent busine l 
the warm weather 


their invention.” © In our experience of 20 Years 2 « 
= we have accumulated a large amount ee ee Se 
Stenographers Ct yuld, q of Master Tools for Every Style innpeer ing and June business sl wit g 
Operators should, of regular and Thousands of special oe te ae ee eee 
type. The popular representative of the S 


Premier Typewriter Company, working 1 
the Pittsburg office, Luther A Huftmar 

Clarksburg, W Va is receiving the congrat 
lations of is many friends and associates 
the fact that he quietly came to Pittsb 


Employers would have 


the attachment if they realized € Our output for Twenty Years 


has been and now is 


what it would do. : > The Largest—The Best— 
It has no equal—a live wire | | The Cheapest 


New York Stencil Works 


Stencils, Steel Dies, Stamps, 


irg 


event occurred on June 26th, and the fortur 
lady was Miss A Granzin They A 
Pe « . . 6 - °c 1e ome n Clarksburg, W Va M: 
for agents,and dealers. Se ee hes aid 

T..° e . . member of the Smith Premier selling force 
Write to-day for descriptive ‘+ 8 


circular to the sole manufac 


Elliott in old Western Unio 
Pennsylvania, and with a reputat 


 - 
Weste 


) 
rn 
a crack shot among the gun clubs, has accept 





turers. va Diesinking and Engraving a position sale sman for the Smit Pre mis 
' | Typewriter Co. in Northwestern Pennsylvat 
~ 100 Nassau St., New York, U. S. A. and if indications as shown by his first mont 


business ire any criterion, rie 















Sa Established 1868 Incorporated 1882 wisely in accepting the offer 
Telephone Call, 2262 Beekman. Portland, Ore. 
DuBelle Company Cable Address, “‘Proplastic New York"’ | L. & M Alexander & Co. report t 
L. C. Smith & Bros. typewriters to the ¢ 
Sash & Door Agency, taking in exchang: 


chines of another make as part payment 
have also sold all L. C. Smith & Bros 
writers to the National Wood Pipe Compan) 
The company reports business on the incre 
in Idaho and the territory around Spokane 
eastern Washington with splendid sales 
along the line 


Williamsport, Pa. U. S. A. 








TO STATIONERS 


HEADQUARTERS FOR 














who handle Typewrit- Providence, R. |. 
PEC; ers or Supplies we want H. K. Lea, salesman for the Underw 
WRITER SPECiQg | PP ¥ pany, has just returned from his vac 
& @ to send a sample of our is ready for business again 
So west BRonee™ RRub-beRR Type- rg 
uae vor" writer Cover. For all Earl Crandall, who has been one 
Tyeewsiter Ribbons, Treewriter P Machines. Aleo for | | (net Cty eal es a ombe 
y er ns, Ty or Paper. Adding Machines, Cash Shede and. ge , | 
Carbon Paper, for all uses. _ ——— Rhode Island ° 
We manufacture the best line of TYPEWRITER Magisters, on gp Harry Bates, manager of the Underwood Pa 
SUPPLIES on the market. ein tiie . a yarn . for = Station Machine Company, recently spent sé 
at is best in a typewriter cover. et our prices an eral days in Providence installing the P 
THE 8S. T. SMITH COMPANY discounts to the trade. $3 They will please you. Station machines in hotels in Provide 
li Barclay St., New York City. Tel. 5922 Barclay vicinity 
e > + 
Please send for our Catalogue and samples of Mani- TYPEWRITER SPECIALTY CO., Inc. Louis Schneider. who has been so successfu! 
fold, Typewriter Linen and Carbon Papers: also in selling typewriters in Providence has 
Price Lists of same. DISCOUNTS TO THE TRADE 72 West Broadway New York branched out and he has one of the finest g 
dens to be found in the suburbs He has 














week and took a partner for lifé rhe ipp 


TYPEWRITER NEWS—Continued. | 
fresh vegetables he requires and enough for all | 
his neighbors. Sunrise finds him digging weeds | 
wit! é I vim with which he digs orders 
. . * > 

H W Knopp. manager for the Underwood 
Compat ecently took a vacation at Cottage 
( getting ready for the fall campaign. 

> * > 

Presider Neilan, of the Neilan Typewriter 
Iox« ing iys his business is the best ever 
big re last ul 

* ~ 

Manager Holmes, of the Remington Company 
recently red a large order for machines 
from Bryant & Stratton’s Business College 
putting visible Remingtons in place 
No Remingtons. | 

Reading, Pa 

‘] L. ¢ Smith Typewriter Company, F. A. | 
Swe vy. manager, has removed from 530 to 532 | 
Court stree A number of improvements have | 

en made the place including repapering | 
nd painting Mr. Sweeney returned from a | 

ip to Buftfal 

( ge P. Tillotson has just been appointed | 
district salesman of the Remington Typewriter |! 
Compal city Mr. Tillotson is a typ 

riter sa of experience, and should make 

v at ss in his new field 

San Antonio, Tex. 

The St Printing Board has awarded 
(Georg I ch of San Antonio. the con 
tract L. C. Smith typewriter, and tl 
bond q 5 yntractors is now being 
ipp d 

San Francisco, Cal. 

- Ww YF ett. Coast manager for the Smitl 
Premie started on a tour of supervision 
of offices of the company. He 

onsiderable business this montl 
il hig schools of this state 

E. F fo i mber of years promi 
ient a vewriter salesman, recently being 
" ul iger of the San Francisco office 
i ‘ mpany has resigned and is now 
Ci for I & M. Alexander & Co 
Pa ( gents ro tne L, = Smit! « 
RB s tvp 

IK VM | 1 San Francisco salesman fo 
he Sn P r Typewriter Company, Is now 
on a ind is making a visit to his oid 
ol troit M ind Essex county) 
qT 

> 

Wolf ibruck, agents for the Monar« 

pewri state that they are getting thei 
full sha business all the time, and aré 
not doing 


price-cutting, either. 
+ > 


‘ 

\ ne ant law is shortly to go into 
effect ir s state, requiring all policies to be 
printed pica type, and all inserted clauses to 
t n larger than pica Many of the 
nsuran ompanies ure accordingly having 
the type heir machines changed to medium 
Roman \ s giving quite a rush of work 
to tl re} departments \, legal dispute of 
much interest to the typewriter men is over the 
question whether typewriting is legally printing 
or writing Insurance Commissioner E. M. Wolf 
believes t t it is printing, but is unwilling to 
give tl s official opinion, and it is ex 
pected t the matter will have to be decided 
by the 

o 

rl business conducted for a number of years 
by J. Gunzendorfer inder the name of “The 
Typewritorium is now the Typewritorium 
Company, In J. Gunzendorfer. president, and 
Ralph Knowlton, vice-president One purpose 
of ti company at present is to cover more 
ter? than in the past, the organization now 
overing ctically the entire Coast This cor 
cern is Coast agent for the Stearns typewrite! 
and by ncereasing its scope expects to establisl 
new cords in the sale of that machine \ 
large lot of Stearns typewriters was recentl) 
placed wit one of the irgest hardware houses 
in the cit The local inspection business of 
the Typewritorium has been growing steadily 
for the last vear. as the large business houses 
with which it did business before the fire have 
been gradually returning from across the Ba 
while considerable :dditional business is com 
ing li 1] tin 

Hoy een with the Smit! 
Pre citv for several vears, is now 
associates t the San Francisco branch of t 
Royal T vriter Company) Mr. Lynch, Cali 
fornia manager for the Royal, has just returned 
from Ia Angeles. wher he found things quite 
live cecount of the Elks’ convention. While 
wa ted the offices at Fresno and Santa 
Cruz H states that a new man is soon to 
he pu ! l Los Angeles office 

* © 

r C, Bornemann Company is preparing 
to arge exhibit of the Blickensderfer 
type e State fair at Sacramento next 
mont exhibit will afterward be brought 
to O wl not! fair is to be held 
eal fal 


. * a 


rlow. traveling salesman for L. & M 
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ANNOUNCEMENT 


We have just erected another factory building 
this time a modern, four floor, fireproof reinforced 
concrete structure. 








This doubles our floor area, and enables us 
to serve our customers better than even before. 


We have no sales organization to speak of but 
our output of carbon papers and typewriter rib- 
bons is enormous. 


Is it not obvious that there must be some great 
advantage in the quality and price of our goodsP 


trade than our competitors without even sending 
out a salesman to talk it over. 


You can’t learn of the wonderful quality and 
variety of our goods unless you ask for samples. 


Once you get samples and prices the chances 
of your giving us your orders are exactly propor- 
tional to your ability to judge quality and value in 
merchandise of this class. 


We say this advisedly, because almost all of our 
business is with those large buyers of carbons and 
ribbons, who pay an expert to secure the best 
goods for the least money. 


We will give careful attention to your inquiry, 
or will be glad at any time to show you the most 
up-to-date carbon and ribbon factory in the world. 








Neidich Process Company 


BURLINGTON, N. J., U. S. A. 


Address Continental Inquiries to P. CASTELL{i, General Agent, 
82 Boulevard Flandrin, Paris, France 





Else why could we grow faster and hold more’ 



































writer Demon- 


strating Stand. on our Stand. 


IDEAL 
Tubular Stands 


complete the usefulness and convenience 
of such office appliances as adding ma- 
chines, typewriters, envelope seal- 
ers, stampers, letter duplicators, 
coin counting, changing and as- 
sorting machines, laundry mark- 
ers, phonographs, dictation and 
transcribing machines, letter cop- 
fers and other office appliance 
machinery. They are compact, sanitary, 
stronger, lighter, more rigid, and in every 
way superior to any other kind of stand 
for business office use 

9 They are made of cold-drawn, seam- 
less, stee] tubing, highly finished: trim- 
mings nickel plated and feet are equipped 
with easy revolving casters, that will not 
mar the floor, or with nickel plated ball 
feet, or rubber tips 

¥ The typewriting demonstrating stand, 
shown, has a revolving table top, which 
can be locked in position so as not to re- 
volve, permits demonstrator to show al! 
sides of machine without moving from 
one position. Everyretailer of these de- 
vices should have them on his floor 

q If you are interested in a stand that 
will increase the value of your product, 
send us your specifications and we shall 
be pleased to submit sample with quota 
tions, 

The cuts herewith show but 3 

of a great variety o! Styles. 

4 Our stands are used by most of the 
principal adding machine manufacturers 
and manufacturers of other business office 
machinery Fourteen exhibitors at the 
Business show displayed their devices on 
our stands 

For further information and 
catalogue write the 


Fowler - Manson - Sherman 
Cycle Mig. Co. 


Lake and Peoria Sts., Chicago, Ill. 





Typewriter mounted on our Stand 





Comptograph Adding Machine 
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Alexander & Co., Pacific Coast dealers for the 
L. C. Smith & Bros. typewriter, is now travel- 
ing in Nevada, and is selling more machines 
than on any previous trip, which indicates the 


return of prosperity to that section 
. > . 


The San Francisco office of the Remington 
‘'ypewriter Company, which for the past two 
months has been able to take care of its 


orders promptly, is again behind on deliveries 
rhis is partly due to a very large initial order: 


for the No. 11 Remington for the Southern 
Pacific, for use in the waybilling department, 
ind the local office is kept hustling to fill this 
order! 

, > * > 

James D. Hoey, sales manager for L. & M 
\lexander & Co., Coast agents for the L C 
Smith & Bros. typewriter, has just returned 
from an extended motoring trip in southern 
California Mr. Hoey owns a new Packard, in 
which he traveled over 1,500 miles without 
accident 

Seattle, Wash. 

Harry W. Peck, who has been selling Smith 
Premiers for five years, was in the Smith 
Premier office at Seattle, Wash., the other day 


after a few months’ trip 
- . >. 


J. A. Silkwood, Smith Premier representative 
at Seattle, Wash., just returned from a busi 
ness trip to Portland, Oregon. 

. * > 

W. F. Devine, who is connected with the 
Smith Premier selling force, recently returned 
from a trip to Chicago His visit was to see 
his mother, who was sériously ill 

_ * > 

(. W. Gould, of this city, who has for some 
time been doing a large business for the Royal 
rypewriter. Co., and has built up one of the 
largest typewriter businesses on the Coast, is 
starting out on an energetic campaign on be 
half of the Royal. He has gathered ‘round him 
as salesmen those who have already made a 
marked success in the typewriter business, and 
comprise such well known men as Mr. Caron, 
H. F. Reid, A. E. Weiss, Bert Mason and Mr 
Davis Mr. Gould himself is a very energetic 
and successful hustler, and with his large staff 
splendid results on behalf of the tovyal will 
undoubtedly be attained 

Spokane, Wash. 

The Spokane office succeeded in closing the 
irgest month’s business during the month of 
June that has ever .been accomplished in any 
month in the history of the office. 

. . . 

M. R. Cummings, manager for the past five 
years for the Spokane office of the Smith 
Premier Typewriter Co., has recently resigned 
to associate his services with the Trustee Com- 
pany, of Spokane 

> > 

EK. W. Maloney, former manager of the Port- 
land, Oregon, office of the Smith Premier Typs¢ 
writer Company, has accepted the position as 
manager of the Spokane office for the same 
company 

St. Joseph, Mo. 

George Maloney, manager of the St. Josepl 
office of the Smith Premier Typewriter Com 
pany, has just returned from his honeymoon 
trip in Colorado 

St. Louis, Mo. 

J. A. Zellers, Southwestern manager for the 
Smith Premier Typewriter Company, with head 
quarters at St Auis, has just returned from a 
trip to the Southern offices under his control 

> > 

Miss Maude Dealy, private secretary to J. A 
Zellers, manager of the Smith Premier Type 
writer Company, St. Louis, is spending her an 
nual vacation with home folks at Lafayette 
Indiana 

> 7 > 

Che St. Louis office of the Remington Type- 
writer Co is doing a tremendous business 
Among recent notable sales reported by them 
are 25 model 10 Remingtons for the Illinois 
Business College of Springfield, and 28 model 


10 Remingtons to the Board of Education of 
St. Louis 

Sydney, AuStralia. 
ionth fresh details reach us of the 
the Remington typewriter organi- 
parts of the world The latest 
heard trom is Australia. Messrs. 
Stott & Hoare, of Sydney, the Remington rep- 
resentatives in Australia, report that they are 
doing a record-breaking business with the new 
Remington models 10 and 11, and they have 
opened branches in two new towns, namely 
Kalgoorlie and Albany, in addition to the many 
other Australian cities where they now have 
direct representation. 
Syracuse, N. Y. 
picnic of the employees of the 
factory was held on July 10th. 
The men from the other typewriter factories of 
this city and from the Remington factory at 
Ilion were invited. The picnic was held at Long 
Branch, where athletic games were indulged 
in, men from the Remington and Monarch tak- 


ing part 


Every n 
expansion olf 
zation in all 
country to be 


annual 
Premier 


rhe 
Smith 


. > . 
manager of the Milwaukee office of 
returning from his 
renew old ac- 


A Botha, ? 
the Monarch Typewriter Co., 
trip abroad stopped over to 




















gq We are the only people at present 


are giving away with 50 rolls of tape 


inch wide and upwards a sealing 


chine. Our object is to get our good 


in the public’s hands, and we depend o1 


the quality of the goods that we giv 
them to get ourrepeat orders. The first 
order we calculate to make no money 


the machine eats up the profits 


Q Wejhandle both Kraft and Ma: 
The 


the quality 


length of our rolls is guaranteed; 


of our gum is the best in 


country Anybody that kno 


thing about gum knows that Styk-u 
Phast gum is the finest thing tl 
manufactured, heat or cold d t 
iffect it 


WRITE FOR PRICES 


gq We ire the 


makers of the 


originators, a1 
10-yard, 10 cer ¢ 


cloth roll For mending musi 


partouting pictures, mending dr 


books, legal documents, anda th 


other different things it has ever 
else beaten a mile 

gq [The Me tropolitan Opera, tl IX 
Ope pecify and stipulate 

must be Hall’s Styk-um-P! 

cloth that is used in the librar 

@ Our gum is the best and 
pensive, our goods are the finest \ 
also manufacture these good 
yard ro iny width from one 

36 inches wide, in ten colors, a1 

in quantities ol 1.000 vard il 
wards, we also handle Hinge St 
Tabing Stock, Stays, etc Writ 
for samples and prices and ment 


this magazine 


THE HALL PAPER & 
SPECIALTIES CO. 


INCORPORATED 


105-107 CHAMBERS STREET 
NEW YORK 
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quaintances, Syracuse being his former home 

Mr. Botha said he had the time of his life and 

was ready to get back in the harness once more 
> > . 

Arthur Bedford, who has been connected with 


the model department at the Monarch works 
resigned July Ist and accepted a position with 
the Ribbon factory at Bridgeport, Conn. 

a *. + 


Geo. A. Seib, superintendent of the Reming- 
ton works at Ilion, was in town July 30th. Mr 


Seib was on his way to one of the nearby lakes 
where he expects to spend a quiet vacation. 
> « ” 
F. W. Pierce, of the xecutive office of the 


Monarch Typewriter Co., at New York, came 
to Syracuse in interest of his company July 
30th. 

> > + 

John Love, salesman for the Monarch Type 
writer Co., Limited, at Toronto, Can., spent sev- 
eral days with his parents during the past 
month. Mr. Love is very enthusiastic over the 
way the Monarch sells in Canada. His many 
friends in Syracuse are pleased that ‘‘John’”’ is 
making good 

Terre Haute, Ind. 

Carl J. Metz, in charge of the employment 
department of the Remington office in Indian- 
apolis, has been promoted to sub-office mana- 
ger of the Terre Haute office. 

. > . 

Robert Rogers, repairman of Remington office, 
spent a week in the Indianapolis office recently 
to get more familiar with the new Remington- 
Wahl Adding Machine and its mechanism. 


Toledo, O. 
Cc. D. Cheslyn, who has been engaged as sales- 
man for the Smith Premier Typewriter Co. at 


Toledo, Ohio, for the past year, has been trans- 
ferred to the Cincinnati office territory for the 
same company He will cover the territory 
embracing the district along the Ohio River 
and western West Virginia 

o * *. 


J. W. Marsh has recently joined the selling 
force of the Remington Typewriter Company 
and has already started to do things. Mr. Marsh 
has quite an acquaintance in Toledo and all of 
his friends are boosting for his success. 

. * . 


The Royal Typewriter Company recently 
opened a branch office in the Colonnade 
Uniontown, Pa. 
J W Brow! of Pittsburg, who has been 


representing the Oliver Typewriter Company in 
this territory, has been transferred to the terri- 
tory composed of Mercer, Venango and Craw 
ford counties His successor here is C 
Stapleton, who formerly worked the territory to 
which Mr. Brown has been assigned. 

Utica. N. Y. 

A. H. Gurney, manager of the Utica sub-office 
of the Remington Typewriter Company, spent 
last Saturday afternoon in Albany on his way 
to visit his family at Alcove, N r., where he 


> 


vacation. 


expects to take a few days 
Washington, D. C. 
The Washington office of the Hammond 


Typewriter Company hav added two new 
salesmen to their selling force in the persons 
of Henry True and H. H. Owens 

. . > 


A new Né Hammond has just been sold 
by the Washington office of the Hammond 
Typewriter Company to the Mexican embassy 
at Washington, D. C ind will be used person- 
ally by Senor Davalos, first secretary of tlhe 
legation 

> > > 
The Washington office f the Remington 


Typewriter Company is setting a rapid pace in 
point of sales They soid sixty Remington 
typewriters individual United States sen 
itors during f congress which just 


session 


adjourned s is “going some,” in view of 
the fact that there are only ninety-two mem- 
bers of tl United States senate 
. - oe 
Everyone und the office of the Remington 
office in Washington these days appears to be 


happy and prosperous. It appears to be a series 
of record-breaking times, each salesman smash- 
ing his previous record, or else establishing a 
new on¢ Mr. Barnes has made it a banner 
month for the sale of Wal Adders; Mr. Mock- 


bee has just copped his largest individual order. 
and Mr Kengla is tearing things wide open 
with the No. 11 model No wonder they wear 
the smile that fails to be removed 


Wheeling, W. Va. 

Clarence A DeMars, manager of the Ohio 
Writing Machine Company, Wheeling, W. Va 
was a vis in New York City, where he 
looked after tl interests of the company. The 





many friends of Clarence will not be very much 
Surprised to learn that he has taken unto him- 
self a wife His many friends are ready to 


extend to him their heartiest congratulations. 
Mr. DeMars is a well known typewriter man 
of years of experience; also an expert mechanic 
on all machines 3y his expert work he is 
gaining a strong foothold in and about Wheel- 
ing, being assisted by J. F. Adams, a typewriter 
man well known in the middle west, as being a 
hustler after the business and a mechanic as 
well. Mr. Adams is the inventor of the 20th 
Century Twist Typewriter Cleaning Brush, a 
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DEARBORN DESKS 


Catalog sent on Request 





GOOD QUALITY—MEDIUM PRICE 


Dearborn Desk 





Manufacturers 
of 


Roll 
and 


Flat-Top 
Office 
Desks 


Typewriter 


Desks 


Standing 
Desks 


Typewriter 
Tables 











Mfg. Co., “u'sta™ 














« Right-In-Sight 
Copy Holder 


A Practical 


Office 
Appliance 







@Solidity insures against vibration and 


consequent eye strain. @Adjustability 
brings the copy to just the right place. 
@ The Line Indicator avoids confusion 
in transcribing. @The Principle pro- 
vides healthful poise of operator 
BIG PROFITS FOR DEALERS. 
Price, including Line Indicator, $2.50 
WRITE FOR DISCOUNTS 
Sole Manufacturing and Distributing Agents: 
MOSSBERG WRENCH CO. 


CENTRAL FALLS, RHODE ISLAND 








The Noiseless Automatic Typewriter Cab- 
inet Attaching System and Cushion, as 
arranged for the Remington 7 ypewriter. 














Note rear feet of machine above rear cups 
of the system; and front of machine raised. 
As the machine moves down to writing level, 
it is automatically locked in place. Slight 
OUTWARD pressure on the clutch tops per- 
mits the INSTANT removal of machine. 
THIS IS TYPEWRITER ECONOMY 


Spring cushions are enclosed within the 
feet-cups. Invisible, but effective in the im- 
proved touch and sound of machine. 


TYPEWRITER ECONOMY CO. 


MANUFACTURERS 


Tribune Building, New York 





OFFICE APPLIANCES 








| 
| 
@ Did you ever figure how 
much your express and freight | 
bills amounted to in a year? 
just look it up—you will be sur 
prised to find it is quite a sum 
@ We can cut that amount one 
quarter or,if you do a great 
deal of buying, one-half on your 
shipments from New York 
There’s no secret about how wi 
do it, either simply this; Our 
packing and shipping servic« 
gives you the privilege of hav 
ing all your parcels sent to our 
store room Here they are 
packed carefully into one large 
bundle and promptly forwarded 
to you as you may order; if 
you order them sent by express : , a — 
the advantage to you is th NEW YORK OFFICE MONARCH TYPEWRIT ER COMPANY. 
differen¢ in rate you get be 
: — ; in this section The company S 
tween one large shipment and TYPEWRITER NEWS—Continued. establishing betnch eliee 
half a dozen small ones. our brush that is the stenographers’ friend afte several me on the road, making 
: a once being used in Wichita 
charge for the service being 5« Wichita, Kan. * * ¢ 
r parcel F. V. Eberhart, assistant manager of the Oli R. R. Chaffa, formerly with the L, ¢ Ss 
per pare ver Typewriter Co., at Kansas City, was re- & Bros. Co., in Kansas City territo 
, -der , a cently in the city conferring with S. M. Swope charge of tl Underwood Typewriter ¢ ff 
¢ It you order them s nt by local manager, and G. W. Eakins. who as at this place, and reports a nice busins 
freight we pack the parcels ina charge of the field work out of Wichita Mr = 8 
. Eberhart is pleased with the business outlook ( Ss Hubbard, has taken chargé t 
good, substantial case and L. C. Smith & Bros fFic 
make an additional charge of ~ Ty! ~~ ae lit 
— e J ollane Hub 
foc to cover the cost ot the | with this company fé e past 
: lh as | two ears det cansas (¢ 
case and cartage expenses. | office, and ‘his Mm... e! 
@ We have a fire-proof build the past twelve years in th 
: typewriter business s 1 er 
ing, carry ample insurance, and ible him to give the pet 
. . Rte a : d tion in this field a run thei 
are responsible for all your money. The display dow 
goods while they are in our pos- a, See office -_ be g tl 
4 - talk of the omee ¢ 0 
session Wichita, and bringing on 
. } ig hic) we are , 
@ Several hundred merchants ee ee ee 
consider it worth 5c per parcel oes 
. SK seers : J. C. Husted, represer g tl 
to get this service and have de Smith Premier Co. at this place 
monstrated their appreciation leaves this territory the first 
; , . July to return to the Kansas 
by continuing to give us entire City office Mr. Husted has 
r , ; " a, age . f been located in he W hita 
charge of their shipments. Ce PR nn pe ay I dasa 
Others are being convinced tccept @ position ir un 
. Tice 
its’ value .~m 
27’ » » The Underwood ‘¢ t} 
q Isn t that enough to give you Wichita branct ha cures 
the assurance that it will pay the services of H. D,. Westhoft 
« as mechanical expert ils 
you to know us: as city salesman. Mr. ¢ ffa 
@ ‘Your small parcels are what to be congratulated getths 
7 . i so proficient a man ifte 
run away with pronht his machines in is ff 
@ Let us hear from you Sam Hindman. the | gt 
salesman wit! eadk . 
s Hutchison, Kar ea S 
| ritorv the lst f Ju 
i t city territol ' 
a City office Mr. H 
| een in this inans 
14 LISPENARD STREET good friends whi 
' good friends wl S 
| ess in his new te 
NEW YORK CITY, | C. B. Holland. for | 
| sentative at the Wik ffi 
for L. C. Smith & B 
| ow selling the iler 
Browr & Biglow 
juarters at Okla 
| last reports that 
| eae the business 
THOS. J. MCMAHON, MGR. ALBANY OFFICE, UNDERWOOD; Mrs. Hubbard \ e< 
ing her hushand ( 














WINNER OF FIRST GOLD CONTEST PRIZE 
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sm iffice at this point, leaves the first of Jul 
for a two oO! s’ trip to Colorado 
¢ . 

Ss. M. Swop Oliver manager in this cits 
has re ed the Five Yea Service meda 
given by the Oliver Typewriter Co. for sales 
men vh been wit the company con 
tinually for this period Mr. Swope has been 
located in this one territory for the full time 
and the number of little green fellows around 
t} city f Wichita prove that the company 
has a hustler in their epresentative 


* 


Mrs. R. R. Chaffa 
part of the work for é 
succeeded in placing a larg 
raphers in positions, and 
in securing the sales when 
machines 

. 


ndling the employment 
Underwood Co., has 

number of stenog 
proves valuable 
prospectors drop in 


ilso 


to look at 
* * 
R. W. Seaman, 


manager of the L. C. Smith 


& Bros. Typewriter Co. at the Kansas City 
office, recently spent a day at Wichita with 
Mr. Hubbard, resident manager 

Williamsport, Pa. 


* H Hunter advertising manager of the 
Elliott-Fisher Company, was here on business 
the latter part of June 

Winnipeg, Man. 

During tl Winnipeg Horse Show an appro- 
priate display was n le by the Remington 
Typewriter Co., Ltd nsisting of a large bro 
mide enlargement of the famous prize winning 
draught rses Remti and ‘‘Paragon, 
used by the New York office, together with a 
display of the blue b and medals won 
by this team This dis with that other 
blue ribbon team, the No 0 and 11 Reming 
ton, has attracted mu nterest 

Three ctories in t é ours is the compe 
tition record of M. A. Dovie of the Remington 
typewriter for in Winnipeg 

* * 

W J Arnott & Co ite igents for the L. C 
Smith tv it he e ceased to do busi 
ness Richardson & Bishop have been appoint 
ed agent rt L. ¢ Smit! This firm 
is moving into larger quarters on Main street 

‘ 

Matt 7 ate of Minneapolis, has opened 
i rebui vriter shop on Notre Dame ave 
nue 

* ¢ @ 

The Underwood people ere are doing a good 

business nder the ibl ianagement of J. H 


Jenkins Mr Jenkins is 


converting the Katon Co 


been successful in 
1 large departmenta 


store, into practically t exclusive use of Un 
derwoods They have omething over sixt 
Underwood machines ! ise at the present 
time 
> > . 
John Ross is opened repair shop 


th Kenne specialty of 


makes a 


the Elliott-Fisher billing machine and loca 
users of the E.-F. are greatly pleased to hav« 
a local x pe ) that machine 

. . od 

C, Vermilvea as been appointed Canadian 
sales agent for the Heinn Co., manufacturers of 
the Morehouse Badger & Squegee lines of ioos 
leaf goods 

* * «& 

W. S. Ba who of late years has been with 
the Library Bureau Co., as manager in Winni 
peg. died some days ago in the General Hos- 
pital, Winnipeg, after an operation for appen 
dicitis He was very popular with his cus 
tomers and had numerous friends both in the 
East and West His body was taken to 
Chatham, Ont., for burial 

a > 

John R. Cordy, the well known repair man, 
is in charge of the repair department of Rich- 
ardson & Bishop, who are agents for Manitoba 
for the L. C. Smith 

. + > 
ma. a Arnott & Co. have taken the agency 


for the Royal typewriter for Winnipeg 
£ > . 


Richardson & Bishop, the well known sta 
tioners, have taken the agency for the L. ¢ 
Smith & Bros. typewriter, and with their large 
new quarters expect great results in the West 

: * . 
Jas. H. Jenkins, the popular manager of the 


United Typewriter Co.'s office in Winnipeg, has 


just returned from a vacation, spent at the 

Detroit lakes The famous smile still shows, 

even through the heavy coat of bronze, and 

Jas. H s now prepared to make the othe 
fellows istle for the order 
. = > 

G. R. Bradley, Remington manager, spoke at 


president and dire 
Industrial Exhibition to 


given by the 


the luncheon 
t Winnipeg 


tors of 


the manufacturers and their representatives in 
Winnipeg 
eee 
Your respondent met T. A. Weir at half 
past five one hot afternoon in Winnipeg, and 


had the pleasure 


of seeing three separate orders 


for new model Remingtons taken by Mr. Weir 
during afternoon and despite the lateness 
of the hour he was then on his way to book 
another one before quitting for the day 
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line of ribbons and carbon 


¢ The dealer who lays in 


RIBBONS «4 


ing in a line with which he ca 
business. 


put it off until to-morrow, bu 


\ \ TE are offering some very 
ers with plenty of push who desire to handle a good 
taken up our agency proposition show better business. 


supply of 


KEYSTONE 


is not loading his shelves with dead stock. He is put- 


@ NOW is the time to hear 


and our special proposition for dealers. 


liberal terms to live deal- 


paper. Dealers who have 


CARBONS 


nnot only get but hold the 





our agency plans. Don’t 
t write at once for samples 











Home Office and Factory 


THE KEYSTONE CARBON PAPER 
MANUFACTURING COMPANY 


NEW YORK OFFICE, 26 Broadway 


- FRANKLIN, PA, 








Albany, N. Y. 
The Albany agency of the 
Adding Machine 
Mr. C. R. Martineau as salesman 
Boston, Mass. 


Adams, formerly salesman in the 


Burroughs 


Company has taken on 


F. R. 
Boston office of the Wales Adding Machine 
Co., will assume the management of the 
Boston office for the same company on Au 
gust Ist. 

* ¥ * 

Arthur W. Sussmann has just opened an 
office in Boston for the Adding Typewrite: 
Company of Popiar Bluff, Mo. Mr. Suss 
manager for Boston and vi 
Room &28, State Mu 


mann will be 
cinity. His office is 


tual Building at 50 Congress street 
Binghamton, N. Y. 
The Burroughs Adding Machine Com 
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F. M. Brick as a salesman. Mr. Brick will 
have a sub-office in Montgomery and work 
that territory. 


Bridgeport, Conn. 


Geo. W. Hawkins of the Burroughs Add 
ing Machine Company's office at Boston 
has been appointed to carry on the sales 
work in this city. 

Chicago, Ill. 

The Burroughs Adding Machine Com 

pany agency in this city has added to its 


sales force Mr. W 


salesman 


T. Templin, who will act 


as junior under Sales Manager 
Gillen 

Cincinnati, Ohio. 
Holmes has become a member of 


Adding Machine 


c. 3. 
the Burroughs Company 
staff in this 
work the Dayton territory, having a 
office in that city 

Cleveland, O. 
Ohio 


city as a salesman. He will 


sub- 


Currie & sales managers. 


Dalton 


Boyer, 


adding machine, are greatly en 


couraged by the outlook for business in 
field 


four months ago, and 


their new This agency was opened 


already numbers 


amongst its customers some of the largest 
~ 


ready achieved an enviable record in his 
new field 

Rheinstrom is now attached 

office of the 
ompany as junior salesma! 


Dallas, Tex. 
A 


The Texas agency of the Dalton Adding 


B. A 
Cleveland 
Machine (¢ 


Burroughs Adding 
g 


Typewriter Co., Dallas, Tex., made 100 pet 


cent increase in sales over any previous 


This makes J] B 


manager, and H. D 


month during June. 
Moody, 
Hoffman, special agent eligible to the de 
Dalton Boosters 


Texas sales 

gree of knighthood in the 
Club 

x * * 

S. W. 

ager of this agency of the Burroughs Add 


Hartman, who has been office man 


ing Machine Company for some time has 
become a member of the active selling 
force of this territory. 

Dayton, O. 

The Burroughs Adding and Listing Ma 
chine came in handy at the White City in 
Dayton recently when one of the 
pers of that city gave its annual “picnic” to 


the show grounds. The newspaper people 


pany has decided to discontinue its agency and most representative concerns in its ter were anxious to ascertain the number of 
at this point The counties of Cortland ritory. They will open branch offices in the people that took advantage of their hosp 
Chenango, Otsego, Delaware and Broom« state in the very near future. tality to attend the affair, so Mr. C. § 
will come under the jurisdiction of the i Holmes, who represents the Cincinnati 
Syracuse ageiicy Chemung and Tioga 4. S. Burdette, formerly of St. Louis agency in Dayton, placed two Burroughs 
counties will be added to the Rochester ter now connected with the Ohio sales agency machines at the entrances to the grounds 
ritory of the Dalton adding machine, with pres and counted the number of people entering 
Birmingham, Ala. ent headquarters at Cleveland Mr. But The newspaper men were much pleased 
The Burroughs Adding Machine Com dette is a live wire, and while comparatively with the result 
pany agency of this city has engaged Mr new in the adding machine game, has al The Burroughs Adding Machine Com 





DIETZ DESKS—Soldto Dealers Only 


The quai‘ties that make the Dietz line 
of Desks distinctive are 


Variety of Styles 
Thoroughness of Consiruction 
Modern Interior Arrangement 
Strong Materials--Durability 


Handsome Finish and 
Appearance. 


The Dietz line includes roll 
tops, flat tops, book-keepers’ 
desks, typewriter desks made 
in hundreds of designs of 
different materials at attract- 
ive prices. 


Get the benefit of our thirty years of experience. 





Write for Catalogue today 


J. F. DIETZ & CO., 309-319 W. Third Street, CINCINNATI, OHIO, U.S.A. 
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THE DUNNING 


Pencit Peinting MACHINE 








It will hold 


We Sell EVEN A GRANK We 


Carry the 
Stock 


the 
Machine 





Blank 
Lead Pencils 


(without maker's imprint) 








your old trade 




















and ALL GRADES 
ALL COLORS 
create new NO SECONDS 
business Penholders 
Plain and cork tipped, etc. 
Operates by Hand or Power Uses Type or Electro 





date and different to offer to your customers! You claim to sell better 

furniture stationery and other goods than your competitors. Why not 

also be in the front rank with pencils, pen-holders, etc.P At present 
you are selling the same goods as other dealers, at the same set prices while 
agents for outside houses come to your town and sell the cream of your trade 
specially imprinted pencils for advertising purposes. Keep this trade at home! 
You should sell the goods and make the profit. We offer here a machine which 
will place you in a position to do so, at a cost scarcely worth considerin It 
will place your own imprint on the goods you sell over the counter, ae also 
enable you to supply a fine line of advertising specialties. A boy can run it. 
Write us about it, and we’ll give you full particulars of our very interesting plan. 


TO-DAY IS THE BEST TIME TO WRITE, 


Ks: YOUR PENCIL TRADE AT HOME! Have something up-to- 


DUNNING BROTHERS, Inc., 66 E. Fulton Street, N. Y. 
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Only Williamson Auto Feed Foun- 
tain Pens have this exclusive non- 
blot feature. That slot in the cross 
section of the pen indicates a 
reservoir which takes up all excess 
ink. This means 


PERFECT FLOW 


The Williamson Auto Feed guaran- 
tees perfect ow, with no chance 
to blot, drop or splutter superflous 
ink. Guarantees it with the mathe- 
matical certainty of natural law. 
Based upon a simple mechanical 
principle—it can’t go wrong. 


DEALERS !!! 


August is the time to buy for the 
school season. Thousands of stu- 
dents buy fountain pens each year. 
Be prepared for them with the new 
Auto Feed. They will advertise 
your business all year and send 
their comrades flocking to your 
store. 


SERVICE IS THE FOUNDATION OF A PROSPEROUS STATIONERY TRADE. THE FOUNTAIN 
PEN THAT GIVES THE USER THE BEST SERVICE IS THE ONE ‘THEY WILL HAVE REGARD- 
LESS OF OTHER CONDITIONS. BE THE FIRST IN YOUR CITY TO HANDLE THE UNIQUE 
AUTO FEED FEATURE WHICH CAN BE HAD ONLY IN THE WILLIAMSON AUTO FEED 
FOUNTAIN PENS. IT PAYS TO BE THERE FIRST. WRITE TO-DAY FOR OUR INTRODUC- 
TORY OFFER AND BEAT THE OTHER FELLOW TO IT. TO-DAY IS YOUR BEST CHANCE. 





Janesville 


$ 
5 


3 4 
= 4 
s Fk zu 


“ae 


- - 


_ 


tte 
es, 





x 
¥. 
LE 


A pen 
from the overheating of the ink 
barrel, can’t drop ink from the 
point of the pen while it is poised 
in the air—that can’t flow too fast 
for your speed or pressure in writ- 
ing, but always gives as much ink 
as you can use—that is the William- 
son Auto Feed Fountain Pen—the 
one you have been waiting for all 
these years. 


the first trial. 


You will buy it on 


ol 


DEALERS !!! 


Remember! You need carry no 
dead stock. We will exchange any 
styles that you find do not appeal 
to your trade. We also supply 
plate-glass display cases for you, 


which will help you sell the goods. 





LOOK AT THE 
RESERVOIR!! 


that can’t leak, can’t blot t 
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ADDING MACHINE NEWS—Continued. 
pany has opened a sub-office here, operating 
under the direction of Salesmanager Wilde 
f Cincinnati. C. S. Holmes is the local 
representative 
Detroit, Mich. 
General Manager Alvan Macauley, of the 


Burroughs Adding Machine Company, re 
turned July 10 after a ten weeks’ tour of 
Europe to study European trade conditions 


Since the purchase of the English Bur 
roughs Adding Machine Co., the Detroit 
company has installed agencies in practical 
ly every country in the world, and Mr 
Macauley states that the outlook for Euro 


pean business 1s especially bright. 


Adolph Zadig, Burroughs manager trom 
France and Belgium, spent two weeks re 
cently in Detroit studying the manufactur 
f the appliance 

B. G. Chapman, Jr., formerly manager of 
the Mechanical Inspection Department of 
the Burroughs Adding Machine Company, 
ind now connected with the American Cen 
tral Fire Insurance Company of St. Louis, 
visited the Burroughs plant while on a re 
cent visit to Detroit. He is a son of Mr. B 
B. G. Chapman, Sr., secretary and treasut 
er of the Burroughs Adding Machine Com 
pany 

* 4 ~ 

The Burroughs Adding Machine Com 
pany of Detroit has just installed a print 
ing plant in connection with its advertis 
ing department to handle its increasing 


printing output. The enormous amount ot 
printing used by the Burroughs (nearly 
two billion pieces a year) keeps the De 
troit printing houses as well as outside 


firms busy. 
Des Moines, Iowa. 

Irrepressible August Pohl, the well 
known Burroughs Adding Machine Com 
pany salesmanager for this territory, re 
turned from Europe early in July. He did 
not come directly to Des Moines, but 
stopped over in Detroit for the salesman 
agers’ convention at the head offices. Mr 
Pohl is looking good and happy and will 
make things sizzle around Des Moines 

Hartford, Conn. 

Geo. W. Hawkins is now connected with 
this office of the Burroughs Adding Ma 
chine Company, working in Bridgeport 
Mr. Hawkins is an old adding machine 
salesman and has just come to the Bur- 
roughs from the Pike Company 

Houston, Tex. 

\. J. Anderson, formerly connected with 
the Burroughs selling organizatioin, will 
represent the Dalton Adding Machine in 
Houston and adjacent territory. Mr. An- 
derson has a splendid record of achieve- 


ment back of him and is sure to prove a 


most valuable acquisition for the selling 
forces of the Dalton Adding Machine Com 
pany 


Milwaukee, Wis. 
Tl Milwaukee office of the Burroughs 
is 1 ng over the landing of a $3,500 or 
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IF | COULD TALK WITH 
YOU FOR TEN MINUTES 


You Would Give Me Your Order for Ribbons and Carbons. 


@ Not because I am so handsome or because of my eloquence, but 
because I could lay enough facts before you to convince you that my 
line means more money for you and absolute satisfaction to your cus- 
tomers, the users 

@ I have revolutionized the methods of selling the goods—and my 
method means an increase in your profits. 

@ Some foolish ones have said I must either reduce the quality or 
shorten the length of the ribbons—it is to laugh! 

@ Don’t you suppose that I am wise enough to know that my success 
depends upon your success, and your success depends upon furnishing your cus- 
tomers goods that will meet the demands of every requirement ? 

@ The minute I begin to short-change my customers—it’s me to the 
bone yard. My business is built upon values and the secret of my suc- 
cess is so simple, you'll smile . 

q I'll tell you briefly 

@ I know the ribbon and carbon game. I know that it costs others as 
much to market the goods as to make them. That’s the same with 
hundreds of other businesses 

@ The way to put the goods in the hands of the dealers so they could 
increase their profits was to reduce the selling cost. That’s plain. Se 
all I have done is to change the selling system. It costs me as much as it 
costs any other manufacturer to make my goods. But, I have no $2,000, 
$4,000, $6,000, $8,000 or $10,000 traveling men with expenses plus. I 
have no staff of salaried officials to fatten up the pay roll. Just myself 
at a modest salary and some capable assistants. I have no big rents to 
pay. Iam not ambitious to have my name on a big gilt sign across a 
big building that carries a juicy mortgage. I have no interest to pay 
on borrowed money 

@ Uncle Sam is my only salesman. I market my product by mail; and 
you know Uncle Sam charges but two cents for each call he makes. 

@ That’s all there is to it 

The dealers get the difference. 

@ Some of the livest ones in the country are making big money on my 
line—and giving their customers as good as the market affords. 

@ I want to do business with you, Mr. Dealer. 


If you'will send me an order for two gross or more 
I will put the goods up under your own imprint 


@ Selling typewriter ribbons with your own imprint on them offeis a 
very decided advantage to all you dealers who appreciate the value of 
‘‘come-back”’ orders. The customers whom you supply with ribbons 
bought of me with your own imprint on them will always come back to 
you for more ribbons. You do all your work on your initial sale instead 
of having to expend the same sales effort and energy every time you 
make a sale. The time thus saved you can put to work making money 
for you in other directions 

q I make all kinds of Typewriter Ribbons, Bi-chrome, Tri-chrome; also 
Ribbons for the Multigraph and Writerpress. The samples I offer to 
send you without charge are the regular stock ribbons—and all ribbons 
I sell you will be just as I claim—as good as any ribbons made. The 
one great difference is in the PRICE. That will surprise you. 

@ Be one of the wise ones 


WRITE TODAY TO 


ROTHSCHILD, "'sreciatist. 


Fifth Ave. & Washington St., CHICAGO, U.S.A. 
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Ribbons and Carbons 
have created a bre de- 
mand for Indeliba quality 
in every locality where 
typewriters and carbon 
paper are used. 


INDELIBA 
Hard finish varieties of 
carbon paper appeal to 
the particular trade. 
Hundreds of dealers have 
built up a paying business 
with our carbon papers 
alone. The favorite car- 
bon paper with the mer- 
chant, banker and busi- 
ness man generally 


INDELIBA 


Bichrome and Trichrome 











- 





ribbons are made in a 
variety which ensures the 
dealers’ order being filled 
every time. Weare never 
“out’’ of any line. Rib- 
bons for any machine. 
Our specific formula guar- 
antees colors and durabil- 
ity seldom equaled. 








Better get our prices to- 
day. It will mean a big 
increase in prosperity for 
your ribbon and carbon 
department. 








? 
Indeliba Mfg. Co. 


ROCHESTER.N.Y. 











a 





OFFICE APPLIANCES 


ADDING MACHINE NEWS—Continued. 


der recently. The big sale was placed with 
the Wisconsin National Bank of Milwaukee 
and called for Burroughs machines ranging 
in price from $450 to $600. This well known 
bank is now using seventeen Burroughs 
machines 

E. D. Haven, Wisconsin and Upper 
Michigan manager of the Burroughs, with 
headquarters at Milwaukee, was in Chi 


on business recently. 


* * * 


aut 
° 

E. C. Landis, special insurance man from 
the Burroughs plant at Detroit. called upon 
the. Milwaukee branch of the Burroughs a 
short time ago 

Minneapolis, Minn. 

L. C. O. Smith is now in charge of the 
Minneapolis office of the Dalton Adding 
Machine Company 

Montgomery, Ala. 

Che Burroughs Adding Machine Com 
pany has opened a sub-office in this city, 
The office will be under Salesmanager H 
W. Spalding of Birmingham. F. ’M. Brick 
and H. S. Hazlette have been assigned t 
work trom this city 

Newark, N. J. 

G. M. Palmer has been appointed man 
iger of the New Jersey branch of the Wales 
Adding Machine Company, with headquar 
ters in Newark. He was previously sales 
man in. Philadelphia for the same company 

~ * *« 

The Burroughs Adding Machine Com 
pany force at this agency has been it 
creased by the addition to the selling o1 
ganization of John T. Calet 

New York, N. Y. 

Oscar Mueller & Co., of 32 Broadway 
New York, have recently seld over 100 of 
the Tim Calculating Machines to the Uni 
ted States Steel Corporation. The popula 
ity of these machines may be also gauged 
by the fact that the American Tobacco Co 
now use over 100 of them. Judging from 


these two sales alone, it is apparent that 


calculating machines are becoming a part 

and parcel of the commercial life of this 

country. The Tim is a German machine. 
‘4 * * 


The Prudential Insurance Co. are finding 
the calculating machines extremely useful 
in their business W. A Morschhauser, 
agent for the Millionaire Calculating Ma 
chine, has sold them thirty-four of these 


calculators 


W. H. McFarlane will assume the man 
agement of the New York office of _ the 
Wales Adding Machine Co. in this city on 
August Ist. He will have the whole of New 
York State as his territory Mr. MecFar 
lane has been representing the same com 
pany in Boston, and comes to New York 
with the highest recommendations for good 
work. A lively time in the adding machin« 
field is anticipated 

* * * 
J. F. Peters of the Burroughs Adding 


Machine Co. does not intend to take a long 





vacation this year He is devoting 
time to the business of pushing the | 
roughs and the Pike, and reports 
month of July this year has been 


for sales he has ever had. Further th¢ 
ner month for 1909 has been this s« 
hot mont] f July 
Oakland, Cal. 

Salesmanager Perkins of the B 
Adding Machine Company in 
tory has placed T. M. Jones in Fres 
work the territory around that cit) 


Philadelphia, Pa. 
Ralph Stevens, the Wahl Adding 
chine expert from the home 
some time during the month in PI 
phia, making his headquarters of cours 
the Remington office, 9th and Chest 
streets The Wahl adder as an inbuilt 
ture of the Remington is proving 
very salable article 
Pittsburg, Pa. 
U. A. Abrahams, formerly « 
with the Burroughs Adding Ma e ( 


pany agency in Philadelphia 

transferred to the Pittsburg agency 

Burroug!l nder Salesmanager Happ: 
Poplar Bluff, Mo. 

The building of the Adding Ty; ‘ 

Company's great combined adding 

and typewriter will begin in the 

ture. It is now a matter of only 

an offices f the company announes 

S$ that he was unable to say 

work would begin 


For several weeks past a new 
known as machinery hall has be 


t tor tl 


course of being fitted out for the b 9 
of the combined machine 
The present factory manuta 


] 


Dalton adding machine, while this 


partment will be the place where 
wondertul piece of machinery is b 
San Antonio, Tex. 
Geo V Centen, a well kn 
machine man, is now sales manag 
Dalton Adding Typewriter Co. at S 


tonio, Tex 


Mr. E \. Kalkhurst, salesmanages 
the Burroughs Adding Machine Company 
in San Antonio territory, has engaged M1: 
G. Y. Mayne as junior salesman 

St. Louis, Mo. 

The St. Louis office of the Adding Typ: 
writer Co. reports a big business for so 
dull a month as July. The Dalton is gain 
ing very fast in this city 

“ * * 

C. C. Nott, formerly with the Burroughs 
Adding Machine Company in Philadelp! 
has been transferred to the ot 
agency under Mr. W. H. Mason 

San Francisco, Cal. 


\ record is certainly being made in San 
Francisco with the Elhott-Fisher adding 
and listing machine at present. Last month 


was good, but F. F. Wright, wl has 
charge of the Elliott-Fisher business in Cal 
ifornia for Glass & Prudhomme, the Pacifi 
Coast agents, states that July nas beet 


ahead of any month since he took charg: 











OFFICE APPLIANCES 89 


ADDING MACHINE NEWS—Continued. n regard to sales he company is kiag chine man, has assumed charge of the Sioux 
here, beating even the former record of tor quite an improvement in Septembe t Falls, la., office of the Dalton Adding Ma- 
September, 1908, though the month has s now extending its territory, and \ chine Company. While this is a new office, 
still another week in which more business — shortly move its offices to the Phelan build a satisfactory business has already been 
may develop. Things have been so stre1 ng. K. M. Wathen, w ( took secured, and the Dalton is making splendid 
uous, in fact, that Mr. Wright was con position as country salesman for this « strides in Mr. Cooke’s territory. 
pelled to take a week off and made a visit ern, has be making a fir rd in 1 Spokane, Wash. 
to the exhibition at Seattle. The most grat st month 
ifying feature is the fact that most of tl Charles Duguid, representing the Felt & \. E. Stevens, until recently sales man- 
sales were of individual machines, with n Tarrant Manufacturing Company, is kee iger of the Burroughs Adding Machine 
very large orders and only a few for mor ng quietly at work all the time, and seems Company, Salt Lake City, Utah, will here- 
than on This certainly looks as if “finan to be getting a lot more business thar é after represent the Dalton Adding Ma- 
cial stringency” were no longer standing i: chine Company, with headquarters at Spo- 
the way of business in high-priced ma kane. 
hines \ recent addition Salesmanaget A. E. Stevens, recently manager of the 
Cooley's efficient sales force the B Salt Lake City branch of the Burroughs 
H. B. Wyath, general manager of the roughs Adding Machine Cor r i is company, has joined the Dalton sales force 
Comptograph Company, was in San Frat Mr. S. J. Churchil and has opened the Spokane, Wash., branch. 
cisco early this month, o S ay 
fron , Seattle « wt a ” xan ir. G. F. Kinnev has als Stockholm, Sweden. 
San Francisco force in the capacity T. Sundberg, foreign representative of the 
The Comtograph Company of Californi: nior salesmat Dalton Adding Machine Company, reports 
n charg Messrs. Newman & Harris, is - 3 that the Dalton is making splendid head- 
making steady progress, and at _ present Sioux Falls, Ia. way throughout all Scandinavia, Finland 
tands high among the company’s agencies ( \. Cooke, an experienced adding ma and Russia. 





Mr. Dealer: These Desks Mean More Sales 
and Bigger Profits For You! 


Queen Typewriter desks are the fastest moving line of office furniture in the market. 


It is because they combine all the features business men want and they sell at a low price. 


aus 







Notice how compact they are. They open and close like a flash. Everything needed 
from paper to tools are within easy reach of the operator. 
Mounted on high castors and can be moved atatouch. A 


————_—- sreat time saver for the operator, and space saver for the 


othice 


QUEEN Typewriter Desks 


‘Sell at sight. Their merits are so apparent that no argument 
on your part is needed to convince the customer. Put them 
on your floor and we promise you quicker sales and bigger 
profits than you get from any other line you handle. 





Opened 
or 
Closed 
ina 
Flash 







Queen Desks retail at $12.50 and $15.50 east of Rocky 
Mountains, according to whether plain oak or quartered oak 
finish. Let us tell you how much they cost you. You will 
be astonished at the big margin of 








All supplies in 


easy reach 






profit they carry for the dealer. 


Special 30 Day Trial Offer. 


Put one of these desks in any prospective customer's office Let him use it for thirty days. 


Then if he don’t want it we'll take it off your hands and refund the full amount you paid for it. 
That shows our confidence. 
We have created the demand. It’s up to you to fill it and get your share of the quick 


sales and big profits. Write us today, 


The Marysville Cabinet Co., Marysville, Ohio 


























‘8 


Tee 
te ng mo 





oS a a 


A NEW DECLARATION 
OF INDEPENDENCE 


IS RESULTING IN A STEADY INCREASE 
IN THE NUMBER OF DEALERS 
WHO ARE GETTING 


THE ADVANTAGE OF 
THE REPUBLIC 


LINE OF RIBBONS AND CARBONS. 


We manufacture solely for the dealers 
We have made a specia! study of trade re 
quirements. We know the conditions and 
have made a line which embodies the es 
sentia! quality features at prices that en 
able dealers to get the business 

COOPERATION WITH US MEANS 

MORE PROPIT POR YOU, 


WRITE TODAY. 


REPUBLIC CARBON 
& RIBBON MF’G. CO. 


OFFICE AND SALESROOM: 
46 WEST BROADWAY, NEW YORK. 
FACTORY: 
180-182 CENTER STREET, NEW YORK. 






































THE COLLEGE BOOK RING 


The Sumplest, Quictes: Operated, ond Mast Serufectory Ring ever Invenced 


FOR LOOSE LEAF BINDERS 


of all sorte @] Allows the sheets to lie perfectly Mat, when pened at amy poe 


Stationers: Here is the ideal book ring for the 
school trade. May also be used asa key ring. Made 
in twosizes 1 3-16 and 1 7-16 inches in diameter 
Retail at 5c each, Wc dozen 


BIG PROFIT FOR DEALERS, 
Samples and prices furnished by A. C. McClurg 

& Co., Chicago, or HENRY T. ADAMS 
6846 So. Park Av., Chicago, Ill. U. S.A. 




















The DETROIT COIN WRAPPER 


ARE YOW SUPPLIED? 
These famous coin wrappers are quick sellers. Needed and 
used by bankers, offices and transportation companies and 
all firms who handle a volume of coin 

SIZES TO FIT ALL U. S$. AND 
CANADIAN COINS 
Saves half the time wrapping—cannot unroll and coins 
won'tslip out Millions sold annually. Once used no other 
wilido. Pays you larger profit than others. Let us send 
you samples and prices. 


The Eureka Don't Rip Coin Bag is the only coin bag that 
— never rips. 20 sizes 


_ ) . Write for sample 
~ Wipes Ps and prices 


Detroit Coin 
Wrapper Co. 


10 Joha R. St- 
Detroit, Mich- 











GERALD J. CONNOLLY 
ATTORNEY-AT-LAW 
711 Fourth Nat’! Bank Bidg., Cincinnati, Ohio. 
Special representative of Office Appliances in Cin 


cinnati. Special attention given to Commercia! Law 
relating to the Otfice Appliance field. 
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DUPLICATING 














(By Special Correspondence.) 


Chicago. 

Mr. J. O. Shephard, formerly Division 
Sales Manager in charge of the Western 
Division of the American Multigraph Sales 
Co., with headquarters in Chicago, is being 
groomed for the General Sales Manager 
ship of a well known specialty company, 
announcement of which will be made the 
latter part of the present month 

* * 

R. H. Morrow, the well and favorably 
known advertising manager of the Amer 
ican Multigraph Sales Co., has severed his 
connections with that company and is now 
connected with the home office of the 
Comptograph Co., at Chicago, in charge of 
their recently established advertising d¢ 


partment 


W. Cary Lewis & Co., the well known 
representatives of the Kee-Lox, are doing 
some splendid work in the duplicating field 
They have established a form letter depart 
ment where they make a business of turn 
ing out fac-simile letters and_ circulars, 
matching the color of the machine ribbons 
and producing a product which requires the 
closest scrutiny in’ order to distinguish it 
from letters written directly upon the type 
writer. Incidentally, this department fur 
nishes a wider scope for the sales of Kee- 
lox goods, which are well known as among 
the leaders on the Chicago market 

x * x 

Dan C. Swander, connected with the 
Multigraph Sales Co. in various capacities 
since the inception of that company, has 
resigned and is now in charge of the New 
York office of the B. F. Goodrich Rubber 
Tire Co 

New York, N. Y. 

The New York office of the Multigraph 
has a new-old manager in the person of 
\rthur A. Adler. About three years ago 
Mr. Adler held the same position, but re- 
signed to take another appointment. He 
has now returned to his old love, and gives 
every indication that his enthusiasm and 
energy will make the Multigraph hum 
around town more than ever. He has now 
been appointed manager of the Central 
Atlantic Division in the Multigraph inter 
ests with offices at 311 Broadway. F. H. 
Williams, one of his old salesmen, who 
achieved such splendid sales records in the 
past is once more with Mr. Adler as assist 
ant manager and has already begun to 
whoop up matters in good style. Fred C. 
Jones, who also formerly worked under 
Mr. Adler, is now assistant manager, and 
has started in to gather in the Multigraph 
plums. Others who have joined the selling 
force are A. B. Patterson, formerly with 
the National Cash Register Co.; J. M. Me 
Intyre, formerly with the Bituminous Coal 


| 
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LOCAL VIEW 











‘ From Your Own 
Photographs 


@ This is SPECIALIZED ADVER- 
TISING BY A HOUSE WHICH 
HANDLES NOTHING BUT 
“LOCAL VIEW” WORK. 





@ Well-known advertisers su as 
Studebaker Bros., South Bend, Ind 


Denver Dry Goods Co Bethesda 
Springs, Waukesha, Wis., and others 
are placing with us such large con 
tracts as 50,000 post card : 2 


single variety. 

@ Repeat orders from these firms 
show that local-view post-card ad- 
vertising pays well. 

@ Live salesmen and dealers can 
make this proposition pay big money 
The cards will build a big trade for 
your clients. They are the biggest 
LITTLE salesmen on earth. Travel 
ing expenses only a one-cent stamp 
The beautiful colored photograph 


doe Ss the rest 


@ AN ALERT BUSINESS MAN 
CAN’T GET AWAY FROM THIS 
KIND OF A PROPOSITION. TRY 
IT! Every merchant in your town 
ought to be using this inexpensive 
means of advertising. It’s up to 
you. 





WRITE AT ONCE for PARTICULARS 





E. C. Kropp Company 
' Milwaukee, Wis. 
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DUPLICATING MACHINE NEWS—Con. 
Co.; W. Bedford, H. C. Clifton, E. A. Miller 


and J. Van Arsdale. Other men are being 
put on for vacant territories, and every 
thing is shaping for a very active Multi 
graph campaign in the fall 

Possibly there is no more hale-fellow 


well-met man in New York than Felix I 
Daus of the Daus Duplicator Co., of 11 
John - street The duplicator business 


especially in hot weather, calls for sublime 


patience and a happy disposition, and 
these fine ittributes Mr Felix Daus pos 
sesses to a marked degree He usually 


takes a trip to Europe every summer, but 
this year Mr. Daus intends +o devote his 
attention to his large real estate interests in 
Long Island. May be another row of the 
fine Daus Cottages will appear at no distant 
date. Mr. Daus recently brought out the 
Dausgraph Carbon Paper, which is proving 
a great seller By means of this useful 
invention 50 clear, sharp copies can _ be 
made of typewriting on the Daus Tip Top 
Duplicator 

The duplicator trade while a hard one to 
push is apparently receiving quite a boost 
at the hands of the Beck Duplicator Co 
They have removed to 491 Broadway, 
where they have the whole floor devoted 
to the purposes of their rapidly extending 


business [he area of 5,000 square feet 


is allotted to the manufacture from start 
to finish of the Beck Duplicator and its 
rolls Here they have every facility for 


packing, and the demand for the Cham 
pion Duplicator and supplies keeps a large 


force constantly at work. The offices ar 


5 WELCOMED 
OUR FACTORY 
an ee we 
iy monday After icon 
M210 4 OCLOCK 





ted at the Broadway end of the stor: 

Mr. Ernest L. Beck, the president, is ably 

sisted in his work by his energetic se 
ry, Elbert Isaacs 

Philadelphia, Pa. 

©. H. Chamberlain, district sales man 

iger at Philadelphia of the American Mu 

tigraph Sales ¢ ympany, spent the closing 


ys of July at the factory in Cleveland 


H. M. Gesterfeld, who accompanied him, 


is doing some special work at the home of 
ce. During the month the visitors to the 
Philadelphia office included M. W. Lloyd 
ind R. C. Ragland from the Richmond oi 
ce, whose work recently has been con 
spicuous in its results 
* * * 

The Writerpress has just been another 
introduced to the consumers of Allen 
town, Reading, Trenton and other towns 
in the Philadelphia district by Frederick J 
Sweet, the Philadelphia sales agent 

San Francisco, Cal. 

Since the opening of the Underwood 
Duplicator office in San Francisco, they 
have been doing a splendid business with 
the Duplicator, which is proving to be 
yreat favorite on the Coast 


~ 


With a capitalization of $50,000 the char- 
ter of the York Desk Company was re 
ceived by Recorder Lau June 1. The com- 
pany intends to manufacture furniture from 
metal and work in the old Fallon planing 
mill on West King street. The incorpora 
tors are Albert Welsh, Daniel A. Bupp 
Arthur J. Schneider, William H. Reynolds, 
Edward J. Shenberger, Harry: J. Seiffert 


and J. George Schneider 


MULTIGRAPH CO. BOOTH AT CLEVELAND INDUSTRIAL EXHIBITION 


No Stenographer 
Can Resist It 


The ZENITH 


A Labor-Saving. Perpetual 
Loose-Leaf Note Book 


We are now making the 
ZENITH Stenographers’ Note 
Book bound in cloth, an edition 
de luxe for the well-appointed 
office. 


A note-book mechanically 
perfect. The leaves turn on 
metal rings and can’t flop back, 
bulge or curve. An absolutely 
flat writing surface at all times, 
every inch of which is available. 
Stand the book upright on its 
covers and it becomes its own 
copy holder 


One set of covers wears for 
years. When book is filled, new 
filler is inserted in an instant. 


Cloth-bound outfit comprising 
covers, rings and 12 sets of fillers— 
160 pages each—tetails for $1.00. 
Extra fillers, 75 cents a dozen (1920 
pages). Paper adapted for pen or 
pencil. Made in two sizes, 44x8 ins 
and 54x84 ins. If your dealer can 
not supply you, order direct from us , 
enclosing 25 cents additional to help 


defray expenses. 


American 
Business Supplies 
Company 


147 E. Congress Street 
BOSTON, MASS. 
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TheSnappy Rattle, | 


Perfect Printing 
Surface Gives 











Crisp Feel and 








Ordinary Bond 
Papers. 


A tone that dignifies 
commercial stationery to 


the plane of social corre- 





spt mndence papers and 








makes an impression that 
has an influence upon the 


business relations 


Dealers 


who feature BANKERS’ 
LINEN find that it gives 
eminent satisfaction in 
every respect. 

Samples and prices will 


be sent upon request. 


RAIS APR ECRIEE IL SS IAL TRIO tl 


A Special Tone /; 
Not Found in 


Southworth Paper Co. 


be 

MITTINEAGUE, s 
MASS. y 
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A ROOTER FOR HIS TOWN. 

Most of us, when we think of Okla- 
homa City conjure up a vision of a 
little town away out somewhere on 
the prairies built of wood, with per- 
haps a few two-story brick stores, a 
predominating number of saloons and 
a sort of perpetual Wild West business 
going on every night between II p. m. 
and sun up. But whoever thinks such 
things will get a sudden awakening if 
he ever goes there. ay W. Densford, 
manager of the Oklahoma branch of 
the L. C. Smith & Bros. Typewriter 
Company, has sent Office Appliances 
a book illustrative of Oklahoma City 
which opened our eyes and made us 
want to visit the place forthwith. The 
tall buildings, the busy streets, the 
churches, schools, hospitals, packing 
plants and fine residences made us 
think of Chicago in a sort of reduced 


proportion—just as if we were look 


ing over another Chicago, up to date 
in every way, but built on a scale the 


J. W. DENSFO 


mind can better comprehend than the 
all-outdoors bigness of the real Chi- 
cago. 

Mr. Densford is an Oklahoma City 
enthusiast. Down there they get so 
full of civic pride that they write to 
all their friends to come down to Okla- 
homa and buy a farm or go into busi- 
ness. When this does not satisfy they 
select some cotton field within trolley 
ride distance of the city, go out into 
it and yell. Joking aside, the people 
of Oklahoma City are right up to date 
and they all pull together for the prog- 
ress of the city and the state, and this 
accounts in some degree for the sud- 
den and wonderful development of the 
commonwealth.’ Mr. Densford says 
that there is more harmony to the 
square inch in Oklahoma City than in 
any other place; typewriter men are 
all friendly and each finds enough to 
keep him busy. Every machine shows 





RD AND HIS SON. 


an increase in business month after 
month and prospects are very encou 
aging indeed. 

The accompanying cut is proof 
Mr. Densford is himself progressiv: 
He makes his round of customers in 
his automobile. The youngster play 
ing about in the foreground is Mr 
Densford’s son, of whom his father is 


Ti 
lla 


very proud 


ADVERTISING CLUBS TO MEET. 


Merchants and manufacturers and 
business men of the country in general 
are interested in the fifth annual con 


vention of the Associated Advertising 
Clubs of America, which is to be held 
in Louisville August 25, 26 and 27 
Every possible phase of the advertis 
ing proposition will be touched upon 
and the “‘ad” will be followed from the 
time it leaves the hand of the copy man 
until it falls under the eye of the r 
of it Buying and selling advertising, 
the legal phase of the question and the 






important part allotted to the printet 
are some of the things that will be dis 
cussed, and they will be handled by ex 
perts . 

Among the speakers of note who will 
address the convention will be Frank 
Van Camp, the pork and beans man of 
Indianapolis; S. S. McClure, the maga 
zine publisher; Hugh Chalmers of De 
troit, William Thompson of Kalamazoo 
Direct to You fame, Ingalls Kimball of 
New York and many others. Every 
man interested in advertising is invited 
to attend the convention. 


On the hand of a young man 
sparkles no jewel so precious as the 
bloom of health. 


Why carry a burden of past woes? 
The ability to forget is a fine, JOY O1\ 
ing art 
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Story of the Convention. 








IMPORTANT RESOLUTIONS ADOPTED. 


Resolved, That we deem the matter of a permanent secretary one 
of the most vital questions now before the Association, and we sug- 
gest that the Executive Committee be given the power and discretion 
to select and employ a suitable man for the position at the earliest 
possible moment, at a salary to be fixed by the committee. 

Resolved, That the action of the President in appointing a Com- 
mittee on Foreign Relations be endorsed and ratified and that such 
committee be continued permanently. 

Resolved, That Art. Vii of the Constitution and By-Laws be 
amended by the addition of a section to be known as Section 2, reading 
as follows: 

The President shall appoint a committee on prices to be known as 
The National Catalogue Commission, to consist of five members, whose 
duty it shall be to prepare and publish a list of standard prices on 
staple goods, and to distribute said list or revisions of same, as the 
recommendations of this organization, and that a charge be made for 
Same at their discretion. 

Resolved, That $1,000 be appropriated from the treasury of the 
organization to defray the expenses of the National Catalogue Com- 
mission. 

4. Resolved, That the report of the Committee on Inks and Mucil- 
age, as far as it applies to selling prices, be adopted as the sense of 
this convention, and that it be recommended to members for adoption. 
And further, that we endorse that part of the report of the commit- 
tee referring to the manufacturers selling to the consumer direct. 

5. Resolved, That the printing and selling of stamped envelopes 
by the government be condemned as being a species of class legislation 


for the benefit of a few, and we recommend that this convention ap- 
point a nermanent committee to act and co-operate with committees 
from other organizations, looking to legislation which will cause the 
government to discontinue this injustice to the printers and station- 
ers of the country. 

6. Resolved, That we endorse the recommendation of the Com- 
mittee on Paper and Envelopes as to the ‘“‘standardizing of stationery 
and filing devices,”” and recommend that a permanent committee be 
appointed by the President to take up this very important matter and 
make full report at the next annual meeting. 

7. Resolved, That in view of the prospective increase in expenses 
connected with the employment of a permanent Secretary, the annual 
dues be fixed at $10.00 per annum. os 

8. Resolved, That the giving of souvenirs or advertising in any 
other form whatsoever, at the conventions of this Association be con- 
demned and discouraged at all future conventions. 

. Resolved, That the time for holding our Annual Convention be 
hereafter fixed for the month of October. 

10. Resolved, That the suggestion and recommendation of the 
Year Book Committee as to contents, size and style of binding, etc., of 
Year Book be adopted by this Association to apply on all future edi- 
tions. (Referred to Year Book Committee.) 

Resolved, That the Retail Stationers are unalterably opposed to 
the practice of manufacturers selling direct to consumers. 

Resolution of thanks and appreciation to the Stationers’ Club of 
Toledo for its hospitality and splendid entertainment accorded to 
every one, both ladies and gentlemen. 





In the minds of several hundred people 


] 


Meeting of the Traveling Men. tion was called to order by President Theo 


allied with the stationery trade the name Monday evening was the occasion of a dore L. C. Gerry at 10:30 o’clock the 
of Toledo will always remain a fond mem stag entertainment given in honor of the forenoot During the previous day the 
ory of a happy week. The National Con traveling men. The meeting was in charge various committees had been at work 

vention of 1909 has passed into history of Harry J. Tyndale of Eberhard Faber the hotel, completing the necessary details 
after having accomplished the work it set lyndale is an excellent and resourceful en so that when the first session opened every 


out to do The business sessions of the tertainer himself, and he kept things mov thing was in readiness for the p 
convention were of rare and unusual in ing at a lively rate. The entertainment in scheduled The attendance was rept 
terest; the entertainment features arranged cluded songs by the Lotus Quartette of sentative one, and was eviden 

by members of the Toledo Stationers’ Club Toledo, +a ‘cello solo by Mr. Bliss, clever business, as the tone of the subse 

and by local manufacturers were the acme sketches and impersonations by Mr. Gillen bates showed 

of hospitality and interest; the weather and barytone solos by Harold Jarvis. Mr On opening the convention the preside 
during the entire week was almost idea Davis did some clever sleight-of-hand work called upon the Rev. George Dugan, who 


for the enjoyment of the various outings ind extricated himself from a collection of pronounced an invocation, following 
arranged for the benefit of the city’s guests, manacles and handcuffs that would have Mayor Brand Whitlock of Toled 
who were warm in their praise ot the treat sufficed to hold a whole lock-up full of! troduced. Mayor Whitlock we med t 
ment they received And finally, the hotel malefactors, accomplishing _ the appar delegates as the guests of Toledo. Hes 
accommodations were all that could bi ently impossible in very short space of that the stationers were in an_ honorabl 
desired time. The program was given in two parts business; indeed, all who have tions 
By Monday, July 19, stationers, manu and all the numbers were heartily ap with the printers or the paper maker's art 
facturers and others began arriving in larg plauded are in an honorable calling He himse!] 
numbers, and the Secor was well filled with First Session Tuesday, July 20. the mayor continued, got the sme 
The first formal session of the conven printers’ ink into his nostrils early in life 


wuests. 








THE CONVENTION CROWD 
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and never was able to x t out again. He Commaittee on Resolutions in ri ove \Vetmore was followed with close attention 
said that as mayor he accumulated a great at the beginning of this report | com d his address, though of some length, 
deal of advice every day and each evening mittee recommended that the Catalogu vas interesting and practical. He covered 
had a gi il to spare, so if any of the Commission be given $500 with whi subject thoroughly and made many 
stationers got into any trouble during their t reimburs« tself and carry yractical suggestions. The address is given 
stav. he would be glad to give them all ¢, but after some debate t sun full in the following pages. 


the advice they might need out of the larg was increased to $1,000, though men Baltimore Next Meeting Place.: 


surplus he vays had on hand the Commilssiol insisted , Upon the opening of the afternoon ses- 
Following e president's address Secré they d make no claim 1 r prey sion the report of the convention commit- 
tary Rogers read his annual report, the text See Phe conventiot e was heard. The committee, consisting 
of which appears in another column. This sted upon “paying its way rei \lillington Lockwood, Abner K. Pratt 
was followed by the iding of the report bursing the gentlemen of the Commiss ind James T. Lacey, reported in favor of 
yf the treasurer. Charles A. Stevens, who. r their expenses during the I t the ecepting the invitation of the Baltimore 
in connection with his report read some in st yeat Stationers’ Association and hold the next 
teresting figures showing the comparativ wing the debate upon the res nnual convention in that city. The com- 
financial standing of tl ssociation during tions, which were adopted, with modifi itee recommended that the time of the 
the years of its existence The repor tions as indicated above, the president it ext convention be fixed for Oct. 10 to 14, 
showed the association to he now in bette roduced Sam Mayer, managet the Cl 1910 
ondition than ever before in its historv igo office of the Joseph Dixon Crucibl On motion of Mr. Sperry the recommen- 
Following brief report f the Program Company, who read an excellent paper « lations of the committee were adopted. 
Committee, the Year Book Committee sub e Care of Stock.” Mr. Mayer’s ad following an interesting address on “Ex- 
mitted an teresting report. which was dress was one of the best of the entire cor penses and Profits” by W. O. Foote of At- 
rdered 1 ved and referred to the Com vention and well merited the careful atten inta, Ga., and an equally interesting and 
mittee on Resolutions tion and the hearty applause it receive: nstructive address by Mr. Dorris of the 
The reading of the reports of the Con [his paper is given in full in the following Buffalo Envelope Company on the inequity 
mittes n Blank Bo Committee on pages At the conclusion of his address i the government’s policy of printing busi- 
Paper and Envelopes, Committee on Hard number of the stationers arose and ex ess cards on ‘stamped envelopes without 
ware and Glassware. Committee on Inks pressed their appreciation of the excellenc: arge for the printing, the matter of the . 
and Mucilage, Committee on Pens and Pen the address innual dues was brought up and the by- 
cils. Committee on Leather Goods and [1 discussion between Mr. Bainbridge: iws amended, making the annual dues $10 
Novelties ( mmitte ! Rubber Stamp Ir. Gibbs and Mr. Heise, the itent of the yeal instead of $6. 
Goods. were read and referred to the Com resolution against advertising by manufac \t the suggestion of the chair the nomi- 
mittee on Resolutions This completed th turers at future conventions as brought nating committee reported and its report 
work of the morning session and the con it. It seems that this was the first con vas adopted, all the nominees. being elected 
vention adiourned to heuffet landh which tiontion at which manufacturers had put up imid enthusiasm by the unanimous vote of 
was included in the program of events for placards in the halls, and it was intended the convention. 
each day among the , ‘ther items which the to discourage the growth of this and othe1 The session concluded with the passage 
delewates and visitors purchased on receir practices which might impede the work of f a resolution against sales to consumers 
ing their badges and book of tickets from the convention and do no good to manu by manufacturers and a general discussion 
the entertainment committee facturers, that the resolution was passed ipon the addresses of Mr. Foote and Mr. 
The afternoon session included the read lt was specifically voted by the convention Wetmore 
ing of the report of the Committee on Files n motion of Mr. Lent, that the action oi Thursday, July 22, 1909. 
and Office Furniture, report of the Board the Toledo association in accepting adver Following a resolution of thanks to the 
of Control, report of the National Cata tisements to defray the cost of the con Stationers’ Club of Toledo, the secretary 
logue Commission, and the reports of th tions was substantially the same as _ th made a supplemental report showing a net 
Committee on Loose Leaf Devices. Execu ention program be endorsed, and ap gain of 296 members. Following addresses 
tive Committee, and brief discussions, thx proved . by T. James Fernley on “Trade Associa- 
convention adjourning at 5 p. m. The report of the Credentials Committe tions,” and by Edmund D. Gibbs on “The 


S d Davy’s Sessi July 21 vas next read and approved, following \lan Behind the Counter,” the convention 
econ ay’s Session, Ju : ee : 
y y which Lansing G. Wetmore delivered an gave the gentlemen a vote of thanks and 


The convention adopted the report of the ddress on “Expenses and Profits M1 adjourned sine die. 
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Address of the President 


N making this report, I do not attempt 
to 


be 


details extensively, as 


into 
take 
The 


reports 


go 
would 
appea 
Committ 


would more time than 


the will 


Officers and 


justihed work of 
the of 
The report of the Secretary will give a true 
The of the 
Treasurer will show how much was received 
| think we spent 


year 


Lecs 


in 
exhibit of membership report 


and how much was spent. 


a lot of money this year. The report of 
the Executive Committee and of all the 
Committees will give you full information, 
in a more comprehensive manner than [| 


could possibly give it. I shall simply sug 


gest a few thoughts on matters that seem to 
me to be pertinent. I do not claim them to 
be original by any means, but deem them 
worthy of repetition and consideration 

It is indeed a pleasure and I esteem it a 


high honor to be able to greet you today 


in Fifth Annual Convention, and extend to 
you a welcome in this great State of Ohio, 
famous in that it has given us more Presi 
dents than any other State in the Union, 


with the exception of Virginia, which ex 


ceeds it by only one, and which gave us 
the present occupant of the White House, 
William H. Taft. I esteem it a privilege to 


be permitted to represent an organization 
composed of 
amongst our members, men known al 


number 
| 


i 


such men as we 


over 
this country by those in almost every walk 


of life and recognized as factors in the 


make-up of a great nation; and I trust and 


shall 


our 


we 
make 


for 


deliberations 
that 


that in 


that 


believe our 


display wisdom will 


association recognized a force good 


a> 
in a common cause to a common people, 
and that broad spirit demonstrated that ts 


responsible for the making and maintain 


ing of the greatness of our country 

Since last we assembled, the wheel of in 
exorable time, as measured by years, has 
made another revolution and again we aré 
permitted to meet, to review the past and 
plan for our further journey into the fu 
ture. Looking ahead, as we did one year 


ago, how far off appeared the present mo- 
but what little time 
were gathered to- 


ment, a 
ago it 


gether 


retrospecting, 


seems since we 
purpose as that which 


Our 


for the same 


has called us here today. conven- 


tions are the resting places of our business 
life, and what a privilege it is to be able 
to meet in council annually and endeavor 
the conditions that dominate us 
As the travelers of 


to control 
every day in the year 
old 


in 


the wayside 
to 


march 


refreshed themselves by 


to continue 


order gather strength 
through 
to 
equip ourselves for our journey onward 
One health and 
streneth, and watched over by a kind Prov 


id . 4 ig 


their way, so in our 


we, 


time, pause for a space in convention, 


year ago we parted in 


ec, many ire 


permiutte 





THEODORE L. C. GERRY, PAST PRESIDENT 
AND DIRECTOR. 


into one anothers’ faces and clasp hands 
in cordial greeting. And we cannot but 
feel grateful for this indication of Divine 
favor. But while we rejoice that we have 
been spared to again assemble in conven 


moments for thought 
the call of 


year 


tion, let us take a few 
answered 
if 


those who have 
their Maker 


passes that the tie of kinship, or friendship, 


of 


Scareely, ever, a 


is not parted by the hand of death, and the 


past year has been no exception. Some 


of you mourn the loss of dear ones, and to 


those who have experienced this bereav« 


ment is extended sincere sympathy and the 


hope that time may soften your sorrow 
Death has not passed us by and left the 
ranks of our association unbroken, for dur 


ing the year we were called upon to mourn 


the loss of our beloved fellow worker, John 
\. Schlener, who passed from this life No 
vember 6, 1908, after an illness of some 
months. Those who were present at the 
last convention will recall the receipt of a 
telegram in which he expressed regrets that 
his strength would not permit him to be 
with us. That telegram was Mr. Schlener’s 
farewell message to the National Associa- 
tion and many of his friends then assem- 
bled. The association was represented at 


his funeral services by Mr. Stevens and 
Mr. Mayer and other members, and a floral 
offering expressed the sentiments of the 
association, to which he had given such 
valuable service. The executive commit- 
tee, at a meeting held on December 2d 
last, passed resolutions that were suitably 
engrossed, and forwarded to Mrs. Schlener 

Mr. Schlener was an enthusiastic member 
of this association—the stripe of a man 


organizations 


atl the 


that forms the backbone of 


He was elected second vice-pre side nt 


; 
1 


organizing nvention in Chicag: 
St. Louis the following year, to t g 
othcee im y gift hat of preside | 
was a member of the board of cont! 
the association was organized, and at hi 
death, his position was not filled 
of his memory With the passing 
Schlener we lose one of our most lo 
herents and a kind and loving frien¢ Gel 
tle in manner, considerate in thought and 
pure in motive, John Schlener cri 
monument to himself in the hearts . 
associates, that will last as long S \ 
lives Let fitting action be hers ke 
recognition of his lite and worth iV a] 
pear upon our records And if ther be 
others of our trade who have passed away 
of which I am not aware, let it so be re 
corded 

Membership. 

And now I want, briefly, to refer t 
membership and give a few figures in ret 
erence thereto. The report of the S¢ ‘ 
tary, which is complete, will no doubt mor 
fully inform you. The change in by-laws 
affecting qualification for membership was 
a radical change It was so entirelv d 
ferent from the former law that s 
sitated almost a complete reorganization ot 
the membership of the association. It p 
tically meant for the secretary, undoing 
nearly all that had been done and s ing 
over again, and entailed a great an t 
detail work and expense At Bost the 
report ot the secretary showed tota 
membership of six hundred and . 
Eighty-five of these were individual men 
bers, so called because they enre tro. 
localities in which no association existe 
and five hundred and forty-one we men 
bers by virtue of their affiliati 
associations The present memb 1 
three hundred and sixty-four indi and 
sixteen association Of the thr ndred 
and sixty-four individual members, seventy 
five were formerly enrolled as such; eighty 
five were not last year connected with this 
association and the remainder, two hundred 
and four, are from among the members of 
local associations The difference, there 
fore, between the new enrollment and the 
old, nearly all of which is from the former 
enrollment through local associations, is 
two hundred and forty-six, and of this 


number eighty per cent are manufacturers 


and manufacturers’ agents and jobbers, a 
few of which are not now eligible for mem 
bership. The membership at the present 
time, although about 60 per cent that 
formerly credited, does not indicate that 
the new plan is not feasible or that our 
association is not in as flourishing condi- 
tion as it was a year ago. On the contrary, 
I believe it is more so and on a bett foun- 
lation than ever before, ind tl 








du: rship | . step in the 
ght dir Phi er plan of com 
puting embers by the number of 
members ss s did not indi 
cate tl gth of t National Associa 
i It s simply basis on which to 
determine how many tes could be cast at 
i convent and figuring the strength ot 
the association on t basis, and that 1s 
the true basis, for every member in the 
stric sens yf the ter is entitled to a 
vote, our membership s never exceeded 
one hundred and ninety-three. For the pur 
pose of income, thi plan was effective 
ind perhaps would have continued for a 
time to be so; but sooner or later the effect 
was more likely than t to be disastrou 
Under the present pl the increase in in 
come will grow more rapidly, and the loss 
ot a tew bers from time to time may 
be easily made up by t natural accretion 
f new members [ the old plan, the 
loss of an association membership meant 
onsiderable of a reduction in income alone, 
which we might not | been able to re 
cover in ng while, the loss. being not 
ynly in members ane me, but in pres 
tige as we ind t uuld restrict our 
field of operation an prive us of oppor 
tunities in proportio The present plan 
strengtl issociation and creates a 
wider interest in its rk Now, every 
member joins on his own responsibility and 
recognizes his membership. Formerly many 
were enrolled without their knowledge and 
hence were indifferent, by reason of ig 
norance of their connection, to the success 
of our efforts, and such a condition is weak 
ening \ large, indifferent membership, no 
matter how large an income it produces, is 
a burden, but a membership, no matter what 
its size, 1f interested and active, is helpful 
and can accomplish great things. We need 
revenue, but we do n nt a membership 
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Ve need 
Pl ( bers as well 

¢ y t purp 
e benefit, whi united Sis 
Sist if ction ¢ nn K € possib 
ed manv replies t ett 


GEORGE M. COURTS, SECOND VICE-PRES 
cceom, & 1K 112g ) I 
‘ f members! p, tron bers < 
( ssociations, t the eff it tl 
é nderstood that they wv ember 
Nationa Association dic 
re to join at this time. Of wl 1s 
nbers of this kind? Local associations 
I believe, are largely necessary to tl life 
d development of the National Associa 
ion, and their support and encouragement 
hould be given in fullest measure Phe 
influence an increase in ir mber 
hip; they can introduce ideas that 
gendered through problems that e « 
mting them continually in their work 
ssociations; they can disseminate know 
edge that will benefit’ stationers and othe 
local associations The Natio Assoc 
tion stands in a position to act as a cleat 
ing house for suggestions, if th r¢ as 
sociations will advance them. In this w 
s well as in many other ways, we can mal 
the work of our local associations broad¢ 
ind the power of the National Associati 
for great good, more potent And so 
would ask you who are working daily 
local association matters to keep the 
t uughts in mind to the end that the effo1 
both local and national associations n 
fF ¢ I believe that the e gre 
} ities in tl t o| the ASS« 
s should pu ethe ; 
good principle lint gs 
bs utely ] SSary suit the 
ei eea which ther shor 
t the Nati “Tay t b 
’ 1d out and finis ; 
| for genet be 
Local Associations. 
ts were made during t é 
ton 
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there were enough station- 
s to justify the attempt. The results of 
ese efforts cannot at the present be de- 
rmined. A suggestion of this kind can- 
t be molded into shape on short notice. 
ne is necessary to harmonize the ideas of 


cities where 


fferent minds, and until opposition—and 
there is sure to be that—is overcome and 
ison takes the place of suspicion, little 
ress can be made. No effort in the 


rection of co-operation has ever met with 
stant success, and we must wait a while 
r results, but while waiting keep on agi- 
ting 
During the past year, upwards of two 
undred and fifty cities were canvassed in 
associations. In some 
received commending 
in most cases our ad- 
inces were not noticed. Some who replied 
stated their belief in association work, but 
gretted that conditions were not then in 
shape to accomplish much in that direction. 
Others advise that they were in sympathy 
th the project and would probably attend 
the convention in order to be fully advised 
of the benefits of such a movement. I 
rust that they are present and may gather 
incentive that will benefit the stationers of 
locality. This matter deserves con- 
stant attention, and the National Associa- 
tion can fulfil an important mission if it 
persists in its efforts along this line. 

It is gratifying to note in the past few 
nonths four associations have been organ- 
ized—viz., Toledo, Atlanta, Columbus, and 
Milwaukee. All of these associations have 
enrolled in the National and quite a few 
individual members have been added to our 


interest of local 


ases, were 


replies 
the pr position, but 


tneir 


oster as a result of their efforts. I believe 
we can attribute the formation. of these 
issociations to the influence the National 


\ssociation has been exerting from year to 
yeal Let that the work of the 


us hope 





CHAS. E. FALCONER, THIRD VICE-PRES. 
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past year may bear fruit in a like manne 
It is a matter of concern that the Detroit 


Stationers’ Club and the Stationers’ Club of 


Denver are not in shape this year to join 


with us. Let us hope that they may return 


to the fold in the near future 

In many of the towns and smaller cities 
there are but few stationers—too few, in 
fact, to make the formation of an associa 


feasible or a reasonable proposition, 
the 


tige would be not only helpful, but is neces 


tion 


and yet association influence and pres 


TREASURER CHARLES A. LENT. 


sary—more necessary in some of these 


places than in the larger communities. In 


these smaller localities the business is at 


fected by drug stores and dry goods stores 
and | 
that do 


the dealer in 


not, stores ot general charac 


doubt 


ter, not recognize the position of 


stationery exclusively, and 


ire not, therefore, in sympathy with hi 


difficulties and hardly likely to ce 
mutual good 
It is possible that thes« 


offset the influence that 


-Operatl 
for 
stationers n ig! 
works to their hart 
them throug! 


that 


were give! 


if opportunity 
association, and in ordet they may 
the 
action, I 
state 
new thought, but 
ef. This 
appears on the surface, but it seems to m: 
that the effort is 


gestion of 


of concerted thought and 
should 
This is n 


have benefit 


direct believe they torn 


county or associations 
one of those lost tr k 


may be a greater problem thar 
The sug 


Associatior 


worth while 
National 
stood in the same position at 
and | 


Another reason why I believe these dealers 


forming a 


one time, 


we are here, believe here to 


should have the beneficent influence of tl 


association is because of competition 


| 


cities where local associations exist Ii 


gard to many items of stationery, this co 
the 


dition will always be, as small deal 


does not carry the extensive lines and ca: 


not supply the demand for many things 


If the larger dealer, however, who ente1 
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the outside territory—and I term it “out 
side” because it is not local to his business 

confined his efforts to the sale of things 
not handled by the smaller dealers, ther« 


ould be no competition and hence no in 


jury. Or, if he would maintain prices which 
ould permit the local stationer to com 
pete in the lines which he does handle, no 
arm would accrue. But this we are ad 


vised, through correspondence with dealers 


in the smaller cities, is not the case. On 

e contrary, these foreign dealers maintain 
prices at home, but cut the prices when 
they go abroad. Mr. Mann, in his report 
it St. Paul, called this to your attention, 
and I mention it here because I think it 
-hould not be forgotten, and because it 


We do 


progress, 


ppears to me to be wrong not 


check 


hen dealers reach out into wider 


vant to attempt to and 


fields, and 


seek to extend their territory and increase 
methods, we 


should 


heir business by legitimate 


should applaud their efforts. But we 


recognize the. evil of price-cutting away 
from home, in the same measure of con- 
demnation as we do when the practice is 


resorted to among local competitors 
Permanent Secretary. 


lhe great amount of work necessary in 


order to keep the affairs of an organization 
of this kind in proper shape cannot be esti- 
mated. If the 


attention that it de- 


given 
exclusive 
benetits 


mands, it should have constant, 


care,-and if we would derive the 
that 
stowing, we 
This 


every convention, it 


our conventions are capable of be- 


should have a permanent sec- 


mind at 
since the 


retary. matter has been tn 


seems to me, 
beginning, but each year it has been passed 


in the hope that another year might 


nd us in a position to realize this desir: 


I do not claim to understand this need bet 


ter than anyone else, but after a y« 
iffice I claim to have an idea that our 
sociation would make greater progress 
its affairs were in the care if son one 
who continued in office from year to y 
ind that is why I give the subject space 1 
this report. Our present system practically 
ikes each year separate and distinct. Wit] 


ee 





AUDITOR CHARLES A. STEVENS. 


the exception of the membership, ou 
fairs begin and end with each admunistt 
tion, instead of being continuous. It is not 
intended to be so, but it is the natural re 
sult of our system, and is much like a 
hand-to-mouth existence. The business « 
a corporation would not be likely to pr 
periodically, and I do not think that w 
can accomplish all we might unless our af 
fairs are in charge of one who, by reas 








= 





SECRETARY GEORGE E. DAMON 


of continuous service, has the expe e t 
handle then l am not criticizing the as 
ociatiol for | know how earnest is you 
desire ti ive this office properly and pet 
inanently filled We meet in conventi 

from year to year and discuss topics of 1 

terest. We listen to reports and papers 1 
whicl there is a great variety of ideas and 
suggestions of value, but becaus: f the 
necessity of getting started, learning tl 

ropes, so to speak, there is no time 
which to sift the wheat from the chaff, and 
make use of it. Thus time and opportunity 
is lost. By all means let us make haste t 
have a permanent secretary But you say 
“How are we going to do this?” Ah, my 


friends, I doubt not that you confront hart 


er obstacles in your busines almost daily, 
and overcome them \nd again you ask 
“Where is the money to come from to 
maintain a paid secretary?” . Increase in 
membership will increase our income and 
a paid secretary will increase the memb«i 
ship much faster than a temporary s 
tary, and if he is the right man, | 
make the position pay his salary By in 
creasing the membership in order to 
crease the income, the usefulness f « 
association is enhanced; and then, too, he 
can be of great help in encouraging the 
grow of local associations. And you 
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her at me: “Where are you going pointed for that purpose, in order that p1 manufacturers, especially useful to those 

o find the man?” That, gentlemen, to me, posed laws adverse to the interests of the houses who import direct, and that its ac- 
s not only the other horn of the dilemma business, or calling, they represent, may tivities would inevitably tend to a better 
is both horns. That is a question that I not be passed without a protest, and in understanding of where and how we can 
must admit my inability, at the present time, many cases we know that the intervention buy and sell to advantage in foreign coun- 
inswer. We recognize the necessity of a f association has resulted in the passing tries. Moreover, we believe the existence 
apable man, and I think he should be one’ of laws that have been of value Chere ar« of this committee would aid to draw into 
ith training in the particular field in which laws in force at the present time that hav the membership of the National Associa- 
he must labor. ‘He should not be tied dow: had the effect of disorganizing associations tion many importers and representatives of 
that had for their object the improvement foreign houses who are not at present 


conditions that affected the stability of | members.” 
business. I do not think that this organiz: 
on of the local bodies that represent the 
stationer have any intention of operating i 


restraint of trade, nor do I think that ou 


a 
cts could be so construed, particularly 
hen we do not control the Output, an 
therefore cannot injure the consumer. If 


you deem it expedient and have the tim 
his subject might be considered 
Foreign Relations. 
[ was petitioned during the year by 
Boston Stationers’ Association to appoi 








I 
ymmittee, which I did, to investigate 
estion of our relations to the stationers 
‘ n viactu rs t G B in 
op 
Che petition reads in part as follows 
Che United States vovernment 
cts important information with regard 
pportunities in foreign markets for Am 
an manufacturers Che Nation: Assi 
tion of Stationers and Manufacturers has 
hannel through which such _ informati 
uld be assorted and distributed, nor | WILLIAM H. BROOKS, DIRECTOR. 








1 


any competent means tor gathering suc! 


WILLIAM J. KENNEDY, DIRECTOR. information by its own members and und Chis subject is one which deserves in- 

its own nam«e We believe that herein lies vestigation and consideration, and time 

vith interests that will affect the work ot pportunity for a committee on foreigi should be given to its careful study. The 
his office, but should always be in a posi trade to render useful service to the manu world does not appear as large as it did a 
tion to answer the call of the National As turers who are members of our Natio quarter of a century ago, and our interests 
sociation and attend to its needs. That 1 \ssociation seem to be growing closer to those of the 
my opini of what a permanent secretary We are confident that sucl mmit people of the old world more rapidly than 
should be, and the problem of finding hin is proposed would be ble to collect we realize. The visit to this country and to 
must leave for the solution of this con luable information with regard to foreig our convention in Boston last summer of 
ention, and I have confidence in your abi Mr. F. L. Cayzer and Mr. J. W. Johnston, 
ity to succeed Don’t let us listen to the a men! §8f the London Stationers’ Social Society, 
irgument that the “time is not ripe,” for and the distinction conferred upon Mr. Ab- 
time has nothing to do with it. Events are ner K. Pratt in making him an honorary 


the factors in determining matters of this vice-president, is no small evidence of the 


~haracter, and there never will be a tim feeling of the English people—the station- 
when events justify permanent secretary ers, at least—for their American cousins. I 
more tl they do at the present time. If am inclined to regard their action from a 


broad point of view, and without detracting 
an iota from the compliment intended to 
Mr. Pratt, I believe that he was selected 
because of their acquaintance with him and 
the fact that they regarded him as a fitting 
representative American gentleman, which 
is, as a medium through which to ex- 
press their good will for the American sta~ 
tioner and their desire to cement more 
firmly the ties that bind together the Eng- 
lish-speaking people. And should we not 
in our association, wherever it is possible, 
take such action as will assist in making our 
country, already pre-eminent among the 
nations of the earth, still greater and 
stronger in influence and prestige? This 


this question is not decided at this con 
vention, I trust that such action will be 
here taken that will put the matter in shap« 
to enable us to settle it next year, if not 
before 
Legislation. 

Legislation is a subject that we have not he is 
is yet touched upon, and I hesitate to bring 
it to your attention now I do not say 
that it has not had thought, for it is highly 
probable that wiser heads than mine hav 
studied. t 


1e problem, and because of th: 
multitude of more urgent things, have al 
lowed it to rest until a more opportun 
time in which to present it Recent action 


on the part of one of our local associations 


has suggested to me that the time for con 
sideration of the subject may be at hand 
Many trade and business associations | — 








legislation through a committee ap CHARLES N. BELLMAN, DIRECTOR. 


committee will probably not make a report 
at this session, but I believe that it should 
be reappointed, in order that still another 
force may be at work for the benefit of 





100 


which 
ultimately be 


the trade and the association sus- 
ceptible of so much that can 


made of benefit 


Is 


Conventions. 
The work devolving upon a local asso 
ciation in caring for a convention is far 
beyond the comprehension of those who 


are not familiar with the enormous amount 
of details Entertaining 
delegation, and the attendance at 


involved a large 


our con 
ventions has always been in the hundreds, 
and satisfying the ideas and desires of all, 
not 


“entertaining” not in the sense of amus« 


is an enviable undertaking [ speak 
of 
ment or diversion, but as regards providing 
for the 


the conveniences for systematic conduct of 


accommodations for comfort and 


the business affairs of the association whil 


in convention. I think it is a recognized 
iact that although “all work and no play 
imay make Jack a dull boy,” too much play 
and not enough work makes Jack of very 
little use to himself or anybody else. And 
so, while we like to be amused, it is well 
to first do our work and then we can more 
fully enjoy the amusement [It is a prob 
lem to know just where to draw the line 


hetween work and play, and satisfy every 
one. 

In past years the business of our conven 
‘ion has been interrupted by taking a half 
day off for amusement, thus necessitating a 
many to 
test the 
of continuous sessions every day 


by 
to 


night session This is deemed 


be 


wisdom 


poor policy, and in order 
until our work is finished, Wednesday after 
to 


the evenings free for such purposes as we 


oon will be devoted business, leaving 
individually desire to put them to. 

Our host, the Toledo Stationers’ Associa 
tion, of which 
friend, Mr. 
spared no efforts to make this convention a 
The the 
! am sure, are admirable, and the 
all that 


which we 


our genial and energetic 


3ellman, president, have 


1s 


success arrangements for meet 


ngs, ac- 
can 
hold 
uncomfortable 


to work, 


commodations for committees 
be The 
our convention 
the 


men 


season in 


the 


desired 
is most 
which and 


at 


one of year in 


when are willing such a time to 
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the that neces 


undertake 
to a meeting, it 
terest in the National Association that 


preparations are 


sar’ successful evidences 
an 1 
challenges our admiration; and I am sure 
that fail to suitably 


your to the Toledo 


you will not express 


Assi Cla 


appreciation 





W. H. KISTLER, DIRECTOR. 


tion at the proper tim During the past 
half year I have visited Toledo twice in 
the interest of the association, and the 
courtesy and generous kindness shown to 
me by Mr. Bellman and the Toledo station 
ers will always be a pleasant memory. I 


take this opportunity to extend to them my 
thanks. 

I do think that 
suitable ones in which to hold conventions 
[ know to the 
month of July, if we are to regard 


not summer months are 


of no argument favorable 


Oo 
a 


olmng 
our meetings from a business point of view 
This association was organized in October 
and the held 
at St. month was 
York, 
Paul, and 


be- 


lieve it good policy to change about in this 


convention was 


The 
changed to June on going to New 


first annual 


Louis in October. 
and again to July on going to St 


July it has been ever since. I do not 
It makes one year too long and an 
We should adopt a month 


way. 
other too short 
that will be suitable for all conditions, and 
as long as we depend upon the courtesies 


of local associations to entertain us, we 


should be in a position to acept an invita 
tion from any suitable locality without hav 
to take the 
suited. 


into consideration season 


ing 


most July is uncomfortabl 


every 
where, excepting possibly at a summer re 


sort, while October is delightful anywher¢ 


that we are likely to be invited or may 

lesire to go. You discussed this matter at 

the last convention, and L believe that it is 

vorthy of further consideration 
Committees. 

Our by-laws provide for the appointment 
f ten committees that might be properly 
lesignated as “committees on state of 
trade,” but which are termed “permanent 

mmittees” because they -are part the 


working for f the association x 
signed duties to perform during the int 
val between conventions I do not met 
tion these committees to advocate a chang 
in their duties, but to suggest how you 
derive benefits from their existenc¢ | 
by-laws say in regard to these committees 
that “they sh have the power to c t 
gether the different interests representes 
in order formulate recommendat! 
consider complaints and suggestions an 
present them in such form as may seem 
best, at any meeting of the board of con 
trol.” This section of the by laws pel 
the door to great opportunities and give 
to the committees advantages that can bi 
used with beneficial results. Every men 
ber can assist these committees in 
work, and should assist them, in der t 
make the benefits to be derived p rhe 
\lmost daily there arises in the exp 

of some member of this association 

dition that is susceptible of improve 

Not a condition of individual interest, bu 
of interest to the entire trad N 

that can be improved for class bene but 
something that affects all branches 
stationery business. These conditions y 
not come under the observation of 

ber of a committee, and hence the 
cannot receive the attention it den ds 
The strength of an organization lies i T 
disposition of its members, and if the things 
that are observed are directed in the propet 
channels for attention by those who observe 
them and have the opportunity to so direct 
them, committees will have something tat 
gible on which to base a “suggestion” « 
“recommendation.” Every member has the 
privilege, ‘and should feel it an oblis Y 
to call to the attention of the prop u 
thority any matter that suggests improve 
ment to the trade. This may not be pop 
ular suggestion I know that busy m di 
not feel that they care to be burdened wit! 
such work, but I cannot conceive f the 
feasibility of a proposition that has not 


something for its 





D. S. SPERRY, DIRECTOR 


foundation, and 


] 
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that the foundation of this organization is of his office will coramend itself to 
the earnest desire and willingness of th Ss successor His work has been trying 
members t ssist in the work that 1s neces st of the time, but like a good soldier, he 
sary to b me to make our association as kept his face to the front and borne 
power f 1d in the trade it represents is share of the brunt of every battle. To 
The duty o1 ad pencils, us proposed by he trade papers, and | think I may say 
the tariff bill pending in Congress, was th¢ ithout offense, to “Geyer’s Stationer” in 
nly n ffecting in any way our busi ticular, and to all who have contributed 
ness, t s called ny attention, an the welfare of the association; who have 
his I re d to tl per committee f endeavored to advance the interests in any 
mnsid ay; who have been influential in adding 

All of committ ire deserving « to the membership or in creating for it a 

mime having been consistent favorable sentiment, I beg to express my 
their acts far [ have been able thanks. May the spirit of interest and co- 


operation that has been evidenced during 


judge 


The « ntion committee, in selecting the year continue to grow. The future of 
Tolede the place of meeting for this the National Association will indeed be 
conventio1 onsidered well before making blessed with prosperity if resting on a 
their recommendation, and I believe con- foundation created by such conditions. 


{nd now, my friends, your patience is 
about to be rewarded; this report is nearly 
finished. In presiding over your delibera- 
tions, | shall endeavor to emulate the quali- 
ties of my predecessors; the fairness of 
Kennedy; the impartiality of Mann; the 
gentleness of Schlener, and the firmness of 
Gibbs—all in each and each in all. These 
attributes I shall try and make my own in 
your interest during the three days that we 


sidered wisely 

The program committee has devoted tim: 
ind energy to the preparation of a program 
that I think you will find to be most edify 
ing and enjoyable 

The committee on resolutions and thx 
credentials committee will, I trust. find am 
ple opportunity before this convention 


closes to justify their existence 





The executive committee, I feel, is en 





titled to special mention for personal rea JAMES E. O'DONNELL, O’DONNELL BROS are together and that will mark in the his- 
sons. Not only because of my member NEW ORLEANS. tory of this association, the fifth annual 
ship on this committee but on acount of its convention. (Applause.) 


work and that of the president being so 
closely allied, I have been in a position to 
judge fully how much time and effort M: 


Mann and Mr. Kennedy have devoted t 
the interests of the National Association 
Never did a chairman have more generous 
and willing colleagues or an executive mor 
wise and devoted counsellors. My relations 
with these gentlemen have been more than 
delightful, and my conscience has some 


times pricked me because of a fear that l 


had imposed on them to a’ greater extent 
than | should have done If | have inad 
ertently caused them inconvenience or di 
ymfort, I am sorry My only excuse is 
hat, as their actions. did not indicate such 
» be the case, how was I to know [ thank 


hem for their kindly and judicious advic« 
their consistency and patie 
Conclusion. 
And let us here record my appreciation 


he efforts of all the officers and members 


of this association and ot oca issociations 
who have during the past twelve months 
sustained my efforts and helped to mak 
my pathway smooth Mr. Rogers has been 





the mainstay of the administration, and |! 
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National Catalogue Commission 


The report of this commission presented below, giving the general history of the movement and a brief outlin¢ 


of the work done and to be done, was 


the real keynote of the convention. 


The report was written and presented t 


the convention by Fletcher B. Gibbs, of Shea Smith & Co., Chicago, chairman of the commission, whose work, although 
but one branch of the field has been covered, bids fair to be of greater value to stationers than any other similar move 


ment ever started. 


profits to all stationers who follow the 
but now that the work has the backing and sanction of the National Association, the commission will take up oth 


stationery items in the order of their 


advice of the commission. 


importance. 


The work of the commission furnishes a basis of prices which, if adopted, will insure reasonabl 
To date, blank books only have been taken vy 


othe 


1 


The work of the commission is educative and advisory only, but 


of such inestimable value that there is now no doubt but that it will continue, increasing in scope and success from year 


to year. 


HEN this 


in Chicago in 1904, it was generally 


association was organized 
felt throughout the trade that a de 
cisive step had been taken in the right direc 
tion 

It was anticipated that its annual conven 
attract to 
sentative men from the ranks of both deal- 
ets and manufacturers, that they would be 
drawn from all sections of the country, and 
that the 
meeting in 
tercourse would create a feeling of harmony 


tions would its sessions repre- 


opportunities afforded for their 
business session and social in 
and confidence which would enable the asso- 
ciation to accomplish many desired reforms 

The results the four annual 
conventions succeeding that held in Chicago 
for the purpose of organization may seem 


attained at 


disappointing to those who are inclined to 
entertain superficial views, but to those who 
realized the magnitude of the task to be ac- 
complished and the many obstacles which 
lay in the path to success, the progress made 
has been extremely gratifying and most en 
couraging. 

While the addresses, reports and discus 
which we have listened at these 
meetings have yielded much profit and 
pleasure, some of the richest fruits of these 
assemblages have been gathered in the re 
cesses between business sessions and can 
not be found in the official records. 

The individual who can come to a gather- 
ing of business men like this, with the op- 
portunities offered to come in contact with 
the live wires of his particular line of in- 
dustry and not take home with him a few 
suggestive ideas must indeed be a person of 
dull perception. 

The controlling sentiment which inspired 
the promoters of this organization to rally 
to its standard was, without doubt, a very 
feeling that the time had 
when prompt and concerted effort must be 
made to re-establish profit yielding prices 

I will not attempt to rehearse the causes 
which led to the reckless and indiscriminat« 


sions to 


general arrived 


tutting of standard prices for staple items in 
the face of increased cost and expense, but 
will merely state know—that a 
condition existed that called loudly for « 


what you 
rection. 

The 
tent as to make it almost impossible for 


evil had been carried to such an 


business legitimately conducted to earn 
; 


turn on the pital invested 


proper re 





FLETCHER 8B. GIBBS, CHAIRMAN NATION- 
AL CATALOGUE COMMISSION. 


that with a strong local 


issociation in each of the larger cities and a 


It was thought 


national organization to exert a controlling 


direction an agreement relative to prices 
could be ultimately arrived at, which could 


be successfully enforced and maintained 
It was very quickly discovered, however, 


that legal obstacles stood in the way of any 


plan to restore prices‘ by agreement Phe 
federal laws and those of many of the states 
prohibit agreements among merchants for 


the purpose of regulating or fixing the pric 
of any article of merchandise. 

Under the 
combination for the purpose of controlling 


anti-trust act of L[llinois any 


prices, limiting production, or suppressing 


competition is illegal. The test is whether 


the necessary consequences of the combina 
tion are the controlling of prices, limiting of 
production, or suppressing of competition in 


such a way as to thereby create a monopoly 


Under one of the sections of this law pro 
vision is made for certain officers of cor 
porations to make and swear to the so called 
inti-trust affidavit, which, in effect, pro 


vides that the person making it affirms un 


ler oath that his company is not membet 
or a party to any pool, trust, agreement 

ombination, confederation, individual « 

ny other person or association of persons 


late or fix the price of any article oj 


l indise 


The thanks and kind words voiced by the stationers to the commission were well merited. 


rtain stringent penalties 


Chere are Cf 


vided for in case this affidavit is nm 


out; and swearing to a false affidavit 


perjury, which is a penitentiary offens 


The object of the so called Sherman 


anti-trust law and the various stat 


I¢ deral 


laws of similar character was to preven 


forming of monopolistic mergers an 
l 


bines. That many such combines have beet 
formed in defiance of these laws is a we 
known fact to all who read the ne 
lay 
Movement to Amend Sherman Law. 

[ am informed by Mr. Irving P. Favor 
\merican agent of L. & C. Hardtmuth, tl 
there is a movement on foot to amend 


Sherman law; that the present attorney gen 
Mr. Wickersham, has publicly stated 
since he took that if the 
court of the United States upholds the cit 
cuit court of appeals (which he feels sure 
will do), vill be 
necessary to amend the Sherman law so that 


eral, 
office supreme 


if 


then in his judgment it 


legitimate business agreements, which aré 
designed to protect business interests shal] 
be legal and not be considered in restraint 
of trade. 

While an agreement 
number of merchants to a list of prices at 


which staple items shall be sold at retail by 


among a cefrtall 


those. particular dealers might not be legally 
construed as the suppressing of competition 
in such a create a monopoly, 
there are many dealers, myself among th: 


who do not care to take a chance 


way as to 


number, 
Compelled by these legal restrictions t 


abandon the plan of upholding prices by) 


agreement, the association decided upon 
campaign of education, hoping thereby 


t 


bring about a voluntary movement on the 
part of the leading dealers to restore prices 


With this end in view many carefully pré 


pared addresses and reports, containing 
much valuable information based upor 
tual experience, have been deliv 

audiences thered at our annu 


tions during the past few years 


These have been instrumental 
many seeds of reform, but the hat 
favorable results has been very | 
weed that has choked the maturi 
seems to have been a very healthy 
bust « 1 ur competitor. I 1 
served that in the matter of refort 
most is extremely mode b 
he | that w we 














too busy to discover and criticise the faults 
in Our competitors we seldom find the time 
to take cognizance of our own. 

An analysis of the situation following our 
last convention resulted in conclusions that 
were not encouraging, and I must admit 
that it was forced upon me that the time 
had arrived for me to lay down that much 
advertised mantle of “guide, philosopher and 
friend” and give my undivided attentions to 
the interests of Shea, Smith & Co. 

It was then—in November, 1908—that Mr. 
James A. Dorsey of Dallas, Texas, conceived 
the idea of a national catalogue commission, 
a commission or committee of representa- 
tive dealers who would consent to review 
the various lines of staple merchandise 
handled by stationers, and make a list of 
prices which could be published in pamphlet 
form, or through the medium of the trade 
press, as the findings and recommendations 
of the commission. 

It was urged that many of the so called 
cut prices on items were made 
through ignorance or error and that many 
dealers would gladly accept and adopt a 
list of prices which they felt came to them 
with the authority of careful study by com- 
petent and experienced men. 

After some correspondence with Mr. Dor- 
sey, who is one of those quiet but forceful 
individuals who can’t be shaken off, the Chi- 
cago Stationers’ Association decided to call 
a meeting to discuss the project. 

The meeting took the form of a dinner 
and was held at the Grand Pacific Hotel, 
Chicago, on Tuesday evening, January 12, 
1909. Invitations were extended to some 
fifty catalogue houses. 

Catalogue houses were selected for the 
reason that it is the catalogue prices which 
standardize the selling prices of the goods, 
and it was felt that if the interest and co- 
operation of these houses could be secured 
the success of the movement would be fairly 


staple 


assured, 

Many stationers issuing catalogues were 
omitted from the invitation list, not because 
we did not want them present, but simply 
because we had no authentic or complete 
list to address from. 

Twenty-eight firms from central western 
cities responded. Four of them came from 
Texas, so that this movement may fairly be 
said to have originated in the Lone Star 
State. 

The meeting was an extremely harmoni- 
ous one and all action taken by unanimous 
vote 

The evening’s discussion resulted in this 
motion made by Mr. George M. Courts of 
Galveston, Texas: 

“That the chairman of the meeting 
(Fletcher B. Gibbs, president of the Chicago 
Stationers’ Association) appoint a national 
catalogue commission to consist of five 
members, the chairman of which shall be the 
president of the Chicago Stationers’ Asso- 
ciation, said commission to arrange a sched- 
ule of prices on staple items of stationery, 
which can be recommended to firms publish- 
ing catalogues as prices which can be safely 
adopted as yielding a reasonable profit, the 
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expense of said commission to be paid by 
subscription from the interested parties.” 

This motion was carried unanimously and 
while no subscriptions were asked for at 
this meeting, many of those presnt said that 
they might be drawn upon for any reason- 
able amount from $25 to $100 each 

Commission Appointed. 

\ few days after this meeting I appointed 
to serve with me on this commission the 
following well known gentlemen 

Robert D. Patterson of the Buxton & 
Skinner Stationery Company, St. Louis, Mo. 

James A. Dorsey of the Dorsey Printing 
Company, Dallas, Texas. 

Charles A. Stevens of Stevens, Maloney & 
Co., Chicago ; 
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Frederick C. Bazley of the Richmond & 
3ackus Company, Detroit, Mich. 

The commission has been at work for the 
past six months. The task proved greater 
than anticipated and has involved a large 
amount of detail work, most of which has 
been done during night sessions. The result 
of our labors to date has been published 
through the columns of the trade press. The 
expense has been paid by the members of 
the commission. 

Work to Cover Wide Scope. 

The work has so far been confined to 
blank books, but if the original design is 
carried out, it will cover the entire range of 
staple goods. 

When this project was undertaken by the 
gentlemen who stand as its sponsors, it is 
not with any idea of forestalling this organ- 
ization or assuming any of its functions. It 
had its inception in the desire on the part of 
the several catalogue houses assembled at 
the meeting in Chicago last January to 
bring about a reform in the prevailing meth- 


ods of catalogue compilation 
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When the commission was fairly launched 
n its duties, it was very quickly seen that the 
scope of its work could be broadened to in- 
clude not only the catalogue houses but all 
retail dealers, and that to give the necessary 
stamp of authority to insure its broadest 
acceptance it should have the approval and 
indorsement of this organization. 

I therefore propose on behalf of the com- 
mission that this organization assumes its 
work from and after this date and that our 
by-laws be amended to provide for a “na- 
tional catalogue” or “price commission” 
which shall consist of five members and be 
appointed annually by the president. 

The work of such a commission, if faith- 
fully carried out upon lines similar to those 
employed to date, will give this organiza- 
tion, I believe, an impetus in expansion and 
influence such as it has not previously en- 
joyed. 

Our national association was conceived in 
the desire of the trade to bring about a 
number of very much needed reforms. 


The loudest crying evil has always been 
the senseless cutting of retail prices. 

We have found that this cannot legally be 
corrected by price agreements. 

Education upon the items of cost and ex- 
pense has helped some, but progress has 
been slow. 

My conception and that of my competitor 
of the necessary margin to be added to the 
factory cost of an item to cover expense and 
profit and our methods of figuring may be 
practically the same, but the final price re- 
sults are liable to differ. If, however, the 
proper price on this item is furnished by au- 
thority of a national price commission, it 
will readily be accepted by both and thus 
become standard. 

While I am not so sanguine as to expect 
that such a list of prices will be immediately 
and universally adopted without any excep- 
tions, I think that it will be accepted by a 
large majority and will go a long way to- 
ward establishing standard prices on all the 
staple items. 

That the importance and pressing necessi- 
ty of this very much desired result is fully 
realized by the retail dealers is evidenced by 
the wide interest which the movement has 
already created. 

If this child of destiny be adopted by this 
body I think it only fair to warn you that his 
rearing may prove expensive. 

The commission’s report, when finally 
completed, should be carefully reviewed, 
after which it should be printed and given a 
wide circulation. It is possible that a price 
can be placed upon the completed copy that 
will pay for its publication. 

A sufficient sum of money, however, 
should be set aside to pay the expenses of 
the commission. The members of it as it is 
at present constituted do not all reside in 
the same city and occasional meetings of the 
members are necessary for the proper con- 
duct of the work. 

This organization, to be continuously use- 
ful, must reach out for everything possible 
to be attained that will add to its strength 
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and usefulness, and to the material benefit 
of its members. 

Here is offered a campaign worthy of our 
unanimous enlistment. 

Opposition and indifference will be en- 
countered as a matter of course, but with 
union of effort the final outcome cannot be 
doubtful 

Respectfully submitted for the National 
Catalogue Commission. 

FLETCHER B. GIBBS, 
Chairman 

A unanimous vote of thanks was tendered 
to Mr. Gibbs after the reading of the fore 
going report. 

CATALOGUE COMMISSION REPORT 
DISCUSSED. 

The discussion of the report « 

logue Commission was preceded by a debate 


f the Cata 


upon a portion of the report of the resolu- 
tions committee. 

Paragraph 1 of Recommendation No. 3 
was read from the report of the committee 
on resolutions, as follows: 

“Resolved, that Article VII of the consti- 
tution and by-laws be amended by the addi- 
tion of a section to be known as Section 2, 
reading as follows: ‘The president shall ap- 
point a committee on prices, to be known as 
the “National Catalogue Commission,” to 
consist of five members, whose duty it shall 
be to prepare and publish a list of standard 
prices on staple goods and to distribute said 
list or revisions of same as the recommenda- 
tions of this organization, and that a charge 
be made for the same at their discretion.” 

Moved and seconded that the recommen- 
dation be adopted. 

MR. GIBBS: 

I think it should be more thoroughly dis- 
cussed. That addition to the by-laws means 
the appointment of a standing committee 
which will be involved in no small amount 
of work. Now I know from actual experi 
ence that that committee has no desire to 
undertake that work unless there is a gen 
eral desire for it on the part of the members 
of this organization, and I would like to 
hear expressions from the members, both 


3efore this question is put 


dealers and manufacturers, as to whether 
this work is going to be of any value or not 
I for one will decline to serve on the com- 
mittee, provided the present committee is 
reappointed, unless I feel that I have the in- 
dorsement of the entire association It 
means a tremendous amount of work two or 
three nights a week for nearly a year. 

MR. FALCONER: Speaking for myself 
and the Baltimore association, I will say that 
this committee and its work are most wel 
come. We know the trouble and time it 
takes to get up prices, as we have formu 
lated prices on about seventeen hundred 
items in Baltimore, and are still working on 
the job, and we would be very glad to have 
it taken from us and made up by this com- 
mittee. It involves a great deal of work 
you have no idea how much until you go at 
it, and sometimes you have to revise your 
work and do it all over again. We had to 
do it three times on some things, and we are 
I think 
There 


now engaged on a fourth revision 
it would be a most admirable thing. 
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are many stationers over the country who 
have no idea of the value of goods, and 
they are as likely to mark them too high as 
too low, and this would be a very valuable 
guide to them 

MR. WETMORE: I have watched the 
work of this committee that has been going 
on for the past six months as it has ap- 
peared in the trade journals, and have 
thought more or less about it, and it seems 
to me there is no work of this convention 
that has ever been undertaken that is so im 
portant as this. We certainly as a firm 
would welcome it and would be inclined to 
adopt it just as far as we possibly could, 
taking into account local 
seems to me that that would be the attitude 


conditions. It 
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of every stationer or dealer in the country. 
As Mr. Falconer has said, there are a great 
many small stationers who really do not 
know just exactly how much gross profit to 
put onto their goods, and this would be a 
very great aid to them in getting an ade- 
quate profit out of their business, and I be- 
lieve will be adopted very generally if it is 
put through, as I hope it will be. 

MR. KENNEDY: Speaking for myself, 
and I believe I am safe in saying that I may 
speak for the St. Louis delegation on this 
point, we desire to go on record as appre- 
ciating the great work undertaken by this 
National Catalogue Commission 

MR. BREWER: I think there is no town 
in the country in which prices are cut more 
than in New York. I feel perfectly sure 
that every stationer in New York city will 
very much appreciate a uniform catalogue 
of prices, which they will adhere to. The 
catalogue made by this committee will be 
very much appreciated and will be lived up 
to more closely than one made by our local 
association. 


MR. BAUER: 


Being only a_ personal 


delegate to this convention, I only express 
my own views regarding the catalogue that 
is proposed to be made by this committee 
from the standpoint of 
there is no work 


I believe 
retail stationer that 
that this 
its start that is of 


issociation has done _ since 
more vital in 
fluence, not only to the retailer but t 
manufacturer and the jobber, than this very 
catalogue work that has been going on this 
past year. (Applause.) I believe that the 
educational influence received from th« 

port of this work among the retailers and 
the jobbers and the manufacturers will do 
more than any other one thing to place the 
stationery business on the basis of stability 
that it should have been placed on years ago 
and that all other trades seem to 
adopted to a greater extent than the sta- 
tionery trade. I remember myself when I 
entered the stationery business in a retail 
way ten years ago that I was at a loss to 
know what the proper prices should be 
different things in a retail way that are 
handled in the commercial stationery busi- 
ness. I canvassed personally the stationers 
of Boston to satisfy myself if there was any 
uniform price on any of what was known as 
the staple articles, and I was very 
surprised to find that even in Boston, among 
the leading stationers of that city, at that 
time there were no uniform prices on staple 
articles. Finding that to exist I established 
those prices which I thought were in keep- 


ing with the local conditions where I did 


business on a great many things, and | 
frank to 


I established prices that were not fair prices 


say that in a great many instances 


that 


to the stationery business. I believe 
this catalogue commission will do more than 
anything that has been done yet to impress 
on the retailer and jobbing and manufactur- 
ing stationers that it establishes a price tha 
is a fair price, not only to the retailer and 


ind the manufacturer, bi 


; + 
t ) 


the jobber 
the consumer for the article bought 


the consumers once understand 


price for a certain article, at least a labeled 
article bearing the manufacturer’s imprint, 
is uniform, they will immediately | é 
that is the proper value for it and be glad to 
pay it, and I believe that thing, more t 

any other one thing, will place the commer 


cial stationery business at any rate 
plane of stability that it has never 
joyed with every one that takes pat 
ing or selling that line of goods. I he 


hope the work will go on and that it will 


meet with the approval of the gentlemen 
present. (Applause.) 

(Motion then voted upon and carr 

Quite a lively debate arose over the se 
ond paragraph of the recommendation, viz 
“Resolved that $500 be appropriated fr 
the treasury of the organization to defray 
the expenses of the National Catalogu 


Commission 

Mr. Bailey wanted to know if the $500 was 
intended for future work or to defray the 
past expenses of the commission. The pres- 
ident hereupon requested the committee to 
define the meaning of the paragraph. Mr. 

















some 


A ead 





mmittee replied 
work of the 
commission from the beginning. Mr. Gibbs 


Courts of the olutions 


that the $500 was to cover the 


said the commission had defrayed its own 


expenses and desired only that the expense 


— bie mS 2m 5 





— 


Note.—No more 


Editor’s 


manager of the Chicago office of the 


after-dinner speaker, 
the thoughtful and far 


listened to with alert and interested attention 
ious suggestions in the best possible setting. Mr. 
speaker can attain 


and he achieves what not every 
the forbidden precincts of 
tions were received. 

Mr. Mayer was 


his intimate knowledge of conditions and methods 


Ws] <U7es UE % 


valuable 
Joseph Dixon Crucible Company. Mr. 


sighted veterans of the commercial world. Mr. 
It is leavened by just the i degree of humor to bring out the ser- 
slang. The 


assigned the subject, “The Care of Stock,” 
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Mr. Falconer suggested that $750 


be appropriated instead of $500 Mr. Towne 


$1,000 After 


nded this by suggesting 


yganes op oe 


or interesting address was presented at 


because of 
in the stationery trade. 


of topics in order to bring out the fullest discussion possible. 


and Gentlemen:— 


R. PRESIDENT 
Originally two papers were to have 
been read on. the subject, “The 


Care of Stock,” one from the dealer’s view 


1e viewpoint of the 
manufacture! [ was assigned the latter, 
and now, according to the printed program, 


point; the other from t 


I see that I am the “whole cheese.” The 
gentleman selected to discuss “The Care of 
Stock” from the dealer’s viewpoint evident- 
ly was scared stiff when he learned that | 
was to follow him, therefore I beg your 
indulgence and will make my paper as short 
as the subject permits. I will add that the 
title was later changed to “The Care of 
Stock” without stating from whose view- 
point, therefore I will discuss it from both 
sides 

In getting up this paper I am indebted to 
many manufacturers and dealers for many 
valuable suggestions. 


The Placing of the Order. 


Every dealer should have a complete sys- 
tem of order in duplicate, and after the 
stock is received it should be entered in a 
stock book. 

Know what you are doing. 

The neglect of this simple precaution has 
resulted in the downfall of more than one 
firm, 

A set of stock books is just as essential 


to the successful operation of a store as a 


set of books of accounts 

Frequently a buyer will overstock his 
house because his memory does not serve 
him just how slow or fast a certain line 
moves, but by reference his stock book 
(if properly kept) the danger of this error 
being repeated is reduced to a minimum; 
removes the strain on the mind 
Occasioned by trying to force his “think 
tank” to do all the work, leaving him no 
time for marbles or golf. 

In ordering goods by the case, a dealer 
should be particular to specify how many 
goods he wishes the case to contain, as 


beside s it 
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most manufacturers have special facilities 
for building extra large cases and in many 
instances the size of the case is regulated 
by the credit of the purchaser. 

\ great deal of time could be Sav ed and 
many annoyances and delays avoided if a 
buyer, when ordering by mail, referred to 
the manufacturers’ catalogue for proper de 
scriptions of goods 

One of the convenient helps to ordering 


blank | 


is a “short” These should be hung 
or placed conveniently in various 


places 
around the store so that the salesman, when 
going to a certain stock to make a sale, 


nds an article running below the normal in 


a a 


SDy 
The Care of Stock. 


he convention than that of Sam. Mayer, 
Mayer has long been known as a happy 
and his recent address before rh stationers at Toledo proves his right to a foremost place among 
Mayer’s address, 
Mayer’s style is breezy and et 
just the right degree of collonilstion without verging at all upon 
liscussion of this address demonstrated the appreciation with which the sugges- 
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ed appropriating $1,000 to cover past ex- 

enses and expenses to be incurred the com- 

e year by the catalogue commission, and 
rst part of the resolution was referred 
commission. 

















though of some length, was 


tertaining, condensed, yet well rounded 


his wide experience and acquaintance and 
He made his address cover a wide variety 


antity, may immediately grab one of the 
blanks and make a memorandum of the 
‘short,” which he hands to the buyer at a 
onvenient moment, for his attention. 

rhis, in a great measure, would do away 

ith rush orders to the manufacturer. It is 
practically impossible for a manufacturer 
making an extensive line of goods to have 
on hand at all times a stock of every num- 
ber he manufactures. It is absolutely neces- 
sary, from an economical standpoint, for 
the manufacturer to turn out the various 
numbers of his product in large runs, there- 
fore, when a certain number is found to be 
short and the machines are mortgaged turn- 
ing out runs of other numbers, then nat- 
urally this “short” must await its turn; and 
it may be a week or two weeks or a month 
before it comes. Therefore, as you will see, 
this blank for “shorts,” if given the proper 
attention, will help both dealer and manu- 
tacturer. 

Another convenient blank around the 
store provides for making memorandums of 
foods called for but not carried in stock. 
hese blanks, properly filled out and hand- 
ed to the buyer, will post him as to the 
demands of customers and assist him in the 
selection of new stock. 

Every firm, no matter how small, should 
take inventory at least once every year; this 
is imperative to the continuance of a suc- 
cessful business. 

The buyer knows precisely where he 
stands. It places him in a position to get 
under the counter and up in the balcony 
nd down in the basement and up in the 
loft to see what is doing in these out of the 
way and remote country lanes, where many 

firm, after ten, twenty or thirty years’ 
hard labor, has found its net profits calmly 
sleeping among the cobwebs and the dead 
flies. 

The buyer does not need to leave his desk 
if he will carefully examine each item on 
the inventory and put a blue pencil check 
against the slow sellers. Means should be 
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provided to dispose of these lazy goods, 
even at cost if necessary—anything to turn 
them into cash. It would be well if the 
inventory sheets were so marked that he 
can tell at a glance the exact location of the 
various items, no matter whether in the 
basement, attic, store proper, or under the 
counters—that latter, by the way, is a very 
poor place to carry stock under any and 
all conditions. 

Gentlemen, you would do well to pattern 
your policy after that of the department 
stores. Get rid of the laggards quick; have 
some system about it! arrange for a rum 
mage sale at least every ninety days; adver- 
tise it; you will find that it pays and pays 
big. It will attract customers whose trade 
you are getting for the first time and will 
get them acquainted with your store. They 
will not all confine their purchases to the 
job lots but will see something else in your 
stock, provided the same is attractively dis- 
played. 

And now comes one of the very impor- 
tant matters essential to a live business, 
to wit: Goods properly and invitingly dis- 
played; laid out in a manner to please the 
eye and conveniently located for inspection; 
so that the customer, while waiting for his 
package or change, is given the opportunity 
to see many items which he uses; one or 
more of which it may occur to him he re- 
quires at that moment; thus effecting an- 
other sale at the minimum of cost. 

An essential for the proper marketing of 
goods is to post your salesmen on the vari- 
ous lines— 

How many buyers, after purchasing a 
new line of goods, take the trouble to post 
their salesmen as he has been posted, by 
the representative of the manufacturer? 

Special pains should be taken to make a 
particularly attractive window display. It 
has been my observation that the average 
dealer, as a rule, puts what I would term 
top heavy goods in his window, goods that 
do not appeal to the average passer by. 
There are certain goods that every man, 
woman and child knows can be gotten only 
in a stationery store, but there are many 
items which are carried in various stores 
and are seldom associated with the station- 
ery business, though carried by the station 
er, and to these goods the dealer in station 
ery should attract the eye of the transient, 
and what better way is there for him to do 
this than to display them in his show win 
dows? You seldom see nails displayed in 
the window of a hardware store, but you 
will see watches and razors and clocks and 
boxing gloves and various other items 
which are also carried by merchants in oth- 
er lines. 

[I am sure many a sale could be made 
were price tickets placed on the various ar- 
ticles displayed in the windows. It em- 
barrasses some people to go in and ask for 
the price of an article seen in the window, 
because the price is 
The price tic- 


and then walk out 
more than they anticipated 
ket would overcome this 
Care should be taken not to place goods 
in the window which can be affected in any 
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way by the heat of the sun or by artificial 
heat, and so far as this is concerned goods 
of this character should not be placed too 
close to steam pipes, hot radiators, or 
stoves in the store. 

Salesmen should show the best goods 
first, as they pay a larger percentage of 
profit and it is easier to come down than 
to go up. It increases the volume of sales 
and swells the net profits of the firm as well 
as the salary of the salesman. 

And right here I would like to call at- 
tention to the good work that is being done 
by the Chicago Stationers’ Association in 
calling the salesmen of members together 
several instructing 
them on Good Salesmanship. At these meet- 


times each year and 


ings several very interesting lectures have 
been given on technical subjects in connec- 
tion with the business. This work, which 
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is being followed by other associations, is 
broadening the usefulness of the salesman 
and not only increasing his earning power 
but making him a more useful factor in ex- 
ploiting the goods which he is called upon 
to sell. As an added attraction at these 
meetings we have some sort of an enter- 
tainment and a bang up free feed. GO 
THOU AND DO LIKEWISE. 
Proper Place for Surplus Stock. 

This depends so much on the arrang- 
ement of the individual store that I will not 
presume to make any suggestions, though 
I consider it an important subject for dis- 
cussion during the five-minute debates, 
which have been arranged for 

On second thought I will add one sug- 
gestion and that is that surplus stock should 
be wrapped by the dealer in as small pack- 
ages as is practicable and properly and 
plainly marked. This would give the dealer 
nice clean goods to put on his selling 
shelves instead of boxes fly specked and 
with torn or soiled labels. 

I find, gpon investigation, that much dam- 
age is liable to be done to gold pens, gold 
and silver pencils and goods of that char- 
acter by displaying them in the same case 


with fountain pens. The sulphur in the rub- 


cases are made oxidizes anything under 14- 
karat gold, and will oxidize silver pencils 
and goods of that character after twenty- 
four hours if kept in a closed showcasé 
with them. When goods have become 

and shop-worn from this cause they are 
naturally difficult to sell. The dealer gets 
tired of the line and says there is no de- 
mand for it. Therefore, one of the gold 
pen companies suggests that this class of 
goods be kept separate from the fountain 
pens 

Arrangement of Stock on the Shelves. 

Slow sellers should be prominently dis 
played and therefore should have a plac 
in the bald-headed row, where they can see 
the passing figures and be seen in return by 
them 

Good sellers should be placed at least half 
way back from the front of the store so as 
to get your customer where he can’t grab 
his box of pens and make a quick get-away 
without seeing something besides what he 
is buying every day. 

Cleaning of Stock. 

Stock should be thoroughly cleaned up 
at least every thirty days, shelves cleaned 
and all broken packages re-wrapped and 
odd lots placed on the bargain counter 

Special Display Cases. 

Many manufacturers furnish special cases 
for displaying their lines. Evidently their 
use has been abused, judging from the fol 
lowing extract from a letter received by m« 
frcem a manufacturer: 

“The principal abuse that we have experi- 
enced is the selling of one line of goods on 
the reputation of another by placing one 
manufacturer’s goods in boxes or special 
display cases gotten up by the other manu- 
facturer. This practice deceives the public 
and unjustly injures the manufacturer who 
has used his brains and invested his capital 
in getting up attractive displays to adver 
tise his goods and create a demand which 
is to assist the dealer in moving his stock.” 
Return of Goods by the Dealer to the 

Manufacturer. 

When is it right and when is it wrong? 
Ah, there’s the rub! After being assigned 
to the joyful task of getting up this paper, 
I wrote to every manufacturer of this as- 
sociation, asking each if he had anything 
to say or any comments to make relative to 
returned goods. 

Gentlemen, did any of you ever hear a 
Chinaman laugh? No, 
but if there is anything in this world that 
would make him laugh it would be the re 


They were all practically 


nor anybody else— 


plies I received. 
the same, differing only in 
For this part of the paper I am indebted 
to the manufacturers, who are members of 


phraseology 


this association 

The arguments of the different n 
turers, if boiled down into as small a quan 
tity of jelly as possible, would read some 


nufac 


thing like this: 

The manufacturer depends on the dealet 
for the support of his business enterprise 
and it is unfortunately too often the case 
that the dealer presumes on this knowledge 
He requests favors that he himself would 
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hesitate to grant his own customers, and 
is apt to become peevish when the manufac- 
turer fails to respond. 

One of the worse abuses is the frequent 
effort that is made to induce the manufac- 


turer to accept the responsibility for the 
poor judgment exercised by the buyer by 
returning to him slow or unsalable goods. 
The manufacturer, as a rule, has always 


been willing to meet the dealer more than 
half way, but feels that the limit has been 
reached when he is requested to take back 
goods that have been so long in stock as to 
have become obsolete or unsalable. It 
seems but fair that goods should be re- 
turned only when they can be sent back in 
condition to be resold and then only by ar- 
rangement with the manufacturer. When 
this is agreed to, the freight or express 
charges should be prepaid by the dealer 
and an invoice forwarded with a letter noti- 
fying the manufacturer of the transaction. 

This is not always done, but it should be 
done. Use the Golden Rule, both buyer and 
seller; don’t be selfish 

Interesting Extracts From Letters. 

Here are some extracts taken from let- 
ters rece ived: 

“The writer called on a customer who 
wished to return certain goods that we 
found no difficulty in selling regularly to 
his next door neighbor and found he did 
not have one in his sample case, or where 
the public could see them. He was asked if 
he expected the goods to call out to the 
customers when they came in and ask them 
if they did not want to take them away.” 

Here’s what another says: 

“About the only difficulty that we have 
with returns are on such goods as are 
packed singly in wooden boxes—frequently 
the smaller dealer does not carry these ar- 
ticles in stock but buys a single one, takes 
it out of the case and sends it to his cus- 
tomer. It is returned by the customer for 
one reason or another and the retailer has 
thrown away the box; still he wishes to re- 
turn it to us in a condition in which he 
would refuse to accept the article from us. 
The only suggestion we can make is that 
the retailer, in turn, should not credit any 
goods to his customer if they are not re- 
turned in the original packages. 

“The dealer has the privilege 
exercise—of examining 





which he 
should invariably 
the article to see that it is in perfect con- 
dition before sending it to his customer 
If the customer returns it because he has 
decided he doesn’t want it and the dealer 
accepts it, rather than to risk offending 
him, the manufacturer should not be held 
responsible - 
Here Is a Hot One. 

“We have yours of the 7th inst. and sug 
gest that you say something about the 
abused matter of the return of 
Listen, kind friends, listen. “The 
dealers of the country are earnestly set 
for reform, but their reformatory ideas 
seem to be mainly directed to the reform 
ing of others. The writer has maintained 


gQr< atly 


goods 


that if they would begin by reforming 


i 
themselves matters would be much moré 
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| around, and this is one of 


the 


sasant al 
reforms that they should undertake.’ 


Another manufacturer, one of the largest 
that you do business with, complains that 


too frequently his house is asked to take 
back goods which bear the dealers’ private 
mark or label. This perhaps some of you 


gentlemen may wish to make a note of anc 
discuss during the time for debate 

This manufacturer also says that many 
dealers fail to realize that slow or dead 
stock is the ruination of many a merchant’s 
success and that if the heads of houses or 
managers would give more attention to 
their salesmen and show them how to sell 
merely 


goods, instead of filling orders, 


they would create a greater interest in the 
business on the part of the salesmen and 
bring about results which would minimize 
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the number of requests for the return of 
so-called slow selling articles. 

[ might mention parenthetically that in 
some establishments the salesmen could 
show the managers a few useful stunts. 

Here is one the writer should be ashamed 
of: 

“The bulk of our business is with the 


consumer direct. We have absolutely no 


troubles of any kind. Our business life is 
one long Chinese song.’ 

[I will not repeat any more of this man’s 
sayings, as unfortunately I left my coat of 
mail at home 

Here is a tip from a manufacturer of sta 
tioner’s furniture, that should bear fruit 

“T don’t know what to tell you because 
ifter we settle any complaint, we try t 
forget it and I have so far trained myself 
to this end, that I do actually forget them 
If I had all 


fter the adjustment is made 
| the money that we have sacrificed 
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making good the unjust claims of some of 
our customers, I would not do another lick 
of work. I don’t like it anyhow. (Evident- 
y he means work.) We have had custom- 
ers who have kept desks or filing cabinets 
in cold, damp warehouses, subject to the 
particularly penetrating atmosphere of the 
Atlantic Coast cities and no reasoning or 
rgument would induce those people to be- 
lieve that the binding of drawers was due 
to climatic conditions and the lack of care 
of the goods, and not to the fault of the 
manufacturer. We have had complaints 
from customers, some of them very intelli- 
gent men, whom you know, on stationer’s 
goods made of straw board or binders’ 
board, which had been kept in our ware- 
house some little time and left us in per- 
fect condition, but after being carried in 
the dealer’s stock, would warp and curl and 
swell, showing the effects of the absorption 
of moisture. I remember one notable case, 
in which the dealer complained, and ouf own 
representative even backed up his claim 
that the goods had been kept in a thor- 
oughly dry place, but upon personal inves- 
tigation I found that they had been stacked 
up—not an inch away—but jammed up 
against a brick wall. It never occurred to 
the dealer that goods made of this material 
with more or less absorption would be in- 
jured in a dry atmosphere stacked up 
against a cold wall, which is a great deal 
like an ice pitcher, thoroughly dry. on the 
outside at the start, but sweating after the 
ice water stands in it some time. They 
might just as well take an indelible pencil 
and put it through a steam vat, expecting it 
to come through without injury.” 

And this, to which please pay particular 
attention: 

“Your letter of the 15th, in regard to the 
paper which you are to read in Toledo, 
was duly received. I have just returned to 
the city from my annual fishing stunt in 
Florida. Wishing you a pleasant summer, 
I beg to remain.” 

A prominent ink manufacturer writes as 
follows: 

“In the winter months when the weather 
is severely cold many a stationer piles his 
ink, mucilage, paste, etc., in the warmest 
place in the house, and as these articles are 
naturally made with water (mostly) the ex- 
treme heat causes the water to evaporate 
(through the corks?) and at times makes 
the water, no—the preparation, too thick 
for use. 

“As to the paste, when the water has 
thoroughly evaporated, it becomes hard— 
and then they ask us to take back these 
goods. Is this fair? Why should we pay 
freight on water? It doesn’t cost us any- 
thing.” 

While on the subject of heat affecting 
merchandise, I should like to say something 
about lead pencils, particularly those with 
rubber tips. They should be kept in the 
coolest part of the store, as should all rub- 
ber merchandise, whether rubber bands or 
articles with rubber attachments, It is too 
frequently the case that dealers place their 
surplus pencil stock on the top shelves 





108 


close to the ceiling This should n 


Pencils should be placed on the 
tendency 


done 
er shelves Heat has also a 
warp and split pencils. 

The 


writes 


“Years ago wt 


following is edifying Phis 


sold a concern on 


Signment basis, but now we have quit 
ing any consignment business.” I we 
if this man was trying to “kid” m« 


“Replying to yours of the 15th ins 
are constantly on the 


pers and packages for our go 


them clean, but we cannot prevent me! 


chants from allowing fly specks and g1 


to accumulate on goods, nor from storing 
them in basements or other impro] 
places 

‘Some | t 


merchants exercise great ca to 


see that the newness of all goods is 


served by wrapping them in paper bef 


storing them away. Almost everything 
stationer handles can be wrapped — even 
desks, chairs, cabinets, etc. It can be done 


and with waste paper, but 


| his ke eps the 


at odd times, 


even new paper costs little 


stock fresh. The samples should be sold and 
replaced often, but even. shelf goods 
should be transferred to new, bright and 
attractive boxes or wrappers as often as 
necessary to keep things looking new 
Shelf-worn stock is the most expensive and 


least profitable element in the retail busi- 
ness. 

“Many stationers who handle office furn 
in damp basements where it 


bulge and 


ture store it 


swells, until drawers stick, sides 


glue joints open, then transfer it to a cus- 
heated room 


tomer, perhaps to a steam ' 
where it dries out, shrinks and cracks, and 
then wonders why a manufacturer will let 


goods go out in that way. Furniture should 


never be stored in a cold or damp place 


We believe that if these suggestions are 
followed there will be fewer requests tor 
permission to return so-called unsalable 
goods 

I have demonstrated that the dealer 


(provided he makes an effort) can easily 
get rid of what he terms slow sellers 


unsalable goods \ valued customer «| 
our house, who was about to move into 
asked us to take back 
quantity of pencils that were shop worn 
Some contained hard rubbers, others 
obsolete, had disco1 
tinued making three years ago. I stated that 
while I did not wish to offend him by say 
yes the transa¢ 


quarters, quite a 


being numbers we 


ing no, still should we say 


tion would be practically a dead loss to us, 


and suggested he first try a bargain sale 
that he fill his window with these pencils, 
put up a big sign saying “Odd lots of 


pencils at half price for a few days only 
Get them Procrastination 
is the thief of Note the prices 

Price tickets were put on the 


case 


while you may 


time 


various lots 


and in no was one of these pencils 
sold at less than cost. Ina yf in 


number « 


+ 


stances there was a profit, a small one, to 
be sure, but still a profit. 
In a few days every dollar’s worth of this 


stock was sold and on my next trip one of 


more of those 


better than 
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e clerks told me that for days after peo 
le would come in and ask if they 


Was not 


this old stock on the 


che ap pencils 
saddling 


inutacturer, 


particularly as he was in no 
vay responsible for the 


rprising how many so-called over-parti 
people, who can use only a 


cil, find they can use a N 


7H pencil when they think they are 
gvettir 50c a dozen article for 25 Chis 
erk ilso told me that this barg in sale 
had brought them customers who had never 
It with them before 

Perhaps a dozen manufacturers say in 
heir letters to me that some dealers, afte 
eceiving permission to return one or mort 


items, have gone through their stock, picked 
ut and included in their shipment every 
ing in the line that was not at that mo 
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ment selling, including old stock, obsolete 
STO k and broke n package S 
One manufacturer writes that he has ser1- 


us cause [for complaint against the jobber 
who, in shipping his (the manufacturer’s) 
goods to the to be 
} 
i 


heavy goods), does not pack them properly, 


retailer (they happen 


therefore they do not reach the retailer in 
condition. The 


to the jobber 


returns the 
jobber, not- 


returns the 


good retailer 
and the 


goods 


withstanding it was his fault, 
manufacturer. 


writes tha no 


goods to the 
\nother 
goods should be returnéd except when it is 


4 


manufacturer 


found upon receipt of invoice that consign- 


ment contains goods which were not or- 


dered, or, through error, were ordered in 


excessive quantities, in which event the pur- 


return them 


allowed te 
that of the 
then the 


chaser should be 


fault was manufac- 


representative 


and if the 


turer or his manu- 


facture should stand the freigl 
pens e error was the deals I 
ill charges should be prepaid, and 
case 5 per cent should be charg t 
manuta rer for handling, rewr l 
putting goods in proper « 
Now t greatest number 
recel touch on one point 
ind t the very bad pz ting 
old st the rear as tl 
cely ill these letters sug ¢ 
de thing in particular 
perative, to wit hat the st 
ceived s ld be invariably 
that t reordered stock s] 
shown or put on the shelves 
stock peen disposed ol 
On ! nutacturer Says he 
good id to instruct stock clerks t 
date on « 1 package wih a rul p 
the day s received. In this y 
or manager can call the clerks 
the fact that he is permitting old t 
remain on the shelves, whil y t 
good business policy, the new st b 
ing handed out 
[t 1 1 tire you to hear what lif 
ferent manufacturers say on this p But 
boiled vn, I have given you t f it 
and anything more would be su 10us 
You can readily see that if this ( 
followed there would be less fly ked 
soiled a1 unsalable goods on the « ler’s 
shelves, and therefore a smaller nut ( 
complaints by the manufacturer of it 
solicitations on the part of the t 
return goods, where the fault is his d 
the manufacturer’s. On this account I fee 
that it is important for the statione: ) pu 
themselves in the place of the mar t 
and make the burdens of the latt light 
as possible when it comes t I 
stock 
Claims for Shortages. 
Too des p for me Between tl I 
turer and the dealer the concensus 
ion is “it is six of one and a half 
the ot notwithstanding the v y 
tems of quadruple checking in vog My 
opinion is that perhaps a higher sta d of 
intelligence should be employed this 
work than is commonly hired. This ean 
an addition to the expense account, but 1 
P 


This 
shipping clerk of the man 


n it would pay. 


receiving clerk of the dealer 


No Attention Paid to Drafts. 


While this is rather foreign to t b 
ject, large manufacturer says in let 
ter “Won’t you please say something abou 
it? I consider this a very important mat 
ter. If the dealer only knew how much th: 
manufacturer appreciated a few words « 
explanation when the dealer finds it incor 
venient to pay this draft, I feel sure he 
would take the necessary few moments to 
write the note. Where a dealer 1 it 
habit to return drafts without word of 
explanation, the manufacturer na y be 
comes suspicious of his credit 

Cash Discounts. 
Another foreign subject, but by quest 


The cash discount is simply 














courtesy extended to the customer and 
therefore the terms of the cash discount 
should be strictly complied with. 

A Few Words In Behalf of the Dealer. 

The fault is not all on the part of the 
poor dealer. Too many mistakes occur in 
the shipping room of the manufacturer. 
The dealer has just cause for complaint but 


he has been very patient. He has his griev 


ances, as has the manufacturer 
Too frequently there is not. sufficient 


} 


packing in cases and the goods are jumbled 
up 

Sometimes more goods are put into a 
case than can be packed safely. Then the 
packages do not reach him in good condi- 
tion 

When the packer 
is going to be short 
destroys an original package and distributes 
the contents loose in different parts of the 


the factory finds he 
of space, he frequently 


case. They then reach the dealer in no 
condition to be put on the shelves. 

Too flimsy cases are used, and again— 

Too heavy cases are used. 

Shorts on an order are not always report- 
ed. 

The delay in receiving invoices and bills 
of lading is 
voices and bills of lading at times come 


at times exasperating; these in- 


days and sometimes a week or more after 
the goods ar received 

Back orders are too often forgotten alto- 
gethet 

All manuf: 
putting out attractive packages. 


icturers do not pay sufficient 
attention to 
Greater care in this detail would help the 


sale of tl eir goods 


More attention should be paid to the de- 
scription of goods printed on the labels of 
the boxes. The numbers should be made 
particularly prominent 

The other day a dealer told me that he 
had received from a well known manufac 


turer old goods wrapped in new packages 
and when complained about it the manu 
facturer replied that, according to his in 
fallible checking system, it could not be 
Just the same there they were-—-the old 
goods wrapped in new packages. 

Remember the Golden Rule—don’t be 
selfish 

Gentlemen, I thank you. 


DISCUSSION FOLLOWING MR. MAY- 
ER’S ADDRESS. 

MR. FALCONER: I am sure we have all 
enjoyed the most admirable paper of Mr. 
Mayer. I congratulate myself that I picked 
out Mr. Mayer to prepare that paper, as 
Chairman of the Program Committee. | 
believe that every one of us, especially deal 
ers, can be helped if they will, when it 
comes out in print, study it and ponder it 
and read it, and have our clerks read it, 
and endeavor to carry out the admirable 
suggestions contained therein. There are 
some that are entirely new to me; some that 
I have thought about before. I have no 
doubt in the world that it will be a great 
benefit to all of us. 


THE PRESIDENT: Anybody else that 
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desires to speak on this paper of Mr. May 
er Sr 

MR. O’DONNELL: As a retail stationet 
Mayer 
paper, and I shall try to see that 


Mr. Chairman, I wish to thank M1 
for his 
each one of my clerks gets a copy of that 
speech. That paper is excellent. It we only 
carry out the suggestions contained thefein 
our stores will be better and our business 
better 

MR. TOWNE 


er on behalf of some of the 


I wish to thank Mr. May 
manufacture 
for such a fine address and such a fine pre 
sentation of the manufacturer’s difficulties 


should probably 


I think this convention 
give the majority of its time to the prob 
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lems that the Stationers have to contend 
with, but I assure you that the manufac 
turers have some problems up their sleeves 
ifter you get through, and I suggest t 


é 
they get the program ready for the next 
year. Mr. Mayer presented one of the most 
serious ones; that is, in my mind, the re 
turn of the goods. It is a very difficult prob 
lem, and it seems to me that it is growing 
I think that all the manufacturers feel that 
there are more goods being returned every 
year and that it is a hard thing to know 
what to do. We had a letter just recently 
on Monday of this week, from a very go 
which he_ says, “Enclosed 
ylease find bill of lading on some goods 


T 

t 

I don’t like this line as well as the line we 
h 


customer, in 


iave been carrying. We send them back 
Now, I don’t know what the 
to, or anything 


for credit.” 
line is he has reference 
about it at all. He says nothing to us that 
will give us any idea on the subject. The 
goods come back, and we don’t know what 
to do about it. That man doesn’t realize 


that he has paid 5 or 7 per cent to get the 


109 


goods in the first place, and doesn’t realize 
that he will have to pay as much more to 
get them back to our factory. There is 
about 15 per cent he is going to lose any- 
how. Usualy you have a profit, varying, of 
course, but usually I suppose of 50 per cent 
on cost price. The Stationer buys a book 
for $2 and sells it for $3. If he sends that 
back and gets $2 for it, he has already prac- 
tically lost 25 cents. That means a margin 
of 75 cents on $3 that he haste, get in order 
to break even as compared with keeping the 
stock and selling it out at cost or return- 
ing it. I submit that any stationer that 
buys goods that he can sell within a mar- 
gin of 40 to 60 or 75 per cent on cost—and 
that is about what is figured—any stationer 
that buys goods in that way ought not to 
ask the manufacturer to take the whole 
burden; that.he ought to take his medicine. 
[It seems to me that is fair. Of course, if 
goods are returned within a few months of 
the timé they are purchased, and under such 
a condition for instance as he would be 
willing to receive them provided they had 
been shipped to some other party and re- 
turned, that is another matter. But it is 
very rarely that that is the case. It is when 
they are dead ones that they come back to 
us. The manufacturers have their own dead 
stock to take care of in each case. Is it fair 
to ask us, not only to take» care of their 
dead stock, but also to share the érrors of 
judgment made by the buyers in the first 
instance. Of course, with the mistake made 
of too many goods shipped, or too many 
of a certain kind, that is something else, 
and I don’t feel that there is any question 
as to where the expense should be laid. 

One other point I would like to speak 
about, and that is with reference to the care 
of stock. It seems to me that if stationers, 
if you will pardon my making the sugges- 

on, would more frequently call on the 
manufacturers for boxes and labels and go 
over your common stock more frequently 
with the labels and boxes—for the manufac- 
turers are all glad to send them, I think, at 
least our company is, and I think that is 
true of most manufacturers—the appearance 
of the stock would be a great deal better. I 
thank you. 

MR. RITZ: While on the subject of the 
return of goods, I have a few remarks to 
make. It was only on Saturday that we in 
our factory received a letter from a firm in 
Ohio informing us that a shipment had 
been returned of a certain kind of article 
that we manufacture, and in looking up 
when the goods were shipped from our fac- 
ory we found it was seven years ago. Now, 
they are perishable goods, as you know; all 

neient mucilages are very likely to become 
unsalable. So I wish to suggest to the sta- 
tioners when they receive new goods to 
place them on the bottom of the pile and 
put the old ones on the top so that the old 
eoods will be used first. I know an instance 
where a jobbing house had on hand goods 
that came from the factory five years previ- 
ous. Now they would not be in good con- 
dition, when the retailer received them. I 
believe it is very necessary that this be kept 
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in mind that the new goods be not sold off 
as soon as they come in. 

MR. WARD: I for one feel that if we 
can have addresses like this one of Mr 
Mayer at these conventions we will be very 
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well repaid for attending them. It seems to 
me that this is one of the most admirable 
papers that I have ever seen delivered be- 
fore any of our conventions, and I would 
not on any account miss such addresses as 
this. 
think almost every point that has been made 
by Mr. Mayer has been really put in prac 
I don’t know that it makes 


I am egotistical enough to say that | 


tice in our store 
any particular difference if 
a certain kind and 


a man has got 
a lot of envelopes of 
just like what he had 
whether he puts those envelopes on the bot- 
tom or the top and sells the new lot first 
and the old lot afterwards. I don’t know 
that that makes any particular difference 
But it makes a difference when you come to 
rubber goods, rubber top pencils and mat 
ters of that character. And I would make 
one suggestion here perhaps that may be of 


before, especially 


service to some man here. We all of us 
take stock either once or twice a year 
That is, I suppose we do; I don’t know. I 
think I would not like to ask the man to 
hold up his hands here who doesn’t take 
stock at least once a year because I am sure 
we would see some hands going up if they 
were giving an honest answer. But this is 
the suggestion which perhaps mzy be of 
service to you. I have an instance in mind 
of a couple of men that went to Mr. Hough 
ton, of Houghton & Dutton, one of the very 
large department stores of Boston, and 
they asked him in regard to some advice 
which he had given he said, “There, gentle 
men, I am giving that to you gentlemen for 
nothing and it cost me a hundred thousand 


dollars to find that out.” If we can in any 
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shape of manner give for nothing what has 
cost us a great deal of money, I am very 
sure the whole stationers’ business of the 
country will be improved thereby. Now 
this is the suggestion: When we take stock 
we put down the different items, and any- 
thing that is slow, that is odd, that we want 
to close out, we put a little triangle in front 
of that item and then have all those items 
off by the stenographer and that 
items represents all the odds and 


drawn 
list of 
ends that we care to get rid of and that we 
are willing to sacrifice on. It is a very sim- 
ple matter. If the suggestion is worth any- 
thing to you take it. Adopt it and you 
wont’ regret it. One thing more, I wouldn't 
be at all surprised if many of you lost mon- 
ey in taking goods back because you forget 
about the item of express or cartage. Let 
me suggest that every time you credit that 
man or that customer any goods, have a 
regular printed blank to put down at the 
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bottom of it “Less freight or express,” and 
credit him with the full amount of those 
goods less that amount, and every time, if 
those credit slips are properly made up, you 
that point and you are not out of 
forgetfulness of that 


have 
pocket because of 
thing, because there is a reminder on evéry 
credit slip. I belong to a dining club in 
Boston called the Trade Club, and I sit 
around a large table where the largest job- 
To my amaze- 


you, all 


bers of goods are assembled 
ment, I think it would surprise 
goods that are then returned by their cus- 
tomers they actually take them back and 
pay the freight or express on those goods 
returned. So it seems to me that, unless 
there is a good reason why they should be 
returned, it is absolutely wrong, and I, for 
my part, I don’t care whether I am in the 
dry goods business or whether I was the 
only man that insisted on that way of do- 


ing I certainly would not allow that sort 


of thing to be done. And if that suggestion 
is worth anything to you, if it will help you 


on that item, you are welcome to it. Now 
another thing: goods claimed to be short 
Now doubtless customers are very frank 
and honest about that sort of a thing. I 


can tell you a little incident once in a town 
about a hundred miles from Boston. I hap- 
pened to be there in the summer time and a 
gentleman “Mr. Ward, that lot of 
paper never came in.” [ said, “Let me see the 
He brought me the invoice and I 
right 


said, 


invoice.” 

saw that it was double checked all 
and I[ couldn’t understand it; but I had 
known the man all my life and I knew that 
he was a perfectly honest, upright man 
“Well,” I said, “I 
and he says, “Well, I unpacked the goods 
myself and I know, Mr. Ward, those goods 
“Very well,” I said, 


can’t understand this,” 


were not in that case.” 
“There is nothing else to be done but ac- 
cept it and credit you with those reams « 
paper.” It was an amount, o, I 


don’t remember just how much. Well, about 


T 
yi 


+ 


quite 


that time this man happened to be called 
away by a customer, and I sat there a mo 
ment and happened to glance up and down 
on the shelves and there I looked at the 
name of the paper and there it was. It was 
marked half sheets, too. I said to him, 
“Mr. N , are you quite sure that that 


paper—that this is not the paper that you 
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sell short?” “Oh, no,” he says, “That is in 
double sheets.” “No,” I says, “T beg your 
pardon; it is marked half sheets.” Now 


there it was 
claimed was short. And yet he himself had 
unpacked those goods. He had put them 
there was not the least 


away. And still 

question as to the integrity and honesty 
the man. Of course he said, “Tl is 
right; no charge back.” (Applaus: 


MR. WILLIAMSON: There has been s 














There was the paper that was 

















good advice that I believe I 


wish to give a little bit more. Now my busi 


much given 
ness is inks and mucilage, and I speak for 
the manufacturer. Every manufacturer who 
deals in inks and mucilages makes perhaps 
from twenty to forty kinds of ink. A cus 
and he says, “I 
ink.” 
hands 


tomer comes into a store 
man’s 
reaches up and 
He asks him if 
and the customer 
thinks he has done 


want abottle of some particular 


The 


down a 


merely 
that ink 


clerk 
bottle of 
anything els« 
the clerk 


there is 


and 


goes out 


Qs ™s 









When the 
Committee, Mr. Falconer, invited me to pre- 
pare a paper for the National Convention, 


Chairman of your Program 


I hesitated a considerable time before re- 
plying, and, as you know, “When a man 
I should have prompt- 


man 


hesitates, he is lost.” 
ly said no and thus proved myself a 
of good judgment, but finally in a weak 
moment I consenttd, and here I am to stand 
or fall in your estimation, as the case may 
be. Perhaps there was some merit in mak- 
ing the attempt even at the risk of failure, 
and I take at least that much credit to my- 
self. 

The topic me, “Expenses and 
Profits,” is one that has been thrashed out 
time and again not only in our own con- 
ventions, but probably in every trade con- 
vention that has ever met. Trade journals 
discuss it frequently in their columns 
Numerous books have been written on the 
subject, while every business man and es- 
pecially every thoughtful business man nat- 
urally gives it careful consideration. 

With all the available, 
should it be advisable to bring it up again 
and take the valuable time of this conven- 
tion. The only justification is that a topic 
so vital as this to the success of every busi- 
ness should be iterated and reiterated and 


assigned 


literature why 


discussed from every possible standpoint, 


‘old timer,” 


‘ 


not only for the benefit of the 
like some of us, but for the benefit also of 
generation of less experienced 
business men. The 
stituted that it needs constant repetition to 
on it, so the wisdom of 


the rising 
human mind is so con- 


make an impression 
the committee is justified in including this 
much discussed topic in the program. 

If you gentlemen are having a similar ex 
perience to ourselves, you have seen ex- 
penses grow in the past few years by leaps 
The rapidly advancing cost of 


the baneful in 


and bounds. 
the necessaries of life and 
fluence of this luxurious age has brought the 
pay roll up From the errand 
boy to the head salesman, the demand is for 
higher pay, while keen competition demands 
all the latest business appliances and im- 
provements, and they all cost money. This 
either through in- 
creased volume of business, or an increased 


enormously 


means better profits 
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That man and it de- 
isn’t the kind of ink he 
well that clerk or that con 
a mistake, but simply con- 
make 


his duty. goes out 


velops that wants 
He doesn’t say, 
cern has made 
cludes that the 


the kind 


manufacturer doesn’t 
of ink he wants. Perhaps that cus- 
The 


a customer for the 


dissatisfied. man who- has 
lost 
concern he is looking after and the custom 


er makes up his mind that the manufacturer 


tomer is 


made the sale has 


doesn’t make it. I think you are all live 
stationers. You are or you would not be 
so8 as, 

A) ts : 

—~ SOS res 
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“Expenses and Profits.’ 


By Lansing G. Wetmore. 


percentage on the sales, or going to the 
wall. The importance of making a study of 
these conditions is therefore fully justified. 

I can hardly hope to present anything 
new, but simply to give you some thoughts 
the Book of mod- 


from Experience of a 
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career of 40 
that | 


business 
at the 


erately successful 


years. I want to say outset 
propose to discuss this subject so far as the 
stationery business is concerned from a 
buying and selling experience in the latter. 
General principle, however, will apply to 
both. 


System. 

First and foremost in establishing or re- 
organizing a business it is important to rec 
ognize the desirability, yes, the necessity, 
if it is to be a successful venture, of having 


II! 


here. I think it would be a proper matter 
for you to inform your clerks that if a man 
asks for a particular kind of ink it is not 
out of the way for him to ask the customer 
what kind of ink he wants, whether copy- 
ing or fluid, blue or black. If the clerk is 
careful the customer will get what he wants. 
The manufacturer has given the stationer 
what he wanted. It would help him won- 
derfully, and I think there would not be so 
very many goods coming back if this mat- 
ter were given a little more consideration. 
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a system that will enable the manager to 
see at a glance, at least monthly, exactly 
what the business is doing. 

It is money well expended to secure an 
expert and to install such a system along the 
most up-to-date and modern methods. Even 
the merchant doing only a moderate busi- 
ness should not be obliged to wait until an- 
nual inventory time to know where he 
stands. The manager should know the aver- 
age gross profit his business is producing, 
which is easily obtainable at inventory time. 
He should be able to see at a glance at 
short and regular intervals during the year 
the amount of his purchases, cash and credit 
sales, and a detailed statement of expenses. 
He should be able to make a very close 
estimate of stock on hand for insurance 
purposes, and he should not only be able 
to see this exhibit, but to look the statement 
squarely in the face and give it careful con- 
sideration, and take prompt action to cor- 
rect any unfavorable conditions that the 
statement may reveal. 

Causes of failure are numerous and make 
an interesting study. Doubtless many are 
caused from lack of knowledge of their con- 
dition until too late for corrective action. 
These facts emphasize the importance of 
every business man knowing “Where he is 
at” all the time, and too much stress can- 
not be laid on having a system that will 
give him the necessary information cor- 
rectly. 

Cost of Doing Business. 


A lot of investigating has been done by 
inquiring minds, notably by our. friend 
Ward, of Boston, as to the cost of doing 
business in the stationery line. He found 
out several things and among them that 
some did not know what their percentage 
was, which, of course, was not to the 
credit. They kept no records that would 
give them the information. Investigations 
also developed a wide difference in the per- 
centage which we can readily see might 
result from varying conditions, such as vol- 
ume of business, high or low rents, and 
good, bad and indifferent management, etc. 
I have made no effort to secure any data 
and will simply give the result of my ex- 
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perience and some observations on value to 
some of you. A list of expense items of the 
average business runs about as follows: 

Sales force. 

Office force and other help. 

Advertising. 

Insurance. 

Interest account. 

Delivery. 

Freight. 

Stock depreciation. 

Discount on fixtures. 

Bad accounts. 

Salaries of the firm or officers. 

General expense, including such items as 


postage, telephone, janitor, heat, light, 
wrapping paper, twine, etc. 
Rent. 


Having the expense account in detail be- 
fore us our first duty is to study it closely 
and trim it down to the lowest notch, but 
don’t make the mistake to economize in the 
wrong spots. Let us discuss some of the 
items where it would seem good policy to 
make liberal appropriations. 

In the matter of rent, I believe it pays to 
have a good location, and this means of 
course high rent. Buyers will not go out 
of their way very far to purchase small 
items, hence a central location is desirable 
and brings in trade over the counter which 
it pays to cultivate rather than to depend 
too much on outside men. 

We have found this policy desirable, and 
75 per cent of our business comes over the 
counter. I should say 3 per cent a fair 
rate for rent of a good store in a good loca- 
tion on retail business of $50 to $100,000. 
It might be more in some of the larger 
cities. 

Sales Force. 

The right kind of help and plenty of it is 
good business. Business men like to be 
waited on promptly and in a businesslike 
way, so that it pays to have intelligent, 
alert, and courteous clerks, and this of 
course means a liberal pay roll. A compe- 
tent sales force of this character is a busi- 
ness building asset that cannot be overes- 
timated. This item of expense ought not to 
be more than 8 to 10 per cent of the gross 
sales. 

Delivery. 

Delivery service is a large item in the 
expense account, but, in my judgment, is a 
poor place to economize. Prompt deliveries 
give a house a reputation that is well worth 
an effort to secure. We find it desirable to 
supplement our regular delivery with boy 
service for delivery of small packages to 
nearby points. 

Lighting. 

No doubt all of you have discovered that 
the expense item of lighting your store is a 
big one, unless you are fortunate enough to 
have plenty of daylight. The average store, 
I believe, has not. It has been our policy to 
use electricity very freely giving us a bril- 
liantly lighted store which is a drawing card 
in a business way. Our experience in elec- 
tric lighting may be of interest to some. 
During the past year we have equipped our 
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store with new fixtures at a large expense, 
and are using the new Tungsten lights. The 
result is a saving of about 25 per cent in our 
lighting bills and an increased efficiency of 
at least 25 per cent. 

Advertising. 

There is no easier way of sinking money 
than by judicious advertising. How much 
to spend and how to spend it is the ques- 
tion that is probably puzzling many of us 
doubt that the right kind of 


advertising is as necessary to the success of 


There is no 


a business as any other elements that enter 
into it. We have found it good policy to 
employ expert talent to assist us in this 
department. We use the newspapers freely, 
issue a house organ bi-monthly and send 
out circular letters to special lists of profes- 


sional and business men. Two per cent of 
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the gross sales is, in my judgment, a liberal 
might answer. 

Window Dressing. 


Is another item that falls naturally un- 
der advertising classification. Its value can- 
not be too highly estimated. 
perous concerns that I know depend entirely 
on it for publicity, not spending a doller ‘in 


the newspapers, but the best location and 


Some pros- 


high rent are necessary to the success of 
this plan, and is questionable policy even 
under these conditions. It is false economy 
to limit expenditures too much for window 
dressing. The most modern fixtures should 
be supplied, brilliant lighting provided, and 
every facility given the window dresser to 
help him in his work. 

If the business does not warrant a pro- 
fessional, the expense of a correspondence 
course in the art, or some other special 
training with a subscription to some good 
journals on the subject for the clerk as- 
signed to this work is money well expended. 
also in connection 


An important point 





with window advertising is a proper inside 
counter display of the goods shown in the 
windows, ticketed with prices to correspond 


This is especially desirable when some sin- 
gle line of goods is being featured. Win 
dow demonstrations as well as store demon- 
strations of Office Devices is a method of 
advertising that we have found desirable and 


fails to attract interested ob- 


which never 

servers and result in immediate as well as 
future sales. Don’t economize in your win- 
dow advertising. 

Careful attention should also be given to 
the store front. Clean glass, immaculate 
signs, a fresh awning if necessary every 
year, all help to impress the public favor- 
ably, and help the sales department accord- 
ingly. 

Another item of expense which is a busi- 


considerable volume amounts to 


ness ot 

hundreds of dollars and which perhaps may 
seem trivial to mention in this paper is the 
Bundle Department. It pays for a concern 
to gain the reputation of sending out neat 
and strongly wrapped bundles, and a man- 


ager will make no mistake in furnishing the 


on the bundle department, or the clerks if 
they are the ones doing this work. Don’t 
economize too closely here. 
Expense Account as Affected by the Pur- 
chasing Department. 
Thus far we have considered 
items on which it would seem short-sighted 


closely. Let us 


expense 


policy to economize too 
now look at the expense account as affected 
by the purchasing department. 
Here is a spot that 
watched closely. The rock on which many 
a good ship has been wrecked, Overstock 
and Deadstock. Many of us know how easy 
it is to make mistakes in buying, to be 
tempted by an extra 5 or 10 per cent to buy 
a quantity in excess of our needs or ability 
to dispose of in a reasonable time. It is a 
mathematics to figure 


danger should be 


simple example in 


out the result of such an error. Suppose 
we are carrying $10,000 in excess of our 
needs, that money is worth at simple in- 
terest $600 a year, and perhaps more, if 
we have to borrow it at the bank. The 
same amount in the office to discount bills 


instead of overstock on the shelves realizes 
at least 1 per cent per month or 12 per cent 
per annum; $1,200, so there you have it, an 
addition to your expense account of $1,800, 
or an addition to the right side of your 
Profit and Loss account of the same amount, 
quite a handsome little sum. 

merchants are 


Hundreds of struggling 
along under such a handicap and this condi- 
tion is accountable for a large proportion of 


the failures that occur annually. The buyer 


then is an important factor in the success 
of every business venture. To avoid these 
mistakes, a good system should be inaug- 


urated, and I know of none better than a 


carefully kept loose leaf stock book with 
numerous vertical columns, and every ar- 
ticle in the stock listed under its proper 


classification, together with the cost price 
and selling price—the annual inventory of 
each article in the first column and an entry 


























invoice as it is received from tink 
This tells the 


gives you the information you need in your 


of every 
to time story 
buying and helps you to avoid the danger 
of Ove rstock 

These 


purpos¢ \t 


sheets also serve another useful 


inventory time divides them up 
cle rks who 
The entry of stock on hand 


among the have charge of the 
various stocks 
is quickly made in the proper column with 
out the necessity of 


ticle. Your 


rately taken in 


itemizing a single ar 
is quickly and accu 
a quarter the time required 


inventory 


by the old-fashioned methods. We hav: 
had this system in operation for several 
years and can recommend it highly as a 
great time saver for inventory purposes, a 


valuable guide for the buyer as well as a 
of cost 
all have it, 
Depreciation on stock 


complete list and selling prices. It 


may be you or something just 


as good l hope so 
and a proper percentage deducted from fix- 
ture account annually should not be forgot 
ten aS expense items 

Credit System. 


seems to be a necessity 


A credit system 
in modern business and creates another big 
expense item which must be reckoned with. 
An expensive office force, office appliances, 
add consider- 
bad 


may 


a heavy postage account, etc., 
ably to total The 
debts is a serious one, but one 


item of 
which 


expensé¢ - 


be with wise management favorably con 


trolled. Two conditions are necessary to re- 
this 
ment in granting credits, 


Collection 


duce item to a minimum: good judg 


and a wide awake 
Department. This is a big sub- 


ject which can only be touched upon here 


Short time credits should be the rule and 
collections promptly made. Slow pay cus 
tomers should be cut off promptly. They 


and for the office, 


work 


unprofitable in every way. A dis 


only make worry 
and are 
cussion on Credits and Collection Depart 
ment methods would be most profitable and 
I hope may be had at some future conven 
tion of this Association, if not at this. 

As heretofore stated, investigation reveals 
difference in cost of doing business, 
and it is interesting and helpful per 
haps to know what it costs the other fel- 
important thing is for every man 
expenses are, to 
watch the with an eagle 
eye, cutting out every unnecessary expendi 


W ide 


while 


low, the 


to know what his own 


expense account 


ture 


Perhaps 25 per cent to 30 per cent is a 
Retail Sta 


tionery business, if you include salaries of 


fair average of expense in the 


members of the firm or officers of the cor 


poration, interest on capital invested and 
freight. The latter item is thought by some 
to belong in the merchandise account. Hay 
ing then your expense account before you, 
the question is, what gross profits you 
should have, and what you can hope to 
get. This brings us up facing another 


problem and a big one. 
The Selling Problem. 

I confess I am not very fully informed as 
to the net profits the business of the retai! 
stationer of this country is producing. My 
that them are en 


impression is many of 


at a glance, 
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joying a good business and fairly adequat 
return for their labors in spit yf t 

abuses which exist, such as price cutting 
locally, the selling to consumers by manu 
facturers and jobbers, mail order houses 


tc. Many others, however, I am of the 1m 


show 


pression are having a struggle to 

profit sufficient to warrant capital invest 
ed and the efforts put forth in their bus: 
ness. Some of the aims of this Association 
are to study business principles and to pro 
mulgate them, to investigate alleged trad 
abuses and unfair competition, and to do a 
in our power to correct them. Considerable 


has been accomplished and a great cde l Is 


| 


yet to be done and will be if thes 


busines 
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aims are not lost sight of in that other de 


lightful part of these gatherings, social in 


tercourse. There is danger here, however, 
that needs to be guarded against 
I approach now that part of my topic on 
“Expense and Profits,” the making of prices 
[I approach it, too, with a sort of hopeless 
that | 


value to what has already been presented 


feeling can add nothing of special 


to the Association at previous conventions 
and by much abler men. Many of you re- 
member the very exhaustive paper on this 
subject which was given by Mr. Fletcher B. 
held at St. 
I heartily commend the reading of 


Gibbs at the convention Louis 
in 1905 
hse , . . : lread) 
this paper to members who have not already 
read it, if there are such, and the re-reading 


of it by those who have. It will be found in 


the 1905 Year Book at page 86. This leads 
me to remark and wonder how much real 
use is made of the discussions and papers 
delivered at these conventions. Do we get 
the most out of them that we might? Judg- 


ing from my own experience I believe w: 
do not. What is the use of attending these 
conventions and listening to the many valu- 
able suggestions along the lines of better- 
ment of business unless we make a study of 
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hem and unless we adopt those that appeal 

to our judgment? You will agree with me, 
| think, that we need to “take ourselves in 
hand” in this respect. 

My discussion of the making of prices 
will be very brief, for if you will study Mr. 
Gibbs’ paper you will get “about all there 
is in the subject.” Just a few observations 
on some of the mistakes that are made: 

First—The danger if we mark goods at 
too large a profit of gaining the reputation 
of a high priced house. This of course is 
disastrous. While such a policy may be all 
right in some lines and by houses that cater 
to an exclusive trade, it will not do in such 
a staple article as business stationery and 
leads to sure disaster if persisted in. 

Secondly—The attempt to build a business 
on the mistaken idea of underselling our 
neighbor. This inevitably leads to retalia- 
tory action with the resulting loss of profits 
and perhaps failure. The true policy is to 
look the expense account squarely in the 
face, not forgetting to include all the items. 
lf the business is just being established, 
take the experience of others as the guide— 
it is safe to say it will be at least 25 per 
cent on the sales. No hard and fast rule can 
be made as to the percentage of profit to 
add to the cost, conditions differ so mate- 
rially in different localities. 

A study of the excellent work the Price 
Committee is doing will be most helpful, 
and assist to establish approximate uniform- 
ity of prices. One important element in the 
price problem is to find out as accurately 
as possible how much of our business we 
are doing at a small profit, that is, sales to 
railroads and large corporations, which, if 
we get at all, must be taken on a close mar- 
gin. We need this information to guide us 
in marking our goods for sale over the 
counter, and for the great. rank and file of 
business houses who buy their supplies in 
moderate quantities and from hand to mouth 
and who are the mainstay of our business. 

What percentage of net profit are we jus- 
tified in aiming for and that we can reason- 
ably hope to reach? I think 10 per cent 
on gross sales is only a fair return, and if 
the business does not show this something 
is radically wrong, and we should get busy 
and find out what the trouble is and work 
like beavers individually and collectively to 
correct our own mistakes and to abolish un- 
favorable trade conditions and abuses. This 
is about all I shall say on the price making 
question, but I want to discuss a few things 
in connection with the selling problem that 
[ believe favorably or unfavorably affects 
the profit and loss account as the case may 
be. 

First and Most Important, a One- Price 
System. 

I know it’s a winner, for I have had prac- 
tical experience of it in my own business. 
You perhaps may ask, “It it possible to 
maintain it?” I answer emphatically, yes, 
excepting of course the business heretofore 
mentioned with large corporations, which is 
another class. 

As we are well aware, this is one of the 
cardinal principles of the great department 
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stores of the country in which great for- 
tunes have been made. That it can be car- 
ried out in the stationery business I firmly 
believe. 

If goods are well bought and marked at a 
reasonable profit, we can well afford to 
stand by our prices, even if a customer once 
in awhile goes out of the store. Such a pol- 
icy begets confidence. 

I happened to know a few years ago of a 
large concern in one of our leading cities 
whose manager adopted a different policy 
and with demoralizing effect. The salesmen 
were instructed to maintain prices, but the 
manager took the liberty of making special 
prices and discounts to some of his friends 
and large buyers. This, as a matter of 
course, came to the notice of other custom 
with the result. It is to be 
this the folly of 


ers inevitable 


hoped manager has seen 


his ways 


The one price policy once adopted, tne 


salesman must be backed up by the manager 


of the department and by the proprietors 


or demoralization follows, and the value 


of the sales force and their self-respect 1s 
our own 


greatly reduced An instance in 


a month which dem 


the one price pol 


store occurred within 
onstrates the 

icy. An out of town inquiry was received 
certain 


value of 
asking for quotation on a gross of 
kind of Box File. We quoted our regular 
gross price and received a reply by 


We replied to 


return 


mail that we were too high 


this by quoting on another and cheaper 
style, but held firmly to our former quota 
tion. In a few days a letter came saying 
they had been mistaken in their former 
statement as to our price and instructing 
us to ship the goods 
I venture to say this incident secured t 

us the increased confidence and respect ot 
that customer and confirmed us in our 
judgment that the one price system is the 


best. A practice in this connection that in 
my opinion is a dangerous one is the policy 
of granting a discount to buyers on monthly 
settlements. It may be all right to give a 
small cash discount, say of 2 per cent to cus 
tomers who pay their bills very promptly 
the first of each month, but this should be 
avoided, if possible. 

I grant that it is difficult to refuse this in 
many without danger of offending 
The cash discount habit is so firmly estab 


lished in the policy of our best houses that 


cases 


they feel justified in being insistent on its 
being granted, but the habit of granting a 
trade discount of say 10 per cent on monthly 
settlements as is practiced by some houses, 
I believe to be a mistaken policy and on 
which should be combatted. We instruct our 
salesmen if they come up against it to in 
duce the customer to take advantage of ou 
quantity which in the long run will 
equal in saving if not exceed the 10 per cent 


prices, 


proposition 

The danger in the discount proposition is 
that if it is given to one who may possibly 
be entitled to it on account of the volume of 
their purchases, others who may not he, hear 
of it and demand it, and as can be readily 
refused without giving 


seen, it cannot be 
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offense, so that before we are aware of it 
many customers are “on the list” and aver- 
I have known 
been 


age profits seriously reduced 


cases, where stationers have 
tempted to inflate prices to provide for this 
10 per cent habit, and this fact being dis- 


covered by their competitors has resulted in 


too, 


embarrassment and loss of customers to the 


dishonest house. I firmly believe the dis 
count system to be a bad one and the one 
price system to be a winner. 

Another factor that favorably affects 


profits and helps to make permanent cus- 
tomers is pushing the sale of goods of high 
quality. It may be necessary to carry some 
of the cheap and medium priced goods in 
certain but should be in- 


structed and urged to induce buyers to form 


lines, salesmen 
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the habit of using the best, which not only 
increases the volume of sales and the profits 
but is really a kindness to the customer, for 
he will be better satisfied 
come back for the 
both seller and buyer are benefited. 

The question of imprint goods and special 
brands, I know, is a disputed one. I believe, 
however, that to a modified extent it is good 


and be sure to 


more of same sort, so 


business, the one important condition being 
that the firm name should appear on high 
quality goods only. That imprint goods in 
sure good profits and bring 
believe, the experience of many stationers, 


records iS, I 


as it has been ours. 

There is no business-building 
getting asset like attention and courtesy in 
This has been emphasized 


and profit 


the sales force. 
over and over again, and the importance of 


it is realized by every one of us, but it 
can’t be impressed on our mind too often 
emphatically. A salesman may know his 


business thoroughly and be able to talk 
stationery intelligently from a steel pen to a 
loose leaf outfit, but if he is lacking in that 


all important quality, courtesy, he is a fail- 


ure. Give me a painstaking, alert and court- 


eous sales force with prices that will afford 
a living profit, and I will win out against the 
price cutting establishment with a_ sales 
force of the opposite kind. A manager will 
do well to cultivate and encourage this 


spirit of courtesy in his sales force by every 
His own example will 
held at regul 


means in his power. 
Meetings 


over this 


much. 


talk 


count If 


intervals to and other mat 


ters of importance are a necessity in every 
well ordered establishment. 

Constant effort and watchfulness is need 
ed. All complaints of customers should be 
promptly and carefully investigated, and if 
well founded explanations and apologies of 
fered and the incident used as a text at the 
following meeting. 

The importance of these matters of bus 
ness management and policy that 
mentioned, and scores of others that might 
be added to the building up of a profitable 
business, and as a factor to help counteract 
price cutting methods and unfair competi 
tion, will be admitted by every thoughtful 
man, and the concern that gives t the 
attention they deserve is a long way on the 
road to success 

Cash Discounts 
Is another factor in the pront blen 
that ought not to be omitted from this dis 
cussion, for it is one of the vital questions 
\ concern that does not cash its bills in this 
day and age is certainly behind the times 

It is said that some of the large establish 
ments of the country look to the office en 
where-withal to declare thei 


tirely for the 


Whether this is so or not 


annual dividend. 


we may not know, but we can be st that 
it is p business on our part to tal 
advant of this opportunity for increasing 
our profits 

An efficient collection department is « 
of the factors here. If accounts are not « 
lected promptly, the bank account suffers 
Perhaps we have not sufficient capital to 
cash our bills. This is a condition as we 
know that exists with many—they borrow 
the money for it is good business t 
pay 6 per cent if you can use it to make 12 
or more, and furthermore a house that is 
known to cash its bills has better purchas 
ing power than one which lets them run t 
maturity or longer. It’s the only way to d 
business, and a concern that is not doing 
better take itself in hand and ni ut 


“what’s the trouble.” 


Now in closing, a few words regarding 
trade conditions and abuses that we ars 
familiar with and that so seriously affect 
our profits. These may be classified und 


the following heads 
Manufacturers Selling the Consun 
Competition from Mail Order H« 
Competition from Jobbers 


Local Price Cutting 

It is not in my province to discuss thes 
conditions at any length. We know they 
exist. The condition is, How they can b 
improved 

This association has been organized and 
we meet annually in convention to devis« 
ways and means to bring about improv 
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ments. An immense amount of good has 
been accomplished, I believe, and I want 
to see the good work go on and on. | 
like the idea of having the retailers and 
manufacturers associated together and hope 
the talked of plan of forming separate or 
ganizations will never be consummated. 
Our interests are mutual, and we should 
help each other. We can do it better by 
meeting together and talking things over in 
a friendly way. I have seen the other plan 
tried, as some of the rest of you have, who 
are unfortunate enough to be in the book 
business, and the difficulties in the way of 
the separate associations getting together 
and accomplishing reforms are many. The 
stationers have their troubles, but let me 
say they are few and small in comparison 
with the booksellers’, who, according to a 
recent editorial in the Publishers’ Weekly, 
are in danger of extinction. 

I have found a readiness on the part of 
manufacturers to co-operate with the dealer 
in the effort to correct abuses, and I believe 
much can be accomplished by individual 
dealers taking up in a friendly way specific 


cases that come to their notice from time 
to time. The manufacturers as a rule de- 


sire to protect the dealer. It is for his in- 


terest to do so, but he has his troubles 
and problems to ‘solve in competing with 
other manufacturers, some of whom per- 
haps are out to sell consumers only, and 


hence have no consideration for dealers, so 
in treating with them it is proper to look 
at matters from their standpoint as well as 
our own. I commend to you most heartily 
the discussion by Mr. Gibbs in his paper 


read at the Boston convention last year, 


entitled “Should the Manufacturers Sell the 
Consumer?” Mr. Gibbs handles the sub- 
ject in an able manner and in the right 
spirit 


i 

Competition from jobbers and mail order 
houses are the most difficult to deal with. 
Jobbers especially are in a position with 


++] na 


logues and close prices to injure 


theie 
the retail trade greatly, and some of them 
do not hesitate to send them out to con- 
in localities where they think they 
As it is impossible for 


sumers 
can safely do so. 
most stationers to meet their prices and 


make living profit, this creates a serious 
situation How extensive this evil is, I 
confess, I am not fully informed, but if it 


is as prevalent in other localities as in the 
section I am familiar with, it might be ad 
visable to have a special committee to study 
the situation and devise some plan to cor 
rect it. Mail order houses I am not so fa- 
miliar with. We have little or no trouble 
from them in our locality. 

One phase of this competition, however, 
I hear is practiced to some extent in other 
localities, namely a stationer who is doing 
a legitimate business in his own home city 
and territory having an ambition to increase 
the volume of his business sends out a cut 
price catalogue to distant 
in this way demoralizes the business of his 


points, and 


brother stationer where his cut price list 
reaches. This, of course, is an unfair thing 
to do, and any stationer indulging in such 
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a practice should be labored with and mad 
to see, if possible, the error of his ways 
Regarding local price cutting (which has 
been such an evil in the past) we all know 
what reforms have been accomplished 
through local associations, which have been 
promoted by this organization. A splendid 
work has been done and I hope will be 
continued in the same efficient manner. It 
is the only way—let the “get together” and 
friendly spirit prevail and conditions are 
bound to improve in so far as profits are 
concerned, and then by such methods how 
much more we will get out of life, for 


profits are not the only thing we should be 
1 


ooking after in our business 
There should be among business men a 
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brotherly feeling, a spirit of “live and let 
live.” Gov. Hughes in a recent address to 
the students of Brown University empha 
sized this idea when he said, “The duty of 


7 


the young American is to play the game oft 
life as you play it in college with a friendly 
regard for those about you.” 

It is a most encouraging sign of the times 
that this spirit is being promoted by nu- 
merous associations similar to this of ours, 
representing nearly every important tradé¢ 
and industry. That this work may go on | 
am sure is the hope and wish of all of us. 

This address I fear may be criticized by 
some as dealing too much with “common 
places” and too much preaching, but after 
all is not success or failure in business put- 
ting into practice or failing to do so, com 
monplace things—things we all know and 
yet that perhaps we are slow to adopt? 

To sum up in a sentence, success in busi- 
ness depends not so much in keeping ex 
penses down to the lowest notch regardless 
of efficiency, but in spending the money 
judiciously and adopting business methods 
that will help secure an adequate profit. 
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We stationers are to be congratulated on 
the business of our choice. Dealing in mer- 
chandise that is in universal demand in the 
business world, it is capable of almost un- 
limited expansion and it is almost the one 
business which the modern department store 
has not made a success of principally for the 
reason that as a rule men do not take 
kindly to the “red tape” of department store 
methods, and the lack of expert service. 
Let us be thankful for this. 

Now this discussion would be to my mind 
incomplete without a word regarding the 
value of the Trade Journal as an aid in 
business building and profit getting. Every 
wideawake and progressive stationer will, I 
believe, unite with me in saying that they 
are most helpful. Not only do they bring to 
our notice enterprising manufacturers and 
their wares, but discussions of business 
methods, salesmanship, etc., from bright 
minds who are alert to secure everything 
that will be of value to the trade. The 
danger is, however, that in the rush of busi- 
ness the superficial glance may be substi- 
tuted for careful scrutiny and study. We 
find it desirable to subscribe for two or 
more copies for the benefit of the sales 
force. “Long live” the trade journal and 
let us do our part to help them live. 

As a closing word, let me express the 
hope that we may get from this convention 
not only the pleasure that social intercourse 
brings, but valuable information and sug- 
gestions that will help us to put new life 
into our business as well as to inspire us to 
higher ideals. 

Gentlemen, I thank you for your kind at- 
tention. 

The following extemporaneous remarks 
were made by Mr. Wetmore in the course of 
reading the paper, just preceding the fol- 
lowing sentence in the paper: “Hundreds 
of merchants are struggling along under 
such a handicap”’—that is, overstocking— 
“and this condition is accountable for a 
large proportion of the failures that an- 
nually occur.” 

(The following statement extempore): 

There is a matter that came up when Mr. 
Mayer was reading his paper as to over- 
stocking and return of goods, etc., that 
ought to be brought up here, and that is in 
regard to the salesmen of manufacturers and 
jobbers overstocking the customer. Now, 
that is done a great deal. The salesmen, or 
the manufacturers, are pretty good fellows. 
They are pretty good salesmen. I will say 
it right here to their faces, that they are 
excellent salesmen, and some of them, and 
perhaps quite a number of them, are tempt- 
ed to load up a man with more goods than 
they know he really ought to have, and that 
accounts, I think, for a good deal of the 
overstocking, and I would like to have every 
manufacturer that is here and every jobber 
that is here take that to heart and instruct 
their salesmen not to overload their cus- 
tomers. It is not good business. That is 
why they want to send back so many goods, 
you know; it is because they have been 
overstocked. (Great applause.) 
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DISCUSSION ON ADDRESS OF MR. 
WETMORE. 

Mr. Stevens said he agreed that the 2 per 
cent cash discount sometimes given by sta- 
tioners should be avoided and showed that 
2 per cent for cash taken of a business oi 
$100,000 a year would mean $2,000. Quite a 
sum if the net profits were 10 per cent. 

MR. HUTCHINSON: I have been inter- 
ested in this matter of expenses and sales 
for a number of years, and I would like to 
quote a little from an address made befor: 
the American Booksellers’ Association of 
New York. The address was made by Mr. 
Carey, of the Pilgrim Press, Boston. Mr 
Carey prepared the figures very carefully, 
and they were collated from reports mad 
by some seventy different dealers, and the) 
were based on sales amounting to $100,000 
a year. I will read a few of the figures from 
the people that reported the actual expenses 
and sales. Two people reported 20 per cent; 
one, 21; one, 21.2; three, 22; two, 23; one, 
23.4; two, 23.5, and then from a great ma 
jority of fifty-two, the rate ran from 25 
to 30, showing that the actual expenses ex 
ceeded 25 per cent. He then went into a 
detailed statement, dividing up the different 
items of expense; charges for interest on 
loans used inthe business; 1% per cent; sal- 
aries and clerk hire, 10 per cent; express 
and freight, including delivery, 2% per cent; 
postage, 1 per cent; rent, 4% per cent; light 
and heat, 1 per cent; advertising, from | to 
2 per cent; bookkeeping and accounting, 
1'4 per cent; office supplies, 4 of 1 per 
cent; insurance and taxes, 1% per cent; sun- 
dries, 1 per cent; and traveling expenses 
this was not a wholesale business—the trav 
eling expenses of the buyer, 4% per cent. | 
know the members of the Booksellers’ Asso 
ciation have found that list of great help, 
because they have gone through and sized 
up their own expense accounts and com 
pared them with it. They figure deprecia 
tion at 2 to 5 per cent. 

And there was one other item brought up 
in discussion, and that was the cost of de- 
livery by department stores. We had a differ- 
ent set of figures from the department stores 
Of course we all know the department store 
advertises to packages almost 
anywhere in the city. We had a case hap 
pen in New Bedford just a little over a week 
ago. The head of one of the departments 
came to the manager and said, “There is a 


deliver 


lady who has made some purchases and she 
wants them sent to Westport.” Westport is 
about nite miles out. The lady wanted to 
know if he would send them out, and he 
said, “Certainly.” In a few minutes the 
young man came back and said that the 
lady wanted to know when the team was go- 
ing to leave, because she would like to go 
with them. (Laughter.) With the depart- 
ment store the delivery is figured to cost 
from 4 to 5 per cent on all sales; not only 
on those delivered, but on all sales, 4 to 5 
per cent. 

MR. WARD: Such papers as we have had 
this morning are of very great interest to 
me, but to be perfectly frank about it, I 


' 


sometimes feel that I am tiring you with 
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things I talk about here in the convention, 
and yet I can’t help but take a very great in- 
terest in these matters, and [ am so interest- 
ed that it is almost impossible for me to 
keep still about them because I have made 
these things a study for a great many years. 
It seems to me that if we could each of us 
come here and give each other the benefit of 
our experiences, we would go home wiser 
men. I think in the paper which our friend, 


Mr. Wetmore, gave us this morning, among 


the items of expense he spoke of freight. 
Now it seems to me and I can't get it 
through my head how any business man can 
consider freight a matter of expense. In 


iny judgment, it is not. Suppose that we 
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bought all of our goods from California 
and had them brought across the continent, 
and that a man bought $1,000 worth of 
goods and it cost him $200 for freight to 
get those into his store. Is he willing, if 
those goods are burned up, to take $1,000 
from the insurance company? The theory 
of insurance is to pay a man for what the 
goods cost him. What did they cost him? 
The $1,000 that he paid the California peo- 
ple, and he certainly paid the railroads $200 
for getting those goods in. Isn’t it fair that 
he should ask the insurance company, there- 
fore, to pay him incase of total loss,$1,200? 
It seems to me perfectly self-evident. If 
you buy goods somewhere down in Cin- 
cinnati, and I should share that purchase 
with you and say, “Yes, I will pay you one- 
half of what those goods cost when they 
are delivered,” and I sent you a check for 
just one-half of the amount of what those 
goods cost in Cincinnati, it is perfectly evi 
dent that you are giving me the freight on 
those things if you accept that in payment 


( In other words, 1s there any 
question but what that $100 worth of goods 
cost you $100 plus the freight, and if you 
take 


done this as a favor? 


nything less from me, haven’t you 


And I am greatly surprised to know that 
some very large houses in Boston, on 
large house in particular that I have in 
mind, charges their freight to expens« I 
said, “If that is the case and you had a 
fire, what do you do with the insuran 


“Why, we show them the in 
voice cost of the goods, and we would set 


companies?” 


tle on that basis.” I said, “But suppose it 
cost you on your stock of $500,000 seven 
tenths of one per cent to get those goods in, 


and it was a total loss, do you realize that 
you would be out of pocket $3,500?” He 
hadn’t thought of that. It seems to me that 


Do any of you gentlemen 


it is all wrong. 
charge freight to expense? It is not right 
It should be charged to your mercl 
and the way that the Samuel Ward C 

takes stock every year is the invoice cost of 


the goods, and by our simple methods of 


knowing what it cost to get those goods 
into our store—it is a very simple method 
If any of you are interested in it, I would 


We know 


it costs just seven-tenths of one per cent 


be very glad to suggest it to you 


to get those goods in,*and we add that to 


the invoice cost of the goods, and why 
shouldn’t we? On the imported goods, of 
course we add what we pay for them in Eu 
rope, and we pay the duty, and we add tl 

amount of the duty to the cost of the goods 
Nobody would question that method of fig 

uring. Moreover, I know that this is a 
matter which the insurance companies d 

not question. At least they did not ques 
tion it in a case of loss where we had a loss 
of some $20,000 a while ago. They looked 
t books; we showed them how we took 
stock and how we added that percentage t 

the cost of the goods, and if it had been a 
total loss we would have got that seven- 


tenths of one per cent in the settlement 
Now if any of you are carrying your insur- 
ance on that plan, of not adding your freight 


‘ 1 


invoice cost of your 


and cartage to the 
goods, and considering your merchandise 
the sum total of the cost plus the 


it seems to me you are making 


freight 
and cartage, 
a very grave mistake 

One thing more. As I understar 
Mr. Wetmore’s paper, he stated that in h 
judgment there should be at leas 
reckoning in a fair salary for the propri 
tors of an establishment, and paying all e» 
penses, there should be at least a diff 
of 10 per cent between the percentage 
gross profits and the percentage of expens« 
In other a man does $100,000 
worth of business, there should be left { 
his efforts at the end of the year, after 


words, if 


allowing himself a fair living salary, 
least $10,000; and, of course, if he did a bus! 
ness of $200,000, he would have $20,000, an 
if he did a business of $500,000, he would 
have $50,000 profit. Well, I don’t know but 
that that is all right in theory, but I would 
guarantee that if I should ask you men who 


make ten per cent on your sales, 
































expenses and giving yourself 


paying 


fair salary, to rise, there wouldn't be on 
rise. I don’t know 


that 


who would 
make 
one-half of the 


half of you 


your business, but | statement, 


that there isn’t men here 


that make 10 per cent on their sales, or if 
they do occasionally, do not very often do 
so. There is something to be made in this 
I know a concern that does 
$425,000. They paid 
themselves a fair salary last year, and after 
charging that to expense and 10 per cent 


line of business. 


a business of about 


for depreciation on machinery and fixtures, 
and every conceivable expense charged to 
expense, they still had a profit of $65,000. 
I said, “Well, that is very unusual. You 
don’t mean to say you do that sort of thing 
often?” He said, “We have 
pretty that for the past five years.” 
Well, gentlemen, that is managing; that is 
system; that is business judgment; 
that is knowing are about, 
perhaps some of the rest of us will be abl 
to get there some day, but I am free to ex 
press that the Samuel Ward Company have 
and I am afraid 


very come 


near 


good 


what you and 


there yet, 
some of my competitors across the street 
and down some of the side streets have not 
got there just yet either. I presume some of 
you fellows can do it in other parts of the 
country, but 3oston and 
how to do it, and I tell you frankly we will 
put you up at the Parker House and pay 
your bills there for a while, and give you 

good big salary besides, and I guarantee that 
I won’t have any difficulty in collecting th« 
over here on the 


not got quite 


come to show us 


money from my friend 
right. 

It seems to me that there must be a good 
many questions that would be of interest, 
things here that could be talked 
about that would be of very great service in 
small ways in connection with doing busi- 
ness, and in the way of saving the expense 
in doing business. There are two ways of 
making money—you can increase your gross 
profits, but if you have got where you can’t 
charge any larger percentage on your goods 
as profit then you are now doing, and you 
can’t increase your sales any, the only way 
you can make the difference between the 
profits and expenses is simply to make the 
expenses less, but that is almost impossi 
ble sometimes, except that there may be 
ways by which you can make two men do 
the work of three. I read a while ago the 
history of the Carnegie Steel Co.—I can’t 

recall the man’s name, but Frick 
” smart enough to hire some man 
getting work 
knowing’ exactly 
men and manage 
He went through the various Carnegie Steel 
properties, and he made two men do the 
work of three, men do the work of 
eight, and that man was perhaps the most 
valuable man, Carnegie himself excepted for 
all I know, in making the Carnegie Steel 
Company the very great success they were 
There are hard ways of doing things and 
simple ways of doing things. It behooves 
us all to ask ourselves, how are we doing 


simple 


was 
that 
was a genius in out of 
how to 


them 


people and 


manipulate 


five 
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Can’t our neighbors show us a bette 
way of doing things than we are doing 
hem? But, mind you, if I ask my neighbor 
ow he does things, I must be awfully open 
minded, so that I do not consider that | 
have the very best way of doing things, 
but will appreciate that the other fellow has 

better way than I have, and [I want to 


grasp his method. That is the trouble with 
a great many of us. We think we know it all 


and that no one can teach us, and when we 


compare notes we don’t take into considera 
tion what the other fellow does [I be 
lieve that is the wrong principle on which 
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to go, and I honestly believe, speaking for 
myself, and if I had the time I would do 
it, and I don’t know of any way in which 
I could be of bettér service to the company 
which I represent than I would if I had time 
to go around among you different people 
and compare notes, sit down and find out 
how you do this thing and how you do that. 
The first thing that both of us would know 
would be that we had given to each other 
something that we never had thought of. 
You know very well that the smallest boy in 
the establishment can oftentimes make a 
recommendation you never have thought of 
with all your forty years’ experience per- 
haps, and that boy is well worth listening 
to, and I am surprised—I don’t think I am 
at the foot of the class in these respects, 
but I tell you frankly I take off my hat to a 
great many men I meet, where I can see 
that their methods are so far superior to 
our methods and so much more simple. Ex- 
cuse me for taking up so much time, but 
aren’t there others here that can speak also 
about some little ideas that occur to them? 
It may not be a five-minute speech, it may 
be half a minute, but that half a minute may 
do us all good. 


Mr. Kistler said it isn’t right to charge a 
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certain percentage for freight, but Mr. 
Ward reiterated his view, whereupon Mr. 


Kistler argued that he could not charge the 
same percentage on blank books that he 
would on gold pens. 

MR. WARD: Mr. Chairman, if I am not 
taking up too much of the time of the con- 
vention, I think I can make this clear. Of 
course, we buy pens; we buy gold pens 
and we buy Spencerian pens. It doesn’t 
cost as much to get $100 worth of Spencer- 
ian pens as it does $100 worth of box files 
from Cincinnati. Of course, that is per- 
fectly apparent. But I think that 1 can 
make it perfectly clear that we pay so much 
freight on Spencerian pens that we use, 
and then we pay so much for box files, 
and then we pay so much for numerous oth- 
er articles that the stationer’s business de- 
mands. Add that up and it amounts to dol- 
Then what are the amounts of your 
invoices? If they should be exactly 100 
times that amount, you can readily see the 
per cent the expense for all your invoices is, 
and that is, that the per cent of expense for 
getting all those gods into your store was 
one per cent. Isn’t that perfectly clear? If 
it costs me $100 and I bought $100,000 worth 
of goods all told, the $100 including the ex- 
penses on the Spencerian pens and the files, 
isn’t it perfectly clear that it costs me one 
per cent to get those goods? 

MR. KISTLER: Just one moment. A 
good many people pursue that method. It 
is what is called the “short cut” method. 
For instance, the matter of blank books. 
There are some extra sizes and a lot of 
cheap books. They weigh the same, and the 
percentage wouldn’t be right. One costs 
less than the other, a great deal, perhaps 
one-quarter the amount. I can’t get it 
through my head. I would still insist that 
the old Dutchman who taught me how to do 
business that it is what is called a “short 
cut,” and never to work it. 

MR. WARD: I still think, Mr. Chairman, 
I can make this clear, if you will have pa- 
tience with me for a moment. The object to 
be found is what per cent it costs to get 
your goods in. Now, you want to get the 
average for all your goods, and I admit—I 
agree with Mr. Kistler that sometimes it 
costs you one-tenth of one per cent to get 
goods in and sometimes it costs seven per 
cent. It varies, of course. But I get around 
that in this way. Every invoice that we 
ever buy in our store, there is a rubber 
stamp used, and we know exactly what that 
freight or express was. And every one is 
figured right on the bill, so that we know 
that our files—if we bought files down in 
Cincinnati, we would know that they cost 
us perhaps seven per cent to get them to 
Boston. If it be Spencerian pens, it is stat- 
ed right there on the invoice what they 
cost us. And it is a very simple method we 
have of doing it; no expensive labor. It is 
taken down by our receiving room, and 
there,is not an invoice in our store but what 
I can refer to—I don’t care from whom the 
goods were bought or in what quantities, if 
you should ask what it cost to get those 
goods in I can give you the amount, as the 


lars. 
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per cent is stated on every invoice. Now, 
have I made it clear? 

MR. KISTLER: That is all right if you 
got ten pieces of some certain stock. But 
suppose you were buying a lot of articles 
from Tower, for instance, down there in 
New York,—fasteners, and the like, and ev- 
erything else. Now, some goods are very 
valuable and some are very cheap and take 
up a lot of room in that case of different 
goods, as a great many of these stationers 
will buy. Now, percentage based on that 
standard doesn’t look right to me. It is all 
right on box files, perhaps, but it wouldn’t 
be all right in the case of blank books. In 
a lot of blank books that amount to say 
$100 in freight, some are valuable and some 
are not valuable. The expense of bringing 
them, however, is the same. I am sorry I 
can’t see your method in the same light 
you do, but I will have to give in. 

MR. SPERRY: Every gentleman pres- 
ent at the convention four years ago will 
remember Mr. Ward’s remark that he fig- 
ured as freight seven-tenths of one per cent 
That was at our convention at St. Louis. 
Now you are not doing jystice to your own 
business if you are doing that way. Your 
freight this year will vary at least one-tenth 
of one per cent from what it was last year, 
or the year before, and unless you carry for- 
ward the amount of your purchases in mer- 
chandise per year and what you charged up 
to freight, the amount expended for freight 
and for expenses, and take the percentage 
on that as it is this year, not as it was last 
year, or two years ago, of three years ago, 
you are not doing yourselves justice. Your 
freight is not the same each year. 

MR. WARD: Mr. Chairman, when I stat- 
ed that it cost us just seven-tenths of one 
per cent last year to get in our goods, I 
should have modified that statement per- 
haps. I don’t know exactly as it was seven- 
tenths of one per cent. I mean to say that 
we balance our books once a year. We add 
to our invoice cost whatever per cent it 
cost us for that year to get in our goods, 
and I admit that that may vary, but it varies 
wonderfully little. You would be surprised 
to see how little it varies. If I said four 
years ago that it cost us seven-tenths of 
one per cent, that was absolutely correct. | 
don’t mean to say that I had the figures 
Sumatra and mustard and pickles from 
London and various other things from dif- 
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ferent parts of the world. They always 
sought to make out the proper cost of these 
goods before they put a price on them to 
sell them. Not long ago I had the Manu- 
facturers’ Appraisal Company, of Cleveland, 
Ohio, appraise my plant. They put onto 
every machine the cost of it, the freight re- 
quired to bring it to my building, and the 
expense of installing it and putting it up, 
and that was all added together to make 
the cost of that machine on the floor, from 
which they deducted, of course, the deprecia_ 
tion, ranging from 6 to 60 per cent, accord- 
ing to the condition of the machinery as 
Of course you have got to 
somewhere. You may 


they found it. 
figure this freight 
figure it right on a wholesale shipment such 
as 5,000 bags of pepper from Ceylon. You 
have got a single item, and you know the 
freight exactly. All the expenses you have, 
and you know exactly what it costs you per 
item. But when it comes to the sort of 
stationery that Mr. Kistler speaks of, lit- 
tle items, you can’t figure out exactly what 
the freight is on each of those items. Some 
are heavy, some light, some valuable, and 
some inexpensive. You have got to have 
some other arrangement than a_ straight 
percentage it seems to me. Now, in our 
office, we figure the freight as expense; if 
we are buying a special lot of paper in the 
manufacturing department, that is a dif- 
ferent matter. We put the freight right 
onto the cost of it, under each item. But 
in the stationery department the freight 
goes in as expense. We know we have a 
certain amount of expense, and that ex- 
pense, the cost of bookkeeping, the selling 
expense, and everything else, shows the 
cost of these -goods, and the difference be- 
with me, or that it is exactly that this year. 
It might have been .068 per cent; it might 
have been .072 per cent. But I was simply 
illustrating the plan. I take the figures for 
each year. We have a very simple method 
and know what it cost us, and we add those 
all up and we find out how much they 
amount to at the end of the year; then com- 
pare that with the amount of the invoices, 
and it is an easy matter to get the per cent. 

MR. FALCONER: T have been listening 
to the discussion that has been going on 
between Mr. Ward and Mr. Kistler and 
others, and it seems to me that they were 
wandering a little away from the principle 
involved in trying to fix the percentage. I 
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was employed when a young man by an im- 
porting house that bought pepper from 
tween the price we sell them for and th 
price paid for them, plus all the expenses 
and charges, is our net profit, I think, gen- 
tlemen, in considering this matter of ex- 
pense and profits, as most of us are en 
gaged not only in the business of buying 
and selling merchandise per se, that is to 
say, goods manufactured by somebody else, 
but are also manufacturing, ourselves, other 
goods, such as blank books, printed mat 
ter of various sorts, lithographing, and all 
the items that go into a stationery manu- 
facturing business, we should not overlook 
a very important matter in figuring the 
cost, which is the burden to put upon the 
labor 
not getting enough profit out of our busi 
ness by not figuring right. You have got to 
figure exactly what you put on the labor, 
to cover everything that is cost. For in- 
stance, I find often that people take the 
wages that they pay, the actual wages, and 
put the item, every hour, onto the cost fig- 
ure, and add nothing at all to that except 
the cost of the paper and the profit, which 
they range all the way from 10 per cent up 
to maybe 100 per cent, if they can get it and 
think it will stand it. If they will look 
into it, they will find out—I can only state 
this roughly, not precisely—that printing 
has a burden of 240 per cent; binding has a 
burden of 200 per cent, and lithographing a 
burden of 160 per cent. It may vary within 
a range of 20 per cent, but I am very con- 
fident from an experience of three years 
keeping figures very carefully, that it will 
vary very little from year to year. You 
have got to add your labor, if you want to 
include everything in it to get the proper 
price and the proper cost of your manu- 
factured product, the full burden—every- 
thing in your whole business, because your 
whole business is selling. You are in busi 
ness to sell goods. You sell labor; you 
sell material; you sell your own time; and 
you sell all the other items which are nec 
essary to do business. You have got to have 
You are doing a manu- 


So many of us make our mistakes in 


it all down there. 
facturing business, and you are not safe 
unless you put it all down. Take every 
thing into consideration and you will find 
out when you come to look into, as I have 
done, that it will cost you more than you 


have any idea of. 











Expenses and Profits. 


OME one told me I would have to 
make an introduction to the paper; 
that it would not go without an ex 
planation of why I was induced to read it 
I hadn’t written that; I intended to wade 
right into the paper. I was informed at 
recess here that I should explain why | 
was finally prevailed upon to write this 
In my boyhood days I became inti 


paper. 


By W. O. Foote. 


ot 


mately acquainted with a dog. Mr. Fal- 
coner, of your program committee, has been 
trying to put me out of business, I think, 
in Georgia, as a competitor, and he saw his 
opportunity. Mr. Falconer knows that I 
am not a stationer; I am somewhat of a 


poor printer. My reason for accepting this 


brings me back to the dog. This dog, we 
boys used to catch on all occasions after a 
hard race, and tie a tin can to his tail filled 
up with rocks. After it was securely tied 
we would turn him loose and down the 
lane he would go as hard as he could, and 
we after him, and he would generally wind 
up by running through the yard and run 
ning right between the cow’s legs where 
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ing for the dog one day, after we had 


my father was milking. (Laughter.) 
searched a good while, we at last found 
him down the lane a piece. He had been 
going along the road and he had discov 
ered a tin can in the fence corner, and h« 
had backed up to it, waiting for us to com¢ 
and tie it onto his tail. (Laughter.) If ] 
can go down the line and scatter around a 
few rocks that will at least afford you a 
little amusement in this paper, I will con 


sider the paper worth reading. 


Your committee has assigned to me the 
task of a paper on two very large subjects 
At least you will agree with me that on 
of them is too large. Your committee was 
silent as to how I should deal with thes« 
subjects, so I shall endeavor to deal briefly 
with them, first, as a whole and then sep 
arately. 

Any business is simple in that, in its final 
analysis, it is boiled down to two columns 
Out-go. 
is gross sales; Out-go, no matter how it 


of figures—Income and Income 
goes, may be considered as expense. The 
difference between the totals of these col 
umns at the end of any given period is, if 
the Income column is the larger, called 
profit; and if the Out-go column is th 
larger, why we do not call that, but “pass’’ 
“call.” Income and 
Expenses are closely related. 
Although they differ widely in their com- 
plexions when separate, a combination of 
the two is necessary in order to produc 
The same nerves produce tears of 
It is known 
fragrant perfumes are ex 


our creditors generally 


necessarily 


profit 
laughter and tears of sorrow. 
that the most 
tracted from the vilest smelling substances 
Both are necessary and good, but it is up 
to the individual to so live that the tears 
of laughter will be in the majority. There 
fore, in considering our business, or chem- 
istry, or physiology, as a whole, we should 
recognize the bad, such as expense in busi 
as to extract finally 

The same energy 


ness, and so treat it 
a fair margin of profit 
we apply to anticipating profits, would be 
better spent in happily combining the In 
come and Out-go, so as to produce a larget 
real profit. To conduct our business cot 
rectly, so that a fair profit will be realized 
we must pour into these two columns out 
best efforts; 
buying—whether the 


selling as high as possible, and 
buying be merchan 
dise, rent, insurance or labor—as low as 
possible. It must be an eternal question of 
judgment when you are doing the right 
The matter of increasing the salary 
of a clerk, for instance, may be a question 
taking his production 


thing 


of whether you ar 
from the Income column and putting it into 
the Out-go, or whether you are taking from 
the Out-go column and putting it into the 
Income. Careful buying will be an aid to 
the Income column, but if. one is too care 
ful and conservative he may decrease the 
Income side of the column by reason of 
not having the goods called for by the cus 
There he has made the mistake of 
changing the item of buying from one of 
Injudicious buy- 


tomer 


profit to one of expense. 
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ing is liable to convert anticipated profit 
into real expense. 

Therefore, considered as 
must live with the Income and Out-go « 
] 


umns. They must be considered together 


and so treated as to give each a fair chance, 


with always the idea that in the end 


Income column must be larger than the 
Out-go; but as you travel along do not treat 


Q 
the Out-go, or expense, column, lik 
“yaller” dog, but treat it like a fine plow 
horse. One can generally judge the poverty 
of a man by the number of cur dogs he 
keeps 

Expense considered separately, I will not 
deal with in as large a sense as I have in 


conjunction with Income. The word “ex 
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pense” or the items charged to expense ar 
unfortunately not uniform in our sever 


businesses. I wish they were 


I have considered the above as meaning 


every item paid out. Generally speaking, 


though, expense is made up of such items 
as rent, light, heat, insurance, taxes, porters, 


however, always an unseen 


etc There 1S, 


unchargeable expense, which is 


keep track of, but it shows up in the end 
in the shape of smaller profits than antici 
pated. Suppose you have a ten-cent box 

Some one needs a new pen, the 


taken out; it 1s 


of pens. 
box is open and a few 
knocked about and lost sight of. No re 
ord kept here, possibly, yet there is a loss 


Maybe the clerks use too much or too ex 
pensive a twine in Wrapping—a very small 
item—but it counts The porter fails t 
turn the lights off when the sun comes out 


when it 1s 


Another small item of expens« 
accounted for under the item of “light,” 
When 


4 


possibly the 


but in this case the item is too large. 
we unpack a box of goods, 
wrapper of one package is slightly dam- 
aged, then it becomes soiled to such an ex 
] 


tent it must be sold at a less price than 


originally contemplated 


expense. 


i od 
whole, we 


hard to 


another item of 
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To the manufacturing stationer belongs, 
| believe, the sin of a large expense item, 
in that he undertakes to manufacture for 
his stationery department certain «goods at 
times when he is dull in that department. 
He is prone to overstep reason; he figures 
that he is dull and can manufacture at that 
time cheaper than he can buy, or cheaper 
than when he is busy. Therefore, he puts 
through, we will say, a hundred books and 
attempts to figure the cost of them at less 
than it really is, thinking all the while that 
he is dull and that he might as well be 
doing this as nothing. I hold that this 
practice of manufacturers in dull times is 
good, but that it is abused. I contend that 
it costs just as much to run your machinery 
and hire your help for yourself as it does 
for the consumer. 


In connection with this matter, possibly 
[ can illustrate. I know down in Georgia 
the ‘possum grows. Certainly some of you 
have heard of it, for we feed the president 
on it when he comes that way. The boy 
may have a habit of hunting ’possums. I 
remember some of us went on a rainy night, 
just an ideal night for ’possum hunting; 
we got our dogs together and started out. 
We had good success, hunted all night un- 
til about three o’clock in the morning. On 
our way home we discovered that we were 
lost, hopelessly lost. There was nothing 
to do but wait for the sunrise to find our 
way home. A lost man always gets hun- 
gry, so we immediately discovered we were 
hungry and must cast about for something 
to eat; so we sneaked around through the 
woods until we finally came to a fence and 
crawled through-and there we found a very 
fine potato patch. From that time on we 
spent our time slipping over the fence and 
grabbing a few potatoes and getting back 
into the woods, where we had a fire under 
the shelter of a friendly rock, and roasting 
and eating those potatoes. We kept that 
up, and we were all satisfied just about the 
break of day when we could find our way 
home. The sun came up, the clouds had 
cleared away, and as the light suddenly 
burst over, we looked about to find we 
were in our own back yard, and there was 
our friendly potato patch about a hundred 
(Laughter.) 


As a matter of profits: I contend that 
a man gets no net profits until every item 
of Out-go has been deducted from the In- 
come. If you have a thousand dollars in- 
vested in your business and at the end of 
the year you have paid yourself a salary, 
paid your other debts and expenses and 
have cleared, we will say, sixty dollars, or 
six per cent, you have not made a cent. 
You have worked for yourself a year; what 
you have earned on your capital has been 
no more than it would have been if you 
had invested it at the beginning of the year 
in a first-class mortgage, then hired your- 
self to another man and let him do the 
worrying. Before you can consider net 
profit you must deduct from the Income 
column: first, fair interest on the money in- 
vested; second, depreciation of stock, or 
stock and plant, if you are a manufacturing 


yards away. 
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stationer. It is unnecessary to mention 
here all items of expense, but be sure to 
deduct ALL. Every dollar you have paid 


out, no matter how it went, should be de- 


ducted from the amount of the Income, and 
this will leave the only true profit your 


business is showing. 












T WAS with considerable hesitancy | 

accepted the very courteous and com- 

plimentary invitation of the National 
Stationers’ Association of the United States 
to address you on this occasion. 

Indeed, if the gentleman who conveyed 
the same to me had first placed in my 
hands a copy of the Year Book issued by 
your association, the perusal of which gave 
me a proper conception of the character of 
addresses which have been made you in the 
past, I assure you that the invitation would 
not have been accepted. 

I am not here to tell you of my sad life; 
suffice it to say that I was born of poor but 
honest parents, and early in life left the 
school room with the firm determination to 
make my living in the channels of com- 
merce. 

For thirty-one years I have been engaged 
in the wholesaling of hardware and many 
lines this term embraces, and for the last 
fifteen years the business established so 
long ago has been managed by others, while 
I have been devoting my time to the in- 
terests of the National Hardware Associa 
tion of the United States as its secretary- 
treasurer. 

This Association is composed of upwards 
of two hundred of the representative job- 
bers of hardware in this country, and it 
is looked upon as a pioneer in the trade 
association circles. Its members represent 
an annual business of $200,000,000. 

Many similar organizations have been 
formed in various parts of the world, our 
plan of working having been generally 
adopted. Therefore, what I may say to you 
on the general subject of trade association 
will be based on an experience thus at- 
tained, I not claiming any special originality 
in connection with this work, simply being 
able to imbibe good ideas from contact with 
the brighest merchants our country has pro- 
duced. 

The Necessity. 

During the period of time up to the great 
financial depression of 1873, the natural 
development of our country and the de- 
mand for goods, which in many lines was 
supplied almost entirely by foreign coun- 
tries, was such as to make it comparatively 
easy for a merchant to make a very com- 
fortable margin of profit. 

During the decade following the financial 
disaster of 1873, American manufacturers 
commenced to supplant in a large measure 


oe 
Trade Associations. 
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Let me say here, I do not believe in 
taking stock on any advanced market. En- 
ter the goods at cost. If the market is 


down, enter them at their worth, but if the 
market is up, enter them at what they cost; 
then sell on the advanced market, and at 
the next inventory time your profits will 


be real money and not in the shelves. 
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Address by T. James Fernley. 


the manufacturers of Europe. 

With wonderful inventions of 
ing machinery and the great skill developed 
by American workingmen, the output of 
our factories commenced to assume propor- 
tions far in advance of our requirements, 
and for several years we had a condition 
of unrestrained competition between the 
many manufacturers of almost every mer- 
cantile line, and also a wonderful growth of 
wholesale or jobbing encouraged 
greatly by manufacturers who 
quickly dispose of large quantities of goods 
in order to keep their plants running, and 
a little later, or early in the eighties, there 
came the development of the great depart- 
ment stores of our country. 

The unrestrained competition of these va- 
rious agencies in trade brought about a 
condition which was far from being a pleas- 
ing one to the retailer, the wholesaler, or 
the manufacturer. It was this state of af- 
fairs which caused the feeling that it was 
essential that men in the same line of busi- 
ness should confer with one another, not 
in order that price agreements might be 
made which would have the effect of im- 
posing on the consuming public, but that 
those who were engaged in the same line of 
business might pursue a species of compe- 
tition which would be more or less devoid 
of acrimony and which would at least rec- 
ognize the principle of the Brotherhood of 
Man. 


labor-sav- 


houses, 
wanted to 


First Steps Toward Promotion. 

In many cities, some progressive dealer, 
realizing the ultimate effect of a continua- 
tion of the condition which had been exist- 
ing, called together those engaged in the 
same line of business, just for a little con- 
ference. It soon developed at these meet- 
ings— 

First, that after all, the men thus brought 
together were made of the same clay, and 
as one of my friends, when using the ex- 
pression, says, “Some have a little more 
sand and some a little less muck,” but the 
realization of the fact that the competitor 
was a gentleman was a long step in the 
direction of bringing about a better condi- 
tion of affairs. 

Second, it developed that no one concern 
could obtain a copyright on any unbusiness- 
like principles; neither could a competitor 
quote unprofitable prices without having 
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The amount of profit we are entitled to 
I cannot say, but I hope this association 
will endeavor to fix the amount and fix it 


liberally, and set about to get it by every 
honest and hard-working method known or 
unknown. 


(Applause.) 
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same 


the same met by others handling the 
class of goods. 

Third, it was not long before the gentle- 
men thus assembled realized a very large 
percentage of the accusations made against 
one another were absolutely groundless. 
come to the writer’s no- 


Instances have 


tice where one lie told by an unscrupulous 


buyer has caused the loss of scores of thou- 
sands of dollars. 

After a few meetings of the kind alluded 
to, local trade associations have been 
formed, officers elected—generally men 





who were willing to make some sacrifice 
for the good of the trade which was pro- 
ducing them their livelihood. 


National Organizations. 


After these local associations in various 
lines had been operating for a short time, 
it was deemed advantageous to form na- 
tional organizations of those engaged in the 
same line of business, so that today we find 
actively in the field national trade associa- 
tions covering almost every line of mer- 
chandise, such as the— 
National Stationers’ Association. 


Wholesale Boot and Shoe Dealers’ Asso- 


ciation. 
The National Wholesale Drug Associa- 
tion. 


The National Retail Drug Association. 

National Association of Automobile Man- 
ufacturers. 

National Association of Clothiers. 

National Association of Manufacturers. 

National Confectionery Manufacturers’ 
Board of Trade. 

National Piano Manufacturers’ 
tion. 

National Retail Grocers’ Association 

National Wholesale Grocers’ Association 

National Wholesale Dry Goods Associa- 
tion. 

National Wholesale Lumber Dealers’ 


Associa- 


As- 
sociation. 

National Supply and Machinery Dealers’ 
Association. 

National Retail Hardware Association. 

National Hardware Association 

National Association of Jobbers of 
Wrought Pipe and Fittings. 

We find that these organizations, without 
almost any exception, are rapidly growing 
numerically and in influence. 

Some have thought that the formation 
of such associations was contrary to the 




















letter and spirit of the Sherman anti-trust 
law 

The writer has consulted one of the best 
attorneys of the country on this subject, 
whose opinion is that an _ organization 
formed for the purpose of elevating th¢ 
standard of doing business is, without doubt, 
clearly within the scope of the law, and 
that so long as such an organization does 
nothing to infringe on the rights of others, 
it has nothing to fear 

We have been advised that it is perfectly 
legal to disseminate, through an associa 
tion, information concerning prices made 


th 
Lilt 


by other parties, and if by reason of 
publicity given the action of price-cutters 
a manufacturer is constrained to refrain 
from selling the price-cutter, the associa 
tion furnishing the information to its mem- 
bership is not responsible under the law 
for the action taken by the manufacturer, 
inasmuch as the manufacturer has a right 
to give any quotation he may desire to any 
inquirer after prices or to refuse to quote 
if for any reason he prefers to follow this 
course 

Through trade organizations, manufac 


} 


turers are frequently induced to establish 
what is known as re-sale prices, and to in- 
sist on the maintenance of the same. 

In some instances, this is done through 
moral suasion and in other cases by the 
withholding of a certain amount of the pur 


chase price, payable only on condition tha 
the re-sale prices have been maintained 
Some of the features of the restricted 
selling price plan are 
A proper margin of profit is assured. 
Goods may be sold more easily and 
quickly, as the usual bantering in price by 
the customer is dispensed with. 
Competition becomes more largely a mat- 


+ 


ter of service and preference, and is not a 
matter of price 
All jobbers are 


ing, and if by some specia) deal some on: 


on an equal basis in sell- 


jobber obtains an extra concession it is not 
reflected in the selling price, as is usually 
the case on an open market, to the conse- 
quent demoralization of prices. 

The restricted selling price plan is not fa- 
vored on all goods, but is felt to be most 
helpful on those goods on which the prices 


have fallen to a level which is too low for 
safety. The minimum selling price becomes 
well known, and to the disadvantage of 
many the minimum selling price becomes 
the maximum 

The right of the manufacturer to regulate 
the price at which his goods are to be sold 
is very clearly set forth by Judge Holland 
of the United States Circuit Court, in hi 


charge to the jury in the case of C. G. A 
Loder (a cut price retail druggist) 
Philadelphia versus the Wholesale and R« 
tail and Manufacturers’ Drug associations, 
who boycotted Loder and were instru 
mental in preventing him from securing the 
goods under their agreements: 

“It is true, as claimed by the defendants 


that any proprietor (manufacturer) * * * 
+ 


has a right to sell his goods, or refuse to 
sell them, to whomsoever he may see fit, 
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and he may lawfully say who shall handl 


+ 


his goods at wholesale, and upon what con 
ditions the wholesaler may dispose of them 
to the retailer, and prescribe the conditions 
upon which the retailer shall sell them to 
the consumer, and in case of any violation 
of his agreement by either the wholesaler 


or retailer, the proprietor (manufacturer) 


has a lawful right to refuse to sell his 
goods in the future to either And so the 


wholesaler has the lawful right to purchase, 


+ 


or refuse to purchase, or to sell, or refuse 


to sell to a retailer, and the wholesaler 
or proprietor (manufacturer) has a 
lawful right to refuse to sell to a 


retailer whom he finds is cutting the prices 
below what either of them contracted with 


the retailer to sell the goods at. So also 
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has a retailer a right to fix for himself a 
schedule of minimum prices, as high as he 
may choose, at which he will sell his drugs 
at retail, and he may lawfully refuse to sell 
the same for any less. He may also iaw- 
fully refuse to purchase any goods, proprie- 
tary or otherwise, from a proprietor or 
wholesaler who offends him in their manner 
of dealing with his competitors or for any 
other reason that concerns himself 

“Any or all of these dealers in this class 
of goods throughout the United States have 
a right to join and belong to the various 
associations to which they belong, in order 
to raise the standard of efficiency and hon 
esty in the transaction of this kind of c« 
merce. But while the members of these as- 
sociations have a right to transact their 
business as they may deem best for the 
promotion of their own interests, and join 
such an association as will aid them in tha 
business, legitimately conducted, they have 
no right, either by express written agree- 
ment or by concerted action, to say to any 
other person engaged in the retail 
business that you must sell to the con- 


sumer at a certain figure agreed upon by a 
consensus of opinion by the druggists of 
your locality and if you do not you will be 
placed upon the aggressive cutters’ list, and 
so far as able we will prevent you from 
purchasing goods from the wholesalers and 
proprietors throughout the United States; 
and to say to a wholesaler or proprietor 
that unless you cease selling to an aggres- 
sive cutter, who has refused to comply with 
our demands to sell his goods to the con- 
sumer at a minimum price list fixed by the 
consensus of opinion in the locality in 
which he sells, we will refuse in the future 
to purchase any goods from you, until you 
comply with our demands. In other words, 
any individual engaged in the drug business 
may buy from and sell to whom he pleases 
and to refuse to buy or sell or in any man- 
ner have commercial intercourse with any 
other dealer in the drug trade, that he may 
refuse to deal with. He may join one or 
all of the associations mentioned in this 
suit, and he may himself reason with his 
customers as to the best method of doing a 
profitable business and act as he may see fit 
after such discussion, but we cannot com- 
bine with others in the drug trade for the 
purpose of adopting a plan by which other 
members engaged in this business are co- 
erced and compelled to conduct their busi- 
ness on principles contrary to their free 
and untrammeled action.” 

These restricted selling price plans are 
all felt to be helpful in increasing the profits 
of the parties thereto, and we believe that 
98 per cent of the trade are anxious and 
sincere in their efforts to maintain a fair 
scale of prices. In handling the other 2 per 
cent we shall use moral suasion and busi- 
ness arguments only, as we do not intend to 
pursue any policy which is contrary to the 
letter and spirit of the law. 

As we have stated, the controlling of the 
selling price is a perfectly legal proposition 
when done by the manufacturer singly, but 
where two or more manufacturers combine 
then it may be contrary to the Sherman 
anti-trust law. 

There are many other subjects which are 
germane to the work of a trade organiza- 
tion, such as the obtaining of uniform 
terms, 

In the trade that I represent the almost 
universal terms call for a cash discount of 
2 per cent to those who pay within ten 
days. 

We believe that the cash discount or pre- 
mium for anticipating payment is a feature 
which should be rigidly insisted upon, and 
we further believe that when a premium is 
given for anticipating the due date of a 
bill that the money should be sent to the 
seller within the prescribed time or else the 
cash discount should not be asked for. 

The best method of compensation of 
traveling salesmen is also a subject which 
can well be discussed by trade organiza- 
tions. 

I have made a careful study of this mat- 
ter and I am quite convinced that the 
profit sharing plan is the best method. 

By this we mean the giving to the sales- 
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man of a fair proportion of the gross profits, 
out of which he should pay his own ex- 
penses. 

In the hardware business there are over 
three thousand traveling men on this basis, 
and the successful ones would not travel on 
any other plan. 

Another subject which could well be con- 
sidered by a trade organization is that of 
the proper basis of computing profits. 

We find very frequently that many men 
in mercantile life are computing their ex- 
penses on the basis of sales and estimate 
their profits on a basis of cost. 

We have taken the position in our asso- 
ciation that when a man buys a thing for 
a dollar and sells it for one dollar and fifty 
cents, he makes a profit of 33% per cent 
and not 50 per cent. 

I was very much astonished in 
your Year Book to that 
stances dealers in stationery made 100 per 
cent, or some one thought they ought to 
make 100 per Now, as a matter of 
fact, | man make 


100 per cent in a transaction, 


reading 


learn in some in- 


cent. 
cannot see how a can 
mercantile 
unless he has secured,, without any cost 
whatever, the article sold, as the profit be- 
ing 100 per cent would seem to be all of it. 

[ hope that this association will look into 
this subject that will no longer 
talk of your percentage of profit as based 


on the cost and speak of the percentage of 


and you 


ling 
hile 


cost of doing business as on the sel 
price, but that the selling price shall be the 
circumstances. 

that I should 


necessity of 


under all 
feature 


basis 
like to 


giving 


One other 


call 


trade 


attention to is the 
financial sup- 
Good things in this world, as you all 


trade 


organizations proper 
port 
know, have to be paid for, and if a 
association is going to accomplish results, 
it must be on a basis of having the proper 
amount of money to carry on the work of 
the organjzation. 

There must of necessity be 
tary, and if he is going to enforce during 


a paid Secre 


the year the policy of the association as 


mapped out at their various conventions, 


a man who cannot be obtained 


he must be 
for any ordinary salary. 









today, 


talk to 


AM very glad to 
with the understanding that you do not 
look upon me as posing at all in the 
not. I 
Fernley in his 


you 


because [ am 
Mr. 
opening that I am 
bere to express to you the things that | 
have gleaned from contact with my fellow 
solicitation of my 


light of an expert, 


voice the remarks of 


words to you simply 


men. I am here at the 
good friend Blackmore, of The Inland Sta- 
tioner, who assigned me the subject, “The 
Man Behind the Counter.” He did that, I 


understand, because he thought my famil 
iarity, covering a number of years, perhaps 
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Therefore, I strongly advocate the em- 
ployment by trade associations of first-class 
men as secretaries, and the holding up of 
them to the full responsibility of their 
position and the replacing of them where 
they have not sized up to the opportunity. 

When the history of this period of the 
twentieth century is written, it will be found 
that this has been an era of organized 
effort and that what has been impossible to 
accomplish individually has been easily ob- 
tained through the conscientious concentra- 
tion of those who strove to attain a high 
standard of business methods. 

Catalog and Mail Order Houses. 

These parties are causing great loss to 
all classes of trade. They issue from time 
to time cheaply printed catalogs quoting 
the consumer prices which cannot be profit- 
ably met by any legitimate retailer, pro- 
vided the goods furnished are as represent- 
ed in the catalog. 

It may strange to that any 


seem you 


reputable manufacturer would place such 
an agency in competition with the legiti- 
mate retail and jobbing trade of this coun- 
try, and yet if you will carefully examine 


will 


of the catalogs alluded to, you 


one 
find almost every item sold by members of 
this association, quoted at prices which re- 
move the possibility of either retailer or 
jobber making a profit. Everything needed 
from the cradle to the grave is illustrated. 
They sell cribs at $1.49, and on page 68 
in a certain catalog you will find an illus- 
tration of a nice tombstone, price $7.87. 
We have never met a manufacturer who 
stated that these parties purchased to ex- 
ceed 5 per cent of the entire product, and 
who 


manufacturer supplies 


the average 
these parties does not sell them over 2 per 
output. We that it is 


those who purchase 98 per 


cent of his submit 
not fair that 


cent of the production of any line of goods 


should have the profits removed by those 
who purchase but 2 per cent. 

It may be that the members of this 
association have not examined these cata- 
logs. If not, we advise you to obtain a 
copy and have your buyer keep it very 
near him, and when purchasing any given 
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fifteen years, with the retail store-keeping 
industry of the country, added to my asso- 
that The Na- 
Register might fit 


ciation with concern, 
tional Cash 


me to talk to you on this topic of “The 


great 
Company, 


Man Behind the Counter.” I have dragged 
in the name of the National Cash Register 
Company, not to advertise them, because 


they do not need advertising any more than 
Standard Oil, but I use it as a 
apology for me to address you today, be- 
cause, after all, my talk to you will be noth- 


sort of 
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line, see to it that a profit is still possible 


after the prices of the catalog have been 
met. 

In treating of this subject in the National 
insist that the 
indi 


Association, we 
directly or 
rectly to mail order or catalog houses shall 
take their prices as a basis and then give 
to retailer and jobber such prices as will 
permit them to quote equally low prices. 
We, through my office, reproduce these 
cut prices in card form to our entire 


Hardware 


manufacturer who sells 


mem- 


bership, giving the names of the goods, 
name of manufacturer producing them and 
the price and place where it can be found 

Immediately on receipt of this informa- 
tion, members of our association write to 
the manufacturer and request a price which 
will place them in a position to 
competition, and the receipt of 160 to 190 


letters of this nature within a few days gen- 


meet this 


1 


erally causes the recipient to carefully in 


vestigate and promptly apply the remedy. 
Parcels Post. 

It is this class of dealers w re so 
vigorously pressing for a Parcels Post 
They see the enormous fortunes built up 
by the publishers of cheap magazines, who 
have taken advantage of the very nominal 
second class rate, which has caused such 
enormous loss to the government, which 
loss is made up very largely by all those 
who use first-class mail. 

It is estimated that if these periodicals 
were compelled to pay the expense of cat 
rying the same, the postoffice department 
could give the people one cent letter 
postage, and show a very large surplus 
from the operation of that department 

There are a very large number: sub 
jects that I would like to discuss you, 
but time forbids their presentation 

I can only express a hope that this organ 
ization, which is yet somewhat in its in 
fancy, may have very rapid gt and 
that those advantages which hav rued 
to other trade associations may so be 
yours 

On motion the thanks of the ass« tion 
were unanimously extended to M1 ernley 


address 


for his able 












ing more than something in the nature of a 
pot pourri of the things that I have learned 
through association with other men 

As you know, it has been the custom 
with that great concern in Dayton to pay 
marked attention to the education of sales 
men [I believe that they are the prime 


t 


movers and organizers of this work of th¢ 
education of the selling force of the house 
rortune to 


good 


that 


It was my pleasure and 


have been associated with concern 


in the early history of the business, away 
back in 1890, when this work of the 
ught out. 


proper 


education of salesmen was first br 

















I was then located in the good old town, 


to which I have recently removed—Phila 
delphia. 


one man meeting another and saying, “You 
are from Philadelphia?” “Yes.” 
then, you have been in 
“Yes; I spent a week there last Wednes 
day.” That is the popular joke on Phila- 
delphia at the present time. Well, when | 
Philadelphia, back about 


occurred to me then that if we 


was located at 
1891, it 
could only have some sort of a little meet 
ing or school, at which we could bring in 
from time to time the various representa 
tives of the concern and give them an edu 
cation upon selling methods, giving them 
some comprehensive idea of what others 
were doing, interchanging these thoughts 
and experiences, printing them, if possible, 
in some form so that they could easily bs 


sent out, that we could accomplish a great 
amount of good and greatly increase the 
selling efficiency of the men of our organ 
ization So we organized what was called 


at that time the T1 lining School of the 
From that little 


Cash Register Company. 
training school of not over eight or ten 
men developed the great organization of 


training schools which are now spread 
not only over the United States, but over 
the entire business world. I took an active 
part in the upbuilding of these training 
schools [ traveled all over the United 
States with the president of the company, 
developing and educating the selling forces 


and I spent a number of years recently in 


Europe doing precisely the same work that 
was done with such marked success in this 
country All of the officers of that organ 
ization took an active part in this educating 
of the selling forces It used to be the 


statement of the president of the company 
“Educate your selling force to bring in the 
orders, and we can do the rest.” He used 
to say, “It is very easy for us to buy ma 
chinery; it is very easy for us to get 
systems by which we can operate ou 
recording forces; it is very easy for us to 
get money to put up new buildings; it is 
easy for us to get men to go inside, but 
the great thing that we must all pay atten 
tion to is the selling force you get, becauss 
it is through this great selling force that 
we get the orders that enable us to put up 
these buildings, that enable us to pay for 
the machinery, pay our employes in thx 
office, and other expenses.” So the greatest 
attention has been given, first, to salesman 
ship, and second, to advertising. 

Now, it used to be the custom, as many 
of you gentlemen know, to divorce adver 
tising and salesmanship; to have the adver 
tising department, possibly over here, and 
the selling department over there. But to 
day, these departments of advertising and 
salesmanship are so closely interwined, so 
closely joined, that it would be a smart 
man who could divorce them. More and 
more attention is being given nowadays 
to the education of salesmen. I don’t tell 
You gentlemen know 


you any new things 
this. You gentlemen who read the modern 


You know the joke that they are 
working on Philadelphia now is that of 
“Well, 
Philadelphia?” 
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business publications, represented not only 
in your own home, but represented in d1i 
ferent cities of the United States, the great 
business journals that go out and educate 
men on modern business systems; you are 
familiar with the fact that attention is be 
ing paid to the education of salesmen, and 
today I want to talk to you on the educa 
tion, not so much of the man outside of 
the counter, who does his work out on 
the broad highways of trade, but rather of 
the more humble, though still as useful 

part of your business, the man behind the 
counter, who attends to the retail trade 
I haven't any set address to make, because 
I have just put down 


I never make any. 
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few notes, merely to refresh my memory, 
and I will start with those notes 

Now, I believe that if any of you men 
who conduct large retail stores had but one 
clerk who would be the connecting link 
between your concern and the customers 
that enable you to get your daily bread, and 
also some strawberry shortcake—if you had 
that one man that you depended upon en 
tirely to get your business, gentlemen, you 
would have that man so highly trained and 
educated in the possibilities of your busi 
ness and upon the goods, the merits of 
your goods, their application to the cus 
tomers’ needs, that that man would be 
Now, then, 


why not do the same thing with all of your 


perfect master of the situation. 


force, the men upon whom you are just as 
dependent as if they were one individual 
Surely it is just as necessary for you to 


educate twenty men, ten men, or six men, 


}weeks to it. 


jas perfect as it could be made, 
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as it would be to train that one man. 

Take the same application, if you please, 
when it comes to advertising. You know 
we get very careless when we come to ad- 
vertising. We advertise to a million people, 
say, through the columns of one of our 
great national weeklies or monthlies, And 
yet we don’t pay as much attention to the 
copy, to the things that go into the page, 
as we do to the medium itself. We are 
forgetful of the fact that that medium that 
goes out to represent us must tell in its one 
page, or one-half page, or one-quarter page, 
our entire story, and that medium has no 
opportunity whatever of refuting any argu- 
ments that the prospective customers may 
bring up, and no opportunity to plead your 
case, other than the bare expression of 
printer’s ink that you have used, the copy 
that you have used in that edition, the 
printer’s ink. Now then, that edition with 
the advertisement goes out to, say, a mil- 
lion people. Why, if you got together from 
all over the country a million men, a million 
women, or a million children, whoever you 
appeal to in your business, and had them 
in one large room to make an address to 
those men and women and children upon 
the merits of your goods, I tell you that 
you would devote, not hours, to prepare 
your speech to them, but I think I am 
safe in saying that you would devote many 
Because if you were to ad- 
dress this great concourse of people, if 
you were to tell them, if you were to be the 
sole medium of expressing to them the 
merits of your goods and the confidence 
that they should have in them to purchase, 
[ tell you that you would read and re-read 
your own speech in order to have it just 
Now then, 
apply the same rule to your selling propo- 
sition; your retail sales organization. If 
you have a man here who represents you 
behind the counter, why shouldn’t you edu- 
cate that man; train and develop and edu- 
cate that man. Why, gentlemen, shouldn't 
a business man make his selling force so 


Pperfect that the chance of losing a customer 


would be very slight, after you once got 
that customer in your store. I tell you, 
although much has been written and said 
upon this subject of the education of sales- 
men, I think that in the majority of cases 
we are too apt to pay but little attention 
to it. I am a sales manager myself, for- 
merly an advertising manager, and as I 
say, it is pretty hard to divorce selling and 
advertising, but make it a rule, when I 
invite a new man, or man with whom I 
am not familiar, to let them show me what 
they know about the merits of the goods 
they are selling. In other words, I like 
to put myself, as so many men do, in the 


attitude of the prospective purchaser, and 


have this salesman, this man who is out 
representing my house, to come in and tell 
me and show me how he would sell the 
prospective purchaser the goods of the 
house that I represent at that particular 
time. Now, of course, I am aware that 
there is a certain amount of nervousness 
that will develop, because when a man is 
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talking to his superior officer he is not as 
apt to make as good an impression as he 
would if he had in front of him some pros- 
pective purchaser. But if you will make 
allowance for this, you will soon find out 
just what it is that man possesses that 
makes him a failure, or just those things 
that he possesses that make him a great 
success. Having ascertained those things 
for yourself, it is an easy matter, if you 
are a good salesman yourself, it is a com- 
paratively easy matter to begin on the 
right process of education to develop those 
qaulities in which the man is lacking and 
encourage those qualities that make him a 
success. Mind you, I don’t wish to say 
for a moment that it is possible for any man 
to impart the entire selling knowledge to an 
individual. For, after all, selling is largely 
a matter of personal individuality backed 
up by good sense, knowledge of the prod- 
uct, and by a reasonable study of human 
nature That, seasoned with the great 
characteristic of resourcefulness, is usually 
what makes a good salesman. And I tak 
it to be a truth, from personal observation 
and experience, that any man can develop 
in another man those qualities that he al 
ready develop them so as to 
make a better use of them; develop that 
man so that his percentage of sales will be 
greater, and if you can apply this same 
method to a body of men, after you hav 
done it to an individual, you will find that 
you will have a far more effective organiza 


pessesses; 


tion even than the good one you may al 
ready have. As I said to you at the out 
set, I don’t pose as a critic. I have no 
doubt that there are men in front of me 
that have as fine sales organization as it 
would be possible to have, and yet I feel 
that the benefits of conventions and meet 
ings of this kind are to a large extent in 
the opportunities we have of interchanging 
these ideas. I am getting a good point 
from you about something, perhaps, that 
I know, and you may receive from me 
something that I have learned from ob- 
servation that you yourself may know but 
which you may not be applying to your 
business today Now then, how is a re 
taail stationer going to develop his selling 
Make them take an interest tn the 
business. First, by having a good, fair 
and square talk with these men or women, 
and teach them that the selling part of the 
business lies with them, and that the suc 
cess of the business lies largely in their 
power. Say to them that you are interested 
in their success, and that the only way that 
they can improve is by improving them- 
Now then, you can have these little 


force? 


selves. 
meetings; you don’t need to have them 
often You can have them at regular in 
tervals, but not frequently You can, if 
you desire, offer prizes in the shape of 
small articles for the best suggestions, say, 
for the improvement of your stock, for the 
best suggestions for advertising, window 


display, for the best suggestions as to re 
ception of customers, and so on. Now 
these clerks of yours come in contact with 


the men and women that bring the money 
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into your store, and they are a great deal 
better qualified than you, the heads of the 
concerns, to devise these simple ways and 
means Of increasing business. That is due 
to the fact that they get in close personal 
contact with these people that you very 
seldom see. I don’t suppose that all of you 
gentlemen run your business like my friend 
Stevens, from Chicago. There is a man, — 
talk about 100 per cent profit,—makes no 
profit whatever. As an evidence of that 
fact he invited me not long ago to come 
into his store, and he presented me with a 
beautiful memorandum book, a loose leaf 
proposition, and put my name on it, and 
when I asked him the price, he said the 
price is nothing. So there is a situation, 
there is an example of altruism that you 
don’t often find. So when you come to 
talk about getting profits, I think my friend 
Stevens, of Chicago, can beat you all. 

MR. STEVENS: I charged that to ad- 
vertising. (Laughter.) 

MR. GIBBS: There is another point I 
would like to speak of, if you will permit 
me, and it is a point that a great many of 
us forget. We are apt to develop sales- 
manship entirely by the oral method of sell- 
ing goods, and yet when you consider it 
in the proper light there is no reason why 
a well written letter, a well-composed letter 
is just as much advertising, just as much 
salesmanship, as it is to be represented be- 
hind the counter by a properly trained in- 
dividual. And your methods of sending out 
bills, the method of wrapping up and send- 
ing out packages, and the method of display- 
ing goods in your windows, your delivery 
wagons, the appearance of your store, the 
way customers are received; all of these 
things are just as much a part of salesman- 
ship and advertising as is the oral part of 
selesmanship that is used behind the 
counter every day in the week. 

This method of receiving customers is 
one of the strongest things upon which your 
salesmen and saleswomen should be edu- 
cated. You know and I know that many a 
customer can be lost by inattention, by a 
surly word, by an exhibition of temper. 
Why, one of the greatest hotels in this 
country, the Waldorf-Astoria, has always 
been to me a shining example on the im- 
portant subject of the reception of cus- 
tomers, because for years they have had 
a young man on the floor who, when you 
came in, made you feel thoroughly at home 
the moment you entered the doors. You 
seem to feel that there is an atmosphere 
there, a welcoming spirit, that you do not 
find in other hotels, and I understand they 
employ that man solely for that purpose. 
Now, whether that was due solely to the 
size of the tips of the Cash Register Com- 
pany men or not, I don’t know. I do know, 
however, that the members of our com- 
pany, and also my own personal friends, 
received a degree of attention there that I 
find they lack in other hotels. Now, you 
can tell your salesman and saleswomen cer- 
tain things that will benefit them, and in 
benefiting them you, of course, are bene- 


fiting yourselves. You can tell your sales- 


men to make a good study of human nature. 
You can tell them, if you please, not to 
devote too much time to the psychology of 
salesmanship, but let them do a little of 
that, because that is helpful; let them read; 


let them be observing; let them attend good 


lectures; let them attend good shows. Sub 
scribe, if you please, for a few good maga 
zines for them, and have them on the table 
so they can get the information that is 


contained in them. 

Speaking of this question of salesman- 
ship, and the different types « 
that we meet, you know that I heard a 
very brilliant, I think the most brilliant 
sales manager in all America, give a defini- 
tion the other day of what he thought the 
ten things that a salesman should possess 


I 


in order to make him succeed [ don’t 
remember all the things he said, but one of 
the things that he dwelt upon and the 
thing I think is one of the best, one of 
the most important things that a salesman 
should have, is that which I have men 


tioned before, resourcefulness. I don’t know 
of any trait in human nature that is more 
helpful in selling goods, whether on th¢ 
road or behind the counter, than the exhibi 
tion of the proper resourcefulness; for a 
man who has been on the road, after hav 


ing been turned down, to turn a dead pros 
pect into a live one, merely by an exhibi 
tion of resourcefulness. I saw the other 


day—I made a note of it—in some article, 
of a $6,000 sale that was made after 
man had received positive assurance on the 
part of the buyer that he didn’t want any of 
the goods The man went back to the 
hotel and studied over what it was, tried 
to study out what it was that he hadn't 
done that he might have done to 
that order, and at last he thought of the 
thing and he went back and secured the 
order. I myself, in the city of Cincinnati 
not two months ago, secured a contract 
amounting to $35,000 that when I went in 
to see the man, the man said, “Mr. Gibbs, I 


secure 


am glad to have seen you; you represent a 
good concern, but I am not in the market 
for any advertising.” He received me very 
courteously and he bowed me out It 
occurred to me at that time that there may 
have been something about this that I had 
omitted, that perhaps I hadn’t made the 
right improssion. So I started to leave and 
I said, “Mr. So-and-so, you say that you 


don’t need any advertising. Of course, I 
am going to leave with that understanding 
gut I want to say this to you: that had 
you been in the market for the goods that 


I am selling; for the medium that I am 
selling; I have something here that you 


could not afford to miss, because it would 
mean a great deal of money to you.” 
“Well,” he said, “what have you got?” Of 
course, that opened the whole proposition 


I then sat down and showed him what | 
had, and recently, not long after th 
perhaps ten days after that, I secured 
signed contract for $35,000. I don’t men 
tion that because it is a personal matter 
but I mention this merely to illustrate 
what we must remember in selling goods, 




















the principle of 


it. Not that statement, 
never receiving “no” for an answer, becaus¢ 
there are times when we must do that. | 


remember the fact that if 


11¢ 


> 
ou 


you must 


man says he doesn’t want your product, 


you need not always believe that he actually 
Perhaps you have 

There may have 
yeen something about your argument that 
was not right. In other words, the fault 
[ have been finding is right down in myself 
and not in the prospect that I am inter 
Something that I have omitted 


means what he Savs 


npressed him right 


viewing 


something, possibly, in my attituds 


tO say: l 


towards him. Some way I haven’t reached 
And the man who builds his 
own success in life will go back and say to 
himself, “What is there that I have left 
undone that I might have done in order to 
secure this contract?” I tell you that this 
question of salesmanship, of education of 
men and selling goods, is a 
great big problem. It is one that we can 
well afford to think over seriously. There 
is not a man in this rom who has men and 


that man 


women in 


1 


women employed in his store, who should 
] attention to this important 


not pav close 
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sight when I make a sale l 
another opportunity to 

it is té your interest oO 
moment you increase the 


efficiency of your clerks, you are increasing 


your own business, and of course when you 
increase your own business you increase 
your profits. 


1 


I want to read a little 


while it has no direct bearing on the ques 


omething which 


tion of salesmanship, it does have a direct 


vearing on the qualities that salesmen 
should possess, and that is that great qual 


ty of optimism Lord deliver me from 


the pessimist. It seems to me that the man 
who looks upon life in the most cheerful 
attitude is the man who gets along best 
And so I am going to read you this little 
clipping which is entitled “An Optimist.” 

“T never saw a man as enthusiastic and 
happy always as you seem to be.” 

“Yes; I am happy when it’s raining. I 
am glad to see it clear up. Cold weather 
pleases me, and I am glad to see ft get 
Snow—yes; I like it, and I am glad 


I enjoy a ride in an auto 


warm. 
o see it melt. 
and I like to ride on a freight 


+ 


mobile, 





125 


when | fail. Happy—why, I am always 
happy. Have a vacation every day. I talk, 
about everything in an optimistic strain and 
| always leave them smiling when I say 
good-bye, because every little bit added to 
what you've got, makes just a little bit 


more.” 


And it is that salesman who leaves his 
customer in a _ receptive attitude, who 
leaves his customer with a good opinion 
of the goods that he is selling, the sales- 
man who is willing to see the man again, 
not to be a bore to him, but to sall and 
explain his mission, the salesman who is 
always welcome to that man’s store, there 
is the type of salesman, gentlemen, who al- 
ways succeeds, and he can sell anything, 
whether in the stationery line or steam en- 
gines. 

I thank you very much for the courteous 
attention shown and also for the oppor- 
tunity I have of addressing this convention. 
I thank you. (Applause.) 

Following Mr. Gibbs’ address the con- 
vention extended him a unanimous vote of 


thanks. 














Leather Goods and Novelties. 


It would hardly seem necessary after the 
very able papers read by the Chairman of 
this Committee last year and the year be 
fore to say anything further on the sub 
ject of Leather Goods and Novelties. In 
fact the field has been so thoroughly cov- 
ered that it is difficult to find anything fur 
ther to say unless it be to emphasize the 
points made in these reports. Nothing has 
been referred to the Committee except the 
matter of manufacturers selling their pro- 
ductions direct to consumers, and on this 
subject report has been handed to the 
President for consideration by the Execu- 
tive Committee. 

Leather Goods and Novelties are more or 
less an important factor to the stationers’ 
business, depending on the city in which 
he conducts his business and the locality of 
his store in that city. If he is located in 
part of the town in which ladies do mor: 
or less shopping he probably will have in 
his stock a variety of desk sets, purses, 
hand bags and fine memorandum books; 
if, on the other hand, he is in the banking 
section, wallets, bankers’ cases, desk blot 
ters, calendars, etc. 

In any event goods of this class should 
be grouped together and put in charge of a 
competent clerk whose duty it should be to 
display them to the best advantage, to see 


that they from injury by over 


are kept 


exposure to a very strong light or from 
dust, and to push their sale by the use of 
envelope slips and other forms of advertis 
ing and to call attention to them in every 
legitimate manner. 

In marking prices care should be exer- 
cised to charge enough to cover loss 
through injury and goods becoming unsala- 
ble by going out of use. Too large a stock 
should never be ordered of any one thing 
but stock should not be allowed to run 


down because an assortment is necessary to 
make it interesting to the purchaser. There 


is nothing a stationer handles that requires 


more good judgment in these respects, 
there is nothing so perishable or that goes 
} 


out of fashion so quickly. To cover these 
losses every article sold should be marked 


' 


at least one hundred per cent advance 


the cost. The best way to handle them is t 
make a department of them putting it in 
1arge of a man who is original in his ideas 
charging the department with all your put 
chases for its account and crediting it with 
the sales. Let the manager seek orders for 
such goods as may be distributed by large 
advertisers, getting up special and novel 
designs for submission to your customer 


secure: 


In this way large orders may be 
nd your department be made avery promi- 
nent feature of your business. There is 
more profit made through specializing (do 


ing well things that competing houses do 
not attempt) than in the handling of staples 
which are sold at very close prices. This 
also gives to your business an originality 
which you will find to be a valuable asset. 
Make of. the department something more 
that the place where leather goods are sold; 
let the novelties constitute the larger end 
of it, articles of leather, celluloid, glass, 
metal, wood or any other material that may 
be worked into some simple advertising ar- 
ticle that your customer may consider as 
not too expensive. 

[ am conscious that I may be stretching 
the limitation of my subject somewhat, but 
stationers are apt to overlook this feature 
of their business and there is no better way 
of calling attention to it. With this single 
thought I will close, believing that if it is 
followed up it may be worth a great deal 
to some one who has not tried it. As I said 
at the start of this paper, it hardly seems 
necessary after the very able papers read at 
the two previous conventions to say any- 
thing further than to commend to you their 
close study. 

JOHN BREWER, Chairman. 
MILLARD E. HEISE. 
CHARLES E. MOYER. 


On motion, report was received and re- 
ferred to the Committee on Resolutions, 

















Mr. President and Gentlemen: The by 
laws provide for appointment of certain 
“Permanent Comittees,” whose duty it is 
to consider and report upon all subjects 
involving their respective interests which 
may be submitted to them; also to consider 
complaints or suggestions, presumably, 
from the members of the Association. 

Either the by-laws have been lost sight of 
or the members are well contented with the 
pen and pencil situation, as not a single 
complaint or suggestion has reached the 
Committee during the time I have been 
Cha‘rman. If the by-law has not been for 
gotten, and the members are satisfied with 
existing conditions, both the dealer and th: 
manufacturer are to be congratulated. 

Believing in unity of action, and that a 
report should, in a measyre, embrace the 
opinions of the entire Committee, and not 
those of a single individual, I requested my 
associates to suggest the lines and thoughts 
which I should follow in formulating a suit 
able communication to this Convention. As 
no suggestions were forthcoming, my col 
leagues are evidently laboring under the de 
lusion that their Chairman’s ability is all 
sufficient for the occasion, which delusion | 
shall seek the first opportunity to eradicate 
from their minds. So I was left in this 
wide, wide work to exercise my Own sweet 
will, and for inspiration searched our “Year 
Book” for a report on pens and pencils, but 
failed to get the much desired inspiration, 
as no report on the subject was presented at 
the Boston Convention last year. Apropos, 
the idea occurs that, if members of a com 
mittee could be selected within a short mil 
age distance of each other they might occa 
sionally get together for a conference, and 
much better results would be obtained than 
is possible by correspondence. 

Perhaps it might be interesting to you, 
f giving 


and it would surely be the means « 
some length to my report, to elaborate on 
the subject of handling and selling the 
profits we should endeavor to realize, th 
history and evolution of the pen and pencil 
and method of manufacture; but it would 


be wasting your valuable time, as well 
articl 


as a 
repetition of well-written which 
have appeared from time to time in a num 
ber of the valuable and ably edited journals 
devoted to the interests of the stationery 
trade, and which no doubt most of you hav: 
profitably read 

The one important subject that has en 
gaged the attention of the Committee dur 
ing the year is that of “The Manufacturer 
Selling Direct to the Consumer.” As Chait 
man, I have made a full report of the work 
of the Committee to your Executive Com 
mittee, and as probably it will not be 
deemed expedient by that Committee to go 
fully into details in reporting to you on the 
pencils in correspondence I have had with 
subject, I consider it quite proper for me 





Pens and Pencils. 


to state as concisely as possible the views 
expressed by the manufacturers of pens and 
pencils in correspondence I have had with 
them 
Marufacturers Obdurate. 
Through Mr Smith, of the 


Committee, and ably seconded by him, | 


( re ¢ rye sy 


have endeavored to get certain of the pen 
cil manufacturers together for a confer 
ence \fter some correspondence he in- 
formed me that he had seen the manufac- 
turers, and that they were not disposed to 
take the time for a conference as “the mat 
ter had already been thrashed out to their 


entire satisfaction,” and was further author 











CHARLES H. MANN. 


ized to state that “if | would follow the text 
of Mr. Fletcher B. Gibbs’ paper read at the 
Boston Convention, I would correctly repr 
sent their views.”’ Mr. Gibbs’ excellent pa- 
per alluded to, although a year has passed 
since he read it, is so fresh in our memory 
that it is quite unnecessary for me to follow 
its text at this time 

[ then corresponded direct with the manu 
facturers, and ascertained that four of the 
pen and four of the pencil manufacturers 
held the same views on the subject as ex 
pressed by them in the fall of 1907 to a sub 
committee appointed by a joint-committee 
of the Stationers’ Association of New York 
and the Stationers’ Board of Trade of New 
York. The report of this Committee was 
published in the Trade Journals at that 
time, and no doubt the substance of it is 
remembered. 

With the exception of two or three of the 
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other manufacturers I corresponded with, 
who stated they did not sell direct to the 
consumer, about the same views are held as 
expressed by those who were interviewed 
by the sub-committee referred to above. 

[t is a pleasure for me to report that the 
Committee received most courteous replies 
to its inquiries, and also to state that with- 
out exception I believe the manufacturers 
do not desire direct dealings with the con- 
sumer, and much prefer selling through the 
jobber and dealer. In some cases, however, 
and personally I coincide with their views, 
they state that it is imperatively necessary 
for them to handle the business direct with 
certain large buyers. One well-known man- 
ufacturer writes as follows: 

“This is rather a broad question to argue, 
and it would take up considerable time for 
any one to point out all the reasons that 
some manufacturers have in soliciting the 
trade of the larger consumers for their 
goods, but | sincerely believe that it is to 
the interest of 
ket his wares through the jobber and the 


regular dealers, as he can do so with very 


every manutiacturer to mar 


much less office expense, and always pro 
vided that he can make a reasonable market 
for his product through that channel of 


trade without incurring too much expense 


in advertising his goods.” 


\nother manufacturer says that on every 


package samples sent out is printed 
“Your stationer can suppiy these goods; if 
your dealer will not supply them, send your 
order to the factory.” This company justly 
claims an endeavor to protect the stationer, 
and no complaint should be made when 
forced to sell direct when the stationer will 
not handle their goods. 

Another 


to the jobber, and were told “Go and mak: 


manufacturer offered their goods 


a reputation and a demand for your goods,” 


and the retail stationer treated them to the 


same dose. They are pursuing the course 
recommended, and probably in time they 
will have created a demand for their goods 
[he question arises, when by their sole ef 
forts, and t considerable expense, the de 


mand for their goods has been created, will 
the stationer be justified in asking them to 
turn their customers over solely to the deal 
er? Put yourself in their place before an- 
swering 

I might lengthen my report considerably 
by giving further and numerous extracts 
from the letters I have received and the 
talks I have had with the representatives of 
Perhaps the same might be 


has 


manufacturers 
interesting, but to my mind the subject 
been pretty thoroughly ventilated, and I 
presume many of you have had confabs with 
the manufacturing craft, and consequently 
are as fully informed as myself 
CHAS. H. MANN, Chairman 

On motion report was received and re- 

ferred to Committee on Resolutions 





















































OU 
know, for saying a few words to the 


will pardon me, gentlemen, | 
convention, although I am from one 
stationery represented 


a member of your National 


of the small firms 
here, and not 
organization, or of a local association, but 
am here by the courteous invitation of my 
Gibbs, Stevens 


others. I am a visitor 


Charley 
here as 


Chicago friends, 
and some 
only, but as one intensely interested in your 
deliberations. They mean much to me in 
rapidly 


wish to bring out 


the development of my growing 
business. The 


is that all the papers that have been read, 


point | 


and in all the discussions of these papers, 


we haven’t heard one single altruistic not 


Everything that has been said has been on 


the dollar and cents side—how to increas 


profits, how to cut down expenses, how to 


develop a but not one word about 


the men who are helping us to increase the 


system, 


profits of the firm or to develop the sys 


tem. What about the employes? Are they 
any happier than they were when they first 
started to work for you? Are their lives 
and homes any brighter because they, 


through force of circumstances or environ 


ment, perhaps, happen to be the em 


ploye and you the employer? It was 
the statement of Mr. Ward yesterday 
afternoon that set me _ thinking more 
about this question He said __ that 
Mr. Frick had a man in his. steel mills 
who could so select men or use them so 
that two would do the work of three, and 
that three would do the work of five, and 


five the work of eight, and so the business 
of Frick grew rapidly. Gentlemen of the 
convention, did not that very thing cause 
and the Homestead 
about the third man and 
the fourth and fifth 


about the 


the Homestead riots 
What 
what about 
men and their families; 
sixth, seventh and eight men and their fam 


murders? 

his family; 
what 
ilies? There was biterness and cursing in 
Homestead because such methods were em- 
ployed, and it will be many years before 


Homestead will be forgotten. Frick’s mil- 








When our esteemed president compli 
mented the City association 
myself by honoring me with the chairman- 
ship of the blank book committee I over- 
looked the probability of being expected to 
a disquisition on blank books, or 


Kansas and 


prepare 
that 


I might be called upon to say some- 





By E. Y. Horder. 


lions—what are they? Are they a blessing 
or a curse today? How will they be 
weighted by the Great Master? I say, 











E. Y. HORDER. 


away with the millions of dollars if they 


bring nothing for your fellow men, even if 


they be another race, still men; if they 
bring curses and not a blessing. You will 
pardon me in this connection, I am sure, 


a slight personal allusion. Some 
[ had a contract for the news stand on one 
of the elevated railways in Chicago. When 
I took charge of that contract I found in 


years ago 


fy 


Blank Books. 


to ve 


which should be of interest 


that 


thing 
But for 
accepted the office, for while my interest in 


oversight I should not have 


the work of the association is great, the idea 
of attempting to tell something they do not 
know to this representative body of station 
realizing the notable 


ers is appalling, fully 
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The Altruistic Note. 


charge of those news stands several old 
soldiers, veterans of the Civil War. I found 
that they could make just enough from 
them to live upon. I charged them nom- 
inal rent. When the time came to change 
the contract, and I refused to take it again, 
the agent of the corporation which took 
the contract asked me for a complete list 
of the rents charged at the news stand at 
each station. I gave him the list, and he 
looked it over and counted them up, and 
then looked at me, knowing the amount of 
my contract, and he looked through the 
eyes of a great corporation, and asked: 
“What are you running, a charitable organ- 
ization or a business?” and he immediately 
raised the rent against the poor old 
soldiers. Well, I need not tell you, gentle- 
men, that when I meet these old men on 
the street today, I get a smile, and when 
they answer the last roll call, I shall have 
the satisfaction of knowing that I shall have 
the approval of the Great Master, who 
Himself said: “Inasmuch as ye have done 
it unto the least of these, My brethren,” 
irrespective of race or color or belief, “ye 
have done it unto me.” Knowing what I 
do of Mr. Samuel Ward and his house, I 
do not believe for a moment that he would 
do anyone an injustice for the sake of 
adding a few dollars to his income or to the 
income of his firm. We have got to accept 
business as business is, but let us try to 
scatter smiles and sunshine, and if we do 
this, the world will be a little better and 
happier for our having been in it for a 
little while. 

When Mr. Horder concluded Samuel 
Ward said that, in justice to Mr. Frick it 
should be remembered that it was stated in 
this history of the Carnegie company that it 
was only a very short time before this man- 
ager was able to find other positions for 
these men who had been taken out from 
the various positions which they had occu- 
pied. They were not discharged, but sim- 
ply other work was found for them, and 
the concern prospered more than ever. 














fact that we Missourians are so lamentably 
ignorant that we require ocular demonstra- 
tion. 

As I deduce from previous reports, they 
consist largely of individual opinion or the 
relation of individual experience. Therefore 
[ assume the responsibility of the sugges- 


128 


tions and ideas herein offered, except that I 
am indebted to Mr. Wittke, one of the mem- 
bers of the committee, for some of the 
thoughts expressed relating to the interests 
of the manufacturers. 

What I have been “shown” by Messrs. 
Stevens and Mann in the last two annual re- 
ports of this committee is about all I know 
about blank books; further than that, of 
course, I possess that ever present convic- 
tion that the manufacturers are our natural 
enemies, and while they always charge us 
more than they should and than they do 
our competitors, they also could ship that 
eternal back order weeks before they do. 
(Applause.) 

While my experience is not so great as 
that of many of you, a few things have oc- 
curred to me as a retailer which seem 
worthy of mention, and if they may be so 
well known to you as to be considered as 
too obvious, you will pardon my mentioning 
them, for I will take but little of your time 
in so doing. 

In his report two years ago Mr. Stevens 
spoke of the many advantages of keeping a 
stock book. If I can, I would like to em- 
phasize what he said, for I have had a great 
satisfaction from my own experience with 
such a record. It has enabled me to buy 
with more intelligence, and the stock has 
been so much better balanced. I mean by 
that that the desirable quantities of the bet- 
ter sellers have been ordered in time, and 
the slow ones have been reduced in quantity 
or cut out, as appeared needful. A record 
which shows the quantities sold in the past 
is the only real guide for future needs. 
Guess work is very precarious. 

I have heard from some stationers that it 
was too much trouble to keep such a record. 
It is not necessary to keep an “in and out” 
account of each item or number. Several 
double columns with the headings “On 
Hand” and “Ordered,” the stock numbers 
and items to be listed at the left of the page 
are sufficient. Provided a stock is taken at 
regular intervals and the quantities ordered 
are checked when received, the record after 
a period becomes a very valuable guide for 
both buying and showing what goods are 


slow. If this record is in loose leaf form, 


the sheets may be taken from the cover and 
a stock clerk can list them and thereby ob- 
viate copying from another list or removing 
the book from the buyer’s desk. 
form the record of a class of goods can be 
made continuous, and as different stocks 
should be taken and purchases made at dif- 


In this 
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ferent intervals, and some stocks require 
more or less space than others, the sheets 
may be grouped or arranged as seems more 
advantageous. Taking stocks for buying 
purposes at regular intervals I have found of 
good result. Some classes sell more rapidly 
than others, and to keep the stock in good 
shape the better sellers should be looked 
over more frequently. 

An arrangement of a card index in tickler 
form, that the buyer may be reminded of a 
few stocks each day, I find very satisfactory 
in conjunction with the stock record. This 
should be arranged to cover some classes of 
books once a month and others at different 
intervals, as their nature or importance may 
suggest. I find it a good plan to drop his 
advance card in the proper place in the 
tickler, and thereby know the day he calls 
whether a traveling man gets an order or 
not. 

It seems to me that the tendency of the 
trade is to use better goods. I am a be- 
liever in good goods, for properly offered 
they are as easily sold as cheap ones, they 
give better satisfaction to the customer and 
pay us better. I find it well to keep a few 
cheap books to take care of the price ques- 
tion, but more for the purpose of displaying 
to the fellow who can buy for less money a 
book “just like” the one you have shown 
him. When convinced that the difference in 
price is given in value, a man usually buys 
the better. When he realizes that it is an 
article which is expected to last a length of 
time and to contain valuable records, he 
does not really want a cheap one. 

Loose leaf ledgers seem to continue to in- 
terfere with the sale of the larger full 
bounds, but on the other hand I think the 
sale of the multi-column books and the 
books of odd rulings which have been intro- 
duced the last few years is increasing. Books 
with rulings such as were only made in spe- 
cials_a few years ago I find profitable and 
pleasing to handle. Many office men take 
readily to them, and while a book of this 
kind may not be exactly what a man wants, 
it is often near enough and it is ready for in- 
stant use. Once started he begins to ask 
for stock books of odd rulings for his va- 
rious needs. Increasing the number of 
these forms seems to me to offer a field for 
the manufacturer which might be quite at- 
tractive. 

Seemingly it would be of benefit to the 
trade generally if there were not so many 
books of similar make up. I can not see the 
advantage to either manufacturer or retailer 





in making or carrying several books of great 
similarity with only a nominal difference in 
price. Unless there is a marked differenc« 
in both make up and price, they only serv« 
to increase the investment without rende: 
ing sufficient returns. 

The same size book in several different 
bindings causes a dealer to carry more than 
he really needs. For instance, a crown siz: 
book need not be carried in a dozen different 
bindings, when a third of that number would 
probably answer, for the rulings are the 
same. A more complete assortment o 
thicknesses and rulings in a more 
variety of bindings suggests itself as the 
more profitable policy for both maker and 
dealer. Such an assortment would seem to 
offer a condition which will attract trade 
that will not quibble about the price. Then 
proper attention on the part of the dealer to 
get the right price makes the blank book 
end of the business particularly attractive. 

Basing it upon the fact that nothing re- 
lating to the subject of blank books has been 
presented to the committee for considera- 
tion, I assume that the conditions are to a 
degree satisfactory. Since the prices made 
by the manufacturers for some unknown 
reason are rather uniform and the competi- 
tion which formerly existed seems to have 
changed its complexion, the retailer, from 
the price standpoint, is limited in the use of 
his wits in the buying of his goods, and 
must largely confine his attention to his 
stock and boosting his selling prices. 

But is not it a better condition than 
formerly? While competition may be the 
“life of trade,” that which involves too much 
the matter of price and consequently de- 
moralization, is not altogether satisfactory 
to either the retailer or the manufacturer; 
and owing to certain hopes and aims which 
we possess we cannot consistently object to 
a suspected agreement. 

Further than the correspondence relating 
to the special subject handled by your exec 
utive committee, the part of which relating 
to blank books was handled by this commit 
tee, no further correspondence or work was 
done by this committee. The report of that 
special work was compiled and placed in th 
hands of the executive committee through 
the president. 

Respectfully submitted, 
WALTER BROWN, Chairman 
Kansas City 

(The report was duly referred to the reso 

lutions committee.) 
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Files and Office Furniture. 


Mr. President and Gentlemen of the Cor 


vention: Your committee on Files and Of 
fice Furniture respectfully report that we 
endeavored through correspondence to in 
terest a number of stationers who sell of 


fice furniture, so that we might bring be 
fore you concrete form all matters that 


they might state to be of interest to them 
rade generally, and with the 


and to the 
hope that it might also lead to a way of 
correcting any evils that may exist and to 
promote this branch of their business by an 
interchange of ideas. We also tried to learn 
if there was any discrimination practiced 
by transportation companies, manufacturers 
and competitors. We also sent to many of 
the dealers a second request, with a typo 
rraphed communication from the Execu 
tive Committee of this Association, in 
which it particularly requested to know ii 
the trade was interfered with by manufac 
turers selling direct to consumers. Your 


Committee felt that by soliciting this aid 


{ 
from the dealers, it would bring before you 
practical facts that would be of more value 
than the theoretical conclusions of this 


Committee, but it is to be very much re- 
gretted that only a very few answers were 
received relative to the subject and we are, 
therefore, unable to do as we wished in the 
first place: bring the substance of the dé 
sired information before you in a substan- 
tial form. Your Committee also believes 
that the previous Committees have prac- 
tically exhausted the subject of an essay on 
office furniture in connection with a station 
ery store. We, however, venture to partly 
go over the subject again, with the hope 
that it will be of further interest to you. 

It is generally conceded that the business 
community have accepted the _ stationery 
store as the practical place to satisfy their 
wants in office furniture and files and, the 
principle reason for this may be that the 
stationery store is generally more conveni- 
ently located than the other places in which 
the same goods may be had, and that the 
business man prefers to get his office sup- 
plies of this kind from the place where he is 
constantly purchasing his general station- 
ery. There can be no doubt that the sta 
tionery store is a desirable place from which 
to handle these goods Many stationery 
stores now sell office furniture, and prob- 
ably there are others who contemplate do- 
ing so, and, for the benefit of the latter, we 
venture to suggest that great care should 
be exercised in conducting or starting such 
a department, for its success or failure will 
depend very much on the methods adopted 
—and, it is the opinion of the Committee, 
that it must be conducted as a department 
entirely separated from the stationery de 
partment. By this means its profitableness, 
or unprofitableness can be followed, and 
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should most assuredly 
repair shop, where the craftsmen ¢ 
stock always in fresh ort 
o make alterations and minor repairs on 
new and old furniture. This department will 
up enough for specia 
f the repairs to 


od cabinet-maker 
Stock for Immediate Delivery. 


immediate delivery, is 
factor in the success of 
Any reasonable order for 
supplied from 
r; the extra expense of storage and 
invested, as well as other i 
iected with the same, wil 
vered by the increased sales made on ac- 


| be easily re 


immediately. 


The office furniture department when 
properly conducted, will probably cost more 
to run than the stationery department, but 
if the community is such as to be able to 
support it, there will be enough business to 
be had to warrant the investment. It should 
be remembered that, where the prominent 
makers have already established satisfactory 
agencies, it will be difficult to overcome 
their prestige which they have attained 
in the community, from the fact that most 
f the large users of office furniture are al- 
ready equipped with their favorite makes 

sectional files and office furniture, and 
the probabilities are that they will hesitate 
to mix with that of any other make, par- 
ticularly when it has given them satisfac- 
tion. We do not wish to intimate that there 
is nO opportunity for other stationers or 
manufacturers in any field in which they 
may wish to do business; on the contrary, 
there is always a chance for an additional 
dealer. 

To the dealer who is considering the ad- 
dition of a line of filing cabinets, we would 
say that there is no one liné, however com- 
plete, that covers the need of every cus- 
tomer. There is one thing which miay have 
been stated in some previous paper on this 
subject, but which is sufficiently important 
to be re-stated, i. e., in the selection of a 
line of filing cabinets, great care should be 
used in deciding whether the manufacturer 
is able to continue producing his com- 
modity, so that the dealer will not be under 
the necessity of disappointing his customer 
when he wishes to duplicate certain .cabi- 
nets. We have heard dealers strongly cen- 
sured by customers because they had in- 
duced the complainant to start a certain 
system and the factory has discontinued 
making it. The dealer gets the blame. 

Separate Department for Furniture. 

We do not think that it would pay a sta- 
tioner to handle office furniture, or even 
office files, mixed in as a part of the sta- 
tionery department, for the display would 
not be as thorough as it should be and 
would be apt to divert the salesmen’s at- 
tention from those things that he is spe- 
cially qualified to sell. It would also seem 
that unless the dealer has a great deal of 
floor space it could be devoted with greater 
profit to the display of those items that are 
sold in a stationery store, but which are 
generally put away in drawers where they 
do not tempt the prospective buyer. By the 
nereased demand for these hidden away 
articles, through their display, it will be 
found that the space allotted to them will 
bring better returns than the great amount 
of space required for the display of office 
furniture, 

This, it should be remembered, is simply 
expressing the views of the Committee, 
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based principally on its own observation, 
and it is hoped that through discussion, 
these points may be more ably brought 
forth, so as to make this report more valu- 
able to those stationers contemplating open- 
ing an office furniture department. 

It seems to us that the conditions, as they 
now exist, in the office furniture business, 
are satisfactory in general, but some steps 
should be taken to call the manufacturers’— 
of desks and chairs—attention to the fre 
quent changes in styles of office furniture, 
which very often compel the dealers to dis 
pose of the accumulated old patterns at 
unprofitable prices and until disposed of, 
add a fixed expense on account of insurance, 
storage and capital invested. Certain decid- 
ed changes, of course, must be looked for 
by the dealer as, for instance, the increased 
demand for low roll desks, caused by the 
increased use of filing devices, which forced 
the factory to produce a double line of 
goods and the dealer necessarily had to 
show a double line on his floor and increase 
his investment. The present movement to 
exploit the sanitary desk is, in the same line, 
as is also the present demand for steel cab- 
inets, and the dealer soon discovers that his 
investment has materially increased, but 
he must do it or drop out of business en- 
tirely, for every business man knows the re- 
tarding effect of sending a customer away 
without having seen what he would natural- 
ly expect to find in stock 

If there is one thing that should be im 
pressed upon the manufacturers of the 
United States at this time, it is the uni- 
formity of finish. The present day office 
furniture department has the appearance of 
a Joseph’s Coat, or motley garb; with gold 
en oak polished and dull, satin finish and 
wax finish, and golden oak $1 and $2, all 
the other troubles are multiplied. Some of 
the terms are only relative and local and 
the term used in one factory has no ade- 
quate meaning to another factory. One fac- 
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tory finishes the wood so that it has a 
greenish appearance; another has a decided 
red. A genuine wax finish in one factory, is 
a satin or dull finish in another and all are 
called by the same name. One can readily 
see what this means to the dealer, in view 
of the fact that no one factory produces a 
complete office line. The chair factory 
makes no desks and the desk factory makes 
no tables. In selection the buyer must sac- 
rifice taste and style to uniform finish, or 
style must be selected and taste and uni- 
formity neglected. 
Price Adjustment Desirable. 

Your Committee also hopes that the op- 
portunity will soon come when the retail 
price for office furniture will be so ad- 
justed that the dealers’ profit will be in- 
creased for it is a fact that the heavy cost 
of conducting a department of this kind and 
the great risk run in having a sufficient vol- 
ume of sales, makes the profit—often fixed 
by the manufacturers — inadequate to the 
cost of selling it. It is the hope of your 
Committee that at an opportune time, the 
manufacturers may get together and equal- 
ize prices, so that they will be just to them- 
selves, the consumer and the dealer 

The present profit in office furniture is not 
as great as in household furniture, and this 
may account for many furniture dealers dis- 
continuing their office furniture department, 
for they are finding that a space given to a 
household furniture display brings them, 
say, a 60 per cent profit, when the same 
space given to the display of office furniture 
only returns probably a profit of 35 per 
The household furniture dealer, there- 
stationers to 


cent. 
fore, seems willing for the 
have their office furniture business, by dis- 
continuing the same himself. Many station- 
ers are handling sectional book cases in 
their furniture department, but this item 
does not feed their general business by 
bringing stationery trade to the store and 
it makes the smallest profit returns. 





The furniture dealer is at present exploit 
ing the sectional book case field, because 
the increased popularity and demand for 
sectional book cases has forced him to do 
so, but the manufacturers seem now to real- 
ize that the household furniture dealer will 
not push sectional book cases for the small 
profit these goods return, when he can sell 
his inelastic book case at a profit from 50 
per cent to 100 per cent. The manufacturer 
is, therefore, wise when he selects the of- 
furniture department of a stationery 
house to handle his sectional book 
and thus effectively protects his goods from 
the destructive competition of his furniture 
dealing agents’ in-elastic book cases. The 
stationer, however, has begun to realize that 
he does not get adequate profit for his 
services to the manufacturer in selling his 
sectional book At the present mar- 
gin of profit the sales on book cases would 
suffer, if the sales were confined 
The present 


fice 


cases, 


cases. 


therefore 
to the regular furniture store. 
margin in book cases is not sufficient to pay 
the expenses of doing business in some lo- 
calities, and this matter calls for some unit 
ed action by the dealer and manufacturer 
It is with great gratification that we are 
able to report to President Gerry, in re 
sponse to the request of the Executive Com 
mittee, that the manufacturers of office fur- 
niture, who replied to our inquiry, are posi- 
tively opposed to selling direct to consum- 
ers and a few only do sell direct, when com- 
pelled to in small towns and communities 
where they cannot be supplied by the dealer. 
Owing to Mr. W. R. Hopkins (formerly 
of this Committee) having resigned, on ac- 
count of entering another business field, 
this report is signed by the two remaining 
Respectfully yours, 
THEO. A. STEINMUELLER, 


Chairman 


members 


W. H. KISTLER. 
Report was received and referred to the 
Resolutions Committee. 

















Rubber Stamp Goods. 


tioners who have a large market for these 


Mr. President and Gentlemen of the Con- 
vention: Your Committee on Rubber 
Stamp Goods begs to report that we find 
most cities are making a specialty of the 
business, and who are quite willing to fur- 
nish the stationer with any of their goods 
which have regular stock goods, 
and also to fill orders for special goods at 


become 


prices which will afford the stationer a rea 
sonable profit for handling them. Ther 
may be instances where this condition does 
stationer is not 
getting his full share of profit on his sales 
This condition is 
injudicious local 


not exist, and where the 


of rubber stamp goods. 
usually brought about by 


advertising, either by the stationers or the 
Rubber Stamp Manufacturer, and where it 
that the Local Sta- 
do the most to 
conditions, and at 


does exist we believe 


tioners’ Association can 
correct the 
the present time little can be done by the 


National Association of Stationers and Man- 


unfavorable 


ufacturers to improve the conditions be- 
tween the Stationers and the Rubber Stamp 
Makers. 
Although a 
quired to start the manufacturing of rub- 


large investment is not re 
ber stamps we are convinced by our investi- 
gations that but few stationers can profita- 


bly manufacture them, and only those sta- 


goods should attempt to do so 

From the best information which we have 
been able to obtain and from our own per- 
sonal experiences we have reached the con- 
clusion that the time irrived for 
the stationers to ask of the Rubber Stamp 


Goods Manufacturers for the exclusive sales 


has not 


of their goods to the consumers. 
J. HERBERT WHITE, Chairman 
GUST MEYER, JR 
R. P. ANDREWS. 


was recefved and referred to 


The report 
the Committee on Resolutions. 
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Your Committee on Inks and Mucilage, 
being desirous of presenting a report that 
embodied the views of a number of station- 
ers, addressed a circular letter to about fifty 
throughout the coun- 


try, asking their opinion on the subject as- 


representative firms 


signed to us. We are pleased to say that 
their replies were prompt and complete and 
have been of invaluable assistance to your 


Committee in compiling this paper. 


Retail Prices. 


As a rule retail stationers do not charge 
for either inks or mucilage in the 
Despite the fact that 
manufacturers of the standard lines ad- 
their list prices January Ist, this 
year, we find that a number of stationers 
still adhere to the prices prevailing before 
this increase in list. We fail to understand 
why the stationers did not take advantage of 
this change to revise their selling price to a 
The replies received show 


enough 


commercial sizes. 


vanced 


profitable basis. 
a wide range of prices throughout the coun- 


try. 
Quarts—Selling From 
Fluid $0.60 to $0.80 
eer ee ee 70 to 1.00 
Dee, MIS asa 0 oa. aie alae 1.25 to 2.00 
Heavy Mucilage 75 to 1.00 
Your Committee is of the opinion that 


the minimum price on. fluid should be 75c 
per quart, $7.50 per dozen, in order to show 
a reasonable profit on the sale. No doubt it 
will be necessary to increase this price in 
some sections in order to overcome heavy 
transportation charges or any unusual ex- 
penses. 

The minimum price on Combined ink and 
mucilage should be $1 per quart, $10 per 
dozen. Many may feel that $1 per quart is 
excessive because of former low prices, but 
we think that with due consideration of the 
cost, the expense necessary to make the sale 
and the comparatively small usage, the 
price is a very reasonable one. 

The minimum price on non-copying car- 
mine ink should be $1.75 per quart, $1 per 
pint and 60c per % pint 

White paste should command a minimum 
price of 75c per quart, $7.50 per dozen, 50c 
per pint, $5 per dozen 

Introductory Work by Manufacturers. 

The manufacturer is entitled to and 
should be encouraged in his every effort to 
introduce his product to the consumer. It is 
necessary that they push their goods ag 
all the time, but in so doing they 
t adopt any policy that would be 
detrimental to the interests of the stationer 

We are pleased to report that the custom 
heretofore adopted by certain manufacturers 
of introducing their goods by the distribu- 
chromos, fountain and steel pens, 


gressively 
should n« 


tion of 
inkstands, combination sets, jars of paste, 
etc., is rapidly falling into decay and more 
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Inks and Mucilage. 


rational and less expensive methods em 
[f it is deemed necessary by manufactur- 
distribute samples, limit the size of 


to l 


are placed in the 


j 


from ounce and see that they 


hands of a user. It is 
unwise to ask the office boy how many sam- 
ples he can use, hand them do any good, 
they won't 


be Cause 


An interview obtained with the man who 
uses the goods, and every effort made to 
convince him of the superiority of the 
product will usually bring gratifying results 


1 
i 
should be 


in the shape of orders, which 
turned over to the stationer for attention. 
We believe that it would be advisable fo: 


the manufacturer to consult the stationer 
before adopting any plan for introductory 
work. Frequently local conditions are such 
that the manufacturer can accomplish more 
in a shorter space of time and at less ex 
pense than by securing the co-operation of 
and working in harmony with the stationer, 
Imprint or Private Brand Goods. 

The question of marketing ink under the 
stationer’s own name presents itself periodi 
cally. Previous committees have discouraged 
this practice and we indorse the views here 
tofore expressed in this connection. One of 
the best arguments in opposition to imprint 
inks is that the user, if dissatisfied, naturally 
holds the dealer responsible, and on this ac- 
count is apt to go to some other stationer 
when in need of future supplies. If the dis- 
satisfaction is experienced with any manu- 
facturer’s brand, the maker and not the sta 
tioner is blamed, and while the complainer 
may be disposed to change the brand, he 
has no cause to change his source of sup 
plies. : 

We recommend that when a stationer car- 
them at the 
The 


protection, 


ries a line of imprints, he sell 
current prices for the standard lines. 
manufacturer is entitled to this 
and it would be manifestly unfair to sell im 
print goods at less than the prevailing prices. 
Cheap prices always create suspicion in the 
mind of a customer that the goods are of an 
inferior quality. 

This was forcibly 
manufacturer had the 
his list price of fluid quarts from $7.50 
On all sides the prediction 


fact illustrated when 


one courage to ad- 
vance 
to $9 per dozen 
hat it would result in driving this 
market. 


increase in 


was made 


{ 
particular brand of goods off the 


Many dealers resented this 


price and determined to help the demise of 


this line of goods by advancing the quarts to 
75 cents and leaving the goods of other 
manufacturers remain at 65 cents per quart. 

To the surprise of many this advance in 
price had the opposite effect. Many custom 


ers felt that the quality of the higher priced 
ink must be better and willingly paid the ad 


The 


was stimulated to 


sale of this particular 


vanced price 
that 


+ 


such an extent 
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| other manufacturers soon felt the neces- 
sity of raising their list price to correspond. 
Display and Care of Stock. 

A conspicuous display of your inks and 
mucilage should be made so that a customer 
can select at a glance the make of goods he 
desires. Always make it a point to have the 
fresh goods put behind the old bottles on 
your shelves. This may take a little more 
time, but helps you dispose of your old 
stock, which naturally deteriorates with age. 
This is particularly true of white paste, 
which is of a perishable nature. 

Never try to persuade a customer to 
change from one make of goods to another 
unless he displays dissatisfaction with what 
he is using, as he may resent it by going 
elsewhere the next time he is-ready to pur- 
chase. 

Sizes. 

The stationer should be careful not to 
carry too many sizes. The demands of the 
jobbers for new styles has led to a multi- 
plicity of sizes that, while they may be 
adapted to the wholesale or notion trade, 
would not meet with a ready sale in a com- 
mercial stationery house. 

Sales to Consumers by Manufacturers. 

Your committee labored long and dili- 
gently trying to solve the problem of wheth- 
er the manufacturers should sell the con- 
sumers. This is indeed a serious question 
and one that has strong and favorable argu- 
ments on both sides. That many of the 
manufacturers do sell the consumers is an 
undisputed fact. By consumers we mean 
railroads, express companies, national gov- 
ernment, packing houses and public service 
corporations which do not buy to resell at a 
profit. We believe that in the majority of 
instances it is unfair for any manufacturer 
to sell direct to consumers. If for any rea- 
son the manufacturer decides that he must 
quote direct in order to secure business. 
then he should make his quotation high 
enough to allow a commission on the sale to 
the stationer whenever possible. 

We feel that in most instances the ex- 
tremely low prices quoted by the manufac- 
turer to consumers are due to the efforts of 
their sales manager to secure the business 
of corporations that are not using their 
product. The salesman, in order to please 
his firm, determines to and does secure bus- 
iness at his lowest price. 

A copy of the executive committee’s reso- 
lution was submitted to each of the manu- 
facturers of the standard lines with a re- 
quest for an expression of their views on 
the point at issue. With one exception they 

| reserved the right to sell any consumer 
when in their judgment it was to their best 
interests to do so. 

Their contention is that as their interests 
are menaced by small factories scattered 
throughout the country, they consider it 


] 
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their right to handle under certain condi- 
tions business from the consumer direct, so 
as to fully protect their own interests 

We believe that the combined business of 
the commercial staioners of this country is 
vastly more profitable to the manufacturers 
than that secured from consumers at re 
duced prices, and that they should fully pro 


sen * 
Ds Bhan 
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tect the interest of the stationer whenever 
business is offered them by a consumer. 
We find that there is a much better feeling 
prevailing today between the manufacturer 
and the stationer than existed before this na- 
tional association was formed, and we be- 
lieve that this feeling of friendship will con- 


’ ’ 
] 


tinue to grow, and with its growth will dis 


xoss——— 


existing trade abus 


appear many of the 
that prevail toda 


te 


W. J. KENNEDY 

L. G. WETMORI 

C. B. GORDON 

1 to committee 


Report received and referre« 


on resolutions 











Printing of ‘Stamped Envelopes by U. S. Government. 


HE unusual spectacle is presented 

the government competing with its 

Own taxpaying citizens. I refer to 
the printing of stamped envelopes by th« 
Third Assistant Post 
Lawshe, the adver- 


government. The 
master General, Mr. 
tiser, Says that the business of the Postoffic« 
Department is paternal in character, and 
since 1865, and more actively since 1876, 
and most actively since 1907, the depart- 
ment has administered its paternal duties 
most energetically, competing with a large 
number of taxpaying citizens engaged in 
the different lines of manufacturing, job- 
retailing, printing and lithographing 
envelopes Your body, 
passed resolutions of protest on the action 


of the Postoffice Department in so actively 


bing, 
one year ago, 


advertising and soliciting orders for print 
ing stamped envelopes. The National Pa- 
per Dealers’ Association did the same thing 
also other national bodies in allied lines, 
as well as the envelope manufacturers, at 
least, as individuals Another year has 
passed, and the net result of our protests 
and resolutions has been the formal ac 
knowledgment of some, in some cases, and 
in addition, a most determined increase in 
govern- 


the advertising campaign of the 


ment on account of the contractor produc 
ing the printed stamped envelopes. The 
American Manufacturers’ Asso- 
ciation, which I represent, 
lute in its membership, still, considering its 
age, is representative, embracing 
twenty-three factories from Kansas City 
and Minneapolis to Holyoke and New York. 
With one or two exceptions we also have 
from the other envelope manufacturers of 


Envelope 
while not abso- 


fairly 


the country assurance of their belief in the 
justice of this fight to prohibit, or at least 
restrict, the printing on contract by the 
government of stamped envelopes, and to 
put a stop, if possible, to the present insist- 
ent methods of advertising that product. 
Our association is prepared to assume its 
part in this fight, but for obvious reasons 
should not appear too openly as the leader 
in the movement, as that would bring down 
upon it a charge of jealousy of the con- 
tractor supplying the government; in fact, 
this statement has already been seen in 


print. You are all familiar with this topic 


and with the advertising matter with which 
the Postoffice Department is flooding the 
cities and towns of the country. 
the government’s argument, 


You know 
for the good 


By Mr. Dorris. 


1 the service, and to cut down the thir- 
teen million pieces of mail without return 
cards which go annually to the dead letter 
office. Yet their 
directed at professional and business men 


campaign of education 1s 


of the cities and towns, not one of whom 
ever dreams of sending out a piece of mail 
printed return card. Again, 
Mr. Lawshe sells not less than five hundred 


without the 
printed stamped envelopes on an order 
How many of those whose mail reaches 
the dead letter office buy five hundred 

velopes at a time? Mr. Lawshe also argues 
an increase in the revenues of the depart- 
he is compelled to sell 
.and of what use is in- 


ment; yet, by law, 
his goods at cost, 
creased income if the expenditures increase 
in like right, and 


reasonable, 


proportions? Equally 
more would it be, 
profits, for an assistant treasurer of the 


considering 


United States to issue circulars to the gen- 
eral public, urging the public to drink more 
whisky to increase the internal revenue. 
(Laughter and applause.) 

Just a few facts to show that this govern- 
ment competition is worthy of notice. We 
envelope manufacturers are most vitally in- 
the paper dealers and 
stationers 


terested, it is true; 
printers perhaps next, but the 
suffer, and indirectly their employes, and all 
labor employed throughout the graphic arts 
we must notice the inroads 
The prin- 


As individuals, 
being made by the department. 
ciple is bad, and I believe that we should 
all stand together to corerct the abuse or 
the chance for action will be passed. Re- 
cently a carload of printed stamped en- 
valued at $76,000 was shipped into 
Binghamton, N. Y. The 
by sealed freight, and the key mailed to the 
postmaster, who arranged for the distribu- 
tion of the goods. We know that the Mer- 
cantile Corporation at Dayton, the govern- 
ment contractor, have ready to operate for 
the government one hundred and nineteen 
envelope machines, representing a daily out- 
and a short time 


velopes 
car was shipped 


put of at least six million; 
ago, in a single week, this factory did pro- 
duce 32,342,000 envelopes. From four mil- 
lion per day in 1907, the output of stamped 
envelopes has increased during the hard 
times, so called, to six million per day, and 
of that quantity seventy per cent, conserva- 
tively speaking, are printed, and printed 
free, without additional charge to the cus- 


tomer, and this free printing is mad 


ter 


strong argument in the advertising ma 


issued for free distribution through the 
postal service by the department 
This is an old subject, now actively 


vived, because a chance, and probably 

last chance, has arisen for relief. Reli 

only be obtained, as we see it, through leg 
islation, and legislation, I believe, can best 
be effected by united, concerted, and con 
tinued action on the part of many, as wel 
as by 


lieve the stationers should join with the pa 
jobbing and manufacturing; with 


influential individual actio1 [ b 


per trade, 
the printing 
with the envelope manufacturers, 


and lithographing trades, and 
in a joint 
campaign to bring about the passage of the 
relief measures now before Congress in 
form of bills which have been presented by 
Senator Nelson and Congressman Duvall, 
to prohibit the printing of stamped en 
velopes by the government With you 
permission, I will redd the bill, wl 
very short one: 
“Copy of bill 
Mr. Duvall, 
the committee on postoffices and post roads 
The bill reads that from and after the ap 
proval of this act, it shall be unlawful for 


introduced in Congress by 
of Ohio, which was referred 


the Postoffice Department or any 


division thereof, 
offet tO 


yearing upon 


head of bureau or chief of 
to print or have printed, or sell 
sell, any stamped envelope | 
a printed direction, giving the name of any 
individual, firm or company, or any number: 
of any postoffice box or drawer, or any 
street number, or the name of any building, 


s 
shall be returned if uncal 


to which 
or undelivered; providing that this shal 
not apply to those envelopes printed with 
card left blank as to nan num 


street num 


the return 
ber of postoffice box or drawer, 
ber or building, and which only give the 
name of the town and city, with the date, 
district, or territory.” 

To the end of securing this remedial leg- 
islation, the formation is suggested 
committee composed of one or more mem- 
allied line, to 


form a general campaign committee to start 


bers from each interested 


and map out the best plan of action. Mr 


Andrews, of Washington, a member of your 


association, and also a member of the Na- 
tional Paper Dealers’ Association, and 
chairman of its committee on _ printing 
stamped envelopes, in a letter to our asso- 
favors this action. We 


ciation strongly 
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SHALL THE 
MANUFACTURER 
SELL THE 
CONSUMER ? 


On July 20th, 1909, the Committee on Inks and Mucilage 
of the National Association of Stationers and Manufacturers in 
convention at the Hotel Secor in Toledo, Ohio, reported that 
after communicating with all the manufacturers of the standard 
brands of writing inks, with OVE exception, they had reserved. 
the right to sell to the consumer when it seemed to their best 


interests so to do. 


WE WERE THAT EXCEPTION. 


On July 21st, 1909, the following resolution was offered and 
received the unanimous endorsement of the members present: 











“RESOLVED, That the retail stationers are unalterably opposed 


to the practice of manufacturers selling direct to consumers.’ 


WE DO NOT SELL 
THE CONSUMER 


And by consumer we mean all federal, state and municipal 
governments, railroads, express companies, and in fact every one 
andjany one who does not buy our goods to resell them. 


= 








S. S. STAFFORD, Inc. 


NEW YORK 


SEND FOR OUR NEW HANDSOMELY ILLUSTRATED CATALOGUE. 
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have consulted on this score with the Uni- 
ted Typothetae of America, and they have 
agreed to act favorably. We expect it from 
the National Lithographers’ Association, 
and from the State and National Publishers’ 
Association, many of whose members are 
keenly affected by this competition. Also 
from the various interested labor bodies. 
As we see it, we are to make the fight 
against three abuses: First, the printing of 
stamped envelopes, and without charge; 
second, the aggressive campaign of promo- 
tion which the government is conducting, 
in such a way as to gradually injure the 
business of many taxpaying citizens. The 
fifty per cent increase in the output of 
government stamped envelopes in the past 
two years is evidence of the efficiency of its 
promotion campaign. Third, the distribu 
tion, free, of printed stamped envelopes 
to consumers all over the country at the 
public expense. 

[ thank you, gentlemen, for your pa 
tience and for the opportunity to address 
you, and I earnestly solicit that this con- 
vention appoint at once a committee of one 
or more to co-operate with the other allied 
trades in a joint committee empowered to 
act as it may deem best. Any action taken 
must come previous to the next session of 
Congress, when the bills to which I have 
referred come up for attention. There is 
big work to be done in the meantime, and 
that can and will be done, and your moral 
and financial support is needed both for 
your own and for the general good. (Ap 
plause.) 


COMMENT AND DEBATE. 


At the conclusion of Mr. Dorris’ paper 
President Gerry stated that a copy of a 
resolution against the printing of business 
addresses on envelopes by the government 
was passed at Boston last year and a copy 
of. the resolution sent to the Postmaster 
General. A reply was received from Third 
Assistant Postmaster General Lawshe, 
which was read to the convention by the 
secretary, as follows: 


Letter from Postoffice Department. 


Mr. H. W. Rogers, Secretary the National 
Association of Stationers and Manufac 
turers, Box 1121, New York, N. Y.: 
Dear Sir—Referring again to your letter 

of December 16, I desire to avail myself 

of the opportunity which it affords to pre 
sent through you to the National Associa- 
tion of Stationers and Manufacturers of the 

United States of America the department’s 

position on this subject of the printing of 

return-cards on stamped envelopes, and also 
certain plans which have been formulated 
to improve the service in connection with 
stamped envelopes to the benefit of the 
public, the stationery, printing and enve- 
lope trades, and the Postoffice Department 

First, let me explain that the printing of 
return-cards has been done for years under 
an act of Congress which limits the printing 
to “a printed request to return the letter 
to the writer.” A copy of departmental 
circular S-28, dated July 6, 1908, containing 
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the law and some revised regulations adopt- 
ed for its execution, is inclosed herewith. 
You will observe that the restrict 
printing by the department to that which 
is essential to the return of undelivered let- 
ters. Nothing beyond that, in the way of 
advertisements, cuts, or wording which is 
not essential to the purpose of a return- 
card, is printed. When anything of that 
nature is desired by users of stamped en- 
velopes, they must have it done at their 
own expense by private printers or lithog- 
raphers. 


rules 


The return-card is a valuable part of an 
envelope, stamped or unstamped. The en- 
velope is incomplete without it. It insures 
prompt return of undelivered letters to the 
writer—often a matter of greatest impor- 
tance—and saves an enormous amount of 
work to the Department’s Division of Dead 
Letters. If all envelopes were printed with 
return-cards, it would practically do away 








R. B. WILSON. 


with the Dead Letter Office. Were the de- 
partment to cease furnishing them, unde- 
livered and unreturnable mail would vastly 
increase. 

The printing of return-cards is done with- 
out extra cost to the department, the con- 
tract providing that the envelopes shall be 
furnished with or without printed return- 
cards as may be ordered. Therefore no ex- 
tra charge can be made to purchasers for 
the printing; but return-cards are not print- 
ed on envelopes ordered in less quantities 
than 500. The printing of return-cards can 
be done by the contractor at comparatively 
trifling expense, because it is done on spe- 
cial machines simultaneously with the em- 
bossing of the stamp on the paper before 
the envelope is folded and gummed. 

These envelopes bearing printed return- 
cards are of great mutual advantage to the 


business public and to the postal service, 
and of course the printing of return-cards 
very largely encourages and increases their 
use. The envelopes save the labor and time 
required to affix adhesive stamps—no small 
item for business concerns. There is no 
danger of the stamp being lost from the 
envelope in transit, as may happen where 
the gum is washed from the adhesive 
stamps because of excessive moistening by 
It is possible, too, for 
adhesive 


careless office help. 
unscrupulous persons to _ use 
stamps which have once performed postal 
service but have escaped cancellation, but 
the department cannot be defrauded in this 
way when stamped envelopes are used, be 
cause the envelope is canceled even though 
the canceling mark appears elsewhere than 
directly upon the embossed stamp itself 

Stamped envelopes are further advan 
tageous to the public because it is possible 
for the department to redeem them from 
purchasers when spoiled in addressing, or 
in case a purchaser has a larger supply 
than needed. This facility cannot be grant 
ed in the case of adhesive stamps, because 
it would greatly increase their use for re 
mittance purposes and thereby disarrange 
the equalization of postmasters’ salaries 
and other allowances under the law. 

Another important advantage is in the 
fact that the selling value of stamped en 
velopes covers the cost of manufacture in 
addition to the postage value, so that the 
department is reimbursed for their cost. 
This is not true either as to adhesive stamps 
or postal cards. There is, furthermore, lit 
tle or no danger of theft of stamped en 
velopes either from postoffices or from 
business concerns, because of their bulk. 

Stamped envelopes, with or without re 
turn-cards, are required by law to be fur 
nished for sale to the public at cost of pro 
duction, including administration, as nearly 
as such cost may be ascertained. To illus 
trate, for the No. 5 envelopes, the size most 
largely in use, the department pays not 
quite 79 cents per thousand, printed or un 
printed, and sells them at $1.24 per thou- 
sand in addition to postage. The gross sell 
ing value of stamped envelopes and news 
paper wrappers issued to postmasters in the 
fiscal year 1908 was $25,416,344.54, and their 
postage value was $23,743,563.68, leaving 
$1,672,780.86 to defray the cost of manu- 
facture and distribution. The contract cost 
of manufacture was $1,058,197.95, leaving 
$614,582.91 to defray the cost of distribu- 
tion. Their production does not contribute 
to the postal deficiency. 

Coming now to the plans mentioned in 
the first paragraph of this letter, I have to 
say that, if authorized by Congress, they 
would divert orders for stamped envelopes 
very largely to the stationery and printing 
Pages 25 and 26 of the annual re- 
1908, 


trades. 
port of this office for the fiscal year 
a copy of which is inclosed herewith, out- 
line these plans. You will observe that they 
would permit stationers to have stamped 
envelopes made up of finer grades of paper 
than used by the Postoffice Department, 
and thus meet the demand from users who 
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Write for Prices 
and Catalog 








The Seal of the Users Approval 


is found in the universal sale of the 


I-P Loose Leaf Price Book 


Aside from the special uses for which they were designed, 
the great adaptability fits them for all manner of general 
office forms, which may be kept up to date, properly 


indexed and easily accessible. 


The Mechanism of the I-P Book 


is marvelously simple, effective and durable. The mate- 
rials and binding are of the highest possible standard. Its 
universal adaptability and splendid construction have 
made it the most extensively sold of all loose leaf books, 


It is the Favorite of the Dealers 


because it is the favorite of the users. It is carried in 
stock in all practical sizes, eight rulings for each side. 


Sold Through The Trade Exclusively. 


IRVING-PITT MFG. CO. 


KANSAS CITY, MO. 

















¢, RAPID SELLING 
Sls 


PROFIT MAKING 


Catalog “C” Showing a Complete 
Line of ¥&@ Business Equipment. 
Just Off The Press. Write For It 
To=Day. 








Sls COMPLETE OFFICE ON LEGS, 
— FLAT TOP OFFICE DESKS. 


Flat Top Office Desks made in Solid Oak, Golden 
or Weathered finish and in Birch Mahogany. 
Equipped with the purchaser’s choice of nine kinds 
of filing drawers for every practical filing purpose 
The desk for any office. Top 52x 28inches. One 
of the most popular numbers in the Weis line 


WRITE TODAY FOR CATALOG “C” 





Q)FFICE SPECIALTIES. 


No. 421. Four-drawer Solid Oak Vertical Letter 
File, capacity 20,000 letters. One of the most pop- 
ular vertical filing cabinets on the market. Can 
also be furnished with the purchaser’s choice of nine 
kinds of filing drawers for every practical filing pur- 
pose. Write today for catalog “C.”’ 


Sfivle SWINGING DESK STAND. 


W eis Swing- 
ing Desk 


Stand is at- 











tachable to 


either side of 





any style 
desk. Sellson sight. Special lock- 
ing device holds the stand where 
it is wanted while in use. Shipped 
K. D. compact in corrugated box, easily 
assembled. Tops, Golden Oak or Birch 
Mahogany. Size 14x 18 inches. 

Catalog ‘‘B"’ of SECTIONAL BOOK CASES sent 
for the asking. 

THE 2 MANUFACTURING 60., 

MONROE, MICH, 


New York office, 108 Fulton Street. 
A. H. DENNY, Mgr. 
ADDRESS ALL MAIL TO THE FACTORY- 
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desire a superior envelope to correspond 
with their letter paper. Stationers could 
also prepare and keep on sale stamped en- 
velopes bearing inscriptions and _ illustra- 
tions of local interest corresponding with 
the illustrated post cards which have be- 
come so popular. 

In the judgment of this office the pro- 
posed legislation would be of decided ad- 
vantage to all concerned—the interested 
trades as well as the postal service. I 


should be pleased if your association would 











Report of the 


The annual assembling of stationers and 
manufacturers from all parts of the country 
means that they are thinking, and when 
men are thinking there is hope. Byron says: 
“But words are things, and’'a small drop of 

ink, 

Falling like dew upon a thought, produces 
That which makes thousands, perhaps mil- 

lions, think.” 

The paper and envelope committee is a 
very dry committee: I am speaking only for 
the chairman; my associates share no re- 
sponsibility in this report. 

The work done by this association is edu- 
cational, and civilization, education and ele- 
vation of men and business can only be ad- 
vanced by interchange of thoughts and 
methods as illustrated by this association in 
the few years we have worked as a brother- 
hood. 

What I will say will be said more in the 
line of suggestion than as a report, or per- 
haps it may be called a report of conditions 
as we find them. 

This committee will speak to you briefly 
of paper and envelopes as a very important, 
in fact one of the most important, adjuncts 
for getting business—establishing credit and 
indicating to the public the manner in which 
a man conducts his business. 

First we will speak of stationery as a 
business getter or in an advertising capacity. 
It is not far in the past that a merchant had 
the custom of printing a picture of his store, 
not only on his envelope but repeated on the 
letter head, and it has happened that if the 
store was not large enough, the artist could 
make one to order and extend the sign so 
that the customer would be impressed by 
the appearance of so large a plant. Not 
over much attention was paid to the quality 
of paper or the printing. This was a fea- 
ture of advertising good in its day, as many 


other customs were in the old days of stage 
coaches—in the old days when the merchant 
came to town to buy his goods, in the old 
days before the business system was revolu- 
tionized by the invincible traveling man 
Examine your mail of today and notice how 
little of the display of buildings appears. 
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consider carefully the plans outlined, giv- 
ing attention to the interests of the public 
and of the postal service as well as of the 
trades concerned, and let the department 
have the benefit of its view upon the sub- 
ject, with such pertinent suggestions as oc- 
cur to you. 
Respectfully, 
A. L. LAWSHE, 
Third Assistant Postmaster General. 

A resolution on the subject, tabled at a 

previous session, was on mction taken from 


the table and discussed. The resolution 
was finally passed as follows: 

“Resolved, That the selling of printed 
stamped envelopes by the government be 
condemned as being a species of class leg- 
islation for the benefit of a few, and we 
recommend that this convention appoint a 
permanent committee to act and co-operate 
with committees from other organizations, 
looking to legislation which will cause the 
government to discontinue this injustice to 
the printers and stationers of the country.” 














Paper and Envelopes Committee 


ed or embossed, and that the paper used is 
of good substantial stock and in every way 
of good appearance. 

How do we measure men and business? 
Are not first impressions of value in this age 


Does this not indicate that merchants appre- 
ciate the value of the correspondence as a 
talking medium for getting business? An 
illustration of this is seen in the enormous 
business established by the mail order 
houses, 

Contrast the extent or amount of corre- 
spondence of thirty or forty years ago with 
the amount of correspondence of today. 
Then it was particularly a drudgery to 
which some one in authority had to devote a 
number of hours a day; everything was writ- 
ten long hand; letters were made necessarily 
as brief as possible, frequently to the ‘neg- 
lect of thorough understanding of the sub- 
ject and details; penmanship frequently un- 
decipherable; answers to inquiries were fre- 
quently written on the bottom of letters of 
inquiry and returned, etc. 

Today, due largely to the introduction of 
the typewriter and stenographer, letters in 
every well conducted business house are 
fully and carefully written, full details are 
given and the subject is properly and ex- 
haustively handled; letters are easily read; 
and with all this extra amount of corre- 
spondence and additional clearness of sub- 
jects treated, much less time is consumed 
than previously was required to attend to 
correspondence in a very unsatisfactory 
way. 

Style Important in Stationery. 

No business house of standing would for 
one moment think of sending out a repre- 
sentative who was not intelligent, clean, well 
groomed and able to express himself proper- 
ly. It would not for one moment think of 
sending out a representative who was illit- 
erate, dirty, slouchy or discourteous. Letters 
are the representatives of the house sending 
them out. Many a customer has never seen 
or talked with a member of the firm or an 
officer of the company with which he is do- 
ing business, although he is frequently re- 
ceiving communications by mail, and his im- 
pressions of the house are formed from the 
letters received. It behooves every business 
house not only to see that letters are prop- 
erly expressed and properly written, but 
that letter heads are properly laid out, print- 


of rapid judgment? If the silent customer 
asking for credit has written an intelligent 
letter, well set up, with due modesty in ad- 
vertising, will you not more readily grant 
credit? For the time the letter is the cus- 
tomer and demands immediate action. 

Will you as readily grant credit to a mer- 
chant signing his letter by use of typewriter 
or rubber stamp? Every letter—absolutely 
every letter—should be signed by the dicta- 
tor; but if at times it becomes impossible, 
then the apology should be made by use of 
the stamp “Dictated, but not read.” If he 
cannot audit them they should be passed 
upon by a responsible person in close touch 
with the business. 

Sound Advice to Business Men. 

The folding of a sheet means much. It 
should be folded square with itself in all its 
folds and to the full size of the envelope 
Large or legal envelopes are much in use by 
leaders in reform and should always be used 
for remittances. Checks should not be fold 
ed. All business letters should be addressed 
with typewriter. 

The postage stamp—so important, so neg- 
lected! Banish the sight of our illustrious 
heroes placed upon envelopes but in one 
uniform way—the upper right hand corner, 
right end up. As a merchant is responsible 
for his salesmen, so is he for his letters. 
Our letter is our ambassador at the court of 
business success, let us see to it that we are 
worthily represented. 

As to standardizing of stationery and fil- 
ing devices we make but a start. It can be 
accomplished and will be in due time 

Half sheet letter heads should be 84x11 

Bill heads are regulated by the paper mills 
made from a sheet 14x17. 

Statements also regulated by the 
from a sheet 17x22. 

Index record cards 2%4x4, 3x5, 4x6, 5x8, 
8x5, 11x84. 


mills 


a 
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“Elastic Filing Cabnaal 


in WOOD and STEEL 


~ For Big and Little Offices- 
and for Big and Little Papers 
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We Do It. 
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Guide cards should have a projection not Cap size folder, 14% inches wide, 9 Present nditions and the spirit 
exceeding three-fourths of an inch. inches high times demand economy in systematizing 
Letter folders are very important. W« Bill size folder, 97g inches wide, 7 inches well as in organization. 
have endeavored to secure the smallest sizes high Respectfully submitted, 
so that they can be used in all makes of Notes, drafts, checks and receipts, espe- FRANK W. BAILEY 
files cially checks, should be of uniform size, Chairman Paper and Envelope Committ 
Letter size folder, 11 5-16 inches wide, 9% These are only a few among many ri The foregoing report was recei) 
inches high quirements of standardizing reterred t the committee on resolut 
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Report of the Yearbook Committee | 


The report of this committee was accepted and referred, with the other committee reports, to the Committee on 


Resolutions. 


thought if the recommendations of the committee were adopted it would be possible to get 


members much sooner than ever before. 


Boston convention one thousand 


At the 
dollars was appropriated to the publishing 
and circulating of the year book. The pub 


lishing of fifteen hundred copies was sug 
gested, one thousand of which were to bi 
bound in cloth and the remainder in paper 
covers Realizing that about only 650 


copies would actually be necessary for dis- 
tribution among the members, and having tn 
that f the previous issue wer 
not the 
economy and in order to keep well within 


the amount appropriated to publish only one 


mind many 


used, we concluded in interest of 


thousand copies. 

We were advised that two color printing 
would not be necessary and that the pictures 
of the former presidents would be the only 
illustrations to appear, and estimates on the 
cost of printing, etc., demonstrated that the 
afmount of money at our disposal would not 
than black ink or the making 


permit more 


half tones 


ot 

We deemed it advisable, as far as possible, 
to conform to the size and general style ot 
received 


the St. Paul year book, which was 

with such favor, and as the cost between 
one color and two color cloth was so very 
small, we decided in favor of the latter, 
varying the colors in order that one book 
might easily be distinguished from th 


other 


The cost of publishing and distributing 


was as follows 
Printing by the Richardson Press of 
New York , $518.43 
13 reams of antique book, 28x44, 100 
pounds oe 66.63 
11-10 reams woodcut, 28x44, 120 Ibs. 10.23 
Binding by the McWhood bindery, 
New York, including a new die for 
stamping cover in gold 177.00 
1,000 box envelopes for inclosing 14.00 
Postage and express charges 96.50 
Total $882.79 


to 


. $117.21 


Leaving a balance to be returned 


the fund of 


Six hundred and fifty copies were distrib- 
uted, the balance being in the hands of the 
secretary 

We 


an earlier date. 


were unable to complete the book at 
The copy was not received 
December, at the busiest time of the 
year, and know the should 


have been in the hands of our members long 


until 


while we book 


before it was, we were in a position that 





FRANK DAMERON OF THE DAMERON-PIER- 
SON CO., LTD., NEW ORLEANS. 


We d ) 


made greater expedition impossible. 


not attempt to excuse errors that may be 
ipparent; we bow to your criticisms 

In closing our report we take the liberty 
yf making a recommendation, not in criti 
cism, but rather with the idea in view of 
quicker and more economical results. W< 


believe that the book just published contains 
a style that is unnecessary 


We 


matter and is of 


for practical purposes. recognize the 


In the discussion following the report some suggestions were made as to getting it out earlier, and it was 


the book in the hands of 
value of the year book and believe our pt 
ceedings should be published. W« 
however, that the value is contained i: 
proceedings of the convention, whi 


cludes committees’ reports, papers that aré 


read, and discussions. The report of t 
banquet we regard-as unnecessary f 
purpose for which the book is publisl 


having no interest for those who do not 


ticipate, while 
do think will interest very 
not attended th 


the proceedings of th 
vention we 


who have 


stationers 


ventions, or are not members of the as 


tion, and may be the means of inducing 


them to join 


Such matters should only be published as 


the verbatim report of convention 


cers and directors and program, contai 


pages | 148; the charter and by 
pages 182-191; and the lists of committees 
roll of membership, and index, and tl 


Members can rebi 


Ww bi 


believe that enough should be publis 


pamphlet rm 


more elaborat style if desired 


enable, sav three thousand, stationers 


ceive copies, and that same should be 1 
the 


In paper wrappers at cost of <2 nts 


7 


cost of mailing the 
per copy, and this 
We believe tl 


published and circulat 


each. Thi pres 
is 16 cents 
a heavy ex] 


book could be 


item 


yense., 


no greater cost than the present 
sand copies. and the association, by 
of wider ulation, be greatly ben¢ 


Respectfully submitt: 
NATHANIELA. HANAI 
EDWARD V \ 


BROKA\W 


JAMES L. CLARK] 
Year Book C 
(On to Ne York! Biggest and best. Busi 
ness Show ever held will be held at M 
Square Garden Sept 25 to Oct ? ONO 
Space reservations are being taken rapidly 
Those desiring to exhibit their lines 


write to the National Trade 


Show Company and make arrangements 


immediately 
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4 Mew © agency means 
—. = tothe dealer 


A SWinlock Agency is a loose-leaf asset—a reciprocal alliance’ 
with prosperity. 

You must have more than ‘“‘ good goods.”’ You must have protection. 
A Lwinloe& Agency means more than ‘a mere contract to fill your 
orders. It makes you an integral part of our organization, a com- 
ponent factor of our success—a partner in the business. 


cr. . - P 
A Sib inibock Agency places you ona little higher plane, as well as secures for you a better class of sales for 


loose-leaf systems. You are then the exclusive representative for our devices, and no longer hear the familiar, 

“IT can get them for less elsewhere.’’ In other words. vou are protected in your rights, backed bya country- 

wide organization. ‘ 

But ‘‘exclusive”’ in connection with the Wiimlock Agency will mean something more substantial to you than 
the pardonable pride of being the most “exclusive” dealer in town. It means that you may maintain your 

prices rigidly. You control the market in your territory. The margin of profit is ALL yours. 


Suta GWinlock Agency means more than the best goods and exclusive territory. It means that, as a branch 
office of the company, you are given all replies which lie within your territory from an advertising campaign i 
which is arousing a wonderful interest among business men because of its originality and effectiveness. The of 
Company sells you the goods and then helps you to move the stock—sends the customer to your door with 
money in his pocket and his mind made up to buy. 
A Tiwinlock Agency means, in short, that we will co-operate with the agent in every way. Furnish 
him with technical loose-leaf literature for distribution to his customers. Not only furnish the goods 
as a foundation to his business—but assist him in rearing the superstructure. 
SiwintocK devices have distinctive features of loose-leaf construction. They are technic- 
ally as well as mechanically perfect. In them is the resourceful ingenuity of the inventor, 
\, the best skill of intelligent, well-paid craftsmen, and the integrity of the manufacturer, 
A product which may be sold by the dealer with an unstinted guarantee. 










Write today for our exclusive dealers’ proposition. 


@ 


CINCINNATI, O. 
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* me Committee 


1 


lin the 


Executive 


\t the last Annual Convention hel 
city of Boston, July 20-24, the 
Committee was directed to make their work 
for the year that of investigating the pra 


tice of manufacturers in selling direct to th« 


consumer 


At a meeting of the Executive Committe: 
held in the city of New York on Decem! 

2nd and 3rd, after serious consideration o 
the subject the conclusion was reached that 
the subject was of too great a magnitude for 
a committee of three to handle, and that 
much better results would be obtained by 
dividing the labors among the various stand 


ing committees of the Association, and the 


following resolution was adopted 


The National 
and Manufacturers was organized to creat: 


Association of Stationers 


and foster a permanent feeling of friendship 
and fraternity between the manufacturers 
and dealers in stationers’ goods throughout 
the United States; to promote 


of spirit between competitors; to prevent 


friendliness 


trade antagonisms, and through united 
tion, promoted by good fellowship and mu 
tual respect, to strive for aims and pur 
poses which may be for our mutual advan 


Article 1.) 


at which this resolution is 


tage. (See By-Laws, 

The practice 
aimed does not in our opinion conform to 
the precepts of our Association. We believe 
instances the selling by the 
direct to the user is due to 


that in many 
manufacturer 
the demands of the consumer rather than to 
the neglect or indifference of the dealer or 
to his inability to handle such trade. We 
cannot subscribe to the theory that manu- 
facturers would be unable to sell their wares 
unless they take advantage of the demands 
aforesaid, but on the contrary believe that 
greater benefits and opportunities would ac 
crue if the practice of direct selling was dis 
continued 

The manufacturers rely upon the dealers 
to a great extent to dispose of their goods 
believe that if discrimina 
tion must be policy dictates that it 
should be in favor of the dealer who by rea- 
son of his position in the community is re- 
garded by the public as the natural chan- 
nel through which stationery is distributed. 
This channel, under the present 
system has become so clogged that compar 
small quantities can pass through, 


and hence we 
made, 


however, 


atively 
thus reducing the dealer’s business to such 
proportion as to make it unprofitable 
and the larger profit 


to sell 
at reasonable prices; 
necessary by reason of small quantity sales, 
discourages trade 

It is of the utmost importance that our 
actions should be the result of careful in- 
vestigation. We should not threaten the sta- 
bility of business by ill-considered action, 


nor should we on the other hand ignore 


buses that are detrimental to its interests 


RESOLVED, 
anufacturers of stationery, through the \ 


tus committees of the National Associa 


tion of stationers and manufacturers tor 


their investigation, each to the class of bus 


1@sS OVE 


r which said particular Committe: 
may have jurisdiction and that said Commit 
tees use every reasonable effort to discour 
iwe the practice aforesaid.” 
(Signed) 
imeo. L. C. GERRY, 
WILLIAM J. KENNEI 
ARLES H. MANN, 
Executive Comn 
December 3, 1908 


Copies of the resolution, also the neces 


sary stationery for correspondence were fut 





Cc. C. CARPENTER, TWINLOCK CO., CIN- 


CINNATI. 


nished to the various committees. Some 
seven or eight of these committees made re- 
port but none were receiver prior to June 
20, so that the work of your Executive 
Committee was halted until this Conven 
tion. 

The reports of committees were in some 
cases disappointing and we regret to state 
that in numerous instances inquiries sent 
out by the committees were not answered 

Since arriving in Toledo your Committe 
has received the following communications 

At a meeting of the St. Louis Stationers’ 
Club, held June 28, 1909, the following reso- 
lution was adopted and ordered presented 
to the Executive Committee of the National 
Association of Stationers and Manufactur- 


Chat this be directed to the 


ers at its Convention in Toledo 
eration 

Whereas The National Associat ‘ 
Stationers and Manufacturers of tl 


States was organized to promote good-will 


among tl arious branches of 
courage the exchange of ideas r 
to eradicate evils that have crept 1 the 
business to the injury of all conc 

Whereas \t our convention 1 iS 
been ( ymplished ma social \ \ 
valuable suggestions have been off 
manufacturer has met the dealer an t 
ter understanding has resulted tl er 
prevailed before. Yet, the vital s f 
‘The Manufacturer and Jobber S« the 
Consumer” has so far been scarcely 1 
upon, no doubt for fear of disturbing the 
pleasant relations which now exist lany 
manufacturers and jobbers have g 
record as selling to the trade ( ly nd 
when others are persuaded that it ‘ rd 
policy and to their interest to upl 1 this 
principle, they will no doubt fall in line 
The St. Louis Stationers’ Club f t 
the question of “Selling the Consumer” is 
of such importance that it should b l 
serious consideration at this conve 
therefore. be it 

Resolved, That a committee of seven (7) 
be appointed on the first day of t Con 
vention from the manufacturers, bbers, 
and retailers, said Committee to daily 
sessions (between certain hours) to be open 
to any delegate who wishes to be heard 
The result of their deliberations t ( 
ported to the convention on the last day 
thereof and to be made a special f 
business 

W. J. KENNEDY, President 

After careful consideration your Com 

mittee unanimously agreed to indorse and 
Tt Ns 


adoption of the regu! 
St Louis Sta 


recommend the 
as above suggested by the 
tioners’ Club 
Respectfully submitted 
CHAS. H. MANN 
For Executive Committee 
Report referred to Committee on Reso 


lutions 


ONE WAY HE COULD HELP. 


An eastern college graduate applied for 


work in a Michigan lumber camp He 
was told to get busy on one end of a cross- 
saw, the other end being in charg f an 
old and experienced lumbermar \t st 
all went well, but at the end of the second 
day the young man’s strength began to 
wane. Suddenly the old man stopped the 
saw and spat 

“Sonny,” he said, not unkindly, “I don’t 


mind yer ridin’ on this saw, but if it’s jest 


the same to you, I wish you’d keep yer feet 


off the ground.”—Everybody’s 
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Reports 


I take pleasure in presenting the follow- 
ing report 

The total the National 
Association in July, 1908, was reported by 
the secretary to be 626; 541 of this number 


membership of 


were members of sixteen local associations 
who National 
ciation, and 85 were individual members. 
At the 3oston in 1908, 
the by-laws were amended and the form of 


were members of the Asso- 


convention held in 
membership changed, making all member 


this 
Association on 


Under revision in 
by-laws, National 
1909, the beginning of the fiscal 
individual and 16 associations 
as members, making a total of 101. It 
at this time to go to considerable 


ships individual 
the 
January 1, 


had 85 


the 


year, 
was 
necessary 
expense in sending out letters, circulars, ap- 
plication cards, copies of by-laws, etc., so- 
liciting members, and the officers and mem- 
bers of the local associations were of in 
valuable assistance in this work, having en- 
The total num 
ber of local associations who were members 
of the National Association in 1908 was 16. 
Fourteen of these have renewed their mem- 
The total number of individual 
the National Association who 
were not members of any local association 
in 1908 was 85. Seventy-five of these have 


rolled nearly 250 members. 


bership 
members in 


also renewed their membership. This 
showed a loss of two associations and ten 
individuals as members of the National 


body. During the year four new associa 


tions have been formed 


Membership. 

Atlanta Stationers’ Association........ 10 
Columbus Stationers’ Association...... 
Milwaukee Stationers’ and Manufactur- 

ers’ Club <6 aceon a 3 ee 27 

meationers Club Of. TOlUGO: ..i<icsscaa 11 


All of which have enrolled in the National 
Association 
The following is a list of associations or 
that of the Na- 
tional Association: 
Atlanta Stationers’ Club (new). 
Baltimore Stationers’ Association. 
Stationers’ Club of Buffalo 
Stationers’ Association. 
Association. 
Kansas City Stationers’ Association. 
Milwaukee and Manufacturers’ 
Club (new) 
Minneapolis 
Club of 
Associ 
Board of 


Booksellers’ 


clubs are now members 


Chicago 
Columbus Stationers’ 
Stationers’ 
Stationers’ Association 

New Orleans. 

ition of New York 
Trade of New York 
Stationers’ As 


Stationers’ 


Stationers’ 
Stationers’ 
Omah: and 
sociation 


Stationers’ Association. 


Pittsburg Booksellers’ and Stationers’ As 
sociation 


Club 


St. Louis Stationers’ 


of Secretary and J reasurer 


St. Paul Stationers’ Association 


Stationers’ Club of Toledo (new) 


Boston Stationers’ Association 

Three hundred and seventy-four individ 
ual members have been enrolled during th 
year. This includes the 75 members that 
renewed their membership from 1908. This 
number, with the eighteen associations, 
makes a total of 392. Deducting the men 
bership of January 1, 1908, 101, would mak« 
an actual net gain of 291 Two thousand 
and sixty-five dollars has been received for 
dues, and $1 for a Year Book, making 
total of $2,066 turned over to the treasuret 
The treasurer has returned $15 where e1 
rors have been made by members remit 


[his makes 


received from 392 mem 


ting $10 for dues instead of $5 
a balance ot $2,051 
1909, aaginst $2,085 received from 


1907-1908 


bers in 


626 members in 


[ am convinced that a permanent secre- 
tary is what the association must have in 
order to continue the work in a manner 
that will be far more effective and satisfac 


secretary to 
and must 


tory than it is possible for a 
do who is in office but one year 
necessarily devote most of his time to other 
things. 

I desire at this time to thank the secre- 
taries of the local associations and clubs for 
their co-operation and assistance during the 
year. 

Respectfully submitted, 
H. W. ROGERS, Secretary. 


Report was unanimously adopted. 





TREASURER’S REPORT. 
Mr. President and Gentlemen—I 
make the following report of receipts and 


beg to 


disbursements during the year: 


RECEIPTS. 


Balance from Abner K. 
Pratt, July, 2008. o:6s-<« $1,477.97 
Received from _ Boston 
convention committee 1,223.24 
Received from H. W. 


Rogers, secretary, per 


cent dues 2,051.00 


Received interest on bank 


balances SPR A,  Ked 46.88 
Balance from old Year 
Book fund ....... 7.10 


$4,806.19 
DISBURSEMENTS 
Year 


$1.000.00 


Appropriat mn to 
Book 


\ppropriation to executive 


account 


committee account . 500.06 


Paid 


expenses other than the 


out on vouchers for 


two above accounts 1,414.68 


$2,914.68 


Balance in general fund $1,891.51 


Year Book Fund. 


Received from general fund...... $1,000.00 
Gerry & Murray, Voucher 

No. SS ievba hs ates dsmaaen $ 175 
J. & P. B. Meyers, mailing 

boxes, Voucher No. 37.. 13.51 
Henry Lindemeyer Sons, 

paper, Voucher No. 40... 76.86 
Richardson Press, printing, 

Voucher No. 41......... 518.43 
McWhood’s Bindery, bind- 

ing, Voucher No. 42..... 177.50 
Theo. L. C. Gerry, postage 

on books, Voucher No. 43 96.50 
H. W. Rogers, secretary, 

postage on books, Vouch- 

er No 8. tins essan es 3.21 


887.76 





Balance in Year Book fund... $ 112.24 


Executive Committee Fund. 
Received from general fund...... $ 500.00 
rheodore L. C. Gerry, tele- 

grams, Voucher No. 12..$ 
W. J. Kennedy, exp. to ex- 
ecutive com. meeting, 
Voucher No. 14......... 
Chas. K. Mann, exp. to ex- 
ecutive com. meeting, 
Voucher No. 22... 
Wilbur & Hastings, stamp- 
ed envelopes, Voucher 
No... Db cigkssateceb eed 
Gerry & Murray, printing, 
etc., Voucher No, 35.... 


1.31 


98.75 


14.10 


21.84 


9.50 
—— $ 145.50 





$ 354.50 


Balance in exec. com. fund... 


Summary. 
Receipts from all sources........ $4,806.19 
Year Book, cost and distri- 
butiogd.c. << <Esn teteee . .- $887.76 
Executive com. expenses.. 145.50 
Traveling expenses, W. J. 
Kennedy, Boston conven- 
oe ee Pe a eS 127.50 
Traveling expenses, Jas. T. 
Lacey, Boston convention 142.80 
Stenographer’s report, Bos- 
ton convention ......... 200.00 
Traveling expenses, Presi- 
dent Gerry and Chair- 
man Lockwood .....<«..-. 260.59 
POOUMGE 06. 6.532Ueksas> es 197.89 
Printing and stationery.... 294.30 
Express charges « s.«0 2 ¢9+ 26.97 
SUnGried~ ives cawkowmenes 149.63 
Refunded overpaid dues... 15.00 
——— $2,447.94 
BRIBMCE . « 5.9,« a:4:0< eke eee $2,358.25 
Balance in general fund 
SCCOUNRE » oi cise ese ese ee $1,891.51 
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Year 
fund account 

Balance in executive com- 

appro 


Book 


Balance in 
112.24 
354.50 


mittee account. 


- $2,358.25 


Respectfully submitted, 
CHAS. A. STEVENS, Treasurer. 


In response to a 


Ward, Mr 
parative statement of finances for each yea 
the 


suggestion from Mr: 


Stevens read the following com 


during which association has been in 


existence 


“Our receipts at the first convention at 


St. Louis were $782 for the first year; ou! 


leaving a balance 


expenses were $523.71, 
$248.09. After 


the convention was closed, 


Sea S* ser. 86 @ B 
Ay 
4 Af . 


Se 
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the St. Louis committee paid their 


expenses, they were short, so we gave them 
$248.09. The the 


were $1,177.72; 


when 


this receipts on second 
the 


of $528.16 


vear expenses, $649.56: 


leaving a balanc« On the third 
we had a balance of $528 16 | he con 
committee at St 


$224.73, and we 


year 


Paul turned over 


from 


vention 


dues $879.50, 


recely ed 


making a total of $1,632.39 that year, and 
our expenses were $1,383.15, leaving b 

ance of $249.24. On the fourth year we had 
i balance to start with of $249.24. (M1 
Stevens: I should correct that That was 
the New York balance, that last one.) We 
received $207.90 from the St. Paul conven 
tion committee, interest on deposits $2.42, 
ind the dues last year were $2085, making 





e 
ay 


st 


CD 





the total receipts $2,544.56; and the expenses 
were $1,066.59, leaving a balance to beg! 
this year of $1,477.97. This 
$1,477.97, and the 
mmittee gave us a bal: 
$1,226.24, on bank balance tl 
amounting to $46.88; we l 


recelved 
Year Book fund $7.10; the receipts 


year, with a 
balance of Bosto1 
vention cé 


interest 


r 
were $2,051 (outside of the fiftee 
get )—(laughter)—and the balanc¢ 
Year Book fund, $187.10, brings t total 
up to $4,806.19: and our expenses SZ 


balance in the ba 


447.94, leaving a 


\pplause. ) 


fi 

ho 

w 
7 
KF 
sy 
nr 


“Of course there are some expens 


will come out of this balance, but th¢ 


account 


go into next year’s 









Loose Leaf Devices 


Hk on loose leaf begs to 


committee 


*» 


report that during the past year 
there has been only one noticeable 
change in loose leaf business. That is a 


daily increase in the number of converts t 


the system. Such being the case, this com 


mittee would recommend to the makers ot 


loose leaf that they should establish their 


trade connection with the dealers on liberal 


allowing for the dealer to 


ines, a list price 
sell from, which would net them a good, 
healthy profit [his seems advisable be 


cause there is no doubt the looses leaf is hers 


to st ty 
Chere 


ers of i1oose ¢ 


il de il 


a uniform 


is no doubt but that the reta 
would like to see 


system of punching adopted by the various 


manufacturers, because it is very annoying 
drop in for leaves for a 
little different from 


the dealer is 


to have a customer: 
just a 


: Now 


leaves for his customer regard 


certain binder 


what he handles roing 


to get those 
less of the amount of trouble or cost, and it 


is often very costly to get a few leaves 
punched in a special way 


Now if 


‘ is , 
uniform system of punching, the retail dea 


the manufacturers would adopt a 


would no doubt feel more like carrying 


ers 


i line of loose leaf to supply the demand, 


ind at the same time they would be mor‘ 
encourage the sale of loose leaf 


ipt to 


Relative cost of loose leaf books com 
books to the 


line of both goods 


pared with bound consumer! 


' 


there is such a vast 
fered today that it is possible for him to in 


17 


stall either system at about the same initial 


cost, although in the better grades Of loose 
leaf the 
than the 
hooks 
The against 
leaf lack of 
standing the possibilities of the loose leat 
Chis take caré 


higher 


bound 


prices may be somewhat 


corresponding grades of 


} 


greatest handicap the loos 


proposition is the the under 


the manufacturers ought to 


of and provide the stationer with means of 
educating the consumer. 

We 
loose leaf goods that they use their best en 
the 
adopt a standard of punching, and we think 


would recommend to the retailers of 


deavors to induce manufacturers to 


this would be the proper place for the retail 


=] 


MRS. C. N. BELLMAN. CHAIRMAN, LADIES’ 
COMMITTEE. 


to get together and appoint a committee 
to take this subject up with the manufactur- 


eT Too 


tached to 


importance cannot be at 
subject A 


sheet for 


much 


this uniform punch 


size of all ledger binders 


and 
would enable a dealer to supply a 
at a moment’s notice from his stock, thereby 


customer 





which now follows 


ivoiding the de lay 


a customer wants a sheet of a binder that is 
carried by another dealer, and the add 

cost 1f he should want a small quantity 

up special tustemer cannot always 
derstand why slight variation in si i 


punch or sheet should make additio1 st 


and the usual result is dissatisfacti 
Manufacturers should have 
price list, with a discount of 40 per cent te 
the dealer, and the list price must | d 
hered to without variation, under p ty 
of revoking the contract Manuf rers 
should not sell the consumer, but r« 
matters to the dealer 
Another item that calls for consid 
is lo memorandum and p 
Every manufacturer has a diff 
covenr i! | 1 | t! ereby ( tus I pe T 


a wide \v 


necessary \ dealer should be bl 

ply a sheet for all the known « 

one syste tr ston k S1Zes it *s 
notice e stock could then be kept clean 
and fres! thout the usual accu f 
odd s his now soul 1 
erab ( te he de iler S 

Oss | ould enable d t 

in assortment of sheets in a cab 

ing the us rulings that ar 

each siz nd the customer could 


having to take down 


ess number of boxes from the shel 

finding geht one This would not only 
please y istomer, but your 

hen b v for the next on¢ 

We w suggest if feasible tl { 

manent mmittee be appointed to t this 
matter in hand and follow the suggestions 
utlines Respectfully submitted 


CHAS. F. BACKUS, Chai 
EUGENE H. CLARK 
DAWSON, 

Loose Leaf Committe 
iccepted and referred to C 


JAS. C 


\ 


Report 


tee on Resolutions 
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PLAYING ) POPULAR CARD GAMES 


BUNCO 


IS UNQUESTIONABLY THE GREAT- 
est Card Gameon themarket and is destined 
to become the most popular home enter- 
tainer ever devised. Its ever varying 
features and numerous combinations 





“o] Rated Qe 


BUNCO li make BU NCO amusing as well as scien- 
| Se | tific. Can be played progressive. Bunco 
iH iH Parties and Bunco Clubs are being intro- 
HAVE YOU EVER BEEN |i 
| BuNCOnM i duced everywhere. Every dealer should 
Home Game Co [7 order at once if he does not carry this 


game in stock. 


Retail Price 50 Cents. 


SoMER SET} + 


7 TRADE MARK < 











* 


THE NEW CARD GAME | SOME ‘R’ SET Gray 
| IS A BRIGHT CRISP GAME TELLING 
















MaDaMt LE NORMAND 


STANDARD 


PRICE 25c | for progressive ages as well 








Unexcelled for Progressive Parties Emenee. 
The only Game to Play in Duplicate Form as indivi dual ti | yles The game 
is THE GAme 
For Social ae or Home Play IS entertaining and very easy to Gypsy Witch Fortune Telling Cards 
Dn account of its scientific as well as i - 
Srise eniafions gren saeomen'r | learn. A very ready seller. DESIGNED AND INSTRUC- 
stand s well as players. : ; 
| PLAYED EVERYWHERE BY THE SMART SET Retail Price 25 Cents tions wyitten by Mlle. LeNorm- 
| Ne and, the famous Clairvovant. 
Can be obtained from all st-class > by ; ‘ 
dealers ox paeteeth, anus beian oF Oe Best Fortune Telling Cards on 


n the manufacturers 


the market. 
Retail Price 50 Cents. 























SOMER'SET CARD Go. 


CHICAGO. ILL. 


K INE PLAYING CARDS 


WE believe after a careful inspection of our line you will agree with us that we are offering the very best 
values in Playing Cards obtainable. Our RADIUM BRAND is equal to any 25c card on the market and is 
especially recommended to dealers desiring a good card that can be sold on a profitable basis. We are at present 


making a few SPECIAL NUMBERS which cannot be duplicated at the | 









SEND FOR CATALOGUE AND PRICES 


STANDARD PLAYING CARD COMPANY 


14 MICHIGAN STREET CHICAGO 






































N Thursday evening several hun- 
dred delegates 
banquet hall on the ninth 

the Hotel participate in the 
annual banquet of the 
function which has become one of the 
most interesting features of the annual 
meetings, because, generally speaking, the 
association has a large number of men who 
are clever in the art of after dinner enter- 
tainment, capable by their wit and their 
wisdom, of pleasing all who come within 
hearing of their voices. 

The menu reflected credit upon the Ho 
tel Secor. 

With the serving of the coffee and the 
cigars, President Theodore L. C. Gerry, 
in a brief speech, expressed his pleasure 
He said that it gave 
that, although the 


Secor to 
association—a 


over the occasion. 
him pleasure to know 
association will not meet again for fifteen 
months, nobody will lose his enthusiasm 
for the purposes for which the association 
He bespoke the loyalty and co 
operation of each member on behalf of 
President-elect Bailey, and said that the 
work of the convention just closed would 
bear good fruit. He read a telegram from 
W. F. Montgomery, president of the Port- 
land, Oregon, Stationers’ Association, stat 
ing that that association had just com 
pleted its organization. In conclusion Mr 
introduced President 
instantly 


stands. 


gracefully 
Bailey, who 
refrain, “For he’s a jolly 


Gerry 


elect was greeted 


with the 
fellow.” 
Mr. Bailey 
the association have a 
of the fitness of things 
poses of the organization than was shgwn by 
the old colored man who wanted to marry 
He was a very old man, and he went to the 


good 


that the members oi 
rather better 
and of the pur 


said 
idea 


minister with the suggestion that the latter 
help him in selecting a wife. The min- 
ister said: “Why, Mose, what do 
want to get married for? You are an old 
couldn’t support a 


you 


wife if 


man and you 
you had one.” “I done knows dat, sah,” 
said Mose, “but you see Mrs. Robinson 


down the road, she done give me a Prince 
Albert coat and it shore seems to me 
to be the proper thing to wear it to mv 
wedding.” 

The National 
and Manufacturers was formed in response 
to an intelligent demand. Organization is 
a demand of the times. But it is a method 
only. It is neither hand nor brain. It 
cannot take the humblest 
worker in our ranks. 

During the dinner and previous to the 
speeches, Charley Garvin and several other 
paced the representa 
Every time the 
rattle 


Association of Stationers 


place of the 


lively fellows had 
tives of the various cities. 


Chicago made the windows 


crowd 


assembled in the 
floor of 


The Banquet 


Wit and Wisdom the Order of the Evening 
at the Big Banquet at the Secor. 


with their “Chicago, Chicago, Chicago-go!” 


Garvin’s crowd roared out the reply, 
“Pecan Gap! Pecan Gap! Pecan Gap! 
Texas! Rah! Rah! Rah! "Twas just after 


Fletcher B. Gibbs 
asked: “Would 


been able suc- 


such an that 

was introduced, and he 
I fill the gap? I have 

cessfully to account for all 
here but Pecan 
metropolis, doubtless by a 
error, had been omitted from all the atlases 
consult prior to the 


expl 510n 


localities rep- 
Gap, but that 
typographical 


resented 


he had been able to 
banquet. Mr. Gibbs, 
master of the evening, said that the task 
had been him upon rather short 
notice. After a brief speech, Mr. Gibbs, 
amid much applause, read a cablegram of 
good wishes and congratulation to the as- 
sociation from William Rodiger of the 
Sanford Ink Company. 

Mr. Milner 
regarding the 


who was the toast- 


given 


interesting sta- 
of Toledo. It 


center for 


gave some 


tistics city 
is third in 


twenty-three roads. 


railways, being a 
It has one of the best 
harbors. on the lakes. During the last de- 
cade it has shown a growth of 66 per cent. 
In conclusion, the speaker expressed the 
hope that the visitors would leave Toledo 
feeling and wishes for 
her citizens. 


with good best 


the city and 


[The toastmaster next introduced the 
mayor of Toledo, Hon. Brand Whitlock, 
who said that he could not in the time 
allotted unfold the beauties and delights 














said, referring to Rey 
Dugan, who sat beside him, that 


end gentleman prayed for them. 
ave place to the Rev. Dr 


mark to the effect that the mayor was in 


The address by the Hon. James Logan, 
mayor of Worcester, Mass., was witty and 
Whenever opportunity offers, 


Vice-President 
was called upon and made a graceful speech, 
and was followed by Charles E. 
Baltimore, who expressed his gratifica 


Baltimore over the fact that the convention 
next October. 

In conclusion President Bailey announced 
the Executive Committee appointments 
Kennedy, Fred. 
ritt, Theodore He announced 
Commission, 


sazley and Ri 


rose and concluded the evening 





| 





BARKER’S YACHT “GENEVIEVE,” ANCHORED IN THE COVE AT TOLEDO. 
Some of the Stationers had a good time on board. 
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are contributing to the profits of all first-class dealers. They show exact cost in 
cents on all classes of mail matter. They are positive, instantaneous and absolutely 
accurate. More of them are in use than all other automatic scales combined. 
Made in a variety of artistic models, in sizes weighing from | pound to 16 pounds. 
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Abernethy, A. J., General Fireproofing Co., 


Youngstown, O 

Aldredge, John, Sinter Book & Stationery Co 
Atlanta, Ga. 

Allen, Bert A., Carter & Allen, Chicago, II 

Anderson, J. E., J. E. Anderson, Saginaw 
Mich. / 

Baer, Leonard A., Baer’s, Canton, Ohio 

Bailey, Frank W., Thorp & Martin Com 
pany, Boston 

Bainbridge, H. C., Chas. T. Bainbridge’s Sons 
Brooklyn. 

Barrett, S. S., Barrett Bindery Co., Chicago 

Baxter, R. H., R. H. Baxter, New York 

Belknap, A. A., Tower Mfg. & Novelty Co., 
New York 

Bellman, Chas. N., Franklin Ptg. & Eng. Co., 
Toledo, O 

Bevin, W. D., Boorum & Pease Co., New York 
City. 

Biglow, L. H., Jr., L. H. Biglow & Co., New 
York City 

Blackmore, M. O., Inland Stationer, Chicago, 
Ill. 

Bleimeister, H. F., The Blade Ptg. & Paper 
Co., Toledo, O. 

Brokaw, E. V., E. V. Brokaw & Bro., New 
York. 
Bardenheuer, Wm. C., Boorum & Pease Co., 
New York. 

Jjauman, H. A., B. F. Goodrich Co., Akron, O 

Brown, Walter, Brown Book & Stationery Co 
Kansas City. 

Brownell, T. K., T. K. Brownell & Co., New 
York 


Brewer, John, H. K., Brewer & Co., New 
York 

Blackmore, M. A., The Inland Stationer, Chi 
cago. 

Blankenmeyer, E. E., Weis Mfg. Co., Toledo 
Ohio 

Bauer, R. S., R. 8 jauer Company, Lynn, 
Mass 


Cameron, Gordon, The American Stationer 
New York. 

Carison, A. G., Carlson Bros., Moline, Ill 

Childs, A. H., S. D. Childs & Co., Chicago, Il 

Cooper, W. E., W. E. Cooper, Pittsburgh, Pa 

Craick, W. A., Book Seller & Stationer of 
Canada, Toronto, Canada. 

Crane, J. Irving, Chas. A. Stratton Co., New 
York 

Cushing, W. F., Adams-Cushing & Foster 
Boston, Mass. 

Craig, Robert G., S. S. Adams Stationery Co., 
St. Louis 

Clarke, E. H., E. H. Clarke & Bro., Memphis, 
Tenn. 

Crawford, Robert, Pittsburg 

Clegg. L. B., San Antonio Ptg. Co., San An- 
tonio, Texas 

Cushing, W. T., Adams, Cushing & Foster, 
Boston 

Courts, Geo. M., Clarke & Courts, Galveston 
Texas. 

Dawson, Jas. C., Sieber & Trussell, St. Louis 

Dyson, George E., Mittag & Volger, Park 


Ridge, N. J. 

Dennison, tobert, Dennison & Sons, New 
York 

Denny, Edward, Otto Ulbrich Co., Buffalo 
N ~ 


Deweese, Lester, News Exchange Co., Can- 
ton, O 

Dorsey, Jas. A., The Dorsey Printing Com 
pany, Dallas, Texas 

Eggert, A. E., Y. 
a 

Ewing, F. E., The Dennison Mfg. Co., New 
York 

Faber, Eberhard, New York City 

Farmer, S. S., Carter’s Ink Co., New York 

Fera, Henry, Jr., A. W. Faber, New York 

Fisher, H. F.., Conklin Pen Co., Toledo, O 

Foster, E. C., National Blank Book & Supply 
Co., Akron 

Falconer, Chas. E., The Falconer Company 
Baltimore, Md 

Foote, W. O., Foote & Davis Co., Atlanta, Ga 

Gerry, Theo, L. C., Gerry & Murray, New 
York 

Gilkey, W. S., The Brooks Co., Cleveland, O 

Gordon, Chas. B., Carter’s Ink Co., Boston. 

Garvin, Charles, F. S. Webster Co., Boston 

Geyer, Andrew, Geyer’s Stationer, New York 

Gibbs, Fletcher B., Shea Smith & Co., Chi- 
caxzo 

Hemingway, C. S., Byron-Weston Co., Dalton, 
Mass 

Hopkins, W. H., Globe-Wernicke Co., Cincin 
nati, O 

Hill, Leroy, Jones Improved Loose Leaf Spe 
cialty Co., Chicago. 

Heise, M. E., Langfeld Bros. & Co., Phila 
delphia 

Hildreth, J. H., Esterbrook Pen Mfg. Co., New 
York 


& E. Mfg. Co., Rochester 


Hutchinson, Harry S., H. S. Hutchinson & 
Company, New Bedford 

Hanna, N. A., N. A. Hanna, Cadiz, O 
Hawkes, L. A., C. Howard Hunt Pen Co 
Camden, N. J. 

Hilles, S. E., The Sam’! C. Tatum Co., Cin- 
innati, O 

Heymann, A., Eagle Pencil, New York City 
Hobbs, J. N., Southworth Co., Chicago, 1 
Horney, A. E., Ault & Wiborg Co., Cincin 
nati, Ohio. 

Hunter, H. W., Alvah Bushnell Co., Philadel- 
phia, Pa. 

Irving, J. B., Irving-Pitt Mfg. Co., Kansas 
City 

Jackson, Arthur, Hawkes-Jackson Co., New 
York 

Jackson, H R., Spencerian Pen Co., New 
York 

Johnson, Evan, Office Appliances, Chicago 
Jones, W. G., Jones Improved L. L. 8. Co., 
Chicago, Ill 

Kennedy, W. J., W. J. Kennedy Stationery 
Co., St. Louis 

Kistler, W. H., W. H. Kistler Stationery Co 
Denver. 

Langstadter, A., A. Langstadter, New York 
Lent, Chas. A., Brown, Lent & Pett, New 
York 

Link, R., Keuffel & Esser Co., New York. 
Lockwood, Millington, Buffalo, N. Y 


Lutz, George F., Wm. B. Burford Co In- 
dianapolis, Ind. 

Mayer, Sam, Joseph Dixon Crucible Co., Chi 
caZzo,. 

McCall, Robt. L., Dennison Mfg. Co., Chicago 


Montague, Chas. J., Easton, Pa 

Morris, K., Specialty Mfg. Co Decatur, II 

Moyer, Chas. E., Omaha, Neb. 

McQuilkin, A. H., Inland Stationer, Chicago 
_# 


Morey, E Morey-Merriam Co., Seattle 
Wash 

Meyer, Martin, Meyer & Thalheimer, Balti 
more . 

Mittag, Frank O., Mittag & Volger, In¢ Park 
Ridge, N. J 


Marshall, Chas. M., Fiedler & Allen Co At- 
lanta, Ga. 

Meyer, Gust, Jr., Meyer & Wenthe, Chicago 

Myers, U. H., Myers & Shinkle Co., Pittsburg 

Milligan, W. E., Maverick-Clarke Co San 
Antonio, Texas. 

Morris, Richard, Sanford Mfg. Co., Chicago 

Moore, C. H., John C. Moore Corporation, 
Rochester, 


N. Y. 
Mann, Chas, H., Wm. Mann Co., Philadelphia, 


a 

Merckle, J. W. R., Thaddeus Davids Co., New 
York 

Montague, M. F., Standard Paper Mfg. Co., 
Richmond, Va 

Moore, Edw. H., John D. Moore Co Roch- 
ester, N. Y. 

MeMillan, J. L., McMillan Book Co., Syracuse, 
ae 

Niclai, P. O., Eaton, Crane & Pike Co., Pitts- 
field, Mass 

Olson, Arthur, E. R. Williams Sta. Company 
O'Donnell, Jas. E., O’Donnell Bros., New Or 
leans. 

Peabody, Walter, Am. Business Supplies Co., 
Boston., 

Pelton, Chas. E., Crescent Brass & In. Co., 
Detroit, Mich. 

Pogose, Nicholas E., 
Newark, N. J. 

Peck, E. O., Globe-Wernicke Co., Cincinnati, 
Ohio. 

Patterson, Robt. D., Buxton & Skinner Sta- 
tionery Co., St. Louis. 

Petty, W. J., The Forman Bassett Hatch Co., 
Cleveland. 

Paris, Daniel E., Hampshire Paper Co., Hol- 
yoke, Mass. 

Palmer, F. W., Levison & Blythe Mfg. Co., 
St. Louis. 

Pendergast, M. J., New York. 

Petri, John, W. C. Horn Bro. & Co., New 
York. 

Ramseyer, O. F., City Book Store, Lima, O. 
Rodway, A. R., Onoto Pen Co., New York. 
Rogers, H. W., Wilbur & Hastings, New York. 
Roth, C. W., The Macey Co., Grand Rapids, 
Mich. 

Redington, W. H., Sanford Mfg. Co., Chicago. 
Rockwell, H. P., Yawman & Erbe, Roches- 
tem, Be.. me 

Rockett, Fred D., Hargreaves Printing Co., 
Dallas 

Straub, Frederick R., Otto Ulbrich Co., Buf- 
falo a. we 
Shaffer, H. H., Geo. E. Cole & Co., Chicago. 
Seymour, F. D., L. E. Waterman Co., New 
York 

Stacy, H. A., Samuel C. Tatum Co., Cincin- 
nati, © 


Pomeroy Ink Co., E. 


SSSR eRe Sees 
. 




















Official Registration 


List of Members. 


Smith, W. E., Aikin-Lambert Co., New York 
Stevens, Chas. A., Stevens, Maloney & Co 
Chicago 


Sperry D. S., Brown, Treacy & Sperry Co 
St. Paul 

Stafford, W. S., S. S. Stafford, Inc., New York 
Citys 

Sharp, H. C., Esterbrook Steel Pen Co., Cam 
den, N J 

Straus, Hiram, Hiram Straus & Co Cc 
land, O 

Stevenson, C. S., C. S. Stevenson, St. Louis 
Mo 

Stanger, W. A., Office Outfitter, Chicag: [1] 

Sanders, R. B., The F. W. Roberts Co., C é 
land, O 


Towne Frank B., Nat'l Blank Book Co 
Holyoke Mass 


Von Wedelstaedt, H. E., H. E on Wede 
staedt Co., St. Paul. 

Tompkins, Harry A., Scrantom, Wetn e & 
Co., Rochester 


Tower, D. A., Tower Mfg. Co., New York 

Tyndale Harry. Eberhard Faber, New York 

Taylor, F. L., McMillan Book Co., Syracuse 

Wilkinson, S. W., J. R. Duncan Prt. & Sta 
Co., Terra Haute, Ind. 

Ward Samuel, Samuel Ward Co Bost 
Mass 

White I. T., Adams & White Co Buffalo, 
N. Y 
Wernicke, O H L., The Macey C 
Grand Rapids 

Wadham, Chas. K., Z. & W. M. Crane Dal 
ton, Mass 

Waltz R \., John W. Graham & Co 


Spokane 


Williamso L. E., Thaddeus Davids C New 
York 

Wolcott, Geo. H., Twinlock Co., Cincinnati 
Whit l. Frank, Geo. G. Fetler C Louis 
ville, Ky 

Walden, Lionel A., Walden’s Stationer & 
Printer, N. Y. 

Whittemore, Geo. C., Thomas Groom & Co 
Inc., Bostor 

Whiting, Dumonte A., Vosburg & Whiting 


Buffalo 

Wilson, Ralph B., C. S. & R. B. Co., Chicago 

Wetmore Lansing G., Scrantom, Wetmore & 
Co., Rochester, N 4 

Wittke, J. S. A., J. G. Shaw Blank Book C 
New York 

Wood, Herbert L., Roberts & Son, Ins., Bir 
mingham Ala 


Visitors. 
Arnold, Lee D., Albert E. Johnson & Com- 
pany, Cadillac, Mich 
Backus, Chas. F., The Richmond-Backus C¢ 


Detroit, Mic] 

Brooks, Harry B., J. G. Shaw Blank Bk. Co 
Chicago 

Bixby, C. M Ihling Bros. & Everard C 
Kalamazoo, Mich 

Bountell, C. J.. Tower Mfg. Co., New York 


Coggin, F. L., National Blank Book Co., Hol 
voke Mass 

Ferris IB U. S. Playing Card Co St 
Louis 


Fieberg, Paul H., J. S. McDonald C 
Chicago 


Gale, Jno. T., The Ruggles-Gale C Cc 
lumbus, O 

Dameron, Frank, Dameron-Pierson C New 
Orleans 

Duesskell, Champion Coated Paper Ci Han 
ilton, O 

Divver Paul, Mittag & Volger, Inc Atlanta 
Ga. 

Dixon, C. H.. F. S. Webster Co., Columbus, O 


Farmer, S. S., Carter’s Ink Co., New Y¥ 

Hallenbeck, M. F., Onoto Pen Co., New Yor! 

Hawley, S. R.. Sanford Mfg. Co., Chicago, I 

Heim, H. E., H. E. Heim Co., New York City 

Horder, E. Y., Horder’s Stationery Stores 
Chicago. 

Herr, L. B., Lancaster. 

Hoge, Hampden, Duryea Hoge Co., y 

Johnson, P. W., Sengbusch Self Clo 
Stand Co., Milwaukee. 

Leonard, C. W., The Detroit Coin Wrapper 
Co., Detroit, Mich. 





Lacey, James T., Sieber & Trussell, St. Louis, 
Mo. 

Moxley, W. W., U. S. Playing Card C St 
Louis. 


Morehouse, C. E., The Heinn Co., Milwaukee 
Wis 

Morgar Harry L., Indianapolis, Ind 
Martin, Hobart W., Office Appliances, Chi 
ago. 

Mitchell, H. G., Demorest Ptg. & Litho. Co 
Little Rock, Ark. 

Moore Herbert S., S. Spencer Moore & Co 
Charleston, W. Va 

Mansfield, J. B., The American Stationer, New 
York. 
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Typewriter Desks at the present time are unquestionably in the most demand. If appearances were the only item to be con- 
I I 1 PI 

sidered in the purchase of a typewriter desk, the drop center cabinet would be on the same basis as the desk with the attachment 
But convenience is of more importance than design. Nothing can be more aggravating to a busy operator than 


in the pedestal 
whatever may be on the desk, in order to use the typewriter. 


to be obliged to stop and remove papers, or 

DEALERS:—HERE is where the Moon Desk ‘‘Attachment’’ wins out for you. The stenographer does not have to remove a thing 
from the top of her desk in order to get at the machine. The typewriter is always in position and the writing bed ready; a smooth, 
even surface. Write for particulars today. Our desks appeal to the very highest class of trade, and gre made up in original designs 


of wonderful symmetry and beauty. We feature the square edge, sanitary construction. ones 


MIOON DESK CO. 


MUSKEGON, MICHIGAN, JU. S. A. 























q swt dak M@RE’S 
NON-LEAKABLE 
9 Ce FOUNTAIN PEN 


Original Design---Unique Construction---Liberal 
Terms to Dealers---Perfect Satisfaction to Users 


These are a few reasons why packages bearing this 
abel are being sent to every portion of the world 








( 


‘ 











Our national advertising is 
strengthening the demand. Are 
you prepared to meet it? Write 
us for catalogue and terms. 





ADAMS, CUSHING. & FOSTER C Rifect Sin KOE 


SELLING. AGENTS 


MONSOON Dit culae Feof 


BOSTON, MASS. 


4 (OL O@) 23 HR 1a 
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Maine, John, S. S Stafford, New York City 
Martin, H. L., Thornton & Levey Co., In- 


dianapolis, Ind. 
Mandell, M., Mittag & Volger, Park Ridge, 


*? 2 
Meyers, Chas. M., Boorum & Pease Co., Chi- 


cago, ITIL. 
McIntosh, F. W., Onoto Pen Co., Chicago, Il 


Martin, R C., Boorum-Pease Co., Syracuse, 
Y 


N. Y. 
Opie, H. B. Pioneer Bindery & Ptg. Co., 
Tacoma. 














N ALL the lake region there is no more 

interesting spot and few places, if any, 

more beautiful than Put-in-Bay and 

the islands surrounding it. It is re 
plete with historic associations. To spend 
a day here in the cool breezes of the lake, 
within hearing of the plash of the water 
as it breaks over the rocks along the shore 
is of itself worth the time and the cost 
of the trip. And a sunset at Put-in-Bay 
such as the stationers witnessed as the 
steamer Brittannia was leaving the islands 
is a scene not soon to be forgotten. The 
rugged shores, clothed with the green of 
midsummer, concealed their granite harsh- 
ness with grass and shrubs, while the 
water, stirred by the strong wind, ‘sent 
the spray high up on the perpendicular cliffs 
that formed the shore opposite the Hotel 
Victory. 

Nine-thirty seemed an early hour at 
which to take the boat following the ban 
quet of the night before, but bright and 
early Friday morning nearly three hun 
dred ladies and gentlemen) managed by 
hurrying to get through their breakfast 
and reach the boat before the gang plank 
was pulled in. The trip down the river 
and out past the lighthouse was delight- 
ful to all, but after the boat got well out 
into the lake the wind freshened and the 
sea began to run. Very miany of those on 
board lost interest in the whitecaps in the 
more intimate desire to retain the break- 
fast they had eaten a few short hours be 
fore. Those of us who were good sailors 
“had it on” the seasick passengers, and it 
is feared, failed somewhat in that sympa 
thetic attitude which should be preserved 
toward the suffering. They had the ex 
cuse, however, that those who were ill 
didn't care whether they were sympathized 
with or not. One husky passenger was 
seen offering a pork sandwich to a wilted 
and woebegone fellow stationer, and _ all 
that prevented a tragedy was that those 
nearest the scene were too ill to muster 
the mob spirit. 

About noon, however, the boat rounded 
the point of the main island, and passed 
into the quiet waters of Put-in-Bay. The 
landing was made about 12:30, and the 
passengers walked up along the shore past 
a beautiful little park to the street cars, 
and were whirled across the island to the 
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Olney, George A., Irving-Pitt Mfg. Co., Kan- 
sas City, Mo. 
Osborn, A. E., 
Ind 
Palmer, Wm. G., Geyer’s Stationer, N. Y. 
Power, Jas. A., Kiggins & Tooker Co., New 
York. 
Pollock, W. A., Crane Bros., Westfield, Mass 
Pratt, Chas. M., Onoto Pen Co., New York 
Pulford, Wm. M., American Lead Pencil Co., 
New York 


Osborne Paper Co., Marion 


Trip to Put-In-Bay 


Stationers Hold Interesting Outing Near 
Scene of Perry’s Famous Victory in 
the Battle of Lake Erie. 


Hotel Victory, on whose broad verandas 
they forgot the sufferings of the trip in the 
enjoyment of the beauties of the grounds 
and lake. About one o’clock a whitefish 
dinner was served to all in the immense 
dining room of the hotel, after which the 
guests scattered, some to ramble about 
the island, some to return by an early 
boat, after the pan6ramic 
taken, and others—and they the majority 
to watch and participate in the games and 
sports which the stationers of Toledo had 
arranged. 

These lively and 
records were broken. In the baseball game 
between the Toledoans and the visitors 
the former won by a large score. The 
home nine was made up as follows: E. H. 
Turner, c.; George Covert, p.; J. M. Wil- 
son, Ist b.; A. E. Caldwell, 2nd b.; Joe 
Leroux, 3rd b.; W. H. Covert,  ss..; Al. 
Arft, 1. f.; W. T. Graves, c. f.; G. W. Pratt, 
ag? 


picture was 


sports were many 





Pendergast, M. J., M. J 
York 


Reitzel, Peter, A. W. McCloy Co., 


Pendergast, New 


Pittsburg 


Reutger, Ernest F., A. W. McCloy Co., Pitts- 


burg. 
Sell, Edwin H., E. H. Sell & Co., Columbu 
Salker, S. E., The B. F. Goodrich Co Akro 
Ohio. 


Tupper, Nathan W., Office Appliances, Chi 


cago. 
Worcester Ww ig 


Co., Canton, O 


Worcester Wire Novelt 

















The visitors’ team was as follows I 
Walden, c.; H. W. Rogers, p.; W. J. You 
mans, Ist b.; J. A. Powers, 2nd b.; A 


Doncyson, 3rd b.; 


\ 
1 - 


J 


Gordon Cameron, s. s.; 


R. Morris, |. f.; W. A. Hilderscheid, c. f.; 


H. W. Hunter, r. f. 


Secretary Rogers, although confessin 
that he was a little out of practice, mac 
a wonderful record as pitcher. He thre 
some curves never before seen on the di: 
mond. Indeed, had it not been for tl 


fact that the only ball available was abot 


the size of a choice Rocky Ford melon, | 
believes that he would have put most « 
the Toledo lads out on strikes. 


that they couldn’t miss the ball if the 
Mr. Rogers’ style of de 


hit at it at all. 
livery may be seen in one of the pictur 
on the opposite page. 
plane shutter and something more than 
fifteen hundredth of a second to faste 
Rogers in action upon the photograph 
plate. We expect that the picture alor 


will bring him offers from “Mugsy” M« 


Graw 
In the fat men’s race William Boll 





He averre 


4 
le 


it 
1e 
yf 
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It required a focal 
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RALPH B. WILSON PILOTS PARTY TO TOLEDO BEACH. 


Walter Brown, D. E. Paris, A. H. Childs, H. A. Stacy, Mr. Nicolai, R. B. Wilson, Mr. Henchy; 


Mrs. Moore, Mrs. Peabody, Mrs. Evan Johnson, 


Mrs. R. B. Wilson, Mrs. D. E. Paris, Mrs. A. H. 


Childs, Mrs. Henry Bainbridge, Miss Bainbridge. 























1. Homeward Bound from Put-in Bay. 2. C. N. Bellman, C, K. Wadham, George C. Whittemore, Mrs. D. S. Sperry, Miss Gulld, 
Mrs. C. N. Bellman. 3. President Frank W. Bailey. 4. H. W. Rogers Pitching the Bali. 5. C. A. Stevens. 6. Millington Lock- 
wood, F. B. Gibbs, C. A. Stevens, Du Monte A. Whiting and W. O. Foote. 7. C. S. Hemingway, John Brewer, E. V. Brokaw, W. C. 
Bardenheuer and Theo. L. C. Gerry. 8. H. E. Wedelstaedt, F. W. Bailey, Sam Mayer, W. H. Hopkins and L. G. Wetmore. 
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tied .with Henry Bainbridge for first place 


Charley Bell 
heat Bolles 
graces his fr 


pronounced than that of his competitor— 
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man also ran. On the second had a Roman nose. 
won because the curve that The 
ontal anatomy is a trifle more \. Walden and E. Y. 
W. Rogers and F. D. Seymour. 











Aldredge, Mrs. John, Atlanta 
Alexander, Mrs. E. M 
Baldwin, Mrs. Detroit. 


Blankmeyer, 
Brewer, Mrs 
Brooks, Mrs 
Bellman, Mr 
Bainbridge, 

Bainbridge, 

Bauer, Mrs 
Bauman, Mr 
Busse, Mrs 

Bleimeister, 
Cooke, Mrs 
Childs, Mrs 
Cushing, M1 
Courts, Miss 
Craig, Mrs 

Davies, Mrs. 


Dunning, Mrs. Louis, 


Dyson, Mrs. 
Eggert, Mrs 
Einstein, Mr 
Einstein, M 


Ensworth, Mrs 


The Ladies. 


Falconer, Mrs. C. E, Baltimore 
Fielder, Miss Marion, Atlanta 
Falconer, Miss Mary, Baltimore 
Forman, Mrs. J. G., Oberlin, O 
Foote, Miss Mary, Atlanta 

"., Columbus 
Brooklyn 


Toledo 


Mrs E. E., Toledo 

. John, New York City 
. Harry B., Chicago Gale, Mrs. J. F 
s. C. N. Toledo Gerry, Mrs. T. L. C., 


Miss, Brooklyn Gertz, Miss Helen, Buffalo. 
Mrs. H. C., Brooklyn Grove, Miss Bertha, Buffalo 
R. S., Lynn Guild, Misg Helen, Boston 


Geyer, Mrs. A., New York City 
Hussey, Mrs. Cyrus, Toledo 
Hanna, Miss Mary, Cadiz, O 
Johnson, Mrs, Evan, Chicago 
A. H., Chicago Kennedy, Miss Edna, St. Louis 
s. W. F., Boston Kennedy, Mrs. W., St. Louis 
Galveston, Texas Lent, Mrs. Charles A., New York City 
tobert, St. Louis Lockwood, Mrs. M., Buffalo 
Lillian, Atlanta Lutz, Mrs. George T., Indianapolis 
Ligonier Lee, Mrs. Harry S., Toledo 
George E., St. Louis Morgan, Mrs. H. L., Indianapolis 
A. E., Chicago Marshall, Mrs. Charles, Atlanta 
‘s. B., Baltimore Mell, Miss Louise, Atlanta 
rs. Henry, Baltimore Moore, Mrs. C. H., Rochester. 
E. B., Toledo Merckle, Mrs., Brooklyn. 


s. H. A., Akron, O 
Louis B., Toledo 
Mrs. Henry, Toledo 
Cc. S.. New York 


like the horse that used to win because he 


three-legged race was won by L. 
Horder against H. 


The return tr 
even rougher than the trip coming, yet 


p on the Brittanni: 


was a tired but happy “bunch” that 


in Toledo Friday night, well satisfied 


their day’s entertainment. 














Meyer, Mrs. Martin, Baltimors 


Power, Mrs. James A., 


Paris, Mrs. D 


Grand Rapids 
Holyoke, Mass 


Peabody, Mrs. Walter, Boston 


Patterson, Mrs 


Pendergast, Mrs 
Peck, Mrs. E. O., 
Palmet Mrs. W 


Rowe, Mrs. C 
togers, Mrs. H 


R. D., St. Louis 


Martin J... New Yo ( 
Cincinnati 
F., St. Louis 


Toledo 


W., New York Cit 


Shields, Mrs. Charles, Toledo 
Straus, Mrs. Hiram, Cleveland. 


sperry, Mrs. D 
Shaffer, Mrs. H 
Sell, Mrs. E. H 


S., St. Paul 


H., Chicago 
Columbus 


Tiedtke Mrs. Harry, Toledo 


Uhl, Mrs. Joseph F. L., 
2. H., Toledo 


Wade, Mrs. E 


Williamson, Mrs 


Toledo 


S. E., Brookly1 


Whiting, Mrs. DuMonte A., Buffa! 


Weis, Mrs. E. J., 


Toledo 


Watk Miss Lulu, Toledo 


Whittlesey, Mrs 


Wilson, Mrs. R 


Wolcott, Mrs. C 


H. E. FISHER OF THE CONKLIN PEN COMPANY PILOTS THE LADIES TO THE YACHT CLUB. 


R. D., Toledo 
B., Chicago 
E., Syracuss 



























Fountain Pen That Sells Itself 








@ The ONOTO is REPEATING— 

@ In May, John Wanamaker received his Introductory 
stock—$75 worth. 

@ Since then, Wanamaker has re-ordered 7 different 
times! 

@ Each of these 7 re-orders is the result 
of “DEMAND” !! 

| ASK YOURSELF what this means!!! 








+ 











mately $15,000.00!!! 





Albany Cleveland 
Buffalo Detroit 
Boston Denver 
Binghampton Indianapolis 
Chicago Kansas City 
Cincinnati Los Angeles 





@. All our advertising is YOUR 
advertising — working to help 
YOU sell the Onoto Fountain Pen 
to YOUR customers over YOUR 
counter—and to the customers of 
LOCAL COMPETITORS of yours 
who have not stocked the Onoto. 


¢. All you need to do is to stock the 
Onoto and then “link up” your 
store with our National and Territorial 
Advertising by means of the Store Ad- 
vertising Material and Co-operative 
Service which we furnish (absolutely 
free on request) to every Onoto 
dealer, in order that he can 
secure the maximum indi- 
vidual personal profit. 




















ONOTO 


The Campaign started in May. 
the leading monthly and weekly magazines of the United States, including: 


BULLETIN No. 4 


Over $100,000 is being invested in advertising during 1909 to advertise the ONOTO Fountain Pen, 


Large space has been, is being, or will soon be used in nearly 60 of 


Saturday Evening Post National Stationer World’s Work 
Collier's Literary Digest Outlook 

System Everybody’s Argosy 

Printers’ Ink Munsey’s Travel Magazine 
Office Appliances McClure’s Pacific Monthly 
Geyer’s Stationer Cosmopolitan Sunset 
American Stationer Hampton’s Red Book 
Inland Stationer American The Delineator 
Pacific Stationer Review of Reviews The Designer 


Ladies’ Home Journal 

New Idea Woman’s Magazine 

Woman’s Home Companion 

Butterick Fashion Quarterly 

Standard Fashion Quarterly 

New Idea Fashion Quarterly, etc. 

The 15 “Illustrated” Sunday 
Magazines 


etc., etc., etc. 


and the Onoto advertisements in the above magazines for May alone represented an investment approxi- 


Besides this heavy, steady Magazine advertising, large colored Bill Posters are being used on all Elevated 
Platforms and all Subway Stations in New York City. 


Large space is also being used (or soon will be) in the leading newspapers of ALL the pmincipal cities 
and towns of the U. S. including: 


Louisville Newark St. Louis 
Milwaukee Pittsburg San Francisco 
Minneapolis Portland, Ore. Seattle 

New Orleans Providence Toledo 
Philadelphia Reading Washington 
New York Rochester etc., etc. 


12 DISTINCT FEATURES 

(1) Fills and cleans itself in 5 seconds. 

(2) Cannot leak even when carried point down- 
ward. (3) Self-regulating ink flow. (4). Instan- 
taneous ink flow. (5) tinuous ink flow. (6) 
Even ink flow. (7) No glass dropper, rubber sack, 
pump or intricate anism. (8) 15 style nibs. 
(9) 4 sizes and prices, $2.50, $3, $4, $5. (10) All 
made of same kind and quality materials. (11) 

ill last a lifetime. (12) F guaranteed in 


every way. 

¢. No other fountain pen—at any price— 
has all the 12 Onoto features. Few 

have even ONE of them. 

Yet the Onoto Fountain Pen COSTS NO 
MORE than the old-fashioned, leaky, drop- 
per-filling styles or the new-fangled, imprac- 
tical rubbersack and pump-filling kinds that 
soon get out of order. And the 1909 Onoto 
Advertising Campaign is fast educating 
Fountain Pen users and prospective Foun- 
tain Pen buyers to get Pen-wise and get 
their money’s wo 


ONOTO PEN CO. 261 Broadway N. Y. C. 


Altogether, the 1909 Onoto Advertising Campaign will reach (and reach continuously) 
over 50,000,000 people, or PRACTICALLY EVERY POSSIBLE BUYER OF A HIGH- 
GRADE FOUNTAIN PEN IN AMERICA! 


qd i you have not yet stocked 
the Onoto—fill out, sign and 
mail the Coupon below at once— 
NOW —for full particulars, trade 
prices, introductory offers, etc. 
Remember, every day you delay 
you are losing profitable sales, and 
forcing your customers to go to your 
competitors. 
@ ONOTO FOUNTAIN PENS 
may be purchased direct from 
us by any responsible stationer, of 
from any recognized wholesaler. 


Address, Dept. O. A. 
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Special Announcement 


The “B & P” Kes 
Loose Leaf Devices and Supplies Catalesen aaa 
in August. 











Catalogue Ready 
in August. 








“Standard” Loose Leaf Ledger 
“Standard” Transfer 
“Empire” Loose Leaf Ledger 


Three Grades of Indexes 


‘Special’ Loose Leaf Ledger 
“Special” Transfer 


Temporary Holder 


Three Grades of Sheets 

“Empire” Automatic Solid 

“Empire” Automatic Change- 
able 

“Empire” Automatic Slotted 


“Empire” Snaplock Solid 
“Universal’’ Note Books 


“Empire” Endlock Sectional 
“Empire” Toplock Sectional 
“Empire” Screw Top Sectional 
“Empire” Screw Top Solid 
“Empire” Sheet Holders 





“Standard” Sheet Holders Cut shows our “Special” Ledger Outfit. 

‘“‘Standard’”’ Aluminum Holders Manufactured and Sold Exclusively “Standard” Note Books 

“Empire” Prong Binders To the inode “Empire” Note Books 

“Empire” Rodlock Prog Boorum & Pease Company “Standard” Punches 
Binders NEW YORK “Empire” Muslin Eyelets 


“B & P” Price Books “Standard” Loose Leaf Record Books “Empire” Loose Rings 


IT’S THE 


“WEARING QUALITY” 


THAT COUNTS IN THE 


GOLF PLAYING CARD 


Will wear longer and deal better at the 
end of their service than any other 





card made. ‘They are sold all over the 
civilized world. 











We are so closely allied to our Paper Mill that we may honestly say that we make our own 
paper, coat and finish our board, make our finished product all under our own direction. 
Every material and every process is carefully supervised and first class. 

We make a full line of all goods. Let us send you samples. 


THE AMERICAN PLAYING CARD COMPANY; 
Kalamazoo, Michigan 























EDNESDAY evening, July 
21, was the time of the 
moonlight ride given the 


visiting stationers and their ladies 
by the Conklin Pen Manufacturing 





balaa bdlett belelelel bel Tl epee 
bella haladnedashehaalasion!ocla alertnzden} 





Company. Several hundred people 
attended and thoroughly enjoyed the 
evening. The weather was _ ideal 
and the lake perfectly smooth. Many 
danced on the main deck of the 
steamer, while those who did not 
care to dance enjoyed wh mea 
of the lake on the upper decks or partici- 
pated in various diversions on the boat. 
On the return trip Sam. Ward organized 
a “lodge,” and all the prominent stationers 
who could be induced to do so’ were 
dragged to the platform and forced to 
“jine.” The joining was done in the main 
cabin, accompanied by the ‘strains of the 
piano. Harry J. Tyndale was an early 
member and helped with the initiation. 
Charley Stevens was nabbed as he was 
passing through the cabin, and brought 
to the platform. Then to the tune of John 














THE STEAMER “GREYHOUND.” 


“Hope he 


years 


Brown’s Body everybody sang, 
lives to be a hundred and then a few 
more.” Following this the iniatiate 
put through a few jig steps and permitted 
to get down. Uncle George Olney was 
put through the same initiatory process and 
He liked the lodge so 
one of its most en- 
Ward, of Boston, 
both being tall 
Stevens said 


was 


out-jigged them all. 

well that he became 
thusiastic rooters. Sam. 
and Kennedy, of St. Louis, 
and husky, did the initiating. 
that he didn’t know what he had joined, 
but it seemed to be all right. Everybody 











was delighted with the evening and 
with the hospitality of the Conklin 
Pen Company. 

OTHER ENTERTAINMENTS 

events .for the 
Mrs. Bell 


assisted by hér committee, in 


The program of 
ladies, as arranged by 
man, 
cluded an informal reception in the 
banquet hall of the Secor Monday 
afternoon, where the ladies of the 
Stationers’ Club met and welcomed 
the visiting ladies. 

On Tuesday at noon the Stationers’ Club 
boats in which the 
yacht club of Toledo, 


provided ladies were 


taken to the where 


a luncheon was served. After luncheon 
they enjoyed a trip up Maumee River 
Wednesday brought an automobile tour 


through the parks and residence section of 


Toledo, and a band concert in the main 
lobby of the Secor in the evening. 
On the following day the ladies were 


taken by special cars on an interesting trip 
through the historic Maumee 


ping at the Country Club. 


valley, 


stop 

















Bolles!—he deserved a 
Toledo during 


HAT man 

medal. Wherever in 

the national convention last month 
there was need of reinforcements, Bolles al 
ways went to'the front. Bolles is big and 
round and cherubic. He 
the personification of good cheer and hos- 
pitality. For a big man, he can cover more 
ground, run faster and do more stunts to 
keep people merry and good-natured than 
Did you go 


radiates. He is 


almost anybody we ever saw. 


to the golf game? Bolles was there. On 
the side trips to the beaches and clubs, 
Bolles was the life of the occasion. At 


Monroe it was Bolles who did a jolly man’s 
part, along with Billy Baxter and_ the 
Mayor of Pecan Gap, to keep things hum- 
ming. Bolles went on the trip to Put-in- 
Bay, keeping his spirits up and his break- 
fast down, and cheering up his less fortu- 
nate shipmates. Arrived at the Hotel Vic- 
tory, he plunged immediately into the thick 
of the fray. He participated in the sports, 
winning the fat men’s race over Henry 
Bainbridge, his nearest competitor, because 
his front elevation was two inches farther 
over the building line. Returning upon the 


Britannia to Toledo, in a rougher sea than 
it was Bolles who comforted the 
It is even reported that one of 


before, 
stricken. 


That Man Bolles 


the representatives of the press who forgot 


to bring his sea legs along, anchored him- 
self to Bolles and thereafter got along all 
right. 
¢ By 
unfortunates who didn’t go to the conven- 
tion will be asking, “Who is Bolles?” Well, 
THE Bolles of whom we speak—there are 
others of the same name, but none of the 
nature—is William Bolles of the Wil- 
liam Bolles Pen Company, Toledo. He 
makes good fountain pens—excellent foun- 


in fact, as an increasing number 


this time, perhaps, those benighted 


same 


tain 
of dealers and users are learning to their 


pens, 


delight. Furthermore, he is a farmer, for, 
in addition to the ground his factory covers, 
Mr. Bolles owns a satisfactory number of 
fat acres along the lake shore not far from 
Toledo and raises vegetables that del ight 
his friends and likewise his family. So, by 
this token, Bolles radiates something be- 
sides cheerfulness—he radiates garden truck 
on occasion; and when some poor, needy 
chap comes along, he finds that the radiant 
quality extends even to money. Taken all 
Bolles is a first-class, up and down, 
*Tis worth the trip 


in all, 
round about American. 
to meet him. 

To cap the climax of his endeavors at 


Toledo, Mr. Bolles entertained quite a num 
ber of the boys who attended the conven 
tion during the Saturday, Sunday and Mon 


day following that event. This special out 


ing party was given in honor of Uncle 
George Olney. Those who had the good 
fortune to go were conveyed in hay racks 


to the Bolles farm on the shores of Lake 


Erie, some eighteen miles from Toledo. It 
is needless to say that everybody had a 
thoroughly good time, for were not Wil 
liam Bolles and Uncle George along? What 


party could have a dull time in such com 
Everybody fished, boated and bathed 
Erie. Every- 
told 


pany? 
in the warm waters of Lake 
everybody 
everybody ate 


body sang songs; stories, 
some of them true; 
and ate of the good things produced at the 
farm and provided by the host until there 
was such an unbuttoning of vests and loos- 
as never was heard of 


‘ 


and ate 


ening of belt buckles 


before, for in the days of Lucullus ban 
queters could recline while they ate, with- 
out the hampering restrictions of waist- 
bands. 

Not only “Billy” Bolles’ guests, but all 
those who came in contact with his per- 
sonality, are indebted to him. He makes 


the world better by being in it. 
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~ <aei ABSOLUTE SECURITY 


For Two Dollars and fifty cents ($2.50), we will furnish a patented 
‘*Pin Tumbler’’ Lock, as illustrated below, that will give absolute se- 
curity to the sheets. Every Lock is constructed differently. Each Lock 
has two keys and cannot be operated with any other key. The same 
key that locks and unlocks the Ledger also expands and contracts it. 
The keys are made of German silver and are sufficiently strong to bind 
the sheets rigidly and withstand the greatest possible pressure that can 
be exerted with the thumb and finger. Each Lock has a different num- 
ber and the two keys belonging to it are numbered to correspond. If 
a Key should be lost, we will furnish a duplicate. We guarantee that 
this Lock will furnish as much security and protection as any other 
Lock made. Can furnish any number of Keys for one Lock or any 
number of Locks for one Key, on special orders. The mechanical con- 
struction of this Lock is an absolute guarantee that it cannot be picked 
and that the Key cannot be duplicated except by an expert having the 
original in his possession. 


This Lock is one of the “PIN TUMBLER” variety which is the 
highest type of Lock known to modern lock manufacturers. It has a 
special grooved Key, peculiar to this particular Lock, not manufactured 
or used on any other lock in existence. The mechanism of this Lock is 
so finely arranged that the variation of a one-thousandth part of an inch 
of any of the cuts in the special Key would prevent the Key from operating the Lock. The fact that we can furnish this Lock in 
100,000 different styles of Keys is a guarantee that nothing better or more secure could be found. 

This Lock is securely attached to the inside of the ledger back, out ot sight and out of reach and beneath the back edge of 
sheets, and actually adds strength to the mechanism 

Remember, the same Key that unlocks the Ledger also operates the controlling screw rod which expands and contracts the 
mechanism. There is only one Key required. There is no other key in existence that will unlock your Ledger. No person can 
remove or insert sheets without this particular Key in his possession 

These Locks will be fitted to the MONARCH and QUEEN Ledgers when so ordered, at an extra cost of $2.50. 

Unless otherwise specified, two Keys will be furnished with each lock 

MONARCH and QUEEN Ledgers are the recognized Leaders on the Market 


CHICAGO BINDER & FILE CO., 133-139 South Clinton St., CHICAGO, Ill. 





























MONARCH PASTE HOLDS 




















Trade for the Dealer == Materials for the User 


Your trade is held successfully be- | ()!d Retiable Ry The Monarch pastes, glues and 
SS mucilage possess that tenacious stick- 
ing power which makes them at once a 
strength, economy, readi- boon to the user, and a ; 
ness. Keeps perfectly in re-order bringer for the 
all climates. ae dealer who handles them. 
They fill the bill completely. 


MONARCH PRODUCTS INCLUDE 


A Complete Line of 


Pastes, Gums, Mucilage, Inks of All Kinds, Liquid and Solid Flexible 
Glues, Dry Glues, Envelope Gums, Printers’ Make-Ready Paste, Etc. 


cause here is a product that possesses 
all the good qualities—clearness, 








r special requirements. 


Special Attention is given to the manufacture of gums and glues fo L 
Write us 


We have on hand or can prepare formulas for any and every possible gum or paste. 
in full regarding your needs. 


There is a good profit in Monarch Brands for the dealer. At the same time they possess 
an inherent quality that makes them indispensable. Write for complete information. 


THE MONARCH GLUE CO., 125 E. 2d St., Cincinnati, Os 



































As usual, Polly-water for some and gin 
ger ale for others 
* * Y 


Enraptured they sat on the upper deck, 
Their souls a-tune to the music below; 
He felt on his face the cool breezes blow, 
And was drawing her coat about her neck. 
His being thrilled—on his cheek was a 
flush; 
Who knows the words he might have said? 
Broken the spell! Oh! Were it only Bill 
Smith’s head! 
Bill arriving that 
“Tush! Tush! 
This talk of two living as cheaply as one, 
Is all in your eye.” Cupid left on a run. 
a” * * 


moment, exclaimed: 


We have met the enemy and we are 
theirs. Two schooners, two pretzels, etc., 


etc. 
* * * 


Samuel Ward of Boston will have to give 
his reasons to the next Convention for re 
maining in Toledo on Friday when all of 
the delegates and visitors who knew him 
went to Put-In Bay. The excuse was of 
fered that Mr. Ward missed the boat 
Mayor Logan is inclined to question it. 

+. * * 

The stentorian voice of Sergeant-at 
Arms Harry Brooks awed the new dele 
gates and hushed the hum in the hallways. 

” * * 

Sam Mayer, the droll, 
pearance of the boat on the 
from Put-In Bay as “a rummage 
clam chowder.” 


described the ap 
return trip 
sale of 


* * * 


Fred Rockett of the Hargeaves Ptg. Co.. 
Dallas, Texas, still holds the honors as 
the red-haired delegate and the youngest 
buyer in the State of Texas. 

7 * * 

There is a tide in the affairs of men 
which, ‘taken at the flood, leads on to—a 
dark brown taste and vain regrets. 

os . * 

Among the dulcet strains that floated up 
ward from the lower regions of the hotel 
where sung “the choir invisible” were notes 
of voices that sounded strangely like the 
blending of Charlie Meilink’s bass and Joe 
Hildreth’s tenor. 

Z * . +. 

S. S. Barrett of Barrett Bindery Co., 
made but little noise but his magnetic in 
fluence stimulated many of the boys to let 
their light shine more and more resplen 
dent. 

* 7 * 
Fountain pen men’s lives remind us 
That we've traded dip for squirt: 
Used to blacken up our fingers, 
Now the ink mark’s on our shirt 
* * 7. 

A certain stationer and manufacturer 
who walked eight miles around the golf 
course on the hottest day we had, kicks like 
a steer when his wife asks him to go to 
the corner grocery for the morning mack 
erel. 


~ * * 
The. low balls that attended the Put-In 
Bay Celebration September 10th, 1813. 


were changed to high balls July the 22d, 


1909 


fe és . * + * 
Now: all together! Tune, Auld Lang 
Syne. 


On the Side 


Toledo’s the place, 
Ohio’s the State, 
The stationers they are here 
09’s the year, 
We've had a time, 
For Auld Lang Syne let’s cheer! 


Written impromptu by Charlie Meilink 
under the inspiration of the moment as the 
opening song for the occasion. Meilink, 
by the way, is a true-born impromptu song 
writer. 

* “ x 


Charles P. Garvin, who represents the 
F. S. Webster Co. in Texas, brought Pecan 
Gap, a mythical Texas town, to the front 
at the Convention. Ably assisted by fred 
Rocket of Galveston and some of the other 
Southwesterners, Garvin kept Pecan Gap 





CHARLEY GARVIN, THE MAYOR OF 
PECAN GAP. 


ever at the front. When telegraphic dis- 
patches told of the storm of Galveston and 
vicinity, the Pecan Gapers posted bulletins 
in the hotel informing the company that 
no harm was done at the Gap. On the 
outing the glories of Pecan Gap were sung. 
When the baseball fans returned from the 
games they were regaled with stories of 
the batting average of the Gap Nine. When 
the banquet was being served Thursday 
night the first of the improvised yells was 
“Next Convention Pecan Gap.” 

The Gap came up for remarks from sev- 
eral of the speakers. It was a good stunt 
and helped to keep the good humor at 
fever heat. 


W. A. Pollock of Crane Bros. is nm 
the youngest nor oldest stationery traveling 
man. Pollock comes at that in-betwee 
point—that happy medium through wl 
he fits so easily into all conditions. P 
lock Was as young as the youngest at 7 
ledo. Wherever he was there was sun 
shine. Pollock paradoxically is both 
wool” and “all linen.” 

*~ * ~ 


Hallenbeck, Pratt and Mel: 
tosh of the Onoto Pen Co. had many a 
hotly-contested pool game between ses 
sions. When last seen Hallenbeck was 
looking for an adding machine to total the 
number of games he paid for. 

* * * 


Rodway, 


At the Cenvention, as at other places 
good example accomplishes more than a 
well-delivered sermon. 

* ~ ™* 


No man carries himself with more dig 
nity at these good times than Hemingv 
of Byron, Weston Co., yet none has a m 
genial personality or contributes moré 
the glad doings 

x * * 

And Charlie Wadham—was he ther 
glorious in his Chesterfield-ian deportm: 
He was. 

* * * 

When was suggested that his 
be put in the Parthenon, Cato repli 
“Would it not be better that they ask 
‘Where is Cato’s statue?’” Oh, you Bi 
Christopher! 


a 1 * 
When Arthur Jackson saw the light 
house at the cove upon the return fron 
Put-In Bay, he declared it to be the most 
magnificent architecture he ever saw, pu 
ting the capitol at Washington to sham: 
After a few minutes’ ride in the quiet 
waters, he realized that it was but 
story brick tower. 
e 2s 
While most of the other 
board the City of Straits were 


passengers 
j wondering 
if the bottom would drop out, A. H. Childs 
was taken to task by the captain for clin 
ing the flag staff just to get more of it 
* * * 

Morey of Seattle, Opie of Tacoma 
Waltz of Spokane brought an atmosphere 
of Puget Sound that stimulated the languid 
and fired the ardor of the most enthusiast! 

* * * 

Dan Paris of The Hampshire Paper ( 
will in the near future purchase a fine m«¢ 
morial monument from Sears-Roebuck and 
erect it to the memory of the first man t 
establish railroads. Dan’s decision to do 
so came immediately upon landing after the 


Put-In Bav trip. 
* * * 
In that embarrassing pause when th: 
business was finished and the delegates 
were moving uneasily, A. N. Ritz would 


relieve the tension by a motion to adjourn 
* * * 


Every man, woman and child was a Bell 
man rooter 
+ * * 

Walter Furlong came in at the last min 
ute and received the glad hand all around 
* * * 

Charles Stevens’ “hant,” the “fifteen dol 

lars,’ was there to dog his footsteps 
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Two Good Loose Leaf Devices 
for the Progressive Stationer 


T= MILLER Automatic Typewriter Record 





“= MILLER Rod Style Typewriter Record 


The only record binders of recognized efficiency and merit. Known 


and used in many County and Public Offices. 

The only records that have stood the test of actual continuous use and 
meet the requirements for security and service. 

Exclusive Territory Contracts will be made with a limited number of 


manufacturers controlling this class of trade. 





Send for Catalog and Proposition 
Address nearest factory 


STATIONERS LOOSE LEAF SUPPLY CO. 


‘*“Sells to the Trade only”’ 


342 Broadway, Milwaukee, Wis. 203 Broadway, New York City 
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Will you ever forget the day at Monroe? 


* * * 


Samuel Ward leading the “Old Kentucky 


Home” chorus in front of the monument 
to the Heroes of Rasin River at Monroe 
made you glad you were there 

* * * 
Toledo—but, Weis 


We like Oh, 


Brothers! 


you 


* * * 


When Dorsey of Dallas was announced 


as the Father of the National Catalogue 
movement, the cheers made the windows 
rattle. 
* + * 
Uncle George Olney of the Irving-Pitt 
Co. forever! 
* - ¥ 
Leonard Baer, the “Cub” from Canton 
with characteristic “Baers” enterprise took 
awa’ a note book full of entries. Live 
ones! those “Baers.” - 
* > 
Hail Pecan Gap! Venus of the Lone 
star cities! Immortal in Association an 
nals—whose brow would Proctor Knott 


have adorned with a diadem of eloquence 
Pecan Gap, springing from the mind of he: 
creator—Charley Garvin—even as Minerva 
came full panoplied from the brain of Jov: 
—whose praises sung by Garvin, Rocket, 
et al, resounded through the banquet hall 
until they rose and fell and rose again even 
as the mighty waters of Lake Erie as they 
washed the bottom of the good ship Brit 


tania 
* * * 


Thanks to H. W. Hunter, the delegates 
and visitors had a Bushnell Paperoid En 
velope in which to carry the home cards 
and memos 


An innovation in the distribution of 
souvenirs was made at the Toledo Con 
vention The various articles were gath 
ered together and tied in parcels which 
were furnished to the delegates on Thurs 
day upon presentation of a coupon from 


the regular book issued when the dues 
the entertainment fund were paid at regis 
tration. This 
former method of 


hitherto 


an improvement 


the 


was upon 


the handling souve 
handed 


the 


nirs which have been 


between meetings and at bat 


The 


around 


quet souvenirs were as follows 





PAUL DIVVER, F. <A. 
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CHARLEY MEILINK IN THE WEBERFIELD HEADGEAR, 
LEADS THE PROHIBITIONISTS TO THE PHOTOGRAPHER. 


MUCH 


Stacey of the 


IN EVIDENCE, 


Tatum 


Co. 


spread 


glad 


someness about the hotel corridor and con 


\ 


1! 


ention room. 


7 
If you didn’t 
’rinting Machine 
iteresting. 


see 


* 


* 


* 


Dunning 


you 


a 


* 


gros.’ 
missed 


Penei 


something 


Every time Mayhew drew a good cante- 





The Souvenirs 


Eberhard Faber, 


Library Edition” 


New 


box 


containing 


York, a handsom« 
an as 


sortment of pencils, pen-holders, pens, eras 


« 


rs, etc. 


W. C. Horn & 


card albums. 


Eaton, Crane & Pike Co., 


Bros.. 


of paper and envelopes. 


Southworth Co., 


a 


leather-bound 


post 


beautiful box 


leather-bound 


books 

Byron-Weston Co., rolling blotte 
1 blotting stone 

United States Playing Card ( 


INC. 


1 





meni 


m ide 





MITTAG, BERT ALLEN. MEL. MUNDELL AND GEORGE E. DYSON, 
ALL OF MITTAG & VOLGER, 


WHOSE GLAD HAND WAS 


took it 


lope at breakfast, he upstairs 
duplicated it on the new machine 
+ * * 
Positively last appearance of W. H. H 
kins? 
+ kK . 
Gus Meyer was the Adonis of the | 
vention but Jim Lacey is still the Ap 


Belvedere 


packs of playing cards in special case 
The toe, 6 


Macey 
publication ‘Furniture,” 


subscription to the 
an interesting 


magazine published at Grand Rapids 


Worcester Wire Works, Canton, O 
miniature wire waste basket 
Toledo Stationers’ Club, a book of p 


cards entitled Toledo J hrough a Came 


C. S. & R. B. Co., small aluminum holder 
containing memo sheets 

Weis Mfg. Co., Monroe, Mich., b« 
lustrated post cards of Monroe Ml 
and genuine Indian arrow-heads 
to the badg furnished to the visit 
their ta 

Onoto | ( Onoto Selt-filling 

un Pe 

I W ‘icIntosh Co., Chicago 
whistles with which all of the delegates 
“blew themselves.” 

R. S. Bauer of Lynn, Mass., made 
self popular with the ladies through 
presentation of a hundred boxes of candy 
which he brought from Massachusetts ! 


Bauer presented each of the ladies of the 


convention with a box of candy last yé« 
One of the ladies at Toledo was heard 
remark, “Isn't he just the best man!’ 


On to New York! 
ness Show ever held will be held at Madison 
Square Sept. 25 to Oct. 2, 1909 
Space reservations are being taken rapidly 


Biggest and best Busi 


Garden 
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AUVENTEO SEPT ADR t 
TRAOL PIAA 
COPVAIGATEO JAN £8.-9% 


These envelopes are composed of fine 60-1b. Manilla 
paper, reinforced by two separate pieces of pulp 
board, one on each side. The cut represents the 
envelope open with photograph laid in. Fold over 
back marked B and seal with gummed flaps A. 


Cab. Size 4 1-2x7 inches $10.00 per M. $1.00 per 100 


No. 2. 5 3-4x7 3-4 15.00 “ 1.50 sp 
No. 3. 6x8 1-2 25.00 “ 2.50 - 
No. 4. 8 3-4x10 3-4 35.00 “ 3.50 Be 
No. 5. 6x10 1-2 25.00 “ aoe ™ 
No. 6. 8 1-2x11 1-2 35.00 “ 3.50 “ 
No. 7. 8 1-4x13 35.00 “ 3.50 si 
Special size 7x9 1-2 25.00 ‘“ 2.50 a 


























fj LAVETTE’S 
Patent 
PHOTO 
MAILING 
ENVELOPES 
dozen Nal 4 «7inches «2 for§cts 
» « 92 Sah. - 
* «3 6xBh~- - 


© = 4 Bch ~ - 
Speew! 7x 9%. - 


















OPEN 


Price to retailers per box containing 60 envelopes, 
$1.82. Your profit, $1.78 per box. 
FOR SALE BY ALL JOBBERS. 


H. C. LAVETTE 


Manufacturer 


214-216 So. Clinton Street, CHICAGO 
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BUSINESS WINNERS 


as Advertising Novelties 


for the manufacturer and dealer, IT 
WILL PAY YOU TO READ THIS 
ADVERTISEMENT CAREFULLY. 
These are real business producers. If 
you don’t want them for advertising 
your own business, let us quote ‘you 
prices on quantities for retailing. 


Advertising Specialties 


The Clock illustrated, herewith, is a 
really high class article which you may 
take a pride in presenting to anyone. 
These beautiful and reliable clocks, good 
for 20 years, with your name or business 
card imprint make a lasting and paying 
advertisement. We supply these clocks , 
in almost all styles, including mission, 
oak and leather clocks. We have them 
for advertising purposes at all prices 
from 75c to $3.50. 


THE AUTOMATIC TELEPHONE CARD INDEX 


is a valuable and helpful adjunct to the telephone, and is a great time saver. The chief feature of this 
novelty is that the names remain hidden, excepting when in actual use. It contains space to insert 200 
names and telephone numbers, alphabetically arranged on heavy white cards ina strong aluminum case 
with a very durable spring 


Sample mailed on receipt of 50 cents. 


When sold in quantit 1es as an advertising spec ialty, we will print the advertisement of the firm distributing 
them, on the face of the index, thus making a constantly used and permanent means of keeping the pur- 














Sample of this Clock mailed for $1.75. 











chaser’s name before his customers. This is a big business getter and can be used by any business man. 
SSRs ee boesesae: poseseces lad ent” tie se 
= 4 le .. * ba 























The specialty shown in the second cut is the 


Aluminum Ruler Check Punch 


a handy desk tool. It serves the purpose of ruler, straight edge for tearing ‘paper, 
and check protector. It is made of aluminum, and when bought for an advertising 
specialty, the name of the firm giving it away can be embossed on the metal. It 
may also be carried regularly in stock, and is bound to bring results. 

Sample mailed on receipt of 35 cents. 





The third money maker is the 


Expansive File 


This consists of a series of envelope 
compartments attached to an ex- 
pansive back, and bound with cloth 
over boards, or in plain substantial 
boards. It is used for filing Notes, 
Bills Payable, Bills Receivable, Re- 
ceipts, Insurance Papers, Mortgages, 
and other documents. The value of 
this specialty to the dealer is that it 
hasa UNIVERSAL use. The busi- 
ness man, storekeeper, householder, 
professional man, or ‘‘Lady of the 
House”’ will find equally good use for 
it, and, strange to say, very rarely 
has one. It is pretty safe to say 
that what everybody wants and can 
use, and yet practically nobody has, 
will prove at leasta GOOD SELLER 
As an advertising specialty it is un- i : 
excelled. The name of the firm distributing them will be printed on them free of charge 


Sample, by mail, cloth bound, 35 cents; plain boards, 25 cents. 
LIBERAL PRICES TO THE DEALER 


GEE Don’t fail to write at once for particulars of our full and varied lines of 
advertising specialties. They will bring you business. 
Inquiries for samples out of U. S. must include foreign postage. 
1524 MASONIC TEMPLE 


Acme Advertising Co., coHICAGoo 
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F there had been no other entertainment, 
convention golfers would still be under 
Toledo stationers and 


obligation to the 


E. M. Alexander, secretary of the Conklin 
Pen Company, for, the courtesies of the In- 
verness club house and course put at the 


visitors’ disposal during the week 
the Thursday play for trophies 


mid week games between some 


Beside 
there were 
of the delegates and local players, one of the 
latter being Mayor Brand Whitlock. 

The convention 
handicap medal score event, 
Thursday afternoon, the trophies being fur- 


contest, a 
played 


special par 


was 


nished by the Toledo Stationers’ Club. The 
pairings were as follows: 
1. Eberhard Faber, E. Faber & Co., New 


York, N. Y.; the Brooks Com- 
pany, Cleveland, 
2. D. S. Sperry, 
Company, St. Paul, Minn.; C. K 
Z. & W. M. Crane, Dalton, Mass 
3. W. W. Worcester, Worcester Wire 


Novelty Ohio; Evan 


W. S. Gilkey, 
Ohio 

& Sperry 
Wadham, 


Brown, Treacy 


and 


Company, Canton, 





ander, the Conklin Pen Company, 
Ohio; W. S. Stafford, S. S. Stafford, Inc.. 
New York, N. Y. 

6. J. Irving Crane, Charles A. Stratton 
Company, New York, N. Y.; W. H. Hop- 
kins, Globe-Wernicke Company, Cincinnati, 
Ohio 

7. F. W. McIntosh, Onoto Pen Company, 


Chicago, 


Ing 





The Golf Game. 


The Story of an Interesting Event. 





Toledo, 


Bolles Self Fill- 
Ohio. 


W. W. Bolles, 
Toledo, 


[ll.; 


Pen Company, 
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Johnson, Office Ap 
pliances, Chicago, 
Il. @ Stafford played 
4. O. F. Ramsay , a remarkabk game, 
er, City Book Store n at never having pl 
Lima, Ohio; F. B | J! the course ind 
Towne, National 4 working under th 
Blank Book Com Ul j further dis 
pany, Holyoke, © / tages ot strange 
. . ] and tr t 
Mass. nana iz, clubs and 
PONOERING OfE a >" ta. ° +] 
5. E. M Alex- WHEN NE FINOS > sien He was th 
|. 74a @uNKEA Gotl€S SOAKS THE Tee sole scratch mat 
Tat A stiff west wind 
‘ affected the scores of some of the players, 
A > 
O id but the afternoon was voted a great suc 
\ has 4 7 ‘ess and one of the banner days of th 
— j IOs ty oa : f ; . z ; 
-Oy aa i) UN! QO week. As an expression of their appré 
‘ — at ~ ciation of Mr. Alexander’s courtesies and 
) ‘ 
—_ * that he might have a memento of a day 
~~ My : " 1 
- \ which his guests would remember so pleas 
© Ni Y y antly, the players presented him with a sil 
" Eg ver loving cup. 
iy C/N TOSHM 
Ya PLAyva THE re >ce jc reache , e —T 1e. 
segmented Yat _—_, j Inverness is reached by street car on 
Ovas THE BRASSie PAPER SAPENSS TOS Ces half hour ride from the city. A commodious 
club house, splendidly appointed, is but a 
In his 87 W. H. Hopkins broke all his few steps away from the little station. Th 














previous records at the Cincinnati Country 


Club. Some of the other players were not 
so fortunate. 
The hottest individual contest was be- 


tween Bolles and McIntosh, the latter com- 
ing off the winner. It was suspected, how- 
ever, that Bolles held back his play out of 
courtesy to the visitor, although he strenu- 
ously ne it. 

W. S. Stafford made the best score, 
ing in an 85, which is but 3 over bogey. 


bring- 


Mr. 


course lies off to the south and east, and at 
consists of but nine holes; a 


added, however, 


is a delight, 


present new 


nine is being 
The course the topography 


being sufficiently rolling to make interesting 


play without undue penalties for lack of 
skill. The fair greens reach off across a 
wide ravine with well trimmed grass bot 


toms, up to level stretches, through “Sleepy 
the third, across a brook 
fine mental hazard for 


Hollow,” which 


furnishes a several 
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@ Dead, slow-moving stock lies heavy 
on the stomach of any business. The 
secret of health is to keep nothing but 
the most salable goods. 


@ For years Webster’s MULTIKOPY 
Carbon Paper and Star Typewriter 
Ribbons have been the best sellers. 


@ This year they will be more in de- 
mand—very much more—than ever be- 


fore, 
@ They are a sure cure for business 
dyspepsia. | 


@ There is money for every dealer in 
our 1909-10 plans. Write for them. 














WEBS 
THEWEBSTeR. F. S. Webster Company * : me 


396 Broadway 211 Madison St. 408 Walnut Street 


CAR BON PAPERS Pittsburg London 
432 Diamond St 67 King William St. Rue Saulnier 10 
Berlin, Friedrichstr 60 


How a Business 
Gets Dyspepsia 
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holes, up to the corner of a wood, where a 
fine cup of water is to be had from the well 
among the trees, then descends to trail for 
some distance in the ravine before reaching 
the higher level of the eighth and ninth 
holes. 
Prizes were awarded as follows: 
Gross Handi Net 
Score. cap. Score 
First, sterling silver loving 
cup, W. H. Hopkins.... 87 1] 76 


Weis Manufacturing Company Entertains. 





© feature of the week was more 

heartily enjoyed by those in attend 

ance at the Toledo convention than 
the trip to Monroe, Mich., given on Monday 
afternoon by the Weis Manufacturing Com 
pany of that place. Monroe is about mid 
way between Toledo and Detroit and was 
reached by interurban trolley, the trip re 
quiring about an hour and a half each way 
At the conclusion of the day’s entertain 
ment, many stationers were heard to say 
that never had they attended such an en 
joyable and satisfactory affair of the kind, 
and their praise of the “Six Weis Men” was 
unstinted. 

Two special cars, gaily decorated, bear- 
ing Mayor Jacob Martin, ex-Mayor Boyez 
Dansard, ex-Mayor Ed. G. J. Lauer, ex 
County Clerk Eugene Betz, Capt. I. S. Har 
rington and conscripts from the press, wer« 
met by “Dick” Delisle, traffic manager, and 
Tony Leon’s band; arrived at the Hotel 
Secor at 12 o’clock and took the party of 
175 ladies and gentlemen aboard 

In the party were representatives from 
every part of the country, north, south, east 
and west. The first car, with the band, was 














OTTO T. WEIS, SECY. 
AND TREAS.., 
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Second, six White Dia- 
mond golf balls, E. Faber 90 
Third, four White Daia- 
mond golf balls, W. S 
SS errr ee 
Fourth, four Haskell Whiz 
golf balls, D. S. Sperry.101 
Fifth, two White Diamond 
golf balls, W. S. Gilkey. 101 
Sixes, two Haskell Whiz 
golf balls, F. B. Towne.105 


10 


13 


84 


Well Known Manufacturers Provide One of 
the Most Successful Outings cf the 


Entire Convention. 


of course the liveliest for the lads with the 


singing ._propensities.naturally followed the 

















ANDREW L. WEIS, PRESIDENT AND GEN’L 
MANAG 


ER. 


band. Most of the musical and other merri- 


ment originated with the “three 
Charles P. Garvin, of F. S. Webster Co., 
New York. 


Dallas, Tex.; “Billy” Baxter, of 





graces,” 





THE GENTLEMEN WALKED TO THE FACTORY. 





Prizes for lowest gross scores for the 
same eighteen holes 


First, six Glory Dimple golf balls, W. S 


Peer: Ale 85 
Second, four Glory Dimple golf balls, W 

i. Mepkina.. «sss eases Bi 87 
Third, four Haskell Whiz golf balls, | 

oe eee ee 90 
Fourth, two Haskell Whiz golf balls, J 

Irving Crane Carre 100 








and a third jolly gentleman, all thre . 
varying pounds and stature, but equally 
matched in pneumatic power. “Uncle Sai 
Cooper, of Pittsburg, who looks like a « 
posite of Uncle Sam and “Daddy” Boyn 
ton, of Port Huron, helped to keep things 
lively on the trip. 

The Entertainment at Monrce. 


The party arrived at Monroe at 1:30 and 





disembarked at Memorial place. Here they 
viewed the Kentucky monument and, after 
reading the inscription and learning som: 
details of the Raisin Massacre, they with 
one accord bared their heads and, accompa 
nied by the band, sang “My Old Kentucky 
Home.” 

From the monument the guests marched, 
headed by the band, to the Weis Manufac 
turing Company’s plant, the ladies being 


conveyed in carriages. At the factory each 





guest was introduced to Weis brothers and 


in the office each was presented with pa 
kets containing souvenir post cards of Mon 
roe and a folder having on one side a brief / 


historical sketch of the city and on the oth 
cr a birdseye view of the Weis plant and 


the portraits of the members of the rm 





























FRANK N. WEIS, 
VICE-PRES. 
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The Best that 
Can Be Made. 











Quality and Simplicity 


ARE THE STRONGEST CHARACTERISTICS OF 


Other methods of writing have outlived their usefulness. In keeping 
abreast of the times the users of this pen find the greatest satisfaction in 
its efficiency. Made in the largest and best equipped fountain pen plant in 
the world, from the best raw materials that money can buy. The uncom- 
mon existence of simplicity obtains not only accuracy but durability. 
This pen and ink provide the tried and successful materials for all writ- 


ing purposes. 
The styles are standard (Illustrated), Safety and Self-Filling. There are 366 patterns 
and sizes—34 varieties of pen points in each size—Retail prices $2.50 and upwards. 


Write for Complete Catalogue and Selling Suggestions 


SBR Sertiirmnanrlo, 173 OFromdivery WY, 


1 Karnthnerstrasse 9, Vienna 

San Antonio 74, Santiago, Chile 

156 Calle Suipacha, Buenos Ayres 

14 Nihonbashi Tori Sanchome, Tokio 
San Juan de Letran No. 7, Mexico 


8 School St., Boston 19 Gcifien Lens. Denton 

209 State St., Chicago _ 6 Rue de Hanovre, Paris 

734 Market St., San Francisco Vis Bossi & Milen 

961 Broadway, Oakland, Cal. Bracerittanse Mo. 6. Deadlies 
136 St. James St., Montreal _ « geragl eet Site 
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Each guest was also presented. with a hand 
some badge with blue ribbons, suitably in 
scribed and attached to genuine arrowheads 
The party was taken through the factory 


and shown every machine in operation. The 


extent of the plant, its neatnegs and cleanli 


ness, and the perfect system and organiza 





YACHT “OFFICE APPLIANCES” CROSSING 
THE LINE AND WINNING CUP. 


tion brought forth comments of admiration 
from all sides. In the factory “stickless”’ 
lemonade was served in generous portions 
The plant was lavishly decorated with flags 
and bunting on the outside and similar dec 
orations and flowers and plants inside 
Leaving the factory the delegation went to 
the city, where their cars awaited them for 
a trip to the Piers 

The first number on the schedule of en 

















WILLIAM C. WEIS, SUPT. MACHINERY. 
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ON THE HOTEL VERANDA. 


tertainment was a fish, frog and chicken 


dinner. There were about 125 head at the 
first sitting and about 50 at the second, 
about 50 more than had been expected, but 
everybody was given ample portions of the 
delicious food, which was served with 























EDWARD J. WEIS, GEN’L EASTERN AND 
SOUTHERN REPRESENTATIVE. 


praiseworthy promptness. Time being short, 
the addresses were made during the prog 
ress of the banquet and were limited to but 


‘Ww minutes 


The Speeches. 
Mr. Samuel Ward, of the Samuel Ward 
Co., Boston, Mass., instead of invoking the 



































HARRY C. WEIS, CORRESPONDENCE AND 
ORDERS. 


blessing in the customary way, asked 
stand and heartily join in the Lord’s prayet 
which was done. 

A. L. Weis, on behalf of the comp 
thanked the guests for the visit to the 
and expressed a desire that all would « 


to Monroe again when more time could be 


given to viewing the city as well 
factory. In the course of his spee« 
Weis said that some had been inclin 


question the expediency of taking 1 





THE CUP. 


guests away from her for a day, but 
smilingly Ided, it could not in 
make any difference, because Monri 
pected soon to reach out and annex Det 
which would be North Monroe and 1 
which would be South Monroe 

As the first course was being 
Mayor Martin made his address of ws 
on behalf of the city of Monroe, and 








BUT THE LADIES RODE. 
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600 


one in each 
\city or town 


are making money selling 


MOORE’S 
MODERN 
METHODS 


Loose Leaf Ledgers 
and Supplies 








Our Binders and 
Record Sheets are 
patented; every 
customer you sell 
must keep buying 
his supplies from 


If your territory has 
not been taken write 
us at once and our 


nearest factory sales- 
man will call on you. 








JOHN C. MOORE 
CORPORATION 


581 Stone Street 
ROCHESTER, N. Y. 


OFFICE APPLIANCES 165 





a 


WOT AFFECTED BY 
PX MOSPRERIC MOS TORE 5 
ALA. COLOUS. K 


oo 





is Stamp Pad Perfection 


POR a quarter of a century the Volger Excelsior 
Pad has been in general use throughout the 
entire world. It is admitted to be the most dur- 
able ‘‘Self-Supplying’”’ stamp pad made, due to 
the superior materials used and the care bestowed 
on every detail of its manufacture. But one fault 
manifested itself, namely, the tendency to absorb an excessive 
amount of moisture during spells of rainy or humid weather. 
The natural tendency of glycerine being to attract atmospheric 
moisture. How to regulate this tendency has proved a most 
difficult problem, and required years of study to solve. We 
have succeeded and now offer “Volger’s New Departure Quick 
Drying Pads and Inks.”’ These stand in a class by themselves. 
New Departure Pads are not affected by atmospheric moisture. 
Impressions dry instantly the very moment the stamp is lifted 
and penetrates the paper or material stamped. No offsetting, 
will not smut nor blurr. Made in five sizes and six different 
colors. These pads require occasional applications of Volger’s 
Quick Drying Ink, which is put up in convenient and handy 
small cans commercially known as Volger’s Combined Ink and 
Distributer Cans. The Ink is guaranteed not to injure Rubber 
Stamps. These cans have spring metal bottoms—a slight pres- 
sure forces out the required amount of ink, which is rubbed in by 
pressing and, passing the rubber distributer over the pad. Soiling 


of the hands is absolutely avoidable. 






















@ New Departure Pads and Inks are meeting with public favor 
and up-to-date dealers should take notice. 


@ Prices and 


mailed to dealers on request. 


free 





samples 












B. G. Volger Mfg. 
Company 
PASSAIC, NEW JERSEY 
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Member of THE NATIONAL 
CIATION of STATIONERS and 
MANUFACTURERS, U.S. A. 
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Made on honor for fifteen years—an experience 
which enables us to produce the best. 


Filing Devices, Desks, Lockers, Etc. 
High grade bank, government and corporation 
contract work a specialty. Furniture built to 
meet all requirements. 

Responsible agents solicited in open territory. 
. Write to-day for our proposition. It will enable 


FOUR. ,DRAWE ER VERTICAL you to handle the best office equipment bids in 
your territory. Let us hear from you at once. 


' we VAN DORN IRON WORKS COMPANY 
—_—— 





TRUE AS STEEL 


and VAN DORN CAN MAKE 








CLEVELAND, OHIO, U. S. A. 
E d C d Social and 
ngrave arGQs Business 
Our new trade price list showing 78 different styles is ready for the trade. 
The American Embossing Co., Buffalo, N Y. 











QUICK WORK 









NO MORE 


staying till six o’clock to help get out 
the mail; 


water-splattered clothes; 


soiled envelopes, stuck together with 
water trickling down from under 
the flap; 


gum-smeared fingers or danger from 
cutting the tongue; 
of that sickish-sweet, nauseating taste 


_ of dirty mucilage. 
The Maltby Sanitary Envelope Moistener and Sealer 


is by far the quickest, neatest and cleanest device on the market today for disposing 
of the mail at a minimum of time, effort, annoyance and expense. 


OFFICE APPLIANCE DEALERS: YOU CAN INCREASE YOUR PROFITS AT ONCE 
by handling this quick selling little specialty. It retails for only $1.25 and carries a 
90% profit for the dealer. Here's something you can turn into money the very first day 
you have it in stock Every office in your town ought to have one. Every ‘girl sten- 
ographer will buy one on sight. 


} 
/ | 

Send in your order today or write for further particulars. You can't lose a penny on 
a small, quick moving specialty of this kind 1 demonstration sells every time. Address 


THE GEO. B. MALTBY CO. 721 st.ciairAv.N.&- CLEVELAND, OHIO 
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ing the course of his remarks made com 
plimentary allusions to the Weis Manufac 
turing Co., stating that the company 
minded him of the “June flies which shed 
their coats.” He stated that the company 
had but a few years ago come to Mo 
from Toledo, building what was then 
pected to be a large enough factory 

for years in the future. It was but 


time before it was imperative to greatly e1 





LIGHTHOUSE AT MONROE. 


large the plant and in less than three years 
time the factory was more than doubled, 
adding that Monroe would not be surprised 
to hear of still further addition any day. Hi: 
concluded by heartily extending the hospi 
tality of Monroe to all the visitors an 
vited them to enjoy themselves thoroughly 

Samuel Ward responded on behalf of the 
visiting stationers by accepting Monroe’s 
hospitality, and among other things alluded 
to the mayor’s “June Fly” comparison. H¢« 
stated that he was reminded of the “Three 
Wise Men of the East,” who, many cen 
turies ago, journeyed toward Bethlehem to 
pay their homage to the newly born S 

11 


ves 


only that in this case there were six 
men, and that instead of coming from the 




















E. E. BLANKEMEYER IN THE SHADE OF 
MRS. BLANKEMEYER AND THE 
“BLANKE” TWINS. 


east they were from the west. He was su! 
prised at the marvelous system and 


omy of manufacture evidenced throughout 
the factory. He further stated that he would 
like to come to Monroe and spend a whole 
day to study the system, and would feel 


well repaid. He concluded his remarks 
happy references to the pleasures of the 
casion 

Afterward Geo. A. Olney, of Brooklyn, N 
Y., “Uncle George,” spoke on behalf of the 




















traveling salesmen represented. Mr. Olney 
is over 82 years of age and is still actively 
Irving-Pitt 
Manufacturing Kansas City, 
calling on the trade throughout the country. 
He spoke particularly of the pleasure which 
he knew the traveling men were obtaining 
from the outing and expressed his thanks in 
their behalf for the opportunity of being 
among the guests. “Uncle George” is usual- 
banquets and 
meetings wherever they are held, and what 
ever he is asked to say is always interrupted 
with such songs as “For He Isa Jolly Good 
“Now See Him Smile, “We Hope 
Hundred,” etc. He was 
frequently occasion in 
like manner, all seated at the tables joining 
in the songs and entering into the spirit of 
affectionate regard for “Uncle George” and 
his genial and remarkable personality. 
Thornton Dixon, on behalf of the Monroe 
Yacht Club, 


engaged in representing the 


Company of 


ly present at all stationers’ 


Fellow,” 
He Lives To Be a 


interrupted on this 


extended the privileges of the 





THE LAST BOAT IN—DAD COOPER AS 
BALLAST. 


club house and fleet in his jolly and happy 
style. He also announced that seven trade 
journals represented were entered for a “cat 
boat” race and added that the prizes provid- 
the Weis Manufacturing Company 
would be awarded immediately after the 
race at the Yacht Club House. 

The Yacht Race. 


After dinner the party gathered at the M. 


ed by 


Y. C. club house to watch the race which 
was sailed over the club’s weekly race- 
course. The following is the list of entries: 


“Inland Stationers’,” sailed by Prosecuting 
Attorney J. H. Root; “National Stationer,” 
sailed by Fred W. Kull; “Office Appliances” 
Stoner at the “Geyer’s,” 
sailed by Jack Bronson; “Walden’s,” 
by Alfred Mueller; “American Stationer,” 
sailed by H. L. Rauch; and “Office Outfit- 


with Geo helm; 


sailed 


ter,” sailed by Register of Deeds W. C. 
Stoner. The boat was the fourth to cross 
the line and at that was but five seconds be- 
hind the first. It was a very pretty start 
under full head of wind. Following the 


yacht came a number of launches with root- 
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Here’s success to President Frank 
W. Bailey and Associate Officers. 
Gentlemen, We’ll sing the 
second verse standing. 


Ne WwW - - 


I hope he lives to be a hundred 


- Altogether. 


and then a few years more, who? 
The stationer that buys his Bank 
and Office Pins, Pyramid Pins 
and Cushion Pin Rolls of the 


CRESCENT BRASS AND PIN CO., Detroit, Mich. 


Let’s get acquainted before the next convention. 


SURPRISE STATIONERY HOLDER, 





QUARTERED O4K, GOLDEN, DULL FINISH. 15} In. long, 8$ in wide, 7% in. high. 
Weight, 10 lbs. 7 feet Shelf Surface. Each cabinet is packed In a corrugated paper 
pox ready to express. Packed in crates of six cabinets for freight PRICE $3 50 
shipment. Circulars Supplied Free to Dealers. Express Prepaid ‘ ’ 

to any part of the U.S. On receipt of postal money order for $3.50. Write and 
ask for Dealers’ discounts. S, §. CROOKS MPG. CO., 47 East 4th St., St. Paul, Mina. 








se 2 es 2 oe 








THE EFFECT OF YOUR BUSINESS 
CARD ON YOU IS WHAT COUNTS 


The certainty that your business card will attract favorable attention 
places you at your ease and assures you of the respect of the man with 
whom you are going to talk. 








It should not make any difference to you whether you are now supplied 
with business cards or not. The question is, can you get better ones? The 
cost of the best business card is insignificant in proportion to the effect on 
you and your sales. 

We are selling the peerless Patent 
Book Form Business Card to thousands 
of high-class salesmen. 

These cards are put up in tabs of 
twenty-five, enclosed in genuine seal 
case. When a card is detached from 
the tab the edge is perfectly smooth. 
This is an exclusive patented feat- 
ure. The beautiful engraving and the 
genuine seal case complete an outfit 
one may well be proud of. 

Write your name and address across this ad, mail it today, and we will 
send you a sample tab. You can judge from the effect these cards have on 
you the effect on your prospective customer. 


THE JOHN B. WIGGINS COMPANY 


6-8 E. ADAMS STREET CHICAGO 








e. ComPANY 


PITTSSURGH. PA 


- Rh. HARRIS PrLeMER BUILOING 
SALES seent CHICAGO 
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When Placing An Order 


For RUBBER ERASERS be sure 


to include these popular numbers: 


Ink Pencil Eraser No. 7220 





















Fast Green Eraser No.7153 










PRBE RS 
A a4 eal U.S: 














the name 


A. W. FABER 





NEWARK 





Send for samples and prices. 
In order to get the BEST goods 
possible, see that the Erasers bear 


NEW JERSEY 


Oldest Lead Pencil Factory—Established 1761 








Save More Money! 
Growing Costs 


You Can Protect Your Office @ Factory 


from losses by excessive costs If you understand the thoroughly practical theory of cost 
finding asit is explained In our new book, ** How to Find Manufacturing Costs and Sell- 


This New Boo 


that it may be understood by a proprietor or manager who knows nothing of the details 
The book {s handsomely bound, 7} in. long by 5 in. wide and contains 
100 pages, good paper and is well printed. 


. 

It will pay every Manager and every Cost Accountant 

to commit the contents of this book to memory because it will increase their efficiency 

For $1.00 we will send it to you at once, prepaid, and the Modern Methods 

Magazine for one year. foreign 36 cents extra 

MODERN METHOD isa monthly magazine for men in and on the way 
to executive positions in office and factory, nearly 

six years old, nearly 40,000 such men subscribers 

foreign 36c additional. The book to you by next mail after re- 

ceipt of your remittance, and the magazine, Modern Methods. 

Address, 


Both for $1.00 


monthly for one year 


MODERN METHODS MAGAZINE, 





Keep Down Your.Costs! 


are the blood-suckers that creep Into business office and fac- 
tory when least expected and suck the life-blood out of them. 


is perhaps the most complete work published on the sub- 
ject of costs. Every topic is handled ina simple, easy way 


DETROIT, MICH. 











ers for the different boats aboard. “Office 
Outfitter” was the first to run the cours: 
making the six miles in 41 minutes and 20 


seconds. “Office Appliances” came in sec 
ond with the time given as 48 minutes and 


30 seconds. As the first boat sailed under a 


handicap of seven minutes the race was 
awarded to “Office Appliances.” Although 
“Office Appliances” “believes” that the 


yacht race is a manipulation of its “al 
ways ahead” career, it attributes the victory 


to the presence of three handsome ladies, 
Mrs. Daniel Paris, Miss Courts and’ Mrs 
Evan Johns, and to the skillful seamanship 
of Skipper George Stoner. Dan Paris and 


Evan Johnson were carried as ballast. The 
race was a novel entertainment and was 
thoroughly enjoyed. In each boat there 
was a representative of the trade papet 
five other guests. Everyone voted 
“best race ever.’ 
“Commodore” Chas. E. Greening in his 
power boat “Bob” was one of the features 
of the race. He paced the yachts around the 
course with a merry party of sightseers 
The first prize, won by Office Appliances 
was an engraved cup. No. 1 was a poor 
Cooper, \ 


seventh and “Uncle Sam” 


formed part of the movable ballast, was 


amid great ceremony. awarded a luscious 
lemon. The race was enjoyed with all the 
keenness of a big regatta, as in eac! 

there were members of some yacht ub 
from all sections of the country and the 


‘“joshing” given the losers was burning 


“veranda sailors” had in the meantim« 


joyed themselves at the club house, the vari 


ous attractions at the beach, launch 


etc., and all were loathe to start for t! 
turn trip 

[It was a happy day all around and 
and again many of the visitors rei 
that if Toledo can show as good a 
was afforded by the “Six Weis Me: 
Monroe Piers and the yacht club, then the 
convention will break all records for in 
terest and enjoyability 

The following ladies and gentlemen mad« 
up the visitors 

F. M. Van Dorn, D. C. Wisner, W. M 
Richards, the Union Paper & Twine ( 
Cleveland, O. 

Gerald J. Stephens, the Wendt & Rausch 
Co., Toledo, O. 

Harry B. Opie, Pioneer Bindery & Ptg 
Co., Tacoma, Wash. 

E. R. Morey, Morey-Merriam Co., Seat 
tle, Wash 

H. H. Shaffer and wife, Geo. E. Cole & 
Co., Chicago, IIl. 

James A. Power and wife, Wiggins & 
Tooker Co., New York, N. Y. 

C. S. Hemingway, Byron Weston Co., 
Dayton, Mass. 

F. L. Taylor, McMillan Book Co., Syr: 
cuse, N. Y 

C. C. Battell, J. Walter Thompson Co., 
Detroit, Mich. 

Robert Crawford, the Myers & Shenkle 
Co., Pittsburg, Pa. 

Paul H. Fieberg, J. S. McDonald Co., 
Cheago, IIl. 
































& Leland, Toledo, 


E F. Ruettger, A VY“ 
Pittsburg, P: 

Henry S. Hutchinson, H. S. Hutchinson 
& Co., New Bedford, Mass 

R. S Bauer. the R. S. Bauer Co.. 
Mass. 

W. F. Cushing, Adams, Cushing & Fos 


McCloy & Co., 
Lynn, 


F. R. Straub, Otto Ulbrich Co., Buffalo, 


Richard Morris, Sanford Mfg. Co., Chi 
cago, Ill 

E r’s Stationery Stores, 
Chicago, III 

C. W. Roth, the Macey Co., Grand Rap- 
ids, Micl 


T. K. Brownell, T. K. Brownell & Co 


W. B. Denton, J. G. Shaw B. B. Co 
New York, N. Y 
James T. Lacey, St. Louis, Mo. 


Robert S. Dennison, Dennison & Sons, 
New York, N. Y 
Geo. F. Lutz, Wm. B. Burford, Indian 
apolis, Ind 
J. Irving Crane, Chas. A. Stratton Co., 
New York, N. Y 
H. W. Hunter, A. Bushnell Co., Delano, | 
N.Y 
Edw. Denny, Otto Ulbrich Co., Buffalo, 
N. Y | 
W. J. Petty, the Foreman, Bassett, Hatch | 
Co., Cleveland, O 
J. Frank White, Geo. G. Fetter Co.. | 
Louisville, Ky | 
Peter Reitzel, A. W. McCloy & Co., Pitts | 
burg, Pa. 
Chas. F. Backus. 
Co., Detroit, Mich 
John Maine, New York, N. Y. 
Fred Bishop, Frederick Post Co., Chi 


Richmond Backus 


cago, III. 
Arthur Gr 
John Alridge, 

Co., Atlanta, Ga 


aystone, Minneapolis, Minn. 
Lester Book & Stationery | 


W. A. Foote, Foote & Davies Co., Atlan 
ta, & 

N. E. Pog: Pom Ink Co., Newark, 
mJ 

4. H. M s, Myers & Shenkle Co., Pitts 


C. A. Brownell, J. Walter 


Thompson Co., 
C. S. Severson, C. S. Severson, St. Louis, 


D. A. Whiting, Vosburgh & Whiting Co., 
Buffalo, N. \ 

Walter B. Peabody and wife, Am. Busi- 
ness Supplies Co., Boston, Mass. 

C. H. Moore, and wife, John C. 
Co., Rochester 


H. L. Morgan, and wife, Thornton Levey | 


Moore | 


Co., Indianapolis, Ind. 
Kk. O. Peck, and wife, the Globe Wer- 


cinnati, O 


nicke Co.. Cit 
Robert G. Craig and wife, S. G. Adams | 
Stamp & Seal Co., St. Louis, Mo. 
Jno. R. Gale and wife, the Ruggles Gale | 
Co., Columbus, O. | 
Mrs. J. G. Forman, Oberlin, O 


Mrs. Louis Dunning, Ligonier, Ind. 
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[HE WEIGH 


OF THE” 
TRINER 


POSTAL 
SCALES 
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Rab EMS Set 






pest ae 

id Be 

IS AS PERFECT AS THE BALANCE METHOD 

The automatic operation of a scientific principle. 

Ck Gives the weight with the exactn¢ 1 needle’s point. 
Rey The double uprights compel absolute accuracy. 
ihe The extended and slanting dials place core in a direct line with your 
ee) field of vision 
ee rhere is no possibility of ocular reft 1 in reading the dial. 


Your trade demands the b 

Triner’s will give you the best at a price which allows you 100% profit. 

MR. DEALER: There are only five models in the complete line. This means 
less stock for you to carry. 

The perfection of the mechanical principle employed, the standard of materials & 
and the excellence of construction insures against returns, complaints and 

The large margin and the unchanging prices make them 


disputes 
ve the largest factory in the world 


favorites with the stationers. We ha 


devoted exclusively to the manufacture of scales 

a THIS IS THE PERFECT SERVICE WHICH ASSURES 
i THE USERS SATISFACTION. 

ORDER THROUGH YOUR JOBBER. 


The Triner Scale & Mfg. Co. 


1255-57-59 West 21st Street 
CHICAGO, ILL., U.S.A. 


PBI AS EE pa TRO LF ES 
LSRCER SS Ta, Oe ae 7 sh % esi 5 . 
PRS Si ai Mi at a Sa at by EG 






















New Slant in Dial 


MERCANTILE 
A Postal and Express Scale 


Capacity 






New Slanting Dial 
PRECISION 


Price, $2.50 


Capacity, 4 pounds by 4 oz. 
Dial in direct range of vision. 
Figures in 2 colors. Artistically 
popular scales. 


SUPERIOR 
4 pounds by + oz Price, $2.00 


THE IDEAL same model 


2 pounds by 402. Price, $1.50 
THE GEM (same mode! 


Price, $1.25 


lc pounds by 4 oz. 


Price, $3.50 






















} pound by 4 oz 
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NationalLoose 
Leaf Memos 


UR SIMPLEX LOOSE 
LEAF device has been 
applied to a handsome line 
of side and end open Memo- 


randum Books. They are 
bound in Black Leather, 
Watergrain Buffing, Leather 
Lined, and Russia Calf, 
Leather Lined. Rings }¢ in., 
Capacity 50 leaves per book, 
Yorkshire Bond paper fillers, 
with four different rulings. 


Buff Ledger Paper Indexes 


with Cloth Tabs. Twenty- 
six shapes, sizes and styles. 
Smallest 2x 44, largest 43 x7}. 


See page 9 in our 1909 


Catalog Supplement for com- | 


plete price list. 


ALL OUR GOODS BEAR 
THE EAGLE TRADE MARK 


National Blank 
Book Co. 


Makers of every variety of Blank Books. 


HOLYOKE, MASS. 
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W. E. Cooper, Pittsburg, Pa 
M. Meyer and wife, Baltimore, Md 
Morgan Levi and wife, Chicago Paps 
Co., Chicago, III. 

Edward V. Brokaw, Edw. V. 
Bro., New York, N. Y. 

Harry A. Tompkins, Scranton, Wetmore 
& Co., Rochester, N. Y. 

R. H. Baxter, New York, N. Y. 

E. H. Sell and wife, E. H. Sell & Co., Co- 
lumbus, O. 

Chas. P. Garvin, Dallas, Tex., 
Webster Co., Boston, Mass. 

Leonard A. Baer, Baers, Canton, O. 

Henry Fera, Jr., A. W. Faber, Newark, 
N. J. 

F,. L. Rausch, Wendt & Rausch Co., To 
ledo, O. 

Dr. E. B. Huyck, Oak Harbor, O. 

H. P. Rockwell, Yawman & Erbe Mfg. 
Co., Rochester, N. Y. 

A. E. Eggert, Yawman & Erbe Mfg. Co 


Brokaw & 


with F. §S 


Chicago, IIl. 

D. E. Paris and wife, Hampshire Paper 
Co., So. Hadley Falls, Mass. 

Mrs. A. H. Childs, S. D. Childs & Co., 
Chicago, III. 

Miss B. Courts, Clark & Courts, Galves 





| ton, Tex. 

Evan Johnson and 

| ances, Chicago, III. 

| L. B. Herr, Lancaster, Pa. 
| 

| 

| 


wife, Office Appli- 


Geo. E. Dyson and wife, St. Louis, Mo. 
Robert D. Patterson and wife, Buxton & 
Skinner Sta. Co., St. Louis, Mo. 

M. O. Blackmore, Inland Stationer, Chi- 
| cago, IIl. 

A. H. McQuilkin, Inland Stationer, Chi- 

cago, IIl. 

H. A. Stacy, S. C. Tatum Co., Cincinnati, 
O. 

R. A. Waltz, 
Spokane, Wash. 


Jno. W. Graham & Co 


Trunk Ry. Co., Detroit, Mich 


| Geo. H. Wolcott, Twinlock Co., Cincin- 
| . 

| nati, O. 

: — : P 
| J. W. Kneeshaw Stationery Agt., Grand 


| 















wx Rutter 


C. C. Warwick, Warwick Bros 
Toronto, Can. 

J. B. Mansfield, the American Stations 
Chicago, II] 

J. H. Hildreth, Esterbrook Club Pe: 
Mfg. Co., Chicago, IIl 

Charles E. Mayer, Moyer Stationery | 
Omaha, Nebr 

H. B. Barn, Toledo Express, Toleo, O 

Herbert L. Wood, Roberts & Son, Bir- 
mingham, Ala. 

L. E. Williamson and wife and J. W. R 
Merckle and wife, Thaddeus Davids Co., 
New York, N. Y. 


C. C. Cobb, Conklin Pen Mfg. Co., To 
ledo, O. 

Fred D. Rockett, Hargreaves Ptg. Co., 
Dallas, Tex 

Henry E. Von Wedelstaedt, H. E. Von 


Wedelstaedt & Co., St. Paul, Minn. 

Samuel Ward, Samuel Ward Co., Boston, 
Mass. 

Geo. A. Olney, Brooklyn, N. Y 

Lionel A. Walden, Waldens’ 
New York, N. Y. 


Stationer, 


H. W. Martin, Office Appliances, Chicago, 
Ill. 

E. C. Foster, National Blank Book & 
Supply Co., Akron, O. 

H. Hoge, Duryea Hoge Co., Inc., New 
York. 

Mrs. J. G. Forman, Oberlin, O. 

Gordon Cameron, American Stationer, 


New York, N. Y. 

Charles J. Montague, C. J 
Easton, Pa 

H. B. Marvin, the Wm. Bolles Co., To 


Montague, 


ledo. 

A. Langstedter, A. Langstedter, New 
York 

M. J. Pendergast, M. J. Pendergast, New 
York. 


Jos. Leroux, the Franklin Ptg. & Eng. 
Co., Todelo 
S. R. Hawley, Sanford Mfg. Co., Toledo. 
H. S. Moore, S 
Charleston, W. Va. 


Spencer Moore & Co., 





UNCLE GEORGE PILOTS MR. O'DONNELL AND OTHER FRIENDS TO THE BEACH 











BEFORE AND AFTER PICTURE. 
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The accompanying double cut shows To Business Men 
+L > 1 asses £ 7 - ] > : Ia S ~ © r ° 
liker esst of Charles E. Ff elton, secretary who want their 
of the Crescent Brass & Pin Company, , . 
%y ) , E money’s worth in 
Detroit; Fred Rockett, of the Hargreaves . 


Dallas, Tex., and Pete I 


Printing Company, 








I 





















stationery— 
we send this 
Portfolio of 

25 Specimen 


Free 


a. 
i) 
Bs 
; 
by 
ty 
F 















ine business 


uetterheads 








If your business 


a requires the writing of quantities of important letters— 

oS letters that must look their importance and so impress your correspondents— 
| write us to-day for these Specimen Letterheads on Construction Bond. 

: They prove you can secure 


Impressive Stationery at a Usable Price 


Paying too much or paying too little—both are poor economy; Construction 
Bond supplies the Standard of Value. Although near the pinnacle of quality it 
occupies the middle position in price, largely because of our method of selling dsrect 
to responsible printers and lithographers (mever thru jobbers) and only in amounts 
of 500 pounds ormore. By the economies of this method of selling and handling we 
hold down the price so that you obtain much better quality for your money when 
you specify and secure Construction Bond in your business stationery. 

This Portfolio of handsome Specimen Letterheads, and the names of printers 
and lithographers in your vicinity who can supply such stationery on Construction 
Bond, are free if you use your business letterhead and write for them today. 


W. E. WROE & CO., 300 MICHIGAN BOULEVARD, CHICAGO 


ie os SEES 











CHARLEY PELTON ET AL. BEFORE AND 
AFTER THEIR VACATION. 


Reitzell and Ernest F. Ruellger, of A. W. 
McCloy & Co., Pittsburg, before and after 
a recent vacation. John Gray let them 
have his yacht, and they spent most of 


their time upon the water (wagon?). They 
were tanned so black that the photographer 


had to give a time exposure to the last 












Throw Away Your Spike Spindle Sets. BigProfits for Dealers 


A polished oak, light and dark cherry, mahogany and missioa coiored Doard, 40x 4 inches with a Devoe Patent Fire 
foreach day in the week. Just the thing for sales slips, orders to be filed,’engagement reminders, etc. SELLS ON SIGHT. 
Set of 7 on a board, retails at $2.75; 6 on a board, $2.50. Shipped anywhere prepaid on receipt of price. 


DEVOE’S PATENT SPRING SPINDLE FILE 
used on above board is one of the most useful office devices. Replaces the old spike spindle. Eliminates possibility of per- 
forating important words or figures, or danger of serious accidental wound from the poin spike spindle. And the Devoe 
makes the most practical Shorthand Book holder on the market. WRITE FOR OUR LI AL TERMS TO DEALERS. 


THE A. F. LEWIS MFG. CO., EAST BOSTON, MASS., U. S. A. 








picture in order to show their features. 












































The Day at Detroit 


HE fact that some of the trains wer 
late interfered with the complete car 
rying out of the plans of the Detroit 
stationers to entertain the delegates enrout: 
from Chicago and New York the Sunday 
preceding the convention But the New 
York delegation, which came by boat from 
Buffalo, was fortunate in arriving right on 
the dot and the Detroiters had a chance t 





A DRIVE IN BELLE ISLE PARK. 


give them the entire initiation Those of 
the Chicago boys who went by train wer« 
an hour or so late, but immediately aftet 
breakfast at a neat little hotel to which they 
were piloted by F. C. Bazley of the Rich 
mond & Backus Company of Detroit, they 
piled on the cars in waiting and in a short 


time caught up with the Eastern delegatio1 giving time to interview the swan and ot 
The following itinerary was substantially old-fashioned animals We will pr 
11 
i 


carried out. It was arranged by the Detroit down Woo 


ward to Jefferson Avenue 


stationers and handed round on slips: east to Grosse Pointe, returning via R 
The undersigned pilgrims take pleasure in’ Road to Belle Isle Bridge. where vou 
offering to The Stationers and Ladies en be taken on a rubber-neck wagon to and 


route to Toledo the privilege of the follow around Belle Isle 
ing conveyances and ice chest Belle Island is inhabited by all kinds 
The Parlor Car “Yolande” and the next wild animals and a few Stationers B 


Careful! Arriving at Detroit Yacht Club, 








YACHT CLUB AT DETROIT. 


the interruption at this point will last 
hour and in the meantime you are invite 
take refreshments in the Sun Room 
Leaving here at 1:30 p. m. you wi 
the privileges of the Island until 3:15. B 
sure and reach the Belle Isle Ferry, 
will float you over to Woodward Avenu 
best will leave Woodward Avenue and River Dock, which is two minutes’ walk from the 
it 9:30 a. m. proceeding to ? ? ? arriy Toledo Boat 
ing at Union Station at 10:05, where the St The Richmond & Backus ( 
Beecher, Peck & Lewis 
Gregory, Mayer & Thom ( 
John Maine 
Paige & Chope C 


Louis gallants and their ladies will be taken 
in tow. The pilgrimage will then proceed 
to Log Cabin in Palmer Park, where there 
will be an interruption for twenty minutes, 





~~ [a 
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1. SAM WARD AND W. H. KISTLER CONFER. 2. E. J. WEIS PILOTS PARTY THROUGH AQUARIUM. 3. UNCLE SAM COOPER 














“UNCLE GEORGE” AT THE CONVEN- 
TION. 

One of the men mucl 
Toledo convention was George A. Olney of 
the Irving-Pitt Manufac 
Mr. Olney is “Uncle George” to 


evidence at the 
turing Company 
every man, 


child in tl sta world 


tionery 


Che photograph of which the above cut is 


a reproduction was from a snap shot taken 
Detroit before embarking for 


Yacht ( 


on the piet 
the visit to the lub and Belle Isle 


Park 


POLICY OF STAFFORD’S INK 


MAKERS. 
Stationers will be interested in the an 
nouncement of S. S. Stafford, Inc., manu 
facturers of the well-known line of Staf 


ford’s inks and adhesives, which appears 


on page 127 


this number of Office Ap 
pliances 


For upwards of a _ year this firm has 


strictly maintained the policy of selling 


to the only and asserts positively 


that inquiries from consumers have been 


turned over to dealers In their catalogue, 


recently issued, and by the way a very at 


tractively arranged and convenient book 


for dealers, they emphatically: “We 


State 


do not sell the consumer and by consumer 
ve mi ill federal, state and municipal 
governments, railroads, express companies 
and, in fact, every one and any one who 


buy our goods to resell them.” 
There afte 


of the St 


o qualifications to this policy 
afford Co. and they consider the 
support they are receiving from the trade 


justifies them in the position they have 
assumed 

Stationers interested in this policy of the 
Stafford Co 


them and at least get one of 


to communicate 
their 


will do well 
with 


handsomely illustrated catalogues. 
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KOH-I-NOOR 


Pencil News 





7 OH-I-NOOR pencils are not only the most 

widely known, sold and used brand of lead 
they are also the most 
widely, heavily ADVERTISED 
brand. And Kobh-i-noor Advertising, like Koh-i-noor 
Reputation, is INTERNATIONAL. 


The 1909 Kob-i-noor Pencil Advertising Campaign 
in the United States is larger than ever before. It 
reaches, each month, over 4,000,000 homes and offices, 
and over 20,000,000 individual Artists, Accountants, 
Architects, Bookkeepers, Business Men, Draughtsmen, 
Stenographers and other classes of pencil users. 


pencils in the world 


and continuously 


Is it any wonder that Koh-i-noor Pencils are now, 
as always, so much surer, quicker and easier to sell 
than any other kind? 


If youare already 
have not vet advt 





oor pencils the quicker you start to increase your 


handling Koh-i-noor pencils, but u 
t,t present pencil sales and profits. Remember also, that 


sure to write us 








ed us of the fact, be 
ut once naming your Koh-i-noor Jobber We will the fact that you sell Koh-i-noor pencils will also help 

hen put you on our list of Koh-i-noor Dealers, to re- you attract many new customers to your store. 

e (1) the full co-operation of our Correspondence * , 

geive (2) She full es eye inawisies chile ens Sade ¢ Koh-i-noor pencils are ag and recognized 
rm -operation of our Advertisiog Depart standard of pencildom. nown, sold and used 

n 1 ¢ op < n or L AQdyV tising pé , : = " ry ry 
g you plan, prepare and execute your throughout the world. Same Price, Quality and 

ising: (3) a complete as Uniformity everywhere. 


sortment ol 





con advertising Bi: a= age ve iy og 4. hes oe An exactly right pencil for every paper and pur- 
and wall signs, attractive printed matter to d pose—I7 different degrees of hardness and softness 
a ; In 6 B to9 H) and 2 copying degrees. Each degree is 
news : , ; always the same. 

we he 1 link uy 4r store and oc i 

gw all Of our advertising - @ The genuine are always stamped “ Koh-i-noor.” 

idvertising your a ertising, and your own adver 4 

ing Gouoly ejjective ¢ Hardtmuth’s Copying Penc'ls, Chalks, Pliable 
— NO : ‘ Rubbers and and Tracing Cioth are four other 
¢ t are ty f profitable ‘‘Koh-i-noor Qualities’’ Specialties you 
ia hone r write reg hould k - P 

2 OO sey - 1909 < . Wholesal. ild know and handle. 

Price List, Special Introductory Offers and full par q Any recognized wholesale stationer can ry d 

ilar Remember, the quicker you st K you. If yours will not, write us. Address Dept. OA. 





L.& C(@ardtmuth Estab.1790 


U. S. Offices: 34 E. 23rd St., New York Factories: Budweis, Bohemia, Austria 
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THE Wm. BOLLES 


NON-LEAKABLE 
SELF-FILLING 
FOUNTAIN 


PEN 




























SIMPLE 
PRACTICAL 


Write For Our 
Selling Plan 
And 
Discount 
To 
Dealers ¢ 


















PERPETUAL CLEANLINESS ASSURED 
THE Wm. BOLLES CO., TOLEDO. 
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(By Special Correspondente.) 


Brooklyn, N. Y. 

Capt. John Healy, who for thirty years 
was a seafaring man, was found dead in the 
rear of his small stationery shop, at 774 
Forty-first street, July 13. Death was due 
to a hemorrhage of the lungs. 

Baltimore, Md. 

A big surprise was sprung recently when 
the contract for stationery for the state 
was awarded at Annapolis. The William J. 
C. Dulany Company, of this city, was the 
successful bidder, the price being $3,496.15. 
The other two bidders were Meyer & Thal- 
heimer, $3,523.40, and Crouch & Lesser, 
$3,694, both of Baltimore. It is stated that 
the reason there were no more bidders was 
because of the small amount of supplies 
required. 

Chicago, IIl. 

Arthur J. Lloyd, vice president of the W. 
G. Lloyd Company has sold his interest 
in the Burr-Vack Company, to John R. 
Curtis. 

e+ - 

Chicago Stationery Shop; $10,000; manu- 
facture and dealing in stationery, printing, 
blank blooks and office supplies; F. J. Ring- 
ley, William R. Barron, William H. Free- 
man. 

* * * 

Pyramid Ink Co., Chicago: manufactur- 
ing inks and office supplies; capital, $2,400. 
Bernhard Menser, No. 184 Dearborn street, 
Chicago, III. 

Denver, Col. 

W. B. Cannon, son of Food Commis- 
sioner W. F. Cannon, is now detail sales- 
man for the Carter Ink Co.; put in July 
in Denver and has gone to Canada and the 
coast. 

Doylestown, Pa. 

John Kelly and Paul Dudbridge have en- 
tered into a partnership to conduct a 
wholesale and retail stationery business in 
the store formerly occupied by Mr. Kelly. 

Loda, Ill. 

L. E. Cunningham on Friday, July 2, 
gave possession of his news and stationery 
store in The Middlecoff block to Mr. H. 
Nyberg, recently from Chicago. The busi- 
ness will be managed by Mr. A. Jerner, 
alos a new-comer. 

Kansas City, Mo. 

Miss Anna L. Hunter, formerly manager 
and buyer of the stationery department of 
the Schooley Stationery Co., Kansas City, 
has started in business in that city under 


| the name of The Little Craft & Stationery 


| Mr. Wells will now devote much of his 


Shop. 
Milwaukee, Wis. 

W. N. Wells of Sparta, Wis., has sold 
his stationery and book store to C. R. | 
over, former manager of the Sparta bran 
of the John D. Young Lumber Company. 
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STATIONERY NEWS—Continued. 


time to the management of the Democrat, 


a paper at Sparta of which he is part owner. 
a + * 









} Wal Witt 
HHI} WHHHI 
HHH} ii} Hil i I] 
WTNH | ii 









The new “Society Engraving and Sta- 
tionery” store opened at 79 Wisconsin | 
street, Milwaukee, by William R. Cundall, 
formerly manager of the stationery depart- 
ment of the Bunde & Upmeyer company, 
Milwaukee, is proving to be entirely suc- 
cessful. The store is one of the unique 
business places of Milwaukee and goods 
displayed are most artistic. The window | 
displays of the establishment have been at- 
tracting considerable attention of late. 

* * * 

Charges made by J. H. Niedecken, vice- | 
president of the H. Niedecken company, 
well known stationery and supply manufac- 
turers of Milwaukee, that Principal R. J. 
O’Hanlon of one of the Milwaukee city 
schools had told his pupils not to purchase 
stationery or pencils opposite his school and 
that he was selling stationery to the pupils 
himself, have been denied by Principal 

O’Hanlon. It seems that the school prin- 
cipal had originated a plan for selling sup- 
| plies to children by a clearing house meth- 
od and there have been suggestions made 
that this plan might be followed in all of 
the city schools. The stationery was bought | 
from the Standard Paper Company by the 

pupils themselves, acting in the capacity of | 
an organization, with the secretary doing | 
the purchasing. It seems that the paper 

and supplies were purchased in broken lots 

and that lower prices were thus secured. | 
Stationers, especially the retailers, are not | 
enthusiastic over the whole plan, however. 














A store of any kind soon becomes 
known by the class of goods it 
keeps, and by the character of itsfusto- 
mers. If you are in a “cheap” locality, 
carrying “‘cheap”’ goods may be the easiest way, 
but it is only a little less than suicidal to offer any 
class of trade goods one whit cheaper than, with a 
little salesmanship, they might be induced to buy and 
ought to buy. 























If you think’ your trade ought to buy 


ay ° : ° 
Old Ziampshire Hound Typewriter Paper 
you are neglecting a double opportunity—of keeping your customers 
satisfied, and of making good profits. Don’t decide that because he 
has refused unknown papers or imitations, he will refuse OLD HAMP- 
SHIRE. There’s a big difference. We are the only concern in the 
country making bond paper exclusively—we are the pioneers in 
scientific paper selling. 










A Partial List of Stationers Who Handle It: 


Geo. E. Damon Co. ‘ Boston Forman-Bassett-Hatch Co. Cleveland 
Francis Doane & Co. . « Boston || Marshall-Jackson Co. . . Chicago 
Thorp & Martin Co. ; . Boston Stevens, Maloney &Co. . Chicago 























ee L. H. Biglow &Co. . New York | Scranton, Wetmore & Co. . Rochester 

August N. Ritz, president of the Milwau- H.K. Brewer&Co. . New York || W.H.H.Chamberlin . Syracuse 
see Stationers’ P ’ Corlies,Macy & Co. New York | Jobn A. Schlener Staty.Co., Minn’p’s 
kee Stationers’ and Manufacturers’ Club, —_lnee- . New York || W. B. CarpenterCo.,” Cincinnati if 






who has just returned from the annual con- 
vention of the National Association of Sta- 
tioners and Manufacturers at Toledo, O., | 
believes that the gathering was one of the 
most important and successful in the his- | 





tory of the organization. Mr. Ritz attend- 
ed as the representative of the Milwaukee 
Stationers’ and Manufacturers’ Club and 
read a paper before the convention on the 
proper keeping and selling of stock. Mr. | 
Ritz is of the opinion that it will be at 
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Geo.H.Alexander&Co.Pittsburg || Wm. Murphy’s Sons Co., Phila. 
i The Hampshire Paper Company 
a 
| Massachusetts 
Office Equipment 
We beg to announce the completion of the 
CataLtoc No. 40, which will be sent, with 
discount sheet upon request. 
Stationers and Office Supply Dealers, carry 
at all times a large and complete stock, and 
OUR NEW PRICES WILL INTEREST YOU. | 
530 COMMERCE STREET 


Chas. Scribner’s Sons. New York Kennedy Ptg. & Sta. Co., St. Louis 
South Hadley Falls 
) Stationers an’, Wire Goods 
second edition (revised) of our ILLUSTRATED 
q We make a specialty of WIRE GOODS for 
C3 
can make prompt shipments. 
Progressive Wire Goods Co. Philadelphia, Pa., U.S.A. 






OUR LEADER 


Folding Card Rack and Photograph Holde 
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ONE-WRITING 
SELF-INDEXING 


rpae Keith Card System 


is noted for its flexi- 
bility which enables it to 
meet the many exacting re- 
quirements for both business 
and professional purposes. Its 
simplicity recommends it to every user and 
prospective user, and its absolute security 
and accuracy give it a place by itself 
in the field of card indexing 373:: n;. 
SPECIAL PROPOSITION TO DEALERS 


The Simple Account Salesbook Company 
FREMONT, OHIO, U.S. A. 


Sole manufacturers, also manufac- 
curers of the Navan Order Book, 
and Counter Peds. 























INDEX CARDS 


\ Whether it be a case of difficult 
d tabbing, complicated ruling, 
irregular punching, or any other 
| 2 of the many peculiarities incident 
j \ to index work, we are prepared 

| 2 to execute it. 


Our prices are the lowest con- 
| 4 sistent with good work. 














Let us send you our book of 
| 5 | sample cards and quote ro 


a Yee our discounts. 











—~ — Koller&Smith 
=| Imcorporated roe : J 


a mA Card Index é 
| y, / i he Manufacturers Ps : 
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STATIONERY NEWS—Continued. 
least six months before the uniform price 
list adopted by the convention will be ready 
for public distribution. 

New Haven, Conn. 
Organization was effected on July 8 
the Bradley & Scoville Company of Ney 

Haven, incorporated at Hartford, to 


over the business formerly conducted by the 





firm of Curtiss & Bradley, stationers. The 
capital stock is to be $15,000, all of wh 

is paid in. The incorporators were elected 

officers and all are active in the conduct 

the extensive stationery business located 

73 and 87 Orange street 

Mr. Arthur S. Bradley, for eighteen year 
the partner of Mr. Curtiss, who died 
cently, has been elected president and tri 
urer 

Mr. John Scoville is to be vice-pr 
and assistant treasurer, while Mr. D. D 
Macdonald of East Haven is the secreta: 

New York, N. Y. 

I. Smigel of 166 William street is bring 
ing out a very full line of desk pads. He 
is adding to them a good many new nun 
bers and improving his old ones to a 
appreciable extent 

* * 

The Esterbrook Steel Pen Company has 

removed to 95 John street, where it has 


much larger and more commodious prem 


ises. The company now has a store 85 feet 
long. At the entrance are the desks oft | 
genial manager, W. J. Halsey, and his as | 
sistants. Beyond the desks is the store 
room, lofty and well lighted. The further 
end of the store is occupied by the private 
office of F. Woods 
* * * 

Mrs. D. Browne, general traveling repr« 
sentative for W. L. Courtright of San Frat 
cisco, has opened a branch office in New 
York at 315 Terminal building, West 42d 
street. She intends to introduce the Leitz 
filing devices to the trade, and by the 
ergetic manner in which she is tackling the 
problem there is no doubt she will make 


good. 
Philadelphia, Pa. 

The Burgoyne Company has decided 
discontinue its transient retail trade 
der to give exclusive attention 


tract stationery business and to its * Eng 


ving from Steel” for both the trade and the 
consumer. To that end it is about to 

the store on Ninth street, just above | 

nut street, occupied at the tim 

original organization of the Burgoyne-Bing 
ham Company three years ago, and to t | 
the fourth floor of the modern buildi 

908 Chestnut street just under the Amer 

can Multigraph Sales Company r} 


give it fully double the space it nov 
and better facilities for engraving r] 
dition of the Burgoyne Company mak 
building at 908 Chestnut street 
office appliance building, as desired by 
owner. There are but two floors still 
ee a 


cant. 
Morris D. Kaufman, the jobbing statio1 
er formerly located on Market street, near 

















STATIONERY N ews Continued. 


Fifth street, has removed to larger quar 


ers at 9 Ne h Third street. 

\. Poms tz is n vork tearing out 
the old front of the big store on Fifteenth 
street, one door from Chestnut street, which 
he prop s shortly t ccupy and which 
will give m the largest ground floor space 


enjoyed by any Philadelphia stationery es 


tablishment 


The Samuel Y. Thomson ( 


taken 


ompany, print 
ers and stationers, have title to the 
1027 to 1036 Callowhill street, in- 
$30,000, and on this plot with a 
and a depth of 120 feet, 


buildings 
clusive, for 
frontage of 99 feet 


a modern printing establishment is to be 


erected 
* 


Believi that the policy pursued by some 
houses ‘a reducing the sales force during 
July and August to be a_ mistake, the 
Sweet’s Office Supply Company, Wither 


has increased its force, the 


spoon Building, 
latest addition being William Hibbs. The 
result has been that some new accounts, 


which its competitors certainly had during 
have been opened and it 
held during the year. Es- 
in pushing the 
this, 


the busy season, 
is hoped will be 
pecial success has been met 
Berkshire papers in usually, 
* * se 


line of 
dull season. 

On August 16 application is to be made to 
the Governor of 
for the A. DeO. 
manufacture 


Pennsylvania for a charter 
Rossiter Company, which 
mailing 
metal enve- 


proposes to devices, 


envele corner, sheet 


allied 


bags, pes, 


lopes and lines. The incorporators 


will be A. DeO. Rossiter, William A. Ros 
siter, Frank F. Rossiter and Horace L. Ros 
siter. As A. DeO. Rossiter & Sons, they 


are now engaged in the envelope manufac 
Germantown. 
+ *€ * 


turing business in 


Though Philadelphia was not largely rep 


resented, numerically, at the Toledo con- 


vention, the returning delegates have been 


in their expressions of pleasure 
the trade 
reception 


unbounded 


at the progressiveness shown by 


there, at the heartiness of the 

generally royai good time shown. 
Quanah, Tex. 

has rented the storeroom 


Blake & Co., 


lass book and station 


and the 


Earnest Gaskey 
formerly occupied by Edwin 
and will start a first-c 
August 1 


Rockford, III. 


ery store by 


The certificate of complete crganization 
of the New [ilinois Stationery Company 
was filed in the recorder’s office July 9. 

George R. S. Hoffman, Harry C. Bain 
bridge and S. Uretta Hoffman were chosen 


directors to serve for one year. 
board of direct 
followed the stockholders’ 


election of Geo. 


The organization of the 
ors immediately 
and resulted in the 
and general man- 
secretary, and 


meeting 
R. S. Hoffman, 
ager; Harry C. Bainbridge, 
S. Uretta Hoffman, tr 

The company incorporated for fifty 
capital stock of $5,000, all 


president 


easurer. 
was 
years, with a 
paid up. 
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Ask yourself if there’s any good reason why you should not handle 


Berger’s 
Expansible 
STEEL 
Filing 
Equipment 






Five 
Berger Handy 

STEEL Vertical Units, 
Oak finish) set side by side, 
Combination Correspondence and 
Wardrobe Unit. 





viz: Correspondence Unit 
€ard Index Unit, Box Drawer Unit; Roller Shelf Unit 


@ On the contrary there are 
yourself in the Filing Equipment line 

ng greater every day Users are gettir ig tired 
something better, safer, more lz id le ss bothersome 
for there's nothing about it to burn; it’s fire-resisting and | 
come apart 


many reasons why you should handle it and thus fortify 
@ The demand for STEEL Equipment is. grow- 
inconveniences and deficiencies of wood. They want 
They get itin Berger STEBL Filing Equipment, 
yrotective, and it doesn’t shrink, swell, crack or 


of the 


asting ar 


Don’ t be the last one to wake up to the situation. It means business to you and you 
should get full particulars of Berger STEEL Filing Equipment without further de- 
lay. It includes both Vertical Units and Sectional goods in finishes to suit.—Oak, 
~~ ahogany, Olive Green, Maroon, Black, etc., and the assortment of filing devices is 
nple for modern filing needs 


Write , TODAY for that Dealer’s proposition and NEW Catalog. 
ASK FOR H-47. 


THE BERGER MFG. CO., Canton, Ohio 


New York Philadelphia Chicago San Francisco St. Louis 
Atlanta Boston Minneapolis 











THE ACME No. 2 BINDER 


A Popular Binder at a Popular Price 
Like all ACME machines, it is made right and works right 


Holds 
Fifty 
Staples 
Always 


Meets 
All 
Demands 
For 

The 


Average 


Office 


Position 
To 
Use 





Drives a broad, flat staple. Holds the thinnest and penetrates 
the thickest paper. Very convenient for filing letters, binding 
vouchers, fastening pay roll envelopes, packing statements, legal 
documents, etc. 

Leading Jobbers Sell the ACME BINDERS. 
Illustrated List Furnished Dealers on Request. 


ACME STAPLE CO., Ltd., Camden, N. J. 


EUROPEAN AGENTS: Progress Typewriter Supply Co., Lid., 85 Golden Lane and Hatfield Str., LONDON E. C. 
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Fancy Stationery as a Side Line 


[Editor’s Note-—George Gladstone Crav- 
en needs no introduction to the stationery 
trade as a whole. He is a keen observer 
and a man of wide experience, and, in the 
course of his career has come in contact 
with thousands of stationers throughout the 
United States. Mr. Craven is a successful 
salesman and an amiable gentleman. He is 
a clever writer and a man of fertile ideas. 
As the editor of “Impressions,” that inimi- 
table little house organ published by the 
Charles H. Elliott Company, he has made 
an enviable place for himself in the litera- 
ture of the stationery trade.] 

HE term “fancy 
applied from time immemorial to that 


stationery" has been 


part of the stationery business outside 
of what is known as the “commercial.” But 
there are many logical reasons why the two 
should be combined a certain extent 
There is an excellent opportunity existing 
in every store devoted to the sale of “com- 


to 


mercial” stationery for the sale of so-called 
“fancy stationery.” 

Those who patronize the commercial sta 
tioner find at times the necessity of buying 
something out of the commercial line, such 
as guest cards or a bridge pad for family 
use, and as the commercial stationer they 


Why Such Goods Should Be Carried in 
Stock by Commercial Stationers. 


By George Gladstone Craven, of the Charles 
H. Elliott Company, Philadelphia. 


are in the habit of patronizing does not 
carry such goods, they are obliged to waste 
valuable time hunting up what is wanted. 

In every commercial stationery store 
there is enough unused space to establish a 
small fancy stationery department under 
the management of some young man or 
woman, preferably a woman. 

It will.be found that this clerk will make 
himself useful in many ways, such as being 
depended upon to send out such advertis- 
ing matter as the firm may devise, address- 
ing the envelopes, etc., aside from the regu- 
lar work of his department. 

If the commercial stationer would take 
time to investigate the conditions existing 
in his community with regard to demand 
and supply of “fancy stationery” and ascer- 
tain the prices charged for such goods by 
the dealers in his community, who carry 
such goods, he would be dumbfounded at 
the thought of such margins of profit being 


obtainable in the stationery business com- 
pared with the profits on standard commer- 
cial stationery goods. 

It is not possible to make comparisons of 
the value and prices of novelties, for if any- 
thing strikes the public’s fancy they buy it 
if the price seems at all reasonable. 

The commercial stationer, having other 
sources of business, could sell fancy sta- 
tionery for less than the concern that 
making a business of such goods, because 
it Operates as a side line with the commer 
cial stationer, who still could make a large: 
profit than he can on ink, Kohinoor pencils 


1S 


and such goods. 

There would be virtually no additional 
cost in maintaining a fancy stationery dé 
partment outside of the salary of the sales 
man and the cost of the goods. 

Many dealers do not comprehend the ex 
tent of the fancy stationery business. They 
never would think of the number of bridge 
and “500” pads and score cards that are 
sold and consumed, nor the endless number 
of tally cards and guest cards that are used 
in every community, any more than they 
have ever thought of the profit to them in 
the sales of such things. 
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Patented March 16, 1908 
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The Gem Desk Calen- 
dargrows more popular 
each year. 


\@ WHEN IN CINCINNATI LET US 


THE 4 


1910 
PADS 
NOW 

READY 


‘*DIAMOND”’ 
INKSTAND 


fills the pen. All glass 
cept funnel. 


ORDER EARLY. and 34 inch. 


TATUM QUALITY 





3 We make a complete line. 
> Visit us at our new home while on your vaca- 
a tion and we willshow you how they are made. 
> The Tatum Stitched Hinge on Canvas Binders adds 
me 25% to the life of the binder.—Costs you nothing. 
v2) 
General Catalogue No. 18 with Supplements showing 
complete line of STATIONER’S SPECIALTIES, and 


Loose Leaf Catalogue No. 23 with DEALER'S DIS- 
COUNT SHEET sent upon request. 


SHOW YOU 
+ lie: 
) 





» > & ‘ 


OUR NEW HOME 


An Inkstand which is 
quickly filled and quickly 


Two sizes, 2} 


ex- 





Patented July 6, 1909 





Patented Feb. 28, 1899 
STYLE “E”’ with slotted cover. 


THE NEW PLANT «# 








3306 COLERAIN AVENUE 
CINCINNATI, 0. 


185 FULTON STREET 
NEW YORK 
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The addition of a fancy stationery de- 
partment to a commercial stationery store 
adds nothing in the way of expense for rent, 
light, heat, etc. 

If the commercial stationer once gets 


next to the quantity of goods in the fancy 
stationery line that is sold at a fair profit, 
he will wake up and make an endeavor to 





get a share of such business in his com- | Ne oe 24 EROS ser pr . anes 
P : “aR a SSS Tie - 
munity and the profits accruing from such apg tet Ree oe PS nnn och SN ' 


business. : - 
Many commercial stationers will not talk | WE MANUFAG I URE GUMMED | APE 
with the salesman who tries to interest | 


them in fancy stationery, yet in my many | OF EVERY KIND—EVERY WIDTH 
years of experience on the road I have had js 


the pleasure of convincing a number of 
WE FURNISH IT FOR USE ON ALL SEALING MACHINES. 


















good commercial stationers of the advan- 
tage of handling the line and have seen the 
establishment in their stores of departments 
catering to the fancy stationery trade, car- 
rying up-to-date goods having a good pat- 





social affairs. There is no such standard of 
price for things that sell for such purposes 
as there is in the commercial stationery 


ronage from the better class of trade in Indispensable for Laundries Used by Distillers for sealing 
their community and satisfactory in every Nothing so good for Box Stays cartons. : 
way to the owners of the business. Invaluable in a Bindery ; In use also by Department \ 

In every community there are women Used by Boards of Health, for Stores, Retail Merchants, > ge 

who demand the “odd, unique and original” closing crevises while disin- Shoe Stores,Grocers, Florists, basi) 

ideas for their own use in carrying out their fecting Banks, Express Companies. 85 
F 


In Extensive Use by Furniture 
Manufacturers for Special Veneer. ; 


* 
> 
rt 


business. 
A commercial firm of good standing can Me Manufacture ALL GRADES including Kraft 
build up a Tiffany reputation in its com- pee ery “ 
munity in catering to this class of trade. STAT IONERS & OFFICE — 
APPLIANCE DEALERS 


Mrs. Jones received a circular from Jen- 
kins & Johnson, 43 Front street, saying | 
they had some good ideas in guest cards 
and would be pleased to have her call and 


who are handling our line are getting big results. 
Every user of a Sealing Machine is a regular monthly 











see them. buyer of the supplies. 
Mrs. Jones was only too glad to have the 
opportunity and she bought some artistic 
things. Of course Mrs. Brown wanted to 
know where she got them and Mrs. Jones | 
told her that she got them at Jenkins & 
Johnson’s and that they were expensive. 
And in a little while the fancy stationery 
department in that commercial stationery 


Write for Catalogs Today— 
The Price will Surprise you. 


Thomas Stationery 
Mfg. Gompany 


SPRINGFIELD, OHIO 
New York Sales Rooms 537 Pearl St 





store was enjoying a good patronage. 
I have seen this done time and again in | 
many cities. 
3ut the average commercial stationer is a 
pessimist and has got to be shown. I can 
refer those who are skeptical on this sub- 
ject to several commercial stationers lo- 





























cated in different parts of this country 
whose places of business are in localities | 
uVy 
where one would never expect a woman FO THE TORSION BINDER — Abso- 
rould go to hase, who have built up a R : 
| wont @ re P lutely the best for reading tables. 
/ profitable business in the line. ? qyu” : 
| It behooves every commercial dealer to = 
look into this matter carefully, and if he THE EMERSON BINDER--to hold your catalogues, and photographs 
sees a ghost of a chance to increase his | for your salesmen and customers suitable for abstracts, time sheets, 
profits it becomes his duty to take advan- pay rolls, tariffs, etc. No thicker at any time than its contents. 
tage of it. . . 
|| THE AMBART HAND PUNCH—a moderate priced adjustable paper 
unch. EYELETS—200 styles in stock; any style to order. 
NEW STATIONERY COMPANY. Paw 7 x 
4 hk 1 > 7. _ y = - . . meena 
The Deil, Benson & Evans Company was These specialties este: Gibbtiteiaiins 
recently incorporated at this place to do a are all ee — a Binders, 
general stationery and office supplies busi- ers and profit Eyeleteers, ; 
es M pr . cairns : : k 1 | makers for the The Co. Die Workers,Etc. 
ness. NLT. = 18 a well nneres anker anc dealer. aa Try CH ICAGO 
Mr. Benson is a member of The Youngs- them out. _———— 
town Printing Company. 
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THADDEVS DAVIDS 


o6g 





GOODS EVERY 


LARGER PROFIT 


and progressive in ideas.”’ 
Manufacturers of Reliable 
Inks, 
Sealing Wax, 
etc. 
THEACTIVESHELVES 
OF 
ERS 
FILLED 


COMPANY 


ESTABLISHED 1825 


lid in vears, but new 


Mucilage, Paste, 
Letterine, 


STA TION- 
SHOULD BE 

WITH OUR 
AS THEY WILL 


LIVE 





A 


PAY YOU 
THAN ANY OTHER GOOD GOODS. 


DAY 


We Have Not Advanced 


AND YOU GET 
AS MUCH FOR 


DAVIDS” 


PRODUCTS 


IF YOU ARE N¢ 
SHOULD SEND U 


FA 


AS 


GIVE 
ER 


RICH YOUR COFFERS 


THADDEUS DAVIDS 


95-97 VanDam St. New York 


Our Prices 


AS YOU DO FOR 
GOODS THAT 
COST YOU 
MORE MONEY. 





YT SELLING DAVIDS’ INKS YOU 
S A TRIAL ORDER, AS THEY WILL 

THE CONSUM- 
ENTIRE SATIS- 
CTION AND EN- 


WELL. 


one of 


Let us send you 

our handsome catalogues 

and quote you our dis- ——— 
counts. Tiaade’> pavidsy, 


ELECTRO CHEemicae 
RITING Fivid 
' 4 


COMPANY 
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A NEW LOOSE LEAF LINE. 


The Boorum & Pease Company Marketing 
Some Interesting Devices. 
NNOUNCEMENT is made in this 


issue of a new line of loos: eaf 


devices and supplies manufactured 

by the Boorum & Pease Company ot New 
York. These goods will be ready for the 

| market during August. For some ti the 
Boorum & Pease Company has been ietly 


developing this new line, which apps 


possess many excellent features. Great 


has been exercised to select devices 


will meet the approval of dealers and users 
alike The goods are now in cours f 
manufacture under the strict supervision of 
competent people. Descriptive of the new 
line the company is issuing a handsome and 
instructive catalogue which will be 1 the 
hands of the trade very soon. 


Following is a partial description 


of the leading features of the new 

The line will include the “Sp 
ledger, whose metal parts are made of high 
grade steel instead of aluminum, but at the 
same time conforming in appearat 
binders made of the latter mater rhe 
mechanism is of a new design and insures 


great strength and rigidity to the book 


The 


a strong 


“Standard” ledger, also of ste s 
and durable piece of mechar 


but is made from slightly lower pr 


terials to meet the demand 
priced ledger 
Finally, the line includes the “Empire,” a 
very low priced ledger for smal id 
for use as a petty ledger. This wi 
| very low price complete with sheets 
dex. It is made of steel and is 
pattern, with a simple locking device 
automatically expands the book whet 
leased lr} sheets can be removed 
newed as in the more expensive bo 
The line includes a complete list of s 
and indexes, comprising three grad 
meet the requirements of different 
mers. The “special” sheets are mad 
best grade ledger paper with a patented flex 
ible hinge; the “Standard” sheets are made 
of “Westlock” ledger paper, especially 
ished for loose-leaf purposes and 
the usual way The “Empir« 
made of a special “Manhattan” 
per, with creased hinge 
A feature of the indexes is the 
the paper, which 1s distinctive, the “Sy 
indexes being on a blue paper, 
“Standard” and “Empire” being of buff 
hue, all being hinged to match thi 
grades of sheets 
Che transite! binders and she t lers 
of the new line are made up with tl 
care as t] previ usly described 
binders 
The post binders are of the 
terns and ntain some new and us 
tures [They are made with great 
the best of materials. Canvas of 
grade and lor is used, the color b 4 
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Oy EVERLASTING INDEX TABS 


EY/ —EASILY ATTACHED—SIMPLY CAN'T WORK LOOSE! 


C ONSTRUCTIONALLY speaking, 

that’s the big advantage of these ‘‘ Y 

and E’’ Tabs. They’re quickly adjusted 

to acard or sheet, but they’ll never slip off ; 

they hang on everlastingly. 
eG 


We make these tabs in five 

















slide the tab 





Each tab is made of two pieces of German Silver To attach, you 
e of the card when ‘‘ compre on band ”’ is released e e © 
sizes, and in a great variety of 
alphabetical, numerical, monthly, and daily subdivisions. Special Pr 4 
Individual Tab 


Business men everywhere are quick to 





with numerical 


labels furnished to order. 
see the advantages of these simple, inexpensive Indexing Helps! re 











A Big Field for Stationers! 


ibetical labe Sample Tab, 5 Cents. 
le Reading Set of Five, 25 Cents. 


Complete Booklet on Request. 














YAWMANDFRBE MFG.(. 


Executive Offices, Rochester, N. Y. 











Y and E" Filing Equipment Stores 
Pittsburg Chi New York Ww aie asten t n position, the compression band is pressed down over the “ shoulder,” 
suffal . , ' ind this brings the jaws together, holding tab firmly and securely. 


m MARBLE CHAIRS 


_ Give you a handsome profit. 
Add prestige to your office furniture department. 



















Allow you to bid on the finest 
bank and public building equip- 


ae ment contracts in your territory. 
Office Appliance Dealers 
F get in touch with us at once in re- 


gard to handling this line. 


We can show you that many 
fe of the best stationery accounts in 
the country are handling our chairs exclusively and making a big 


success of them. Send for our 1909 Catalog. 


| The B. L. Marble Chair Co., 2”. 
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Ribbons 
to Fit all 
Machines 


The Recognized Standard 


From the raw materials to the finished 
patented boxes, nothing but the best en 
ters into the manufacture and packing of 


Carter’s Ideal 


Typewriter Ribbons 


and 


Carbon Papers 


Trade propositions ot interest to every dealer. Details of our pec ial 
“Cabinet and Rebate Earning Plan’ gladly sent Write for new 
booklet ‘‘Carbon Points with a Little Light on Ribbons 


THE CARTER’S INK COMPANY 


BOSTON NEW#YORK MICHICAGO MONTREAL LONDON 


Carbons 
for Every 
Special 
Use 















WAX SEALS CHECKS CORPORATE SEALS POCKET NOTARY METAL CHECKS 
WE ARE NOT AGENTS FOR THESE OES 
SEALS, STENCILS, STEEL STAMPS, BADGES, 
NAME PLATES, METAL CHECKS, 
RUBBER STAMPS, Etc. e 
WRITE FOR CATALOGUE 
MEYER & WENTHE 
123456 92 DEARBORN 8ST. 


WE MANUFACTURE THEM 
L NUMBERING MACHINES CHICAGO RUBBER STAMPS: 




















greenish hue, which does not readily sh 
the dirt. 

The new line includes prong bindet 
two styles, including the usual wi 
and a new metal back (steel) with 
lock mechanism opening both ends 
binder at the same time. 

Other interesting items are the “Sta 
ard” loose-leaf punches, “Empire” mus 
eyelets for repairing torn price book sh 
“Empire” loose rings, and “Standard 
ord books. 

One of the principles of the Boorun 
Pease Company is to sell their goods 
trade exclusively, hence considerable 
and thought have been used to put 
line in the best possible shape for hand 
in order to prevent damage to the ge 
in transit or in stock 

The Boorum & Pease Company 
deavored to conform to something as ni 
approaching a standard of loose-leaf 
as possible in the absence of an acc 
standard of uniformity and believes, 
thermore, that pce goods as 
can be successfully sold by the reg 
sales force of the stationery store 


A NEW MAIL WRAPPER TUBE 

There have been many wrapper tubes 
various devices, but the latest, and | 
possibly the best, is a flat sheet, cut 
bias or diagonally, somewhat on the 
plan as a “puttee” gaiter. There is a s1 
ferrule at each end, with a piece of 
attached To use it one rolls up the 
matter tightly, and completes the tul 
fastening the left hand end first 
string and then the other end, and 


you are! When the mail tube is rece 


one just loosens a cord, and the content 
can be removed instantly. There 


pushing, no pulling, no tearing 
Printing or addressing can be don 

rectly on the wrapper, without the 

| 


sity of label as the wrapper tub 


merely flat sheets, they occupy 


possible sp [They are made in 


sizes and in many qualities of paper. 1 
should prove very useful for calend 


drawings, pamphlets, magazines, pi 


circulars nything that can be 

nto a1 [They are made and 

the Mail Wrapper Tube Company of Ar 
a, 105 J 14th St., New York 


NEW STAMP PAD. 


[The B. G. Volger Manufacturing ‘ 
pany of Pas N. J s out ith 
stamp pad 1 ttractive 
made It e New Depa 
Ss ¢ me t S pads + f 
by atmos] sture Impress 

med ik | etr 
per r ot! stamped 

[These pad re made in five sizes 
six different colors. They may be renew 
by occasional applications of Vol 
Quick Drying Ink. 

Prices and free samples will be ma 


to dealers if requested. 
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AN INTERESTING SEALING 


MACHINE. 
The Hall Paper and Specialties Company, 
105-107 Chambers street, New York, is giv- 


ing a sealing machine with its latest 
; ~ 


improvements 


away 


in order to introduce its 


goods to the public, depending on the goods 


to get future orders. The company claims 
that if you give a customer the best goods 
at the lowest price consistent with a just 
profit, it means satisfied customers and re 


peated orders. 
“Styk-um-Phast” gum 
the country; it is known as a quick sticker, 
and is solid. The weather doesn’t affect 
who use it request that 
again. The secret of this is that the 
uses the best and most expensive 


is known all over 


and people once 
brand 


company 


ingredients in making up their gum, and 
they don’t try to cheapen, or reduce the 
juality of glue in order to meet competi- 
tion. They try to make it a little stronger 
and little better if possible. Their gum 


cloth is used for most every purpose, for 





frames, 


picture 


mending music, making 
etc 
is put up for sealing purposes 


and is guaranteed full 


mending dresses, 
The paper 
800 feet to 


the roll, 


length. 


Their fumigating paper is used by the 
boards of health to seal a room and fumi- 
gate it; it is put up 100 yards to the roll, 


2 inches wide. 
Styk-um-Phast 


retail trade, 


Gummed Cloth is 
10 yards, 10 colors, 


Their 
sold to the 


10 cents a roll, 7% inch wide, and for the 
manufacturing trade it is put up in 300- 
yard rolls, any width from % inch to 36 


inches wide. 
Their advertisement can be found in an- 
other column. Please mention this maga- 


if writing for prices. 





zine 
NEIDICH PROCESS CO. IN NEW 
BUILDING. 

The Neidich Process Company, the well 
known manufacturers of ribbons and car- 
bon papers of Burlington, N. J., have just 
completed a new, handsome and commodi- 
ous reinforced concrete building at their 
plant in Burlington. This building will 
facilitate the despatch of orders and make 
the work of the factory more convenient 
and easier of accomplishment. The busi- 
ness of the company has grown to such an 


extent that increased facilities were im- 


perative. 








en a SERS 








@ No mbber bands to rot. 
@ No tapes to decay. 


@ No strings to break. 












of their objections. 


DEALERS 


who handle it are finding it an easy 


seller. 


Write for our special trade offer 


Smead Manufacturing | 
Co., Hastings, Minn., U.S. A. 


is both adjustable and expansive. 
It is made in several sizes, to expand 2 and 4 inches. 


@ It's done in an instant. 


The, Smead Patented Bandless File 


It has every advantage of the old-style files with none 

















<<, 


Sg. 


Just press down the tip and the file is sealed Q 


\ 


@ No annoyances nor vexations. 












































“GLADIATOR™ 


CARBON PAPER 
is representative of EFFICIENCY, STRENGTH 


and ENDURANC 


be had ata 


SILK GAUZE 


Our Bcealk Record 


and can 
Try it. 


It is also clean 


bly low figure. 


YE. 


remarka 


ZE. 


the Blackest. 


Our other records the most brilliant. 
Our copying ribbons the strongest. 


COLUMBIA RIBBON & CARBON MFG. CO. 


General Office and Factory, 


None will fill the type. 
All willlast the longest 
And also write the finest. 


111-113 West Broadway, New York. 


CHICAGO OFFICE, Baltimore Bldg. 


EUROPEAN OFFICE} 10 Hornergass, Zurich. 





exo? TYPEWRITER 
RIBBONS 


PHILADELPHIA OFFICE, 1305 Arch Street. 


























Oo 


Closes from 


ameter weight; No. 2, ly 
hes diameter, heavy weight. 
Unjointed ring, 14 inches diam- 
Patented Nov. 24, 1908 ‘ Patented Feb. 4, 1902 
Write for particulars; also for samples of the new No. 1 heavy ring, a smallersize which is proving a big seller. 


EVERY LOOSE LEAF LIES FLAT WHEN USING 
THE IMPROVED UNIVERSITY BOOK RING 


n Sidewise B 
rom AtoB 







BtoA 
A 





OTTO KELLNER, JR., 4028 STATE STREET, CHICAGO 


temporary 
and stenographer s note books, 


strong and neat. 


It meets every requirement for the 
binding of student’s 


ose leaves. Simple, 
Made in three 


and various lo 


izes. No.1, 1} inches diameter, 
light weight No 2, 14 inches di- 
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We Eliminate All Risk 








CHICAGO BINDER & FILE COMPANY 
MARKETS A “PIN TUMBLER 
LOCK.” 









Phis |] zned 
upon the part of the dealer and through him upon the part of 
the consumer by our “‘money back” guarante¢ The dealers’ 
problems are our problems and we have reduced them to o. ' 
a minimum by the very simple plan of making a per- ; 7 : 
fect product and refunding the money to anvone 
who is dissatisfied. That is why our business | rae , 
has grown so remarkably. We can make , : \ 
yours grow as fast We are doing it , _ 
for other dealer l 





I ome of the liv 
est ones in the countrv. 
have keen coTl 





If vou 






ipetition 
get in touch with usat 







once 


YOU MAKE THI8 GUARANTEE TO YOUR CUSTOMERS 


‘We guarantee Storms’ Ribbons and Carbons to be entirely sat- 


























isfactory, or your money will be refunded without argument." 
AND WE STAND READY TO MAKE IT COOD TO You 
If you 
_ as tion, the same key that locks and w 
yee ge gy 
your share of the 





the Ledger, 













ilso expands and contract 


. These keys are 
big orders for multi- : 


graph and other duplicat- 
ing machine ribbons, it’s be- 
cause you haven't had Storm’s. 
Our agents are getting that business. 


made of German silver 


strong to bind the sheet 
rigidly and withstand 


are sufficiently 


the greatest poss 
n be exerted with the thi 
ind finger. Each lock has a different 
keys, which belong 
correspond. If, by s 
key should be lost, the ( 


cago Binder & File Company will supply 


pressure that 


Besides our regular brands we have the 


ribbons and ‘Tri- 
qualities that you have not been 
buying for the price—trade getters with which you 
should get acquainted. 


ber, and the t 

are numbered 
-heaper grades of ‘“‘Cameo”’ 
cheaper grade ot ime einiain 
angle’’ carbons 










If you will write to Department A for our special proposition 
to dealers, we will give you some interesting information. 


WRITE TODAY 


H. M. STORMS CO. sier's: NEW YORK 




















A PROFITABLE ca — 
DIP FOR \ 
DEALERS 











he mechani 





ck 1s an absolute 





Just Push the Button and it’s Filled | | struction of 


tec if is Ss id ¢ t +} ] 
appreciatior 


aid ie lock cannot be pl 
ee sys ind that the key cannot be duplicate 
} ne A high gra /_ 
a anette a illite cept by an expert having the origina 
Ame 
= " lug ingers, etc. Every per possession. J echanism is so finely 
“ry O "Steaaeapain- wae . ; ;' 
ira ealers are met Y ranged that the variation of one-thous 
P Write today for | ‘ , : 
Stay of an inch in the cutting will prevent 
] a r tior 


key from 


opening the lock At the 
Waterloo, Ia. 





Wm. A. Welty Co., 








time the construction allows of so 1 
i : ' latitude in the making of keys that 100,00 








different styles may be produced without 
manufacturing a dupl« 


An important feature is that the same key 


that unlocks the ledger will also operate the 
itrolling screw rod which expands and 
cts tl ! k. O ne key is re- 
That means that there is only one 
key in existe! that n unlock that par 
ul that kind of 
rtainty in the ndlit of his accounts 
is of paramount importat to the business 
man. He wants to know that his books can 
not be tampered witl nd this lock gives 
him that assurance 
The Chicago Binder & File Company state 


that these locks will be fitted to Monarch 
and Queen ledgers when so ordered, at an 
extra cost of $2.50. Uness otherwise spe- 
cified, two keys will be furnished with each 
lock, although more may be secured if de- 
sired. Dealers who want to know more 


about this mechanism and the proposition 


which they are making the trade should | 
address the Chicago Binder & File Com- | 


pany, 133 So. Clinton St., Chicago, III 


MAKE SPECIAL PAPER. 


One’s ideas of things are generally 
limited by what one has seen. It would 


hardly occur to the average man that the | 


making of paper on rolls from half an inch | 


to two or three or four inches wide would 
justify much of a factory for that purpose, 
but it is nevertheless a flourishing industry. 
“Down in Maine” is where the Colonial 
Company manufactures this narrow roll pa- 
per for adding machines, police and fire 
alarm registers, stock tickers, etc. 

The company’s factory at Mechanic Falls, 
Me.. is a busy place, and while a good deal 
of its output is devoted to drug rolls, rib- 
bon paper, and galley proof rolls, large 
quantities are consumed by owners of add 
ing machines and similar modern devices. 
Who would have thought, when the first 
adding machines came on the market that 
its creation would have brought forth a 
new industry and given employment to a 
factory full of men away up in Maine a 
thousand miles away from an adding ma- 
chine factory? 

The Colonial Company will be pleased 
to quote terms and prices to members of 


the trade 


ADDS NEW SALESMAN. 


R. G. P. Bugg has joined the sales staff of 


Thaddeus Davids Co., 95-97 Van Dam St., 
New York, and expects to be a big factor in 
extending the sales of Davids’ inks, mucil 

Letterine, et Mr. Bugg was 


ages, paste, 
formerly with S. S. Stafford, Inc., and is 


well known and well liked in the trade. 


On to New York! Biggest and best Busi- 
Show ever held will be held at Madison 


ness SN 


Square Garden Sept. 25 to Oct. 2, 1909. 
Space reservations are being taken rapidly 
Those desiring to exhibit their lines should 
write immediately to the National Trade 


Show Company and make arrangements. 
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QV 
MS 


For Forty Years Discriminating Buyers Have 
Voiced Judgment in Favor of Weston’s Linen 


Ledger and Record Papers. 





A book made of ‘‘Westons”’ for use on your 
desk, or for sale on your counter, will enlist you 


in ‘‘Weston’’ majority. ae 
From the selection of the stock in the rag 


room, through duster, beater, fourdrinier, calender 
and cutter—throughout the entire complex proc- 
ess of manufacture to its preparation for ship- 
ment—Weston product shows the influence of our 
40 years experience. 

Through their use the perpetuity of the records 
of the nation—state—county—municipality and 4 
business of every kind, is assured. a 






By common consent of users and makers of 
account and record books—both the “‘old-line”’ 
and ‘‘loose-leaf,’’ record and ledger papers are 
divided into two classes 











Weston’s and the Others 








W 






HITE—BLUE—BUFF & 


















S 


Byron Weston Co. 


Dalton, Mass. 


> 


—— 

































: 7 
WG GY 
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HIGGINS’ 


Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter supplied to the 
Trade. 


Consumers, emancipate yourselves from the use of corrosive and ill- 
smelling inks and adhesives and adopt the Higgins Inks and 
Adhesives. They will be a revelation to you. 





Drawing Inks, Blacks and Colors 
Eternal Writing Ink 

Engrossing Ink 

Taurine Mucilage 

Photo Mounter Paste 





Office Paste 
Liquid Paste 
Vegetable Glue, etc., etc. 


AT DEALERS GENERALLY 














Drawing Board and Library Mucilage 











Originators and Manufacturers 
CHAS. M. HIGGINS & CO., 2 ees 
a Office and Factory, Brooklyn, N. Y., U.S.A. New York—Chicago—London 








Ask Your Stationer For 


Nichols Pencil Pocket 


The best made Saves 
fountain pens 


your 
and 


H. B. Smith 


penci! 
temper 
Inside Spring is the Secret. 
Sells atsight. Agents wanted. 
Thompson-Smith Co., 194-6 Broad- 
way, Sales Agents for New York City 
Send 25 cents for sample and make you a customer 
terms to the manufacturers 





SRRUPI OH SHIeHOreRTONT TSS 
SAFE — A T— LAST 


‘*Never-Leak’’ 
POCKET FOUNTAIN PEN 


made in one length only), 34 inches lor 
two style Plain or Gold 
Fully guaranteed for five years. Retail at 
$3.00 each, sample by mail to dealers $1.50 


f you will let us dem I 
Get circular and terms 


H. B. SMITH PEN CO. 


NICHOLS & WILLIS, Worcester, Mass. 





JANESVILLE, - - WIS., U. 5. A. 




















= BAIR 


JOB TIGKET 
EMPLOYES 


We make them with separate clock mechanisms 
or to be run as a system by a master clock. 
































TIME RECORDERS 


IF YOU ARE interested in time recorders, of any 
kind, be sure to write us for information. 


BAIRD 


MANUFACTURING COMPANY 


1576 North Halsted Street 
CHICAGO, ILL. 




















(By Special Correspondence.) 


Chicago, IIl. 


Compartment Filing Cabinet Company 
Chicago; manufacturing office furniture 
fixtures; $2,500. Paul J. Huxn 
311 Unity Building, Chicago, III. 
Milwaukee, Wis. 

A fine showing in the business line is ré 
ported furniture people of M 
waukee despite the run of warm weather: 


capital, 


by office 


that is being experienced in the city. Mil 
waukee will celebrate with a big home-con 
ing during the early part of August a1 
dealers are expecting that prospects gal 
will be secured at that time. 

* * * 

The plant of the Northwestern Furnit 
Company of Milwaukee is being operated 
full blast and officials of the company 
well pleased with the present and f 
outlook. 

“Orders are coming in at a very s 
factory rate,” said C. A. Netzhammer, sal¢ 
manager of the Northwestern Furnit 
“We have been especially f 

in securing some big contra 


Company. 
nate of late 
orders.” 
* * x 

R. C. Forrer, a member of the North- 
western Furniture Company, Milwaukee, is 
spending a few weeks with his family 
his country home at Riverview. 

* + + 

C. A. Netzhammer, sales manager of the 
Northwestern Furniture Company, Milw 
kee, has just returned from a trip in the 
East, where he visited Detroit, Cleveland 
Pittsburg, Cincinnati and other cities in the 
interests of the business show which the 
Northwestern expects to give at its sales 
rooms next fall. The show which was he 
last year was a tremendous 
Mr. Netzhammer plans on having the event 
this fall to be fully as successful. Mr. Netz 
hammer found Eastern manufacturers much 
interested and all of them promised their 


support for the big display. 
7 * * 


success, and 


The Northwestern Furniture Company of 
Milwaukee is meeting with much success in 
a unique plan which it follows in displaying 
stock to prospective customers. Mounted 
pictures, together with a description of the 
piece of furniture, are sent out and rec: 
far more attention than the ordinary cat 
logue. 

x * x 

The Northwestern Furniture Company 
Chippewa Falls, Wis., 
porated, with a capital stock of $30,000 
M. A. Poznanski, J. E. 
E. Bannier. The new concern was orga! 
ized to take over the Chippewa Falls | 


has just been incor 


Poznanski and J 


niture Company. 
New York, N. Y. 


Yawman and Erbe Manufacturing 


The 








FURNITURE NEWS—Continued. 


Company has made its window at 360 
Broadway very attractive. The company 
has a display designed to show the eight 


stages of manufacture of its filing cabinets. 


The first is the acorn, with an appropriate 
allusion on a card. The second is a small 
oak tree. The third is a large block show- 


ing the trunk of the oak tree. The fourth 
is the undressed wood in the rough. The 
fifth is the dressed or planed wood. The 


sixth, the pieces tongued and grooved, 

ready for assembling The seventh, the 
cabinet made up, but not polished. The 
eighth, the complete finished cabinet, all 
ready for use. The card attached to the 


imen bears the happy suggestion, 
up to you!” 


eighth spex 
“All finished—it’s 
San Francisco, Cal. 

Library Bureau has secured a large ware- 
First and Tehama 
Francisco, for the storage of 
surplus stock. This is quite an addition to 
its facilities for handling the business here, 
making it possible to fill all ordinary orders 
The warehouse is conve- 
located, being only a few blocks 
on Market street and not far 
t sheds of railroads. 


at the corner of 


San 


house 
streets, 


without 
niently 
from the store 


de lay. 


from the freigh the 
upply Company reports 
the demand 
sectional book 


The Commercial S 
cl ynsiderable 


Macy fil 


cases. 


improvement in 


for ing goods and 


a * * 


& Co. are devoting a large 


H. S. Crocker 


window at their new store to the display of 

office furniture. They are getting a good, 

steady business on the office lines, and 

have had quite a demand for desks, etc., 

for the sche trade in the last few weeks 
o* * * 

George H. Balsley, Northwestern travel- 
ing representative of the Yawman & Erbe 
Manufacturing Company, and A. C. Freese 
who covers the Southwestern states, are 
visiting C. H. Victor, the Coast manager, 
at the San Francisco office 

k * * 

Sanbr Vail & Co. are placing quite 
lot of -W: ilker goods in this city at 
present, or are doi some good display 
work with the “Sectionets.”’ 

~ - 7 

Mrs. D. Browne, general traveling rep- 

resentative for W. L. Courtwright, 711 San- 


some street, San Francisco, Cal., represent- 
ing the American Manufacturing Concern, 
Jamestown, N. Y., American agent for the 
Leitz filing devices, was in Chicago recent 
ly on a business trip. Mrs. Browne has been 
very succes in arranging agencies for 
the Leit spt ties 


OPEN STORE IN WINNIPEG. 
Richardson & Bishop, Ltd., Manufactur- 
Stat intimate that they are now 
isiness at their handsome new 
370 Main, three doors south 
This is one of the largest and 
supply houses 


ing ionery, 
for bi 


2£0 
30d, 


open 
premises, 
of Portage 
best 
Canada. 


equipped office in 
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a Celluloid Tip 


























Won’t soil nor fray : 


Know That We Allow 


Every Dealer Should 








Large 


Discounts Either on 





Stock Cards or Special Orders 





ruling, weights, 
dealers. 





either stock or special 


Write for samples and prices. 


STANDARD INDEX CARD CO. 


oT., 


701-709 ARCH 


Index cards come in such a wide range of sizes, styles, 
etc., 
If you haven’t 
specifications and send us the order. 
and allow you a liberal margin of profit. 
Our prices are lowest consistent with quality. 


as to be a perplexing problem to 
“it’’ in stock take the customer’s 
We'll fill it promptly 


PHILADELPHIA. 











Chichester 
Typewriter 
Chairs 


are 
Favorites 
with the 


DEALER 


because 
they please 
the 





Consumer 


They 
please the 
Consumer 
because 


“THEY FIT THE BACK” 


If you sell Typewriter Chairs get our Catalog. Shows 
our Full Line of Patent Adjustable Back Chairs. 


Chichester Bros. Chair Co. 
207 Canal Street, New York 











are better than one. That is the 
secret of the ‘‘ Superior’? Paper 
Fastener. The two points double 
its efficiency and do what no other 
paper fastener does—hold the pa- 
pers together secure and straight 
so they can't pivot. 

@ Anyone whoonce uses ‘‘Superior”’ fast- 
eners will not go back to the old kind. 
They are both effective andinexpensive. 
Cu nc keep coming back for them 
ant 1e 

PAY A GOOD PROFIT 

tothe trade. Dealers everywhere are 
having big success with the Superior.” 


@ Write for samples and prices. 


SUPERIOR MFG. CO., Sidney, Ohio, U. S.A. 




















ALL SHAPES 


GOLD PEN AND STYLES 


Gold Pens for Jobbers and Fountain Pen 
Manufacturers. 
IMPRINT WORK A SPECIALTY 
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All makes Gold, Fountain, Stylographic Pens 
Pencil Cases perfectly repair nd r 
Sat teed 


47 Ann Saeost, NEW YORK 


uy received 


GEO. P. GAYDOUL, 





EVERYBODY WANTS A FILING CABINET 


System is the watchword of the 
day, and even the small busines 
man and householder wants som 
sort of a systematic way of filing 
letters, catalogs, papers, tax re- 
celpts, Insurance policies, clip- 
pings, etc. 


The SIMMONS CABINET IS 
IDEAL for this purpose, as it al- 
lows of a very large number of 
classifications within a small space 
and at a minimum cost. 


DEALERS: 
GET A SIMMONS’ AGENCY 


Our gy fl beve a UNIVER 
SAL sale. NOW for cat 
alogue - ma, van styles of de 
vices, and term to dealers. 








408 Cable Bidg., Chicago, III, 


SIMMONS AGENCY, 


























BUSINESS 
LETTER 
WRITING 


can be simplified and per 
fected with the aid of the 


pn a 
CORRESPONDENT 











It is the most original, practical 
and complete book of instruction on 
business letter writing published. It 
is also a system of answering corres 
pondence without dictation. 


We have sold over 3,000 Auto-Cor- 
respondents the last year to business 
houses, in all parts of the world 
have sold as many as six books to 
one concern. This was all done with 
very little advertising, and shows 
that the book has filled an actual de 
mand from manufacturers. 


We want you, Mr. Dealer, to help us, 
and so to get your share of this good 
business. 


The number of unsolicited testi 
monials we have received would sur 
prise you. The plans that we have 
on foot now should enable us to help 
you dealers sell an aggregate of at least 
100,000 books the coming season. 


If you will write us today for pro 
position to dealers, we can make you 
an offer that it will be impossible for 
us to duplicate in another month. 

Write today. We will send to any 
responsible dealer a sample book on 
approval, express prepaid. 

If not satisfactory it can be re 
turned at our expense 








Business Book Concern 


127 Fifth Avenue, Chicago, IIl., U. S. A. 
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LOST MOTION. 

The men who design and build machinery 
have a horror of what they call lost mo 
tion, 

Lost motion takes place when parts ar 
not perfectly co-ordinated—when one part 
can move a certain distance independently, 
or when a part that should respond instant 
ly to the motion of another part does not 
respond until after some time has elapsed 

You will find some business advertising 
to their trade in an educative way and tak 
ing the orders or closing actual sales 
through salesmen. Now, when you find a 
sales force that knows nothing of what 
advertising is being done, or an advertis 
ing department that is run without regard 
to what the salesmen are doing or could 
do, you have a fine example of lost mo 
tion. 

And this is a very common form of it 
Again, you will find a sales force that goes 
about making delivery promises which are 
impossible of fulfillment, all because the 
sales end and the shipping end are not co 
ordinated, and neither knows what th 
other is doing or can do 

You will find in some other business a 
very fine system of accounting that shows 
just where the profits are being made and 
a fine sales force selling the things on 
which the profit is lowest. 

There are hundreds of chances in any 
good sized concern for some form of lost 


motion. And there are few concerns tha 





are so ethciently built up and condu 
that some lost motion does not creep 

In a machine, the effect of lost mo 
usually to rack the machine to pieces 
before it would wear out if it hae 
properly designed 

In a business, the specine efte 
ious. It may result simply in loss 
and of profits that might have been 
on them, or it may result in the 
customers who are witnesses 


tims of the lost motion 


The principal function of a true exe 
should pe the watching for evide 
lost motion rhe slightest signs 
of co-operation between depart 
should be the signal for searching ex 
nation rhe man who notices little 


onisms between employees or depart 


e matter Ove! ignt 


and passes t 
missed his chance to help the business 
When the salesmen complain that 


are not delivered as promised, it 


enough to send word that the shipping 


partment must hurry things Che 
thing to do is to find out why, and 
remedy that “why.” Maybe the shippi: 
department has too few men in it. M 


a salesman has gotten in there son 
and called somebody down and has b 


a legitimate mark in the eyes of th 


per. You cannot tell until you investigate 


And the wisest, keenest-eyed exe 
that ever lived will fall short of kn 


all that he ight about his business 

















We Manufacture 


Police, Fire, Tele- 
graph, Cash Reg- ROLLS 
ister and Tally 
Time Clock and Telephone Rolls 
Ruled, Printed and Plain Rolls 


In fact, anything in the Roll Line 


Cutting Rolls from 4 to 100 in 

we feel competent of satisfying 
you. Cloth, Crash Cloth, Can 
Asbestos, Lining Papers, Copp 
and Glazed Papers cut and sheet 


ed in any size or dimension 


We are the largest roll paper mat 
ufacturers, operating two plant 
and producing 1000 different 


i m 
of paper in rolls 


CAPACITY: 50 TONS PER DAY 
Cable Address: ‘““YRREP”’ 


CHARLES E. PERRY COMPANY 


183 and 185 Congress Street - - BOSTON, MASS. 














IN THE MARKET. 


Mr. Furst, who represents the Copi: 
Union of Berlin, expects to visit the United 
States in September He will visit the 
New York Business Show and may extend 
his trip to Chicago and other points 

The Copir-Union is one of the oldest and 
most important office appliances firms 
Europe, and manufacturers of the United 
States who desire European representation 

typewriters, copying and _ duplicating 
machines, and other office requisites, would 
do well to correspond with the Copi 
Union 
Chicago, IIl. 

L. S. Toole, the we known wholesal: 
stationer, advises us that he would like to 
et in touch with manufacturers of penci 
boxes, tablets, school-supplies, etc. 

Griffin, Ga. 

The Mills Printing Co., lthographers 
printers, binders, loose leaf and blank book 
manufacturers of Griffin, Ga., desire in 
formation as to the names of firms from 
whom they can buy office supplies and also 
a list of articles usually found in an of 
fice supply catalogue, as they anticipate en 


tering the field very shortly and will issu¢ 


Manchester, N. H. 


The New England Office Equipment 


Company, Incorporated, will open head 
quarters at Manchester, N. H., about Sept 
Ist. They intend to carry a complete line 


of office supplies and appliances and have 
ilready secured some good state agencies 
for New Hampshire \ll manufacturers of 
office equipment who can give state agen 
cies are requested to send literature to The 
New England Office Equipment Co., Man 
chester, N. H., Po. Box 609 
Mobile, Ala. 
During the past week among the new 
business enterprises of Mobile the incor 
poration f the Sherman Stationery Com 


pany, with power, authority and capital to 


conduct a general stationery and office out 
fitting business Phe mpany have made 
preparations to begin business about the 
15th of June, next, in its handsome new 

re, just erected and undergoing equip 


1 


ment and furnishing for the special needs, 
1 South Water street 
Petersburg, Va. 

H. H. Hester, who for the past two years 
has been with the Smith Premier Type 
writer ( in the capacity of traveling 

lesman in Virginia and North Carolina 


Ss now ted with the Brandon Book 
Co., Petersburg, Va 5 manager of that 
concern Mr. Hester s a well know: 
young man f several years’ experience in 
his r business He returns to it after 
a two years’ stay with the Smith Premier 
people ind he expects to have quite a 


thorough and up-to-date establishment, in 
cluding with the regular stationery and of 
fice supply stock, a typewriter exchang« 
with an excellent repair department for all 
makes of machines and a complete line 


omece speciaities 


I 
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Black or Red Vulcan Ink Pencil-Stylo Pen. 


J. M. ULLRICH & CO., "sveisen cea’ noveusvainerne™” New York. N. Y. 


The Most Gom- Carbon Papers, Transfer Papers, Stamp Rib- 
—eesse bons, Carbon Rolls, Typewriter Ribbons, Type- 


plete Line..... writer Oil, Numbering Machine Ink. 


Interesting Proposition to Dealers. 


J. A. HEALE & CO. 


MANUFACTURERS 


The mark of quality 


94 JOHN §S 3s NEW YORK, 












Price $1.00 


Send for Cat- 
alogue and 
Discounts. 





S*VUL CAN" REGU 


MADE IN AMERICA PAT.OFF 





stablished 1884 135 Greenwich Street, (Thames E uilding.) 


a 











No. 1] 





No. 2 


Capitol Non-Evaporating Ink Stands 





“The Capitol” 


is a large, handsome 
Ink Stand for home or 
office desk. constructed 
on scientific principles 
—a broad, flat Dase to 
give stability and a 
ic , graceful dome - shaped No. 6 Two Pressed Glass Stands 

Cut Glass . $1.00 | reservoir to hold - ane... ae $2.00 

‘] > sup of severa _ 
Pressed Glas 66 TS No. 7 2CutGlass Stands & Base 3.00 


months 





Protected both from 
Airand Dust, the Ink 
can neither Evaporate 
nor Clog, and Is always 
rendered clear and fluid 
until the last drop is 
used from the small 
concave depression un- 


der funnel 


Depressing of the 
funnel is avoided, the 


right amount of ink . a “ ‘ . 
being fed without loss |} No. 25 Capital Inkstand, with 


of time or injury to All-Glass Pen Rack os eoees $ .75 
pen No. 26 Two No. 25 Inkstands on 

















No. 50 Capitol Inkstand....$ .25 Oak or Mahogany Base... .2.50 


Send for atalogue of Office Specialties exrd Trade Discounts 


CUSHMAN @ DENISON MFG. CO., 240-242 W. 25rd Street, New ork 





Will 
Ask yo 


work 
comf 


tried 





rt t 





giving vo 


Have becom 


manufacture— 


careful steel pe 
hand pointing and finishing it Louisville Ky. 
best that can be made at any r t gold ; x 
« -rTOVE t r vourself I t I xX pense U.S. A. 
wards per tisfaction by getting the samplest —— 





Pua W | MASON & CO. 


.—— so@rere = FRANCE onc gp 
N22 


You Try This Perfect Pen 











‘chemin every way-—experie TYPEWRITER OIL 
will u rid’s best lubricant for T. ite 
a Tears Machinecand qlidailentomeckinen 





Chemically pure, gumless and colorless. 
Write to-day for free sample and prices. 


MORTON MFG. CO. 





Mason’s Steel Pens 





the world’s standard by 
F ' 















Export orders giv- 
en careful atten- 
tion. 





MW 
a 4s 





W. L. MASON & COMPANY , 


Keene, New Hampshire 
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UR name is not as well 

known to the consumer 
as some other manufactur- 
ers, but— 


THE USER USES 
OUR RIBBONS 


through the 


supplied 


LARGEST DEALERS 
AND DISTRIBUTORS 


@ That’s the trade we ad- 
vertise to and that’s the 
trade that buys our ribbons 
because of their 


QUALITY AND PRICE; 


some don’t because we do 


not take 
SE CREDIT RISKS 


and add that to the cost of 
our go ds. 


@ Now, MR. STATIONER, 
we want your trade. Our 
agency proposition is still 
open for the right people in 
some good / cities; better 
write for it TO-DAY. 








The 


Frank Bayer 
Company 


Manufacturers of 
INKED RIBBONS 


of Every Description 
22 North William Street. 
NEW YORK CITY 








TYPEWRITER TABLE No. 115 


Strong and rigid. 
Has largest draw 
capacity of any 
low priced table 
on the market 
Top 18 x 30 
height 25 inches 
Finish Golden 


r $8.00 

sample crate 

istomers May wan 
t such a table 


The Hudson Cabinet Co. Ellisburg. N. Y. U.S. A. 














“GILL’S” OUT WITH NEW QUAR- 
TERLY. 
That cleverest of trade  quarterlies, 


“Gill’s Trade Help Bulletin” for April, May 
is just at hand from the 
K. Gill Company in Portland, 
Every look at anything 
way of printing this company gets 
printe 


out in 


and June, presses 
of the J 
Oregon time we 
in the 
on what splendid 
they must 
latest production of the 


kiver 


out we reflect 


and engravers have 
This 
interesting “from 
Che booklet opens with some reflections on 
mentioning the A.-Y.-P. Exp: 

Rose Festival, 
to 


Ure Gill 


gon 


press is to kiver.” 


the season, 


s and the two events of 


it10Nn 


paramount interest Oregonians, and 


makes the suggestion that, even though 
hunting and fishing are good, the dealer 
should stay at home and reap the harvest 
bound to come as a result of these two 
events. Then follows a reproduction of a 


clipping from the Portland Evening Tele- 


gram describing the expansion of the J. K. 
Gill Company from one to six floors and 


basement of the old Masonic Temple build 


ing. 

Follows a story about the third annua 
Rose Festival, written expressly for Gill’s 
by George L. Hutchin, manager of the 
festival. Next comes an instructive article 
on the proper treatment of tuberculosis by 
Dr. E. A. Pierce. Tom. Richardson, man 
ager of the Portland Commercial Club, 
contributes an interesting article on com- 


mercial organizations for retailers, follow- 


ed by an excellent paper from the pen of 
C. C. Chapman of the Chapman Adver- 
tising Company on “Up-to-the-minute 
Store Advertising.” This closes the list 
of leading articles; but the pages of the 


booklet are interspersed with clever adver- 
tisements, illustrations and descriptions of 
yn store interiors, personal mention of 


Idaho 


reg 


various Oregon and dealers, etc 


SUTH ERLAND’S “LETTER COPY 


SYSTEM. 

Che question of how to deal with carbon 
copies of letters, or copies made by ma 
chines that cut the sheets from the roll, has 
been always a vexed one. The Sutherland 
Binder and Punch Company of 237 Broad 


y, New York, are putting on the market 


their binders, which take about 500 sheets 


+ 


sheets in 


The work of putting the loose 

binder is done almost automatically wit] 
the adjuster, which shows where to puncl 
the holes, holds the sheets in position for 
insertion, and gives the binder the app 


ance of a bound book when filled 
The initial cost of the binders is mucl 
ess than the average letter book, and ‘ 
ge of using carbon sheets are t 
we known to be alluded to here 
On t New York! Biggest and best Bus 
ss Show ever he Id will be > ld it M; idisot 
Square Garden Sept. 25 to Oct. 2, 1909 
Space reservations are being taken rapidly 
Chose desiring to exhibit their lines should 
write immediately to the National Trad: 
Show Company and make arrangements 





INTERESTING WINDOW DISPLAY 


illustration shi 


The accompanying 
part of a window display recently mia 
by the Chicago branch store of the Yawm 
& Erbe Manufacturing Company Owi! 
to the many reflections in the wind 
from the street in front it was impossib 
o get very good results in the photograp 
Che picture in the window was painted | 
i Chicago tist, and represents his 
ception of former President Roosevelt ex 
ting over a n he had just slain 

The picture excited great interest 
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PICTURE IN WINDOW OF Y. & €E. CO.’S 
STORE IN CHICAGO. 

was for s a leading feature 
nteres crowds passing a g Vi 
bash avenue 

Manager Eg¢ the Chicag f 

Y. & E. ¢ pany, was delight 
( nteres t ndow i1roused 


MAKE INDELIBLE INK. 


Che Cooy Ink Company, 56 | 
Chicag manutacturers ( 
s Perpe Writing Ink for general 
ince use¢ | ey ite that this nk 1 
icid and wat of, and cant be 
ted by a cal agen Che 
Ss an ex itain pen ink 
mmend p lly as a 
p tectio1 ks nd i ib 
gainst They warrant 
Ink not cken or t 
pen. Sec ertisement 
and writ this concern’s 
profit-making proposition for de 
“Can't s £ g up hi I ) 
pounds [ e George Olney 
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ra ’ ° 99 | Commercial 
Stick To Business” | Piss te rt 
a aS A MAXIM AND Peerless Mucilage, 
SL 
——— Ae ° Combined Writing 
=—4 Commercial Paste | “mm 
TORE a (Blue-Black) 
a jveseeenenent - 5, dt 
\ a, as AS A PRODUCT Combined Carmine 
h Pryor é * anG H brought us a wonderful success. Although this business was Writing and Copying 
§ os 2 paste 2” iblished as recently as 1902, the rapid doubling of business each Fluid and JA-Black 
( PM ALPAS yume vear has forced us to abandon three buildings in seven years. In Ink. 
yea — March of this year we moved into a new three-story fire-proof brick 
building, and this one, too, is already taxed to its 
( The *‘ Reason Why” is found in two 


. determining factots: 


+ 1—Quality of Goods 





2—-Liberal Profits to Dealers 

STATIONERS :—You'll find this line unimpe Don’t th inferior brands 
The best is none too good for your trade Remember, our product ranteed t lly 
meet requirements or money refunded. 
FOREIGN DEALERS:—Correspondence is ¢ We can take care of your need 
very satistac torily 

Write us for Complete Illustrated Descriptive Matter 

and Mention ‘“ Office Appliances ir letter 


THE COMMERCIAL PASTE CO. |Meat 


16-18-20 W. Hoster Street Columbus, Ohio, U. S. A. 











ANNOUNCEMENT TO BOOKBINDERS 


HE UNDERSIGNED desire to annouce that we have purchased the plant 

formerly conducted under the names of W. J. Schultz Tenacity Co. and The 
Tenacity Company, and have equipped same with the latest machinery, and a force 
of workmen specialized in the art of making metal parts for Loose Leaf Devices. 

Our goods are sold under a guarantee as to workmanship and quality, and 
to be superior to any Loose Leaf Metals on the market. We are incorporated 
under the Laws of the State of Ohio, and desire to state emphatically that none 
of our predecessors are in any way connected with the present company. 

It is our purpose to give to the trade the best metals possible, and with ut- 
most dispatch. 

Give us a trial and be convinced. 

We respectfully solicit your valued commands. 


THE TENACITY MANUFACTURING CO. 


ARTHUR F. DUHME, President and Manager 


MURDOCK BUILDING 


NO BINDING 








CINCINNATI, Ohio 





WE DO 
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PRINCESS COVER 


Papers for Catalogues and 


STAR Manifold LINEN 


Add quality and distinction to printed matter. 


We also make Paper for Carbon Manifolding 
in all its branches. 


C. H. DEATER @ SONS 


Windsor Locks, Conn. 





Marca de Fabrica—“Princess” 





o 








LEITZ File S 


Special features oft 

superiority of arch: 
Points meet perfectly. 
Outwears any other arch 


many times over 
Quickest action 
~ 


Compressor locks tight 


Send for circulars show- 
ing full line of Leitz Filing 


Devices. 





W. L. COURTRIGHT. 


Sole Agent U.S.A. 711 Sansome St.. San Francisco, Cal. 
New York Office 315 Terminal Bldg., West 42d Street 











A £03 OF COOPER’S 


MAKES THE WHOLE WORLD THINK 
COOPER’S PERPETUAL WRITING 
INK—ACID PROOF, WATER PROOF 


Proclaimed by bankers as the best protection against check raising. 
Your Banker Our Best Reference. (uaranteed not to corrode the pen. 
Fountain Pens Best Friend. An ink without a fault for general office use 


MANUFACTURED BY 


THE COOPER INK COMPANY 


56 Fifth Ave. Phone Main 3061 CHICAGO 


narunences {Ze Coe Encheoge Metionn! Bast Chicago 
CORRESPONDENCE SOLICITED SAMPLES AND PRICES UPON REQUEST 














RIBBON sae 





B Special Correspondence 


Chicago, III. 

The Buckeye Ribbon & Carbon C 
has opened a Chicago office at 154 
street, with Thomas J. Stack in 
With a representative on the gr 
Buckeye will no doubt largely increas 
| 


business Chicago 


New York, N. Y. 

\. B. Holmes, sales manager; L. M. Diy 
on, manager of the ribbon department; \W 
\. Coburn, office manager, and S. J. Pym: 
New York salesman for the Columbia Rib 
bon & Carbon Manufacturing Company 
New York, are keeping house together i 
very comfortable apartment in Manhatta1 


in 
Hil 


and, needless to say, any customer of the 
visiting New York is made welcome 
addition to having Mr. Rothericx during t] 
past week they were pleased to have O 
Brown of Indianapolis spend a few day 
with them Any one acquainted with 
Brown will understand that with his energ 
and fund of stories he is bound to be 
appreciated guest. It was hard to persu 
Mr. Brown to spend a few days apart fr 


carbon paper and typewriter ribbons, | 


he yielded the point. Mr. Brown alway 
leaves the factory with increased enthus 
asm in addition to infusing some of 
energy into headquarters 
* * » 
L. M. Dixon, in his’ ever-willing 


“Pushkin,” is always on hand to show 
surrounding country to guests of “Colun 
bia Apartments,’ and any friends 

C. R. & C. Mfg. Co. are sure to be welcom« 


at all times 


The Columbia Ribbon & Carbon Ma: 
facturing Company has selected the 
“Gladiator” for its new 7-lb carbon. 1 
is the line for which the company ad 
tised for a name two months ag 
while many names were submitted, de 
b 


DY 


arriving at a decision was caused 
unexpected absence from the city of S 
Manager A. B. Holmes. The nam« 
prize winner will appear elsewher 
issue, 

* * * 

[The Columbia Ribbon & Carbon ( 
pany, of 111 and 118 West Broadway 
now four floors devoted exclusively 
purposes of its rapidly extending bu 
The first floor is reserved for offices 
roomy and well lighted. The se« 
is devoted to the shipping and storer 
On the third the ribbons are manufas 
and the fourth is the carbon paper 
ment. Every kind of typewriter ribl 
manufactured, including Multigraph, Writ 
Press and two and three colored ribb 
The department is in charge of I I 
Dixon, who is also a member of the 


| The carbon department is under the « 








RIBBONS AND CARBONS—Continued. 


of H. W. A. Dixor \. B. Holmes, 
manager, reports that the prospects for tl 
fa rade y brig and the company 
is contemplating putting on some additional 
salesmet Large orders have recently beet 
received from South Africa and Soutl 
America, which will give an idea of 
way the nes of trade extending. 
While Westerners are—and with good 
reason—t ptionally to Chicago, it is 
hard to say what they are apt to do when 
they go to New Yorl Howard Rotherick 
f the Ne 1, Rotherick Manufacturing 
Company of Chicag nd Toledo, was 
guest ] ( luml Ribbon & Carbon 
Manuf Con New York last 
week and he claims to have hada royal 
good tin His | to visitors to the 





A. B. HOLMES AND HOWARD ROTHERICK 
CAUGHT BY PHOTOGRAPHER, 


East is to “motor.to Tarrytown and go 


Coney Island, after which, if any time or 
energy is left, to look around and see the 
4 


town.” .. B 


the Columbia 


Holmes, sales 
Ribbon & Carbon 


mpany, is now desirous of spend 


manager 

Manutfac- 
turing C¢ 
t and secluded spot 


ing a week in some qui¢ 


recuperate 
* * * 


Philadelphia, Pa. 


The statement published in our June issue 
the effect that E. F. Guertin, former 
president of the Union Ribbon & Carbon 
Company, tended establish a retail 
business, is erroneous Mr. Guertin says | 
in a recent ietter ] 
“T am not, never | been and have no 
intention of going int retail business 


] 


‘I organized the Union Ribbon & Carbon 


Company, and thougl » longer connected 


with the mat am still a stock 


hi det 
I am a nterested in another factory, 
ive no sumer tomer on my books 
ind the Guertm-Danft Company sells 
the ade Thi is so well known 
the trade that I am sure you will want 
set yourself right in the matter.” 


Portland, Me. 
f ympany, Portland: 
$150,000 


\ \ 717 
Maye iat i 


machines and 


facturing C 


macninery 


capital, 








RIBBONS and CARBON PAPER | | 
Contracted supplies in large or small quantities 
PLAIN and DECORATED BOXES 
HAVE YOUR OWN IMPRINT BOXES 
SNELLING & SON, amu/acturers te 

SO. BROOKLYN, N. Y. 
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DONTWALKINA 
CIRCLE 








If you are not making satisfactory progress with your 
ribbons and carbons, don’t waste any more time trying 
to push a dead proposition. 

Get hold of a live wire—a proposition where you don’t 
have to do all the pushing yourself. 


CROWN RIBBONS AND CARBON PAPERS. 
THEY ARE DEPENDABLE ALL THE TIME. 


Write us today for our dealers’ proposition. 


Try 





Crown Ribbon and Carbon Mfg. Company 
Rochester, New York, U. S. A. 
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Glass Signals. 





= (Leow rajhical - Pravs. 
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Send & {.- for- Sarrrpler- Car tou 

















Trial 
Subscription 
3 Months 25c 
Ce 


Office Appliances 
The Magazine of Office Equipment 
303 Dearborn Street 


CHICAGO 
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The Cost of Selling 


is comparatively small when a line of 
McCloud Spring Back Typewriter and 
Office Chairs is shown. 


q@ Its easy adjustments are the outcome 
of experience in chair making. The 
back is made so as to give constant 
support to your back in any attitude. 
By touching a lever on the upright the 
back is brought either forward or back- 
ward in just the right position to make 
you comfortable 

















MORE SALES MORE PROFITS 
Because of the McCloud Chair 
Made in 60 styles 


THE DAVIS CHAIR COMPANY 
Dept- A,, Marysville, Ohio, U.S. A. 
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STATIONERS «* DEALERS 


Here is a copyholder for universal use. It 
is equally advantageous to the stenograph- 
er, book-keeper, copywriter, legal and court 
clerk. 


As you see by the illustration, it is so con- 
structed as to allow only one line at a time 
to come into the direct field of vision, so 
that there is no possible excuse for “‘skips’’ 
or omissions 


The Dudley copyholder 1s an exceptionally 
good proposition for dealers to handle. It 
allows a good profit, and permits of a 
larger range of sale than any other similar 
device on the market. 

Write today for our proposition. It’s worth 
your time and effort, and will put you in 
a position to make good money on only a 
small turn-over of capital 


| The...... DUDLEY Mfe Co. | 





Marion, Ohio, U. S. A. 
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otting aper 


We are the largest exclu- 





: sive manufacturers of Plain 
. L4 > 

» and Coated Blotting in the 
$ country. 


Stocks carried in all the 


larger cities. 


Standard Paper Mfg. Co. 


; Richmond, Va. 

} 

Makers of “Standard,” 
: “Imperial” and “Sterling” 
$  Blotting—“Royal Worces- 


ter” Enameled Blotting. 

















BOOK-KEEPERS 


CUT OUT YOUR TRIAL BALANCE of Personal Ac- 
counts, by using our Ledger Balance Proof. t's 
new, and you have not seen it. Write us and we w'! 
send you testimonials that will make you SIT UP 


AND TAKE. NOTICE 
MILLER & HAM, Chattanooga, Tenn. 
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RIBBONS AND CARBONS—Continued. 
President, M. E. Mayo; treasurer, W. N. 
Taylor, Portland. 

Standard Carbon & Ribbon Company, 
Portland; typewriters, carbon paper, etc.; 
capital, $100,000. President, E. C. Verrill, 
Cape Elizabeth; treasurer, M. Richards, 
Portland. 

San Francisco, Cal. 


Another room has been added to the San 
Francisco headquarters of the Ribbon & 
Carbon Company of North America in the 
Pacific Building, giving this company three 
large rooms, two of which are devoted en 
tirely to stock. The amount of goods on 
hand is rather depleted at present, owing 
to some large deliveries, but the company 
intends to carry more than in the past. So 
far this company has confined its work to 
the lines of the Neidich Process Company, 
but is now preparing to add a number of 
other office specialties, which will be an- 
nounced later. W. O. Johnson, formerly 
of Honolulu, has been taken on at the local 
office, and Wm. Prole has been given the 
territory of Oakland and Alameda county. 
S. W. J. Matthew, vice-president of the 
company, states that the supply business 
is brightening up considerably this month, 
and he expects quite lively times from now 
on. J. A. Neides, Northern representative 
of this firm, has been in Portland for over 
a month and has opened a number of new 
agencies in the neighboring territory, be- 
sides securing the trade of one of the larg- 
est consumers in the Northwest. 

* * * 

Geo. C. Bornemann, who handles the 
Carter line of ribbons and carbons exten- 
sively in this territory, states that there 
has been a very marked increase in the sup 
ply business this month. 

* * * 

The Typewritorium Company, Inc., which 
has handled the Webster line of typewriter 
supplies for several years, reports a steady 
demand for this line. This company’s ex- 
tensive inspection department has been a 
great advantage in pushing its supply lines, 
and the growth of that department in the 
past year has meant a rapid increase of the 
supply business. As the company is now 
opening up new territory, there is every 
prospect for a further expansion of its sup 
ply trade. 

* * x 

Joe A. Gottlieb, manager of the Coast 
Typewriter Supply Company, states that 
Kee Lox goods continue to move as well 
The space added last month has 


been of great advantage, owing to the 


as ever. 
in 


creased business, which necessitates carry 


ing a larger stock than ever. Mr. Gottlieb 
has spent the last month in the city, but 
has kept closely in touch with his outside 


onnections and is looking for some big 

business in the North within the next week 
* * * 

Phil H. Wolf has been doing a lot of 

work in San Francisco and neighboring 


towns for the last few weeks, after a very 


| successful trip through the mountain states 








Profitable Propositions 


for 


Progressive Stationers 


Elliott’s Best Bridge Pad. Size 44x8, 
50 sheets, printed in Red and Black on 
good material. Best form for scoring 
Bridge. $6.00 per hundred Pads. Why 
pay more? A correct Pad for ‘'500”’ 
asst. $2.00. same style and price 


Elliott’s Penny Die Stamped Holly 
Cards. The most artistic line on the 
market Appeals to the better class of 
trade. Size 14x34. Best grade cloth 
Ten in a transparent 
$5.00 per 


finish material 
envelope, assorted Designs 
100envelopes. 400 cards ina neat box, 


assorted, $2.00. You double your money. 


Elliott’s Improved Post Card Calen- 
dar. Nothing else like it on the mark- 
et. Takes any size Post Card. Will 
double the sale of Post Cards during 
the holidays for any dealer who ha 
them. $6.00 per 100, one in a heavy 
envelope 

Elliott's Magazine Subscription 
Cards. 
scriptions for Magazines should have 
them. They act as acknowledgments 
of subscriptions and are purchased by 


Every dealer who takes sub- 


the party making the subscription. 
$2.50 per 100, each in an envelope 
Size 3}x5. Best white kid stock 


Elliott’s Price Cards. The only really 
artistic and refined line of Price Card 
on the market Heavily embossed in 
Hot Pressed Gold that will never tarn- 
ish. Forty cards in a box. Five of each 
White material 


Each card with an easel so it can be 


from 5 cents to $1.00. 


attached to anything. Per box 60 cents. 


Special Day Tally and Guest Cards. 
The most complete line of such goods 
on the market. Appropriate ideas and 
designs for any and every Holiday and 
special occasion Write for sample 
Don’t have to turn down customers who 
call for such things. More profitin thi 
class of goods than in selling ink 

Elliott’s Party Cards. A stock line of 
invitations for any and every Holiday 
also for Shower Parties of all sort 


Have had good sale by all dealers 


have had them You can’t sell sucl 
thin ink you have yme 
As si ey get startedin y 1 
munity you will find them very 

And many other good things depicted 


in our illustrated catalogue wl 


yours tor the asking 


The Chas. H. Elliott Co. 


North Philadelphia, Pa. 

















MOVING PICTURE OF PEN MAKING. 

Stationers will be interested in the foll- 
lowing item from the Seymour Record of 
Seymour, Conn.: 

The Vitagraph Company of America, the 
largest moving picture concern in the world, 
took 19,200 pictures at the L. E. Waterman 
Company rubber factory, in town, Friday 
and Saturday of last week, covering the 
process of manufacturing the Waterman 
Ideal Fountain Pens, from the crude rubber 
to the finished pen. This moving picture 
will be shown during this summer in Sey- 
mour, Ansonia, Derby, Bridgeport, New 
Haven and other cities in the state, as well 
as in other states and countries. 

The Waterman Company state that in 
the near future the dealers and consumers 
of the country will be in a position to see, 
in combination with an interesting trick 
picture, a goodly portion of the actual proc- 
ess of manufacture of Waterman’s Ideal 
Fountain Pens reproduced by the moving 
picture machines. 

This interesting picture was on display at 
a moving picture theatre in Toledo during 
the recent national convention. It is a 
very remarkable production and a very 
clever bit of advertising, well worth seeing. 





QUERIES. 


(From “Mann’s Business Assistant,’ Pub- 
lished by William Mann Co.) 

“A bird in the hand is worth two in a 
tush.” This old saying applies forcibly to 
the obtaining of new business, and particu- 
larly to getting business out of inquiries re- 
ceived from advertising, or similar sources. 

When a firm spends money in publicity, 
using its time and energy evolving and de- 
veloping selling ideas, and in return pro- 
cures inquiries from interested persons, its 
efforts are but partly rewarded. It often 
takes more persuasion and argument to turn 
a prospective’s interest into a resolve to buy 
than it does to arouse the attention in the 
first place. And it is at this point in the 
campaign that many fail, or rather, neglect 
to take full advantage of the result of what- 
ever advertising has been done. 

It is the opinion of some that when the 
space has been bought, copy prepared and 
bills paid, all is finished. They think that 
it is only necessary then to sit down and the 
orders will come. They are glad to get the 
cash, but letters merely making inquiries 
are treated in a desultory manner; at the 
same time the advertising is kept going 
right on 

A card is made out for each inquiry, and 
thereafter every time a letter, circular or 
catalogue is sent, or a letter or order is re 
ceived, such data is noted in the proper 
place; so a card will always show just ex- 
actly the state of the follow-up. 

This same idea can be used where sa 
men make calls, the results of their inter 
views being recorded. 

After an inquiry has developed into an 
order, it can be put into another tray con 
taining names of customers. Or, if no 
answer has been received in answer to let- 
ters and literature, it may be put into a tray 
to receive an occasional mailing in the fu- 
ture, with the hope of arousing interest 
Some destroy the cards if, after a thorough 
following-up, they fail to produce results. 


] 


ies 
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SANFORD’S FOUNTAIN PENHOLDER 








Made to Use any Stee! Pen. Pat’d Feb, 251, 908. 


Is entirely different from the many. Change pen same as in ordinary penholders, never leaks or floods, steady 
flow of ink, made entirely of the best turned hard rubber. Fills like common fountain pens. Thousands now in 
use. Plain rubber or chased barrels. LIBERAL CONCESSIONS TO THE RETAILER. Write today_for dealers’ 
terms and plans of agency. Let us ship you small sample order—if not satisfied, return to us. 


THE SANFORD PEN CO., 164 E. 105th St., Cleveland, Ohio. 


















~a- 


~ uae The 7" Pullen Flexible Aluminum 
NO BLOT Pen Attachment and Ruler 


Stationers everywhere are ordering it—sells on sight because 
the pen cannot touch the ruler—therefore, NO-BLOT cor- 
rugated rubber bottom prevents slipping. 


EVERYBODY (fcr four iw) WANTS IT 


The 12 inch size sells for $1.00 
bss EACH OUTFIT 
he 1 1 1 se ; Oo . 
rhe 18 inch size sells for $1.25 includes ruler, penholder the No-Blot pen at- 
We are advertising the ‘‘NO-BLOT” in the leading tachment, and the famous “one=di ’’ pen. 
Either straight, wave or dash lines can be ruled. 





magazines to help you sell then 


A-1 line for all stationers. Big Profits. Special agents shou'd write for our profit-sharing plan. 


RODNEY S. PULLEN MFG. CO., Paiacctenia Pa: 









Our Paste Remains Soft 


in the jar—perfectly sweet and usable—for months longer 
than any other brand on the market. Besides, it is superior 
in every other requirement. 


@ These are not only our ‘“‘claims’’ for Invincible Office and 
Photo Paste but our GUARANTEE. 


@ We give you superior quality which means repeat orders 
and we allow you a good, liberal discount—a combination 
every live dealer is looking for 


@ We'll sample your trade, too, through your store, if you 
wish. Send for sample and Special Introductory Terms. 


The National Paste Co., Columbus, Ohio, U.S.A. 








DEALERS, Our Advertising Campaign Means Profitable Business For You. 


WRITE With COMFORT 


TOWER’ S ELASTIC PENHOLDER accommodates Itself to your hand. Bends to ease pressure of the muscles; 
and prevents writers’ and book-keepers’ cramp. liminates perspiration; 
makes the day’s work easy and pleasant. Price 25c, five for $1.00. If your stationer cannot supply you, send us hig 
address and we will give you a sample free. Enclose seven two-cent stamps for postage and packing. 
CUTTER-TOWER COMPANY, 184 Summer Street, BOSTON, MASS. Dept. AA. 


Stationer’s Name pO OOOO PO OCC ee ee er 


























The Secor A Fine Hotel 


OST of those who attended the con 
vention—those who had not pr 
viously visited Toledo or had not 
been in that city during the past year— 


were surprised to find in the Hotel Secor 
such a splendidly equipped place of public 
entertainment. 

On every hand among association mem- 
bers and convention visitors delighted ex- 
heard from time to time 


clamations were 


over the various features of the ho- 


Courteous Treatment and Skillful Handling 
of Convention Crowd a Pleasant 
Feature of Toledo Meeting. 


Hotel Well Located. 
Che central 
ivenue and Superior street, proved a great 
the 
They found all lines of transportation close 


location, corner of Jefferson 


convenience to convention delegates 


hand and all other important public 


uropean plan and the rates for rooms 
very reasonable—from $1.50 per day upw 
according to size and location of room 

In entertaining the stationers Lou ( 
Wallick, who was in personal charge of 


ideal 


ind ready with the extend 


| himself an boniface 


otel, prove d 
always genial 
] 


glad hand, and ever alertly attentive to 


his guests 


interests and comfort of 


Wallick said that he 


has found it more di 





tel and the service it accords to 


guests. President 
leaving, told Manager Wallick that 


Bailey, when 


in all his experience at stationers’ 


conventions he had never known 
such good treatment on the part of 
the convention hotel and its at- 


taches as that accorded bv the 
Te yledo 


It is true that occasional expres 
the 


Secor in 


sions of dissatisfaction with 


restaurant service were heard, but 


for the most part these came from 
impatient persons who did not stop 
the the 


to consider difficulties of 


situation for the hotel in handling a 


great crowd which taxed its tacili 
ties far beyond the normal capaci- 
ty. Some idea of the conditions 
may be gained from the fact that at 
one time 490 people were served in 
the hotel cafe, which has a regular 


capacity of 200. 


Hotel Secor is a credit to To- 
ledo. Indeed, it would be a credit 
to any city in the country, as this 
establishment is thoroughly mod- 


ern in every particular, 

The building occupies a large corner lot 
owned by a Toledo organization, the Com- 
monwealth Building Company. This com- 
pany intended originally to erect here a fine 
office building, but changed its plans and 
put up this splendid hotel structure. The 
building was then leased for twenty years to 


the Wallick brothers, Lou C. and London I 
Wallick, who have been in the hotel busi 
ness for seventeen years and for six years 
have conducted the Hotel Cadillac, New 
York 


It was at first the intention of the building 
the 
hotel, 


that it be 


new Toledo hotel the 
but Lou C. Wallick 
named Hotel Secor. 


f the building 


company to call 
Commonwealth 
suggested 
which met with the approval 
company. Mr. Wallick made the suggestion 
that the hotel be so 
of Toledo’s most noted families and because 
J. K. Secor is president of the Common 
wealth Building Company 


The Secor Construction. 


named in honor of one 


brick and stons 


and of the 


The 


building, absolutely 


Secor is a ten story 


fire proof, 


most modern construction in every particu 


lar—a million dollar hostelry which offers 


ast word in hotel construction and 


; 


the very 
equipment 
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THE HOTEL SECOR. 


buildings and places of interest—theaters, 

banks, other hotels, etc.—of easy access, 
The Furnishings. 

the hotel the Wallick 

brothers spared no expense to make every 


1 furnishing 


part of the equipment of the finest, most ap- 


propriate and up to date material possible 


They take pride in the statement that 
hotel in the United States is more 
perfectly appointed than the Secor. There 


i 
convenience to be found in the fin 
hotels The 


is every 


est metropolitan furnishings 


re complete down to the last detail, even to 
such small but important items as a bath 
stool in every toilet room and a slipper 
hair in every sleeping room. The plumbing 


1 + +} 
I 


e most sanitary and expensive manu 
) 


factur Every room has hot and cold run 

ng water and toilet accommodations, and 
there are over 200 private baths. There ar 
304 rooms, not one of which its dark, every 


yn iving from one to three windows 


Che Secor is equipped with its own power 


ll 


used in the hote 
obtained the 


plants and the ice 


ada ice 


s all made from water from 


Secor’s own artesian well. In fact, the en- 


water supply of the hotel is obtained 
from this well 


is conducted entirely on the 


cult to »btain good hotel he pD 
Toledo than in New York 5 
from Manager Wallick to Cl 
Clerk E. W. Harmeyer, from M 
Giorgis, head of the restaurant 
partme! down to the bell b 
and porters, the entire hotel staff 
seemed to be imbued with a sple 
lid spirit of kindly hospitality 


Hotel a Toledo Asset. 





hat the Hotel Secor is a d 
tins asset to the city I 
ledo cannot be denied Pri 
to the erection of the Secor 

have preferred t I 


ventions 


Tole do by, because while the y 





good hotels the accommodat 5 
were not suthcient satistactorily 
care for large crowds. With 


building of the new and up to 


Secor, however, Toledo bounds 
once into the front rank of convet 
tion cities. It needed only tl 
one touch to make its condit 


what they should be. It is a ra 


road and canalboat center, interurl 


an trolleys radiate in every dir 
tion and its local street car set 
ice is all that can be desired. The: 


too, Toledoans are a warm hearted, hospita 
ble people and in their parks and their love- 
ly surroundings of river and lake shore they 
have every natural advantage for the amus« 
ment and comfort of guests during the su 
mer months. 

Now that Toledo Hotel 
iddition to its other advantages, it has pt 1 
The Wallick br 


They give you 


has d Sec 


nounced the final word 


business 


ers know their 


1 
i 





you pay for and then some. If there w 

nother stat ers’ convention next mont 
in Toledo w vould again be rooters 
town and for the Hotel Secor. We 
have furthermore the faith born of 
edge and Xp nce the better to 
the indiffe nd unbelieving as t t 
solid comfo nd genuine deligh 

Ay P 
found in T 
wivstsonnenstenesiniteliianenetniiaa 

On to New York! Biggest and bes » 
ness Show he Id will be he d at M f 
Square Garden Sept. 25 to Oct. 2, 1% 
Space reservations are being taken rapi 
Those desiring to exhibit their lines s 
write immediately to the National T: 
Show Company and make arrangement 


t 





“THE SUMMER DULLNESS BUGA- 
BOO.” 


“Summer depression? 


Something we do 


not recognize in the Hoskins establish- 
ment was the response of Charles H. 
Marshall, president of the William H. Hos 
kins Company, Philadelphia, who, by the 
way, are not only one of the largest but 
also one most progressive and up-to- 
date office outhtting and stationery con 
cerns in the United States 

“It has always been a riddle to me,” con 
tinued Mr. Marshall, “why business men 
look upon the summer months, July and 


as periods of depression, 
efforts to keep 
of fact, it is the 
stationers should 


August especially, 


and therefore relax their 


things going As a matter 


time of the year when we 


into our efforts. A 
overhauling of stock is in order, 


be putting more energy 


general so 


that the fall rush can be handled with the 
least possible complaint on the part of our 
customers. Your organization and methods 
should be carefully scrutinized with a view 


of eliminating unproductive labor 
“Admitting that 
off of 


a tew ot 


there is a certain falling 


business, due to the absence of quite 
social customers from town, I 
that the 


establishments are 


have always recognized the fact 


wheels of mercantile 
constantly on the move and of course they 
using the goods we sell. 
no method untried that 


that wil 


are continually 


Therefore we leave 


we can possibly use ] secure a good 
To my mind it 


these recurrent 


proportion of the business 
is a serious mistake to take 
periods of dullness as to-be-expected events 
and we make it a point to try to keep things 
the during the hot 
we of the 


same 
do 

with what results you can best judge 
around our 


going in 
months 


way, 


as during the rest 
year 
for yourself from a glance 
place 7 

“In addition to the efforts made by our 
advertising department we succeed through 
various methods in instilling into our_out- 
side sales force an enthusiasm that is really 


many firms 


,” 


interesting to behold in what 
art apt to te 
wing to 


Hoskins 


necessary to 


rm the ‘dog days. 
business in the 
been found 
double the floor space of the 


the increased 


establishment it has 
making this de- 
largest of its kind in 
the summer 
electrical plant with 
lights is being installed, 
the 


office furniture department, 
the 


States Du 


partment one of 
the U 


months an entire new 


nited ring 


i capacity ol 


power being furnished by engines on 


premises 


Acct rding te Mr Marsl il] the 


situation 


n Philadelphia is again normal and the 


oming fall business promises to be a rec- 


ord bre ake T 


PROMINENT N. Y. MANUFACTURER 
DEAD. 


member the Consolidated 


J. ©. Preble, 


Stock Exchange, who died recently, was 
born in Maine eighty-three years ago. He 
founded the firm of J. Q. Preble & Co., 
which sixty years ago was one of the 
largest manufacturing stationery firms in 
the world. Mr. Preble retired from the 
oncern twenty years ago. 
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Two-Thirds of a century of use amongst all civilized people has proven 


John Holland isi cov Pens 


the tormost pr 
I 


oduct T 


Exce iny 


lurability and writing qualities. 


John Holland Fountain Pens are made in Three Types: 


SAFETY 





made to be car 
ried flat in the 
pocket, in a 
traveling bagor 
any position it 
may be placed 
without 
leakage. 


The constru 


fills a long felt 
want in the 
fountain pen 
field 

The prices are: 
No. 2, $3.00. 
No. 4, $4.00. 
No. 6, $5.00. 


Filledinthe 


usual way with 
1 glass drop- 


YOHN HOLLAND GOLD PEN CO.CIN,D- 





John Holland Ink 


he Ip produce D 


} Low 8-0 


» 


Ask your dealer for our pens. 


vty) pint ov 


SELF-INKING 





‘ + + 
1 é 


vt 4 


This type is 
made to be car- 
upright in 
the pocket, or 
when not in use 
the ink may be 
expelled by the 
filling device. 
It l a 


handy pen, es 


very 


pe ially for 
salesmen, in- 
sur 


men 


ance 
and others who 
travel and may 
their 


find pen 


without ink 
it is filled 
instantly— 
anywhere. 
and because so 
cleaned 
ink 


may be used 


easily 
most any 
The 
No. 2, $3.00. 
No. 4, $4.00. 
No. 6, $5.00. 
Mounted 
$1.00 extra 
Hold-Fast 
Cap 
2ie extra. 


prices are, 


pens 





STANDARD 


This is the 
type most 
general use. 
Filled with a 
dropper and of 
very large 


in 


ink eapacity 
This pen is per- 
fection for any 
any kind of 
writing pur- 
pose; the only 
objection by 
owners was to 
its loss from the 
pe cket when 
stooping to 
pick something 
off the floor. 
The patent 
Hold-Fast 
Cap 


overcomes 

this complete- 

ly. 

The prices are: 
No. 2, $2.00. 
No. 3, $2.50. 
No. 4, $3.00. 
No. 5, $3.50. 
No. 6, $4.00. 
No. 7, $5.00. 
No. 8, $6.00. 


$1.00 extra for 
any size 
mounted with 
18K hand 
chased bands. 
Gold, Silver 
Pearl or Gold- 
Filled Holders 
from $5.00 to 
$50.00 Hold- 
Fast Caps, add 
25c to any 


size 


duced for fountain pens or ink pencils. 


ie, dries a permanent black. 


his ink 


Put up in 2-oz bottles, 10c each; 


Catalogues Free. 


The John Holland Gold Pen Co. 


127 and 129 E. 4th Street, 


ESTABLISHED 


1841. 


CINCINNATI. 

















New Process For Treating Ledger Leaves 


NE of the exhibits at the recent To- 

ledo convention which attracted the 

attention and favorable comment of 
dealers and those interested in loose leaf 
generally were the samples shown by the 
Jones Improved Loose Leaf Specialty Com- 
pany of ledger leaves treated with the com- 
pany’s new “Eureka” process. 

This process is one upon which the com 
pany has been working for some time and 
they have finally perfected it and are plac- 
ing upon the market ledger leaves in a va- 
riety of weights and colors thus treated. It 
does not cause any deterioration whatever 
in the quality of the paper, it is claimed, 
nor is there any disadvantage with respect 
to the finish or the printing quality of the 
stock. In testimony of this fact the com- 
pany presents a copy of a letter from the 
Chicago Paper Company stating that they 
had ruled up and prepared several lots of 
ledger paper treated with the “Eureka” proc- 
ess and that the printing quality and finish 
of the paper were in no wise affected by the 
“Eureka” process. 

The Jones Improved Loose Leaf Specialty 
Company devised their new process in order 
to provide a flexible loose leaf hinge. The 
process, by making the paper flexible with- 
out impairing its toughness, provides a 
hinge of itself—makes, it is said, a hinge of 
each sheet and provides material for abso- 
lutely flat opening loose leaf books. 

The company was represented at the sta- 
tioners’ convention at Toledo with a full 
line of their well known loose leaf special- 
ties, together with ruled samples of leaves 
treated with the new “Eureka” process in 
ream sizes, treated at both ends, suitable 
for small or large sized leaves. 

About Oct. 1 the company expects to get 
into their new and complete factory now in 
course of erection, when they will be in po- 
stationers and dealers 


sition furnish all 


Well Known Chicago Company Invents 
Method of Making Flexible Hinges 
on Leaves of Loose Leaf Books. 


handling their lines of goods with any make 
of ledger paper in any color, weight or ream 
treated with their patent “Eureka” 
process. The company is making a change 
in its method of selling through dealers. 
This change will be of valuable interest to 
the licensees and will be an- 
nounced in the near future. 

Those desiring further information 
garding the new process should write to 
the Jones Improved Loose Leaf Specialty 
Company, 9-13 South Ann street, Chicago. 


size, 


company’s 


Te- 





THINGS TO REMEMBER ABROAD. 

Periodically we see reports compiled and 
published by the government of imports 
and exports with proper classification, but 
unless we are engaged in foreign trade, we 
view the figures with little comprehension 
of what they mean in time and money spent 
in exploitation, hard and persistent work 
developing and finally establishing a mar- 
ket in distant lands for these goods. 

Should you spare enough time from sight- 
seeing when you visit London or Paris to 
visit the business districts of those cities, 
familiar names of American manufacturers 
or trade marks will catch your eye from 
many quarters, with possibly a “Limited” 
or other change showing commercial nat- 
uralization. If you are interested in the 
question and talk to your own countrymen 
who are successfully carrying on the cam- 
paign, you may learn much to imitate and 
more to avoid, should you ever contemplate 
a foreign output for your goods. 

You must take into account the tempera- 
ment and customs of the country. You 
may reason that if your goods are satisfac- 
tory to Americans who always want the 
best, that they should be acceptable to the 
rest of the world, but when you attempt to 
interest the foreign buyer, you find the re- 


The 


English 
in weighing the merits 


sults disappointingly slow. 
are very deliberate 
of any so-called convenience or improve- 
ment and even when convinced of that fact, 
are in no hurry to undertake new lines. 


The next questions which they may be 
too polite to ask, but which must be settled, 
are that you enjoy a good reputation at 
home, that your goods are as represented in 
every particular, and that you have ample 
facilities to promptly care for your trade 
When these points are clear, you must then 
satisfy your questioner that his customers 
might buy. 

The banner salesman of one of our large 
shoe factories was sent to London to in- 
troduce their goods. He was full of push 
and determination and his record here was 
excellent, but when the first thirty days’ 
work showed not only no results but to 
him no hope, he asked to be relieved; his 
house persuaded him to continue; the next 
thirty days brought a second request and 
practically a repetition for nine months, but 
at the end of the year he had made a little 
headway, and now after seven years he not 
only knows the people, their customs and 
peculiarities, but is selling almost 30 per 
cent of his factory’s output. This is prac- 
tically the same story of many other Amer- 
ican firms. 

A gentleman having under his charge four 
farms belonging to one large estate, told me 
that he bought American farming machinery 
exclusively, and when the trustees of this 
estate remonstrated for his disloyalty in not 
buying English made goods, he _ replied, 
“The British machinery is distinctly Eng- 
lish, honest, strong and heavy, built to last 
a hundred years, if properly cared for, but 
the American machines are lighter and may 
wear out in five to seven years, but they 
are quicker in action, do more work, need 
but one draft horse where the former needs 
two and the saving in operation and in- 
creased result make it cheaper to buy a new 
one every five years than use the heavier 
and slower machines. 


Let The Buffum Automatic Card 
Press Do Your Work. 


This wonderful ma 
impressions per hour, 
paper attachment with which it prints direct from type, 
slot machine tickets, 


Hasa roll 


notices, ticket 


strong imy{ 


of work. Patent impressior 
equipped with four 
erent thickness and width, from 


High nickel and Japan finish. 


to cards of di 


able. 


without extra charge 


adapte 


SALI 


WRITE 


THE BUFFUM TOOL CO., rourTH AND GEORGIA STs., LOUISIANA, MO., U.S.A 


1 for sh 


;, debit and credit slips, bread labels, 
post card. Prints in One or More colors, and widths up to 5} inches. 8 

pression. Has remov able chase and tympan. ~— cial rapidimpression regulating deviec er 
ute without changing 


+) 


j 


AT ONCE 


rt runs of 


Guaranteed for one year against defect in mnanutacture. We ship t 


uchine is now ready for the market. 
Not a toy but a printing 


labels, 


haft allows change of in ressk minin 


itain impression counter 


2 to 10 ply 


We can furnish flat top type cabinet 


f cards; also for long runs, because autom: 


with 


Feeds automatically. 
press specially adapted for stationers, printers and business houses 


inserts, envelope slips, mer 


Operative wy hand, motor ecchees estas 1. Adjust 
All parte easily ennenettie, etrictty interchange- 
Complete equipment to operate press (except = 


and announcements of 


1o0oTs ant 


Motor set tor maximum speed 8,000 


norandum and receipt blanks, 
all kinds up to size of U. S 
pecially strong; makes specially 
ables very rapid delivery 
. Shafts of cast steel. Press 
idrapid. Adjusta 


tympan. 


112 fonts of type if desired. Press 1 


f the country 


You can learn to operate it in one day. 


OOD MONEY by se 
You nake money while y 


AN MAKE ( 
4 houses 


FOR DE AL E RS' 


ing THE BUFFUM 


AUTOMATIC 


PRESS and printing and selling va 


nstrate DON’T MISS THIS OPPORTUNITY 


TERMS AND FULL PARTICU LARS. 
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PEN‘& PENCIL 





Janesville, Wis. 

G. H. Williamson, president of the Wil- 
liamson Pen Company, Janesville, Wis., is 
on a three months’ trip to the Pacific coast, 
gingering up the company’s salesmen and 
landing orders personally He reports a 
good business and conditions improving 
right along 

Kankakee, Ill. 

Homeward bound from the Pacific coast, 
Frank Waterman, president of the Water- 
man Pen Co., took occasion to stop off 
for a day in Kankakee, the home of his 
boyhood days. Registering at the “Wal- 
dorf Astoria” of the town Mr. Waterman, 
nknown to the clerk, was re 
quested to pay in advance, the clerk signifi- 
cantly pointing to the “no baggage” sign. 
In answer to Mr. Waterman’s summons 
for an auto to take him to the depot in the 
morning a rather tacky livery rig having as 
its reinsman an average specimen of bare- 
footed youth, made its appearance. The 
of the largest fountain pen com- 


who was 


president 
pany in the world accepted the situation 
philosophically, however, and apparently 
enjoyed the ride as much as if the vehicle 
had been a $5,000 “bubble” and the thor 
oughfare Broadway. 

Milwaukee, Wis. 

Officers and employes of the Parker Pen 
Company of Janesville, Wis., embracing a 
party of 130 people, recently enjoyed an 
annual picnic at Yost’s park. Athletic 
events, music and other diversion made the 
outing one of the most successful ever 
conducted by the company 

Newark, N. J. 

Scott Fountain Pen Co., No. 15 Ex- 
change Place, J. C.; manufacturing fountain 
pens, et capital, $750,000. Incorporators: 
Frank Whitecar, No. 40 Monmouth street, 
Newark, N. J.; John O. Seifert, No. 752 


KR, 


43d street, Brooklyn; Neil M. McDonald, 
No. 303 West 50th street, New York. 
New York, N. Y. 

Eberhard Faber have removed their of- 
fices and show rooms from 199 Broadway 
to Room 350 in the New Fifth Avenue 
building, rner of 23rd street. Here they 
have ample accommodation in one of the 
finest buildings in New York, and the line 
of goods that they display is certainly large 
and interesti 


Shelbyville, Tenn. 


The pen factory, which has been idle 
since Feb is to resume operation. This 
manufactory, which vned by the Cas 
tor Co., has been bought by the Cumber1 

ind ( Works newly organized com- 
pany. It ip f $50,000. Hugo K. 
Stor N Orlea is president; W. A. 
Fros e1 J. D. Hutton, treas- 


urer; H. H. Woosley, secretary and general 
manager. The stockholders are J. D. Hut- 
ton, H I W osley, W A. Frost, Hugo 
Kason and C. L. Marcilliot. 
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‘ ) TE MAKE Paperoid of several 
different thicknesses, but all thick- 
nesses are of the same quality of 

stock. The lighter quality is used for mail- 

ing purposes by Banks, Trust Companies, 

Lawyers and others sending valuable papers 

by mail; also for filing small quantities of 

papers. Medium weight is used for large 
flat wallets, and for all expanding sizes. 

Then we make an extra heavy grade for 

hardest usage. 








Removable 
Card. 
2x3 in. panel. 







ee 
Tle 
o> 














Flat Paperoid a ye . Paperoid Folder, 
Folder, Paperoid” is a coined word and secured to ay inch 
for Vertical Filing. Expansion, for 





us by Registered Trade Mark. 








There is no other line of filing envelopes 
and wallets in the market that can compare 
favorably with ours for variety of styles and 
durability in use. 















The accompanying cuts show a few of our 
leading styles, but we have many others, 
and can furnish anything your special busi- 
ness may require, no matter how small—no Drop Front. 
matter how large— the goods or the quantity. 






Paperoid Filing 
Pocket, Showing 
our Regular 
Expansion. 












We have recently more than doubled our 














i ~ | capacity for manufacturing these goods, and 
oO i: will be glad to send samples and give 
f | See prices to any who will write for them. 
Gaperoid Filing old Fling Pocket, 













Open for Reference, 





Pocket, Closed, 






ALVAH BUSHNELL COMPANY 


942 MARKET STREET, PHILADELPHIA, PA. 
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BIG ORDER FOR CATALOGUE 


COVERS. 

The illustration presented herewith shows 
that our friends in the West are not be 
hind the times in any respect, even to the 
making up of their wholesale catalogues 
This lot of 3,000 handsome catalogue covers 
was put out recently by the Lowman & 
Hanford Stationery Company of Seattle, 


has received many compli 


Wash., and it 
ments concerning the workmanship and ma 
binding 


terial used in 


“UH 


Lfoaatane 


the order were made 
the C. S. & R. B. C 
which reports that in the 


of 


The 
the 
pany 


tor 
of 


up 
1m 


metals 
in factory 
of Chicago, 
metal 


past for this class 


yarts have been more than double the num 
I 
It would 


year inquiries 


ber received in any previous year 
this that the 


seem from wholesalers in all 
parts of the country are recognizing the 


value of the loose-leaf catalogue covers. 
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LITTLE SHAVER CHANGES HANDS. 


The Specialty Manufacturing Company, 
Decatur, Ill, has purchased the “Littl 
Shaver” pencil sharpener business of E. L. 


The 


the device to the 


Mc Divitt, Belvidere, Il new company 


has changed the name of 


Handy pencil sharpener and will continu 
the manufacture at the concern’s headquar- 
ers in Decatur. The officers of the Special 

Manufacturing Company are _ Robert 





Mueller, president; Karl Merris, secretary 
treasurer. Mr. 
the Mueller 
to be the largest manufacturer of plumbers’ 
the United 


Mr. Merris is also secretary of the 


Mueller is also secretary of 


Manufacturing Company, said 
and water 


otates. 


works’ supplies in 


Decatur Soda Fountain Company, one of the 


leading manufacturers of soda fountains in 


this country. 





DONT’S FOR THE EMPLOYER 


By George W. Hastings. 
Don’t boost 


Don’t speak kindly when things 
wrong—sw the effect will be bett 

Don't overcome a difficulty 
it. 

Don’t be pleasant 

Don’t be courteous 

Don’t get direct information 
gossip. 

Don’t expect too little of your empl 

Don’t arrange for systematic cleaning 
let dirt imulate 

Don’t sl appreciation—som« 
get egotistic 

Don’t encourage the foreman—] 


human 


Don’t smile—it may not be dig 

Don’t say “good morning” 
breeds mntempt Pe 

Don’t be confident—it may 
succeed 

Don’t pay good salaries—a $25 n 


I 


glad to work for $18 
Don’t cor the 


mething of advantage 


be 


fer with men—they 


suggest si 


Don’t make inquiries—what you 
know won't hurt you 

Don’t keep busy—the employes might 
the habit 


Don’t neglect 
ot work unless you do 


to spy on your employ 


they will 


Don’t allow jobs to be distributed 
may get a return order 

Don’t investigate before criticising 
may not be wrong 

Don’t be fair—the boys may app 
it and overwork themselves 

Don’t ask a fair price for your 


you might get rich 





Made only with 
Iridium Platinum Points 





The ** Red Raven” 


black. 





“RIVAL” 


D. W. BEAUMEL & CO., 


V 


RED RAVEN STYLO 


—MADE IN 


Every ‘* Red Raven”’ sold means a satisfied customer. 








Made with Gold or Sterling Silver Mounting, No. 3 or No. 6 Holders and Pens. 
FOUN TAIN PENS HAVE NO SUPE RIO FR 


CATALOG, ILLUSTRATING ALL STYLES AND GIVING PRICES AND DISCOUNTS WILL BE SENT TO DEALERS ON REQUEST. 
VE GUARANTEE EVERY : 


PEN AND OUR PRICES ARE RIGHT. 
OFFICE AND FACTORY, 37 ANN STREET 


O (REGISTERED) 


THE “‘RED RAVEN” STYL 









Made in America. 
Consumer Pays No Duty 


FOR 
FINE 
TRADI 


NEW YORK 














JONES IMPROVED Li: 


BECAUSE OF QUALITY AND NAME. 


A NATIONALLY KNOWN AND RELIABLE STANDARD OF VALUE. 
LIKE STANDARD BRANDS OF LEDGER PAPER. 


SOLD THROUGH EXCLUSIVE DEALERS 


Write—JONES IMPROVED LOOSE LEAF SPECIALTY CO.—Chicago 


9 to 13 SO. ANN ST, 


THE BEST and 
EASIEST SOLD, 
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Sell It To Them 


Everybody Who 


Uses a Pencil 
Wants the— 















“Handy” Pencil Sharpener 


The only pencil sharpener which really does the work that ever retailed for 
$1.00 and $1.25 (two styles). 


It cuts and shaves like a knife -. but with much greater ease and precision. 
There’s no trick in using it. Children can put a good point on a pencil as 


well as grown people. 
Schools, homes, clubs, offices—all will be buyers. It’s something of real 


need and everybody can afford the “Handy.” 
Place it on a desk or atable. Rubber tipped feet prevent scratching and 


marring. Not necessary to fasten it. 


They'll Be Calling For It—Get Ready 


A national advertising campaign is about to be started for the ‘* Handy ”’ Sharp- 
We'll have the boys and girls, stenographers, clerks, teachers, etc., all reading 








ener. 
about it. If they can’t buy it at home they will send to us for it. 
Get ready to sell it to them. 4 a 
. . a — e iF pe . oO. 
There’s a nice margin of profit in it for you and no limit to your possible sales. 7 mi iis Ill. 
4 , . 
Let us tell you all about the sharpener and the terms to people who  , 
1 it ‘ S Gentlemen :— 
asec. J Without obligating 
Fill out and send us the coupon or write us a card or letterfor =“ myself please send me 


particulars about your 


the circular giving particulars today. 
Handy Pencil Sharpener 


> 
/ 


SPECIALTY MFG. CO. "= 


DECATUR ILLINOIS ; Address .. . Fn dees tha i, revere 
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Every Stationer and Dealer, who 
studies the needs of his customers, 
ought to know more about the 


Mann Yale Lock Ledger 


If they did, there would be little likeli- 
hood of losing the sale of a loose-leaf 
outfit merely because some objected to 
the idea that leaves are usually at the 
mercy of anyone in the office. 

The MANN YALE Lock LEDGER ab- 
solutely overcomes this objection—and 
you should consider it your duty to 
your customer to be equipped to prop- 
erly explain and supply it, if necessary. 








WRITE TO US FOR FULL INFORMATION. 


William Mann Company 


Makers of Loose Leaf Devices, Blank 
Books, Copying Books and Papers 


CS 529 Market Street, Philadelphia CS 

















YOU CAN SELL MORE 


SENGBUSH SELF-CLOSING INKSTANDS AT A BIGGER 
PROFIT THAN YOU NOW DO OF THE OLD FASHIONED 
KIND AT STAPLE PRICES AND ALMOST NO PROFIT 








HIS ink-well is by far the best one T is the best ink-well for the dealer to 

for the dealer to handle; first, be- handle; secondly, because it is the 
cause it is mechanically perfect. It is most readily sold and best appreciated 
absolutely non-evaporating, and closes by the customer after he has made the 


automatically with every dip purchase. This is the most ex- 


of the pen. The ink is always tensively advertised ink-stand 


fresh, and a uniform dip of on the market. We will send 


the pen is insured the user you customers from the day 
The well will last a lifetime you place your first order with 


us—men with money in their 





and will always work as 


smoothly as when first bought. There is pockets who have already made up their 
nothing to get out of order, clog, or hin- minds to pay the price. Write for catalogue 
der the perfect working of the mechan and trade discounts. Let us show you 
cal principle employed how we are taking whole cities by storm 


WRITE TO-DAY 








SENGBUSH SELF-CLOSING 
INKSTAND COMPANY 


320 Montgomery Bldg. was MILWAUKEE, WIS. 














° (By Special Correspondence.) 


Denver, Col. 

F. E. Dunlavy has been appointed man 
ager of the Office Equipment Co. of tl 
city; vice Wade H. Kimball, resigned 

*. . « 


Wade H. Kimball, former manager 
the Office Equipment Co., has a accepted 
the management of the Money Weight 
Scale Co.’s local office 

Knoxville, Tenn. 

Myers Mfg. Co. has promoted L. W 
Snell to the position of branch manager at 
this place. Miss Lawson Hall remains as 
cashier. Mr. Snell has been selling Under 
woods and also rebuilt machines and office 
furniture for the Myers Mfg. Co. for a con 
siderable time past and the promotion is 
well deserved 

Nashville. 

The Myers Mfg. Company, office fur 
nishers, are moving to larger quarters, hav 
ing secured a long lease on the three-story 
building, No. 202 Second avenue, N. This 
building has floor space of 11,000 sq. ft., be 
ing twice as large as their former quarters 
This will enable the company to handle 
larger stock of safes, desks, filing cabinet 
and sectional bookcases. They still main 
tain an office and retail‘ typewriter show 
room at 329 Union street, having sub-leased 
the first floor and shop to the Underwood 
Typewriter Co 

When asked if he expected his company 
to take the agency for any new typewriter, 
Mr. Myers said “we have been in the type 
writer business nearly 20 years. Have han 
dled the Underwood agency for 9 years 
We have market 1 per cent of the entire 
Underwood Company’s product from the 
first machine they made until the last. TI 
is the case even though we did not secur 
the agency for two or three years afte 
the Underwood appeared on the market 
Don’t you think we are entitled to 
breath and a rest for a few weeks so fai 
as our typewriter department is concerned 
In the meantime our business goes on just 
the same in the typewriter department ex 
cept as to sale of new Underwoods. Th¢ 


surrendering of the Underwood agency and 


the sub-leasing of a portion of our stand 
to the Underwood Typewriter Co. for its 
Nashville branch office, was mutually sat 
factory and we wish them well.” 
New Orleans, La. 

The Special Office Supply Co. of this « 
announce that they now have ready { 
trade throughout the State of Louisiar 
full line of office appliances, devices 
equipment 

Rockford, IIl. 

P. H. Maas, who has a successful re 

covering a period of seven years as 


eling representative for the Rockwel 


Barnes Company, has severed his connec- 
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IMPROVED -PROUDF IT 


LOOSE LEAF DEVICES NO POSTS 
UNLIMITED EXPANSION 


tion with that concern to accept the posi- 
tion of Field Manager for the Rockford 
Office Supply House of this city. His many 
friends in the trade wish him all kinds of 
success in his new venture i" As Good as Any—Better than Many 


JOHN ALLEN & CO. 
NEW INKSTAND FINDS FAVOR. | jg! 478-480 Pearl Street, NEW YORK 


Manufacturers of 








The “Diamond” inkstand, which has just 


been introduced to the trade by the Samuel % Carbon Pa per 








Tatum Company of Cincinnati, possesses ‘REUSRUERNNEEES RI sce 
E fe , I . Book Open Ready for Use. Note Flat Opening and Spring Back 
several quite interesting features. A design Typewriter, pen, Pencil and Full 
, ; Carbon. 
patent covering this inkstand was issued to Guaranteed Non-Smut. 





the Samuel C. Tatum Company on July 6, 6 Long-lasting, Clean Writings. Me 


1909 | Typewriter Ribbons 


Yor all makes of machines. Will give best 


service and issure satisfaction to users. 


Write For Samples FACTORY AND MAIN OFFICE: 

and Prices. 8 and 10 Lyon Street, Grand Rapids, Michigan, U. S$. A. 
BRANCHES: 

New York City. Washington, D.C. Boston. Phila. 

Detroit. Los Angeles. Chattanooga. 








A Novelty for 
























Advertisers 
With any Name 
MR. DEALER: or Trade Mark 
Are you ‘>ttiar the bene- Stamped on 
For “Diamond” inkstands the company gh | SpE Bs the Tag. 


licity cu mnaign in all 
of the best current 
> magazines. We send 
_ customers and 
1elp you tw keep 
them 
The “‘O. K.” 
Paper Fastener 
an essential part of 
the equipment of every business office Made of brass. 
Three sizes. Put up in brass boxes of 100 Fasteners each. 
Order from your Jobber NOW. Send for illustration 
and description of our free “O. K.’’ display 


The O. K.Mfg.Co., (dept 6) Syracuse, N.Y. 
L. & C. HARDTMUTH, 12 Golden Lane, London Eng. 


claims several points of value. They are 


THE MODERN 
KEY CHAIN 


Niche plated, highly polish- 
—~ ¢ can be put on or re- 
= instantly. 


Interesting! Practical! 


Far better than the old style 
key ring. A splendid money- 


ill glass except the funnel. They have 
large reservoirs and permit the use of all 
the ink. The funnel is easily removed and 
the ink is guaranteed neither to “spurt nor 
sputter” from the “Diamond” inkstand. It 


prevents evaporation of ink, and may be 
cleaned and refilled with ease and cleanli | 


nes Sole Agents for Europe india. Austria maker. 
5. 
New Zealand and Brifish Provinces 1000 lots sum = per M. 
ie ne 5000 ar as 


— * 12:30 sec 
oe 10.00 iT) oT) 
Send t 10c for Samples. 


Duryea-Hoge Co., Inc. 
106 Fulton Street, 
NEW YORK CITY 


NEW TYPEWRITER CLEANER. —_—_—— - 
The Twentieth Century Twist Type- 
writer Cleaning Brush is the formidable 





Send 25 cents in stamps for a three 
; month’s trial subscription to Office 
name of a small but convenient contrivance Appliances. 


manufactured by the Ohio Writing Ma- | Ll 
chine Company, Wheeling, W. Va., and | - - —_—_—__——. 


now being placed on the market to retail 
ee 


at 35 cents each. The brush is made of 
THE ONLY 
Moderate Priced Automatic 
Time Stamp on the Market 


y rT 4 FOR DEALERS TO USE 
GOOD THING ror ceaters to sect 
Guaranteed for One Year. 
Any Desired Description, Free. 
A report has been received from an 


C ORDER-TO-DAY 
American consular officer in Latin 


America’ stating that a commission ELLIS TIME STAMP 60 87 5th A CHICAGO 
merchant and dealer in typewriters and TT V. 

office supplies in the city in which | =—-< 
he is located desires to secure the November 
agency for American adding machines, — 
cash registers, duplicating machines, 
and general office appliances and sup- 
plies. Write to Bureau of Manufac- 
tures, Washington, D. C., and refer to | 
File No. 3511. | 



























wire and bristles, the latter extending at 
right angles from a twisted wire handle 
The handle is long and small and the 
bristles extend from all sides and are per- 





Saves Disputes 
Saves Money 
Saves Time 
Saves Trouble 


manently secured. 

The brush is an excellent contrivance for 
cleaning typewriters, for it can be used 
everywhere in and about the carriage, its 
shape permitting a wider variety of uses 
than is possible with brushes of the old 
style. 

The company will be glad to send par- 
ticulars and terms to all dealers. 















From Thousands of Testimonials we offer the one below: 


Dear Sir:—The stamp moisteners which you sold us some time ago have 
given us perfect satisfaction and we find them a very great convenience as 
well as a con sid. rab le saving as we used to use damp soma? for this work 
and these were quickly worn out and were rather expensive in the longrun. Wecan 
unhesitatingly recommend your St amp Moistener to be clean and economical. 

Very truly yours, Sears, Rozsuck & Co., Per E. Lennox. 
Price 75 cents delivered. Liberal Discount te the Trade, Write for Special Dealers’ Agesey Propesitt 


PEERLESS MOISTENER CO., 431 Claremont Avenue, CHICAGO 
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their use—their adaptations 


F. W. RISQUES TREATISE ON 
LOOSE LEAF BOOKS 
AND SYSTEMS. 


A Practical Book by a Practical Man. 
PRICE $3.00 PER COPY 





t This Book 


If you want to be better informed on loose leaf systems, 


their mechanisms. 














q If you are interested in loose 
leaf systems from the view- 
point of either dealer or user; 
q If you want boiled down 
forms about this modern me- 
thod of accounting and reéord 
keeping; 

q If you wish to learn some- 
thing of system devoid of red 
tape; 

q If you desire to know some- 
thing of the adaptability of 
loose leaf to your business; 

@ If you want information re- 
garding the mechanical end of 
the business, facts about me- 
chanism, etc.--if you wish to 
acquaint yourself with the dif- 
ferent books included in the 
system, and some of the best 
forms for every business so 
that you can present them 
most intelligently to a pros- 
pective buyer 


GET THE BOOK 

g It contains 200 pages 84x6} 
inches. Thirty-seven illustrat- 
ed chapters. It is printed on 
fine paper in clear type and 
neatly boundin cloth. It gives 
59 loose leaf forms, actual 
working size in rulings, head- 
ings and printings. It explains 
their use. 

q It shows every style of loose 
leaf binderand holder. A cross 
index indicates the forms and 
covers suitable for each class 
of accounts, the reasons for and 
advantages of using covers best 
adapted to eachsystem are ex- 
plained by the author. 

q System in detail and plainest 
termsis fully explained. Every 
branch of accountingiscovered. 


ORDER TODAY 








The Office Appliance Co. 


305 Dearborn Street, 
CHICAGO. 


PENMANSHIP OF NOTED MEN. 

During a lesson in penmanship a schoo 
teacher was explaining the necessity o 
good writing and illustrated her point wit 
a copy of the Declaration of Independence 

“See children,” she said, “see how beaut 
fully and clearly John Hancock wrote 
name. King George didn’t need spectacles 
to read it.” 

“Why didn’t all the other signers write 
like John Hancock?” asked one bright boy 
and the teacher, after glancing at the coll 
tion of scrawls which followed the sign 
ture of the chairman, passed on hurriedly 
to the next lesson 

During the early part of the nineteent! | 
century the bad writing of great men bs 
came almost a byword. In fact, poor writ 


ing was considered by some people as 
most a sign of genius. Horace Greeley was 
such a poor writer that his correspondent 
were sometimes obliged to guess 
meaning. It is related that a reporter 
the New York Tribune who received a let 
ter from Greeley, discharging him, present 
ed it as a letter of recommendation to 
other paper 

There has been a distinct improvement 
the penmanship of modern statesmen, and 
there are few today whose names cannot be 
read easily by a perusal of their signatures 

Henry Cabot Lodge, for example, who is 
said to be the most scholarly man in th 
Senate, whose reputation as a writer and « 
ator is as great as his fame as a lawmake 
writes a firm hand; nobody who knew 


; 


t 


whose signature it was could mistake it 
anything else. To be sure, the letter 
in his surname has a broken back and h 
no connection with the “g” which foll 
it, while the final “e” looks more |] 
“a,” but on the whole ‘the senior senator 
from Massachusetts must be classed as 
good penman, as statesmen go. 

Several years ago the system 
manship in vogue in the schools was 
changed from slanting to vertical Cor 
gressman Charles G. Washburn of Wor 
cester is a vertical statesman. In Was! 
burn’s case vertical penmanship is not a su 
cess. His signature bears a striking re 
semblance to a bed spring. 





t 
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THE RETAIL SALESMAN. 

Real salesmen can sell most anything 

The thing to cultivate is tact, knowl 
of the goods and a neat, pleasing apps 
ance. Also, stick close to the truth 

A good salesman is of great importanc: 
in the conduct of a retail business Tr} 
stock of goods you have to sell is the 
foundation stone, and if the house is o1 
good foundation we feel reasonably safe 

Goods should be well bought, but if s: 
it does not follow that they are half sold 
It requires brains, tact and diplomacy 
sell them. It is of the greatest imp 
tance that the salesmen learn everythi 
possible about the goods they sell; to | 
if they are good, why they are so and why 
one article is better than another, tha 
may with a clear conscience recommet 
and guarantee it 

Customers like to trade at a store wl 
the salesman knows his goods from A to Z 


1s posted, both as to prices and qu 





OFFICE APPLIANCES 205 





































A Complete and Profitable Line for the Trade 


We have designed our line of Filing Devices especially for the Trade. Our 
ine is well made, and comp ete Our new Trade Catalogue will 
shortly be ready for distr tion, illustrating our entire 













Imperial iine, and listing our Twe nty - five New Printed 
CARD INDEX FORMS 
Two Drawer Se ee Solid 
. drawings 

Sections Oak Trays 

ese ( ’ of ad Made of solid oak, in 
tbe ¢ ’ a ~e handsome golden oak fin- 
bse t: EGE ER ey ist corners dovetailed, 
The « : mage pag Cc —— a wy etme sé ind equip ped with fol- 
vearance of a singlecomy abinet. After the inst lower 
Scion of a Top Bection, which is @ Comolete Calis Without Covers 
itself ,subse ent t is confined to the les per € 
or inte eS These Sect made 
Solid instead of Loose Tops The draw rs of t e 24 9 AMO DIES a 
Vertical | S ns are fit with ¢ n slide l $e +e Ke ae Furnished 
orerate on rT er bearings We ilso make Vert I . ae > ‘. Complete 
Solid Lateral construction; also Sectional with removable s . sas a 





This Oak Stationary Rack 


3x5 and 
. Desk. Will 4x6 and labeled 
Pa Bay - De il 5x8 sizes 
outlast te f ( B rd Racks. 


The Price is $3.00 
SPLENDID VALUE 


Card Index 









kle We Guarantee Cabinets 
Oak Tic rphe Prompt Shipment C ade of plain and 
f T< quartered Oak, 
Mad —s —— golden and weath- 
ers d c= ered finishes, anc 
tailed; birch mahogany 
fitted Equipped with 
our at adjustable follow- 
, 4 er, and finished 
~e with brass trim- 
cured 
screw 4x6 





5x8 Supplies 3x5, 4x6, 5x8 


Lone Remunee 
We manufacture a con Catalogue, Daily Report, tinaee ] thodsCe 
With and plete line of Filing Supplies of Legal Blank, and {mf »peria 
Without all kinds. Wealways carry in stock pe ed 
Covers ready for immediate delivery a complete line 
of the standard ruled Cards: Guides in the various Sizes geen pane Por 
Cuts, Colors and Subdivisions; Folders, ete. CHICAGO 


Electrotype 


























235 Pages 
15 Full Page 


Cartoons 








GINGER TALKS 


Sales of 2 Million a Month! 


The Course in Salesmanship that Built Them for the National Cash Register Company. 


YOURS FOR $2.00 


HINK of a course in practical salesmanship, written straight out of the heart of the greatest selling organization in the world, by a Director 

of that organization; a course that does not merely describe the selling system of this colossal concern—but IS THAT ACTUAL 

SYSTEM ITSELF—the word for word Ginger Talks of that world famous company to its 1,000 salesmen—the verbatim coaching, the exact 

specific instruction, the very selling pointers a and arguments and inspiration and enthusiasm that built up, through those 1,000 red-blooded 
ilesmen, a business of over two million dollars a month in monthly sales 























The Pabst Co. Bought it for Its 1,800 Salesmen 1,682 Other Giant Concerns Have Taken It for Their Entire 
The Quaker Oats Company Invested $450.00 in It. Sales Forces, Many Taking from 100 to 1,000 Each. 
Ask us to send you a list 6 feet long of these concerns which employ nearly 50,000 salesmen. 
q INGER TALKS is the only business book ever written that is as brilliant and fas- 
“Ginger Talks of a Sales Manager” T cinating in styleand has the same human interest as George Ade’s ‘‘Fables in 
an ee Mr Ho a seen dl "Oingee Tale”. weens the telien thick th Slang Billy Baxter's ‘‘Letters,’’ or Mr. Dooley’s famous conversations with his friend 
F «abe pee > aeons me rag 100 A ¥ ia " wd! mee a ~~ ier x “a 7 Hennessey. The sentences are crowded with epigrams, sharpened with penetrating wit, 
‘nas Gath Eeeueneoaiede aa a aed t 7 etree sage sony hoon : ny pa gr gaat “ lighted up with humor and made fairly alive with the tones of a masterfu personality. It 
. dite t at by 1 packed w ith hi 1 ; ms oe selling eenss he the ? io tha t is this wonderful combination of solid instruction and_brilliant expression—* beefsteak 
+} ey cot ~ easter ip not eae sci el I eal ” a aaa i the ed bee 3 bogs aft then nutriment and champagnestyle’’—that has brought Ginger Talks to their tremendous 
1 A ( Ginger Taf Sales pers e ¢ e 
a . ; ‘ ; SEND YOUR GINGER 
(GINGER TALKS are a plete text book of instruction ar pointers on tl SHELDON UNIVERSITY PRESS 
elling good They sit the whole of practical sal unship; make cles LIBERTYVILLE, ILLINOIS 
wonderfu trations and exact ¢ xP anations how to make approache s, how to am enclosing Two Dollars. Send mea copy of HOLMAN’S “GINGER TALKS.” 
yes es g thacs hi epee ir ute J) Cseeveee 
eager li sehen Yaamene taka: eal MMII ooo osccss stuns céncvneesae.ony «sce najshmnnlsnpniielienlenalinanna—nnn 
u , I yu _ lifficultis ind perplexities an i show OED. co wcccatevaweecsbverd coceoavdvocesv oes seedebes teen eee eee eee 
. way out of op (You can enclose Three Do nd receive a copy of Ginger Talks and The Busi Philosoph 
1 jor one year.) 
. =e 
A Magazine of Ginger, Too. 
BUSINESS PHILOSOPHER" is the one magazine of business that deals with t t t ur Make the Man Right and His Work Takes 
Care It ; : . , everv month 
I Mc ‘ ( gister Co., subscribed é A R : ( r's Ink, Library Bureau, International Salt Co., 
O.W.R r n&Co., St ird P ite G ss Co Post Cer ( I \ r Talking M t J raph Co.—all these have subscribed for blocks of 


BUSINE S PHILOSOPHER” and 


Only Three Dollars. 
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Clever Business Sketches 


A New Book for Subscribers to 


THE BOOK 


Ss 








.. ‘2 re | ‘ 
“€ 


110 West Fort Street, 


are the best, brightest and most 
interesting short stories on 
business and business life it has 
been our good fortune to 


secure. 


would want to turn to after a 
day of hard knocks 
office or factory. 


to do big things and then too 


in this book has a moral. 


and interesting stories with 
C 
bound, free with every yearly 


keeper at $1.00 per year. 


for 
Keeper—you cannot secure it 
any other way. 


The Business Man’s Publishing Co., Ltd. 


-KEEPER 


LEVER Business Sketches 
is the title and its contents ° 


Just the sort of a book one 


at the 


Puts one in the right mood 
every one of the many stories 
Twenty-nine bright, breezy 
lever illustrations, beautifully 
ubscription to The Book- 


Remember this book is only 


Book- 


subscribers to The 


DETROIT, MICHIGAN 

















THE 





BIG PROFITS 


Q 


HANDIEST NEATEST 


STAMP AND FINGER MOISTENER on the Merket.. 
SHUMAN’S ‘SANITARY’? MOISTENER instead of your Tongue | 


Write for Dealers Proposition 
Sample by mail 10c—-Retails at 15c each. 


FRANK G. SHUMAN, - o - 


Live Office Specialty Salesmen wanted 


55 State St. CHICAGO. 


UICK SALES 
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THE MAGAZINE OF OFFICE EQUIPMENT 


THREE 


MONTHS’ TRIAL SUBSCRIPTION 


25 CENTS 





items off-hand without c¢ 


and can quote 
sulting a price list 

How often we hear that salesmen 
born, not made Almost any intelligeni 
man can succeed as a salesman if he 
possessed of good habits; is honest 


truthful and willing to go out and hustl: 


The outside salesman must take upo 
himself more responsibility than the insid 
salesman and all business houses expect 


more from their outside salesmen than they 
do from their inside salesmen, for this rea 
son: They are out among the trade that 
hardly ever enters the store and are se 
ing them goods and it must fall upon thi 
to follow his customers’ 
business that credit is 
kept up to the standard of his house. He 
must make collections and must always b 
on the lookout bill of goods 


to a firm that is poor pay. 


: : 
outside salesman 


and be sure his 


not to sell a 


To pay the price of a successful sales 
man you must study, think, work.—Modern 
Methods 


“Y AND E” EVERLASTING INDEX 
TABS. 

Yawman & Erbe Manufactut 

of Rochester, N. Y., began to 

little 


the 


ing Company, 


Since 


exploit its unique 


a splendid line 


manufacture and 
Index Tabs, it 


orders coming in from the trade. 


reports 


These tabs are really the most handy and 
unique devices which can be used for sup 
Each tab 


» pieces of German silvet 


plementary indexing is simply 
constructed of tw 
so that it can be attached or removed from 


When attached it 


possib y 


instantly. 


a card or sheet 


laciously 


and cannot 


clinches te 





fact that the labels can be 


ily is a strong talking point 


slip off. The 

changed so eas 
to be used with the consumer, and once th 
} 


tabs are in use, additional orders are bout 
to follow The “Y and E” people carry a 
large stock of Daily, Monthly, Alphabetica 


and Numerical labels for their five differ 


sizes of tabs and are filling orders promptly 
The accompanying illustration 


set of “Y and E” No. 25 Alphabetical t 


used in a Card Index Drawer together wit! 


shows 


three spec! il 
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The Eureka Bath and Cloth 


constitutes a perfectly sanitary system of letter press copies. The composition 
in the bath assures even distribution of moisture to the cloth, at the same time 
precluding bad odor, mustiness or mildew. The patent chemical surface cloth 
with non-raveling edge affords clean, clear-cut copies. There are more Eureka 
Baths in use than <a others combined. The wire net in the composition makes 
them unbreakab They are furnished in all sizes from correspondence to 
way bill. Sold ibouee h the dealers. Write for Eurcka Booklet. 


THE EUREKA BLOTTER BATH CO., CHICAGO, ILL., U.S. A. 


yf i! 
| 6215-17-19 Wentworth Avenue , 
WANS 5 a“ 
a a — 
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A GOOD COMMERCIAL PAPER AT A VERY REASONABLE PRICE IS | 


Berkshire Bond 


Being made of rags of good quality, it has a strong fibre and withstands ink erasures perfectly. The use 


of clear spring water in its manufacture assures a bright, pure color, and freedom from specks and blemishes 








Berkshire Bond has an especially attractive finish, and is a splendid 
paper for the business man’s letterhead 

We can furnish Berkshire Bond in a number of weights and colors 
and in any size required, with envelopes to match 

Let us send you some sample sheets 

We carry one hundred varieties of typewriter papers and twenty 
seven manuscript covers. Our guarantee covers the entire line. A 


postal card will bring a sample book 


EATON, CRANE & PIKE COMPANY 


BERKSHIRE TYPEWRITER PAPER DEPARTMENT 


WANTS 





NOTE—“‘Want” advertisements are received 
for this department at 2 cents a word for light 
faced type and 3 cents a word for heavy faced. 
Minimum charge of 50 cents, payable in advance. 
Only samen. advertisements received, and 
those relating to trade necessities. 
HELP WANTED. 

TYPEWRITER REPAIRER wanted; all round 
man, permanent position. The Office Appliance 
Co., 15 State St., Boston, Mass 


WANTED—Two good typewriter repairmen 
Steady work for steady men. Typewriter Km- 
porium, 92-94 Lake St., Chicago 


WANTED—An exclusive agent in every city 
to sell Transo (transparent face) envelopes, on 
a commission basis. Every business house a 
possible customer. Excelient proposition for 
men with selling ability. Samples and complete 
information on request. Transo Paper Co., 
Chicago. 


WANT ED—tTypewriter ribbon and carbon 
salesman with trade among dealers and station- 
ers in South and West. State full particulars 
us to experience, salary, commissions, etc., to 
Box No. F12, care Office Appliances 

WE WANT an active, capable manager to act 
as treasurer of a sales company, one who can 
make reasonable investment preferred, for the 
best non-listing adding machine made Splen- 
did territory, good salary and percentage of the 
profits. Address M41, care Office Appliances, 
Chicago. 


MISCELLANEOUS. 


DAVID GIBSON is now writing a series of 
the most instructive talks on salesmanship that 


have ever appeared in print Send ten cents 
in stamps for a sample copy of “Gibson Maga 
zine’ or one dollar for the year Address Cax 


ton Bldg., Cleveland, O 





PITTSFIELD, MASS. 


FOR SALE. BUSINESS OPPORTUNITIES. . 
FOR SALE—One Roneo copying machine, WANTED—Exclusive right of sale of good 
practieahy, y Good "Office — a Ad practical office specialties in Germany and Bel 
= pe aoe. ay “eee Mice pone snc gium, by one of the largest manufacturers of 
FOR Sau.E—or will trade for anything of and dealers in office appliances in Germany 
value—Confessed labor judgment against T. A First-class typewriter especially desired. Ad 
McCall and the McCall Automatic Typewriter dress Foreign, care Office Appliances. 


Co. Secured by personal bond of F. C. Kings- 

bury, Secy.-Treas. Amount with costs and in- —— 
terest for more than two years, about $125 
F. F. Main, Cleveland, O 


FOR SALE—Big bargair One 12-point ad 
<0 ple HOW MUCH 


justable Simplex typesetting machine with com- 


plete motor equipment. Perfect condition Ad 
dress Rogers Addresser Co., 430 166 Adams St DO YOU PAY FOR 
Chicago. 


FOR SALE—Universal Hammond Typewriter, | ADDING MACHINE ROLLS? 


used very little, reason for selling lack of work; 
will sell to quick buyer for $30 If typewriter 
not as represented, money will be refunded. | ° ° 

|| Is quality of paper satisfactory? 


Longdale, care Office Appliances, Chicago 
Are the rolls full length? | 





a 


FOR SALE—Well established typewriter and 


supply business located in one of the largest and 7 . 
best cities in the South. Excellent location on Are they made In one piece? 
main thoroughfare, fine window display, only 

typewriter exchange in _citv. Valuable agen- Do they break? 


cies go with business. Splendid opportunity for ! e . 
experienced man or company with some cap- | Does their dust fill your type? 
ital. Good reasons for selling. Address Splen- | 
did Opportunity, care Office Appliances, Chicago. 
Unless you 
have tested 
this Brand 


you aren’t 





FOR SALE. For $500 Cash 


TYPEWRITER EXCHANGE 





getting the 
best valuein 





in a city of 100,000 inhabitants. 150 ADDING 
miles from Chicago. Business started MACHINE 
in January of this year and on a good ™ ROLLS. 
paying basis. Good established trade 

in supplies. IlIness in owner’s family There’s 40 years ‘“‘Know How’’ behind them. 
necessitating removal to far west only Ask us for Samples and Prices 


reason for selling. Fine opportunity CHARLES BECK PAPER CO., LTD. 


for young man. Address Box 65 care 
Office Appliances 609 Chestnut Street Philadelphia 
































Ten Thousand Men 


Our present Sales Organization consists of more than 15,000 active, aggressive, 
capable men. 

This organization, great as it is, cannot cope with the vast expansion of our busi- 
ness and the ever-increasing demand for Olivers. We want 10,000 more men every- 
where as Local Agents for the Oliver Typewriter. 

The innumerable requests for interviews and demonstrations from the smaller 
towns prove that no village or hamlet is too small to afford a splendid field for the work 
of an Oliver Agent. 

Wherever you are, you can become a Local Agent for the Oliver Typewriter regard- 
less of other employment. And just as soon as your sales justify, you can enter the 
ranks as a regular representative. No business worth having can be started with so 
small an initial investment. None offers a wider field for profitable endeavor than this 


which is calling you now. 


A Liberal Education in Salesmanship 
Absolutely Free of Cost 


The Oliver Sales Organization is made up of exceptional, highly trained men. We 
pick out men who have the material for the making of capable salesmen. After their 
appointment as Local Agents, we train these men, at our own expense, in The Oliver 
School of Practical Salesmanship. 

This school has become famous for the men who have graduated to greatness in 
Salesmanship. There is not, in all the world, its counterpart. It gives first-hand, man- 
to-man instruction, direct from past masters in Salesmanship. 

We demand of each of our men the very best that isin him. This means, to us, 
more than mere business-getting. It means the development of well-rounded character, 
which makes him a man among men. For our salesmen are our ambassadors, bearing 
the Oliver banner to the very ends of the earth. 

Men who can measure up to this opportunity are assured of permanent employ- 
ment, No limits are set to their earnings. Advancement in the service is the reward of 
proven ability. 

Let this be a challenge to the young man who asks “opportunity.’’ This is not a 
“snap.’’ It means a real rough-and-tumble with Hard work. It requires courage, am- 
bition, enthusiasm, loyalty. But it will give you a firm foothold on the Ladder of Sales- 
manship, up which you may climb to the top. 


The Oliver Typewriter Company 


Oliver Typewriter Bidg. 93 Dearborn St., CHICAGO, ILL. 








